The  Newspaper  of  Information  Systems  Management 

April  24,  1995,  Vol.  29,  No. 17,  166  Pages,  $6/Copy,  $48/Year 


COMPUTERWORL 


LAN  management 
control  to  improve 


Cabletron  Spectrum 
moves  into  NetWare 

By  Laura  DiDio  and  Patrick  Dryden 

ROCHESTER, N.H. 


Cabletron  Systems,  Inc.’s  Spec¬ 
trum,  long  considered  an  elegant 
enterprise  management  platform, 
is  beefing  up  its  links  to  main¬ 
stream  LANs. 

To  help  streamline  network  su¬ 
pervision,  Cabletron  is  readying 
its  so-called  Management  Gate¬ 
way  Server  for  NetWare,  which  will 
make  all  Novell,  Inc.  built-in  tools 
Cabletron,  page  151 


SMS  upgrades  in  the 
offing  from  Microsoft 

By  Steve  Moore 


Microsoft  Corp.’s  Systems  Man¬ 
agement  Server  will  gain  several 
important  features  —  including 
one  designed  to  make  it  live  up  to 
its  messenger-to-the-gods  nick¬ 
name  of  Hermes  —  in  a  series  of 
upgrades  beginning  this  summer, 
the  company  confirmed  last  week. 

Since  this  complex  client/server 
LAN  systems  management  soft¬ 
ware  first  shipped  last  November, 
users  have  applauded  its  PC  soft¬ 
ware  distribution  and  hardware 
and  software  inventory  capabili¬ 
ties.  SMS  runs  on  Windows  NT 
Server  3.5  and  requires  Micro¬ 
soft’s  SQL  Server  4.2. 

Key  ingredients 
But  several  users  interviewed  last 
week  said  SMS  is  missingkey  piec¬ 
es  that  would  help  them  more  effi¬ 
ciently  manage  their  client/server 
LANs.  Their  wish  list  included  en¬ 
hanced  event  logging  and  report¬ 
ing,  software  license  metering  and 
Microsoft,  page  1 6 


Desktop  software  and  support 


Quality  questioned 


By  Gary  H.  Anthes  and  William  Brandel 


Calling  the  software  “very,  very  buggy  andvery 
slow,”  the  Du  Pont  Co.  is  yanking  the  latest  re¬ 
lease  of  Microsoft  Corp.’s  Office  off  thousands 
of  Macintoshes  and  reinstalling  an  earlier 
version. 

Du  Pont’s  dramatic  action  highlights  the 
growing  tension  between  vendors  and  users 

about  the  newest  re- 
COMPUTERWORID  leases  of  desktop 
software.  Many  users 
say  software  today  is 
more  buggy  and  poor¬ 
ly  supported  than  it 
was  a  few  years  ago. 

Vendors,  facing  in¬ 
creased  competition 
and  tighter  profit 
margins,  respond  that  users  can’t  have  it  both 
ways:  inexpensive  software  and  top-notch  sup¬ 
port.  They  contend  their  software  is  better  than 
ever. 

The  shift  of  the  support  burden  from  vendor 
to  user  has  certainly  struck  a  nerve  with  IS.  In 
an  exclusive  Computerworld  survey,  two- 
thirds  of  100  information  systems  profession¬ 
als  said  they  would  accept  fewer  features  in  ex¬ 
change  for  greater  reliability.  And  51%  said 
they  are  more  likely  now  than  three  years  ago 
to  avoid  or  delay  making  software  upgrades. 

For  example,  reliability  and  performance  is¬ 
sues  are  precisely  what  drove  Du  Pont  back  to 


While  users’  gain  is 
lower-priced  software ... 

Base:  100  IS  professionals  involved 
in  purchasing  decisions 


Do  you  pay 
more  or  less 
for  desktop 
software  to¬ 
day  than  you 
did  five  years 
ago? 


Less  - 7 

49% 

The  same  -MnH 
More 

Don’t  know - -M I 

3% 


...  their  pain  is  higher  support  costs 


an  earlier,  more  stable  version.  “Microsoft  Of¬ 
fice  on  the  Mac  is  a  disaster,”  said  David  Pen- 
sak,  principal  consultant  for  advanced  comput¬ 
ing  technology  at  the  Wilmington,  Del.-based 
chemical  giant.  Pensak  supports  users  in  the 
company’s  research  units. 

Even  worse,  he  said  last  week,  Microsoft  is 
already  three  months  late  with  a  promised 

Quality,  page  14 


Terabytes  bite  IS 


By  Craig  Stedman  and  Kim  S.  Nash 


Warning:  Building  and  managing 
gigantic  databases  may  be  haz¬ 
ardous  to  your  health.  Or  at  least 
tryingtoyour  soul. 

“Nancy  Reagan  had  it  right 
when  she  said  ‘Just  say  no,’” 
quipped  Gary  Leek,  systems  archi¬ 
tect  for  a  1.5-terabyte  database  be¬ 
ing  developed  at  TRW,  Inc.’s  TRW 
Information  Services  division  in 
Orange,  Calif.  “Nobody  wants  a  da¬ 
tabase  this  big.  It’s  just  a  major 
pain  all  around.” 


Several  other  information  sys¬ 
tems  managers  echoed  Leek’s 
half-joking  sentiments  about  tera¬ 
byte-class  relational  databases. 
Nonetheless,  a  small  number  of 
commercial  shops  with  massive 
amounts  of  information  on  their 
hands  are  pushingupward  into  the 
rarefied  air  of  the  truly  large  data¬ 
base. 

One  terabyte  equals  roughly  the 
amount  of  paper  that  could  be  pro¬ 
duced  from  42,500  trees,  according 
to  one  storage  vendor.  Such  hu- 
Big  database,  page  151 


Voice  strain  plagues  some  PC  users 


By  Mitch  Betts 

If  the  pundits  are  right  about  the  inter¬ 
face  of  the  future,  millions  of  workers 
will  soon  be  barking  commands  at 
their  voice-activated  PCs  —  Open! 
Copy!  Delete!  —  and  dictating  letters  into 
the  PC  microphone. 

But  some  early  users  of  speech-recogni¬ 
tion  technology  find  that  daylong  chats  with 
their  PC  can  be  a  real  pain.  Anecdotal  re¬ 
ports  from  an  Internet  discussion  group  in¬ 
clude  cases  of  persistent  sore  throats, 
hoarseness  and  even  nodules  on  the  vocal 
chords. 

“After  a  few  months,  I  noticed  that  at  the 
end  of  the  day  I  was  hoarse  or  I  could  barely 
speak  at  all.  I  found  I  was  cutting  back  on 
conversations  at  work  and  at  home,  which 
was  distressing,”  said  John  Lehman,  a  pro¬ 
grammer  at  Lotus  Development  Corp.  in 
Cambridge,  Mass. 

Similarly,  a  32-year-old  programmer  in 
Silicon  Valley  said  he  recently  left  his  job 
partly  because  of  voice  strain.  The  irony  is 


that  in  both  cases,  the  programmers 
switched  to  voice  input  because  their  hands 
were  disabled  due  to  repetitive  stress  inju¬ 
ries  from  keyboard  use. 

The  mainstream  vendors  include  Dragon 
Systems,  Inc.  in  Newton,  Mass.,  with  its  Dra- 
gonDictate  for  Windows  products,  and  Kurz- 
weil  Applied  Intelligence,  Inc.  in  Waltham, 
Mass.,  with  its  Voice  for  Windows  product. 

“We’ve  heard  of  isolated  incidents,  but  it 
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See  In  Depth,  page  121 


■  Banyan  introduces  Vines  6.0,  the  first  major 
upgrade  to  the  network  operating  system  in 
more  than  a  year.  Enhancements  include  guar¬ 
anteed  log-in  and  integration  with  Banyan’s 
Distributed  Enterprise  Management  Architec¬ 
ture.  NEVIS,page  2 

■Whacked  by  a  quarterly  loss,  Lotus  looks  for 
ways  to  boost  sales  and  profits.  NEWS, page  2 . 
Meanwhile,  Lotus’  team  computing  is  seen  as 
neat  technology  but  limited  in  its  current  im¬ 
plementation.  WORKGROUP  COMPUTING,  page 
53 

■  IBM’s  bid  to  put  key  Windows  95  code  into 
OS/2  Warp  may  not  be  enough  to  draw  the  sys¬ 
tem  into  the  mainstream.  NEVIS,  page  4 

■  D&B  Software  users  nervously  straddle  the 
fence  between  mainframes  and  client/server. 
NEVIS,page  6 

■  The  mixed  bag  of  computer  industry  finan¬ 
cial  results  for  the  first  quarter  of  1995  showed 
more  good  news  than  bad.  NEVIS, page  8 

■  Pricing  on  core  database  engines  is  gradual¬ 
ly  sinking,  but  users  aren’t  home  free:  Vendors 
are  fighting  price  erosion  in  several  ways. 
NEWS ,  Page  12 

■  McCaw  gets  out  of  the  blocks  with  a  Cellular 
Digital  Packet  Data  offering.  NEVIS, page  24 

■  Chevron  and  Jonathan  Si¬ 
mon,  right,  hope  group- 
ware  will  lead  workers 
at  diverse  sites  to  share 
information  about  best 
business  practices 
while  cutting  travel  ex- 
penses.  WORKGROUP 
ZOtV?\n\N(i,page  53 

■  The  Macintosh  database  market  has  new  en¬ 
tries  on  the  way.  DESKTOP  COMPUTI NG ,page  43 


How  do  you  measure  up? 

How  does  your  IS  department  compare  with  the 
Computerworld  Premier  100?  Fill  out  the  Premier  100 
survey,  and  we’ll  send  you  a  free  report  showing  how 
your  operation  compares  with  Premier  100  averages. 
Consolidated  information  from  the  surveys  we  collect 
may  be  published  in  a  future  Premier  100  issue.  Send 
a  request  on  company  letterhead  to  Paul  Gillin,  Editor, 
Computerworld,  375  Cochituate  Road,  Framingham, 
Mass.  01701  or  E-mail  to  survey@cw.com. 


■  Internet  caretakers  say  it  is  at  a  crossroad. 

ENTERPRISE  NETWORKING, page  67 

■  Users  of  Hitachi’s  new  Skyline  mainframes 
can  expect  to  pay  more  for  software  than  they 
do  now.  LARGE  SYSTEMS, page  81 

■  Object-oriented  middleware  holds  the  prom¬ 
ise  of  a  new  generation  of  transaction  process¬ 
ing  networks.  APPLICATION  DEVELOPMENT, page 
91 

■  Now  is  the  time  for  IS  professionals  to  think 
about  summertime  professional  development 
programs.  MANAGEMENT, page  106 

■  Users  testing  32-bit  operating  systems  say 
they  like  thetechnology  in  IBM’s  OS/2.  However, 
when  it  comes  to  moving  ahead,  their  first 
choice  will  likely  be  related  to  their  installed 
base  —  and  that  means  a  Microsoft  offering. 
CW  QAS\DE,page  113 


Christine  Garland 


See  Careers,  page  127 

■  Upgrade  ouch!  Managers  dread  the  cost  of 
training  associated  with  upgrading  to  a  32-bit 
operating  environment.  MARKETPLACE,  page 
138 

■  Bill  Laberis  urges  Digital  to  play  up  its  great¬ 
est  strength  —  networking  expertise.  VI EW- 
POINT  ,page  36 

■  Michael  Cohn  explores  the  bizarre  world  of 
computer  pricing.  VIEWPOINT, page  37 

■  Esther  Dyson  says  all  parties  can  benefit  un¬ 
der  one  new  business  model  for  the  software 
industries.  VIEWPOINT,  page  37 

■  Gordon  Bell  warns  of  the  hidden  taxes  as¬ 
sessed  by  the  Unix  Cartel.  VIEWPOINT, page  40 

■  Charles  Babcock  warns  buyers  to  ask  hard 
questions  when  shopping  for  parallel  process¬ 
ing  database  systems.  COMMENTARY,pagreZ52 


COMING  NEXT  WEEK 


Computerworld ’s 
first  annual  Global 
100  presents  the 
outstanding  users  of 
information  technol¬ 
ogy  from  around  the 
world.  From  New 
Delhi  to  New  York, 
find  out  how  the  top 
IS  organizations 
maintain  their  com¬ 
petitive  edge. 


Calendar . Page  110 

Company  Index . Page  148 

Editorial/Letters  to  the  editor . Page  36 

April  21  Stock  Ticker . Page  149 

How  to  contact  Computerworld . Page  152 


Get  out  your  walking  shoes:  It’s  Comdex  time  in 

Atlanta.  Corporate  users  have  a  message  for  their 
vendors:  Lower  prices  and  new  features  are  nice,  but 
they  shouldn’t  come  at  the  expense  of  software 
quality.  Those  users  say,  “Kill  the  bugs.”  Cover  1. 
Product  introductions  will  be  relatively  scarce, 
with  Lotus’  replacement  of  Ami  Pro  with  Word  Pro 
and  a  Microsoft  Windows  95  utility  heading  the  list . 
Pages  14  to  16.  However,  32-bit  operating  systems 
will  be  in  the  spotlight.  Parze  113 

The  Profit  Center  Paradox:  Do  general  managers 
really  want  IS  to  be  run  as  a  business?  Not  neces¬ 
sarily.  While  many  other  companies  have  closed 
down  their  IS  profit  centers,  some,  such  as  AMR, 
CBS,  Kemper  and  Brown-Forman,  are  succeeding. 
The  key  is  for  IS  to  meet  business  objectives  without 
alienating  non-IS  management,  accordingto  AMR’s 
former  CIO,  Max  Hopper.  Page  1 01 .  Hopper  also 
shares  his  views  on  coping  with  tight  budgets. 

Page  40 

Building  and  managing  terabyte-class  databases  poses  daunt¬ 
ing  hurdles  for  companies,  but  a  small  number  of  commercial 
shops  are  climbing  into  the  rarefied  air  of  the  truly  large  database. 
Cover  1 

Companies  continue  to  throw  big  bucks  after  client/server  tech¬ 
nology,  even  though  it  has  failed  to  deliver  on  promises  of  reduced 
costs  or  shorter  development  cycles.  Page  7 

On  site  this  week:  A  fail-safe  network  is  working  at  Swissair. 
Page  28.  Built-in  CD-ROMs  helped  sell  MCI  on  notebooks.  Page  43. 
Chevron  rolls  out  a  discussion  database  to  facilitate  communica¬ 
tion  amongremote  sites.  Page  53.  The  Kentucky  state  govern¬ 
ment  tries  a  low-cost  information  superhighway.  Page  67.  Great 
Western  Bank  is  outsourcing  most  of  its  IS  functions.  Page  72. 
Mainframe  technology  keeps  Pacific  Bell’s  voice-mail  service  run- 
nin g.Page  88.  An  expert  system  helps  Canada  Trust  fight  fraud. 
Page  82.  The  Toronto  Transit  Commission  goes  client/server. 
Page  92. 


The  5th  Wave  by  Rich  Tennant 
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ALL  NOTEBOOKS  GO  THROUGH  HELL 
GET  ONE  THAT  SURVIVED  IT. 


Best 


“★★★★★” 

Best  Overall 

PC  Computing 
Torture  Test 


*"• 


Presenting  the  unshockable 
DelF  Latitude  XP  "notebook.  Just 
back  from  PC  Computing’s  Notebook 
Hell  and  winner  of  the  Best  Overall 
Award  in  their  Annual  Notebook 
Torture  Test. 

For  ten  weeks  they  baked,  froze, 
dropped,  even  spilled  hot  coffee  on 
thirteen  notebooks.  They  analyzed 
useability.  They  scrutinized  portability. 
They  measured  battery  life. 

And  in  the  end,  the  Dell 
Latitude  XP  notebook  was  the  only 
one  to  receive  the  coveted  Five  Star 
rating.  And  the  magazine  remarked, 
“the  Latitude  [XP]  braved  our 
durability  tests  with  nary  a  scratch- 
surviving  in  better  shape  than  any 
notebook  we  tested.”  Then  they 
pronounced  it,  “the  best  travelling 
six-pound  machine  you’ll  find.” 

So,  as  you’re  looking  for  a  notebook 
that  can  withstand  the  rigors  of  the 
daily  grind,  call  us.  We’ll  send  you 
the  indestructible  Dell  Latitude  XP. 
The  notebook  you  can  put  through 
hell.  And  then  back  on  your  desk. 


CHOICE  „ 

1/24/95 


DELL  LATITUDE  XP 
IntelDX4™  100MHz  System 

•  9.5"  Active  Matrix  Color  Display 

•  16MB  RAM/810MB  Removable  HDD 

•  3  Year  Warranty1 

$5198 

Product  Code  #600039 
(Pictured  System) 

DELL  LATITUDE  XP 
IntelDX4  100MHz  System 

•  9.5"  Dual  Scan  Color  Display 

•  16MB  RAM/524MB  Removable  HDD 

•  3  Year  Warranty1 

$3998 

Product  Code  #600050 

DELL  LATITUDE™ 

IntelDX4  75  MHz  System* 

•  9.5"  Dual  Scan  Color  Display 

•  8MB  RAM/340MB  Upgradeable  HDD 

•  Second  NiMH  Battery* —  $99  more 

•  1  Year  Warranty* 

$2599 

Product  Code  #600041 

DELL  LATITUDE 
IntelDX2™  50MHz  System* 

•  9.5"  Dual  Scan  Color  Display 

•  8MB  RAM/340MB  Upgradeable  HDD 

•  Second  NiMH  Battery* —  $99  more 

•  1  Year  Warranty* 

$2399 

Product  Code  #600038 


(800) 


D34.L 


t-8260 


MON  DAY-  FR1 D  AY  7AM-9PM  CT  •  SATURDAY  10AM-6PM  CT  •  SUNDAY  12PM-5PM  ■  T 
KEYCODE  #12035  •  CANADA*  CALL  800-387-5755  •  MEXICO  CITY*  CALL  800-228  7  11 


tFor  a  compute  copy  of  our  Limited  Warranties,  please  unite  to  Dell  Computer  Corporation,  2214  W.  Broker  Lane,  Bldg.  3,  Austin,  TX  78758.  * Latitude  system  not  tested  by  PC  Computing.  * Prices  valid  in  the  US.  only  Some  products  and  prum-.u  ,n.  may  not  K  .u. 
the  US.  Prices  and  specifications  subject  to  change  without  notice.  Quotes  excerpted  from  PC  Computing,  January  1995  issue  ( pages  124-142) .  *  Latitude  is  powered  by  a  NiMH  battery,  with  the  option  of  replacing  the  diskette  drive  with  a  second  NiMl  f  ban  e"  r  L  I  . 
a  registered  trademark  and  lntelDX2  and  lntelDX4  are  trademarks  of  Intel  Corporation.  ©1995  Dell  Computer  Corporation.  All  rights  reserved. 


News 


Vines  6.0  guarantees  log-in 


By  Laura  DiDio 


■  At  its  annual  users  group  meeting  in  Orlando,  Fla.,  this 
week.  Banyan  Systems,  Inc.  will  unveil  the  first  major  up¬ 
grade  to  its  core  network  operating  system  in  more  than  a 
year. 

Vines  6.0  will  bundle  several  key  features  such  as  network 
management  and  intelligent  messaging  capabilities  —  for¬ 
merly  separate  product  offerings  —  into  the  core  network 
operating  system  for  the  same  price  as  prior  versions  of 
Vines,  confirmed  Bob  Renpsch,  product  line  manager  for 
Vines,  last  week  (see  story  at  right). 

For  users,  Vines  6.0  represents  an  important  next  step  in 
Banyan’s  ongoing  strategy  to  open  up  the  Vines  architec¬ 
ture. 

Beta  users  of  Vines  6.0  cited  their  new  ability  to  access 
the  underlying  Unix  kernel  in  Vines  to  make  changes  and 
fixes  themselves  as  a  crucial  example  of  Banyan’s  willing¬ 
ness  to  open  up  the  architecture. 

“The  ability  to  directly  access  the  Unix  kernel  to  make 
changes  to  the  core  Unix  operating  system  gives  me  the  flex¬ 
ibility  to  perform  fixes  to  servers  and  files  without  having  to 
call  a  Banyan  engineer  and  have  them  dial  into  my  server 
and  find  the  problem,”  said  Don  Kilgour,  an  information  sys¬ 
tems  analyst  at  Stentor,  Inc.  in  Ottawa. “Now,  we  can  do  it 
ourselves.  It’s  a  big  time  saver  since  we  have  500  servers.” 

In  four  months  of  beta  usage,  Kilgour  said  he  encountered 


only  a  few  minor  bugs  that  Banyan  has  since  fixed.  “Vines 
6.0  was  a  quick,  straightforward  installation  that  took  us 
about  20  minutes  maximum  for  each  server,”  he  said. 

Frances  Ward,  network  administrator  at  the  Florida  De¬ 
partment  of  Insurance  in  Tallahassee,  is  another  longtime 
user  eagerly  anticipating  the  Vines  6.0  release. 

“We  have  60  [Vines]  servers  throughout  Florida,  and  the 
guaranteed  log-in  facility  as  well  as  the  new  [Enterprise 
Network  Services]  management  tools  will  ensure  that  users 
can  always  access  the  network,”  Ward  said.  She  was  also 
enthusiastic  about  Banyan’s  new  native  TCP/IP  support  in 
Vines  6.0. ,  which  she  said  will  eliminate  the  need  to  run  dual- 
and  triple-protocol  stacks  on  users’  PCs. 

Dave  Capuccio,  an  analyst  at  Gartner  Group,  Inc.  in  Stam¬ 
ford,  Conn.,  also  gave  a  thumbs-up  to  the  features  in  Vines 
6.0  and  their  appeal  to  the  installed  base.  But  he  offered 
some  caveats  about  Banyan’s  ability  to  appeal  to  large  num¬ 
bers  of  new  accounts. 

“The  lack  of  [independent  software  vendor]  support  con¬ 
tinues  to  be  a  limiting  factor  for  Banyan.  Many  of  the  Fortune 
1,000  customers  I  talk  to  say  they  buy  NetWare  not  for  the 
technology,  but  for  all  the  third-party  support,”  Capuccio 
said,  referring  to  the  thousands  of  Novell  independent  soft¬ 
ware  vendors  that  far  outnumber  the  less  than  two  dozen 
Banyan  independent  software  vendors. 

Vines  6.0  will  ship  May  30.  Pricing  ranges  from  $7,995  for 
50  users,  $9,995  for  100  users,  $14,995  for  250  users  and  up 
to  $49,995  for  1,000  users. 


New  buds  on  the  Vine 


The  enhancements  in  Banyan’s 
Vines  6.0  include  the  following: 

^  Guaranteed  user  log-in  to  the 
StreetTalk  directory  services  com¬ 
ponent,  regardless  of  whether  or  not  the 
user’s  home  server  is  down. 

)►  Integration  with  Banyan’s  Distributed 
Enterprise  Management  Architecture 
based  on  the  Simple  Network  Manage¬ 
ment  Protocol  (SNMP)  that  simplifies  ad¬ 
ministration  tasks  and  enables  users  to 
deploy  any  SNMP-based  network  man¬ 
agement  platform. 

^  The  latest  revision  of  Banyan’s  Intelli¬ 
gent  Messaging  Backbone,  which  is  the 
framework  that  users  need  to  deploy 
mail  and  messaging-enabled  workflow, 
groupware,  calendaring  and  forms- 
based  routing  applications. 

^  Enterprise  Network  Services  Win¬ 
dows-based  management  tools  that 
trigger  alarms  to  warn  users  of  specific 
network-related  events  such  as  full 
mailboxes,  inability  to  deliver  mail  mes¬ 
sages  and  downed  network  connec¬ 
tions. 


Lotus  losses  inspire  desktop  rehaul 


Sybase  to  buy 
tools  developer 

By  Elizabeth  Heichler  and  Marc  Ferranti 

Sybase,  Inc.’s  Powersoft  unit  is  expected  to 
sign  a  deal  today  to  acquire  Paris-based  tools 
developer  SDP  SA,  according  to  sources  close 
to  the  negotiations  in  France. 

The  acquisition  would  add  a  data  modeling 
tool  to  the  portfolio  of  Concord,  Mass.-based 
Powersoft.  Analysts  said  it  would  give  the  com¬ 
pany’s  PowerBuilder  application  development 
product  better  design  capabilities. 

“I  can  confirm  that  we  are  in  negotiations 
with  Sybase,  but  we  have  not  signed  anything 
up  to  this  point,”  said  Yves  De  Montcheuil,  an 
SDP  spokesman. 

SDP’s  flagship  product  S- Designor  is  “a  very 
nice  tool  for  data  modeling  and  a  very  good  ad¬ 
dition  to  PowerBuilder,”  said  an  analyst  famil¬ 
iar  with  the  deal  but  who  asked  not  to  be  identi¬ 
fied. 

New  design  method 

The  problem  with  many  client-side  develop¬ 
ment  tools  is  that  people  develop  without  plan¬ 
ning.  But  with  S-Designor,  developers  are 
expected  to  do  design  and  data  modeling  be¬ 
fore  they  begin  programming  the  application, 
the  analyst  explained.  S-Designor  lets  Power¬ 
Builder  users  optimize  databases  so  that  the 
applications  they  design  perform  more  effi¬ 
ciently. 

A  Powersoft  spokeswoman  declined  to  com¬ 
ment  on  reports  of  a  pending  acquisition. 

SDP  was  founded  in  1983  by  Serge  Levy,  its 
current  president,  and  reported  revenue  of 
$10.3  million  last  year.  Its  U.S.  operations  are 
located  in  Westchester,  Ill. 


Ferranti  is  Paris  bureau  chief  at  the  11X1  News  Service. 


By  William  Brandel 


It’s  always  darkest  before  dawn  —  or 
so  hopes  Lotus  Development  Corp. 

Lotus’  first  quarter  proved  to  be  a 
scary  one  for  the  developer.  It  not  only 
lost  $17.5  million  on  sales  of  $203  mil¬ 
lion  —  its  first  operating  loss  ever  — 
but  it  also  saw  its  applications  suite 
share  slip  to  third  place  behind  an  up- 
and-coming  entry 
from  WordPerfect, 
the  Novell,  Inc.  Ap¬ 
plications  Group. 

The  poor  showing 
forced  admissions 
that  Notes  growth 
was  disappointing 
and  that  the  compa¬ 
ny  can  no  longer 
count  on  desktop 
revenue  as  its  pri¬ 
mary  revenue 
source. 

Worse,  its  desk¬ 
top  fortunes  will 
not  change  for  at 
least  one  more 
quarter,  accordingto  officials  who  plan 
to  cut  costs  by  $50  million,  cut  staff  by 
an  undetermined  number  and  revamp 
the  company  into  four  product  groups. 

Fulling  short 

But  of  more  concern  to  users,  a  hum¬ 
bled  Lotus  appears  ready  to  shore  up 
the  glaringweakness  in  its  desktop  ap¬ 
plication  strategy:  the  Ami  Pro  word 
processor. 

Lotus  will  take  its  first  step  toward 
redemption  this  week  at  Comdex/ 
Spring  ’95  in  Atlanta,  w  here  it  will  in¬ 


troduce  a  rewritten  and  renamed  word 
processor  called  Word  Pro.  The  appli¬ 
cation  boasts  1 ,500  new  features  and  is 
due  to  ship  this  summer. 

The  completely  rewritten  product 
also  represents  Lotus’  first  applica¬ 
tion  based  on  its  common  code  strate¬ 
gy.  This  strategy  calls  for  using  the 
same  base  code  to  run  on  16-bit  Micro¬ 
soft  Corp.  Windows  and  Windows  95, 
and  IBM  OS/2  appli¬ 
cations.  The  three 
platforms  will 
share  95%  of  the 
same  code,  said  Bill 
Jones,  senior  di¬ 
rector  of  Lotus’ 
desktop  products 
group. 

Lotus  is  the  first 
developer  to  imple¬ 
ment  this  strategy. 

These  changes 
are  key.  Analysts 
last  week  said  the 
suite  market  has 
been  a  disaster 
waiting  to  happen 
to  Lotus.  Until  now,  Lotus  has  staked 
its  suite  fortunes  on  the  success  of  its 
popular  1-2-3  spreadsheet,  bolstered 
by  its  highly  regarded  Freelance 
Graphics  application. 

Unfortunately  for  Lotus,  it  is  word 
processors  that  sell  suites  —  and  Lo¬ 
tus’  Ami  Pro  has  perennially  held  the 
distant  No.  3  position  in  that  market. 
However,  with  Word  Pro,  Lotus  is 
launch  ing  a  more  competitive  offering. 

Much  hinges  on  the  product’s  recep¬ 
tion  as  far  as  Lotus’  future  in  the  desk¬ 
top  arena,  as  the  last  quarter  makes 


clear.  Lotus  was  rocked  by  tough  com¬ 
petition  from  its  two  desktop  rivals, 
particularly  the  PerfectOffice  suite 
from  WordPerfect. 

By  developing  for  three  platforms 
with  one  code  base,  Lotus  will  “literal¬ 
ly  save  millions  of  dollars,”  in  develop¬ 
ment  and  testing  costs  Jones  said. 

No  more  weak  link 

The  revitalized  word  processor,  3‘/a 
years  in  the  making,  is  concrete  proof 
that  Lotus  has  accepted  that  Ami  Pro 
has  been  the  weak  link  in  its  desktop 
strategy. 

“It’s  critical  that  Lotus  delivers  a 
much  better  application  than  it  has 
with  Ami  Pro,”  said  Stella  Fox,  a  sys¬ 
tems  engineer  at  Fluor  Daniel,  Inc.,  a 
multinational  engineering  firm  in  Ir¬ 
vine,  Calif.  In  fact,  Lotus  could  lose  a 
7,000-copy  SmartSuite  account  at  Flu¬ 
or  Daniel  if  the  new  word  processor  is 
not  as  good  as  WordPerfect  or  Micro¬ 
soft’s  Word,  she  said. 

If  it  is  not,  “there’s  serious  discus¬ 
sion  about  moving  to  WordPerfect  or 
Microsoft,”  Fox  said.  “If  the  product 
lives  up  to  the  demonstration  we’ve 
seen,  we  could  stay  with  it.” 

Those  who  have  seen  the  product 
said  it  does.  “I  would  say  that  Lotus  fi¬ 
nally  has  a  word  processor  that  can 
compete,”  said  Greg  Kozak,  a  beta  test¬ 
er  and  consultant  at  Hewitt  Asso¬ 
ciates,  LLC  in  Lincolnshire,  Ill. 

Lotus’  desktop  performance  could 
use  the  boost.  Last  week,  after  posting 
its  first  loss,  the  company  announced 
just  $118  million  in  desktop  applica¬ 
tions  revenue  for  its  first  quarter  of 
this  year. 


Office  party 


In  January,  suite  shipments  from 
several  top  distributors  broke  out 
this  way: 

Microsoft’s 
Office  ^ 


Novell’s 
PerfectOffice 


Lotus’ 

SmartSuite 


Base:  8  national  distributors 


Source:  PC  Data,  Reston,  Va. 
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When  every  second  is  critical,  you  need  database  technology  you 
can  count  on.  Which  is  why  you’  11  find  CA-Openlngres®  on  board 
wherever  client/server  applications  need  to  be  mission-critical. 

Of  course,  it  doesn’t  take  a  rocket  scientist  to  figure  out  why 
After  all,  no  other  company  has  more  experience  in  mission-critical 
heterogeneous  computing  than  Computer  Associates.  Or  the 
confidence  to  back  up  that  knowledge  with  technical  assistance 
available  24  hours  a  day,  seven  days  a  week,  at  no  extra  charge.* 


Put  all  that  behind  the  exceptionally  advanced  technology  of 
CA-Openlngres,  and  you’ve  got  a  global,  enterprise-wide  information 
management  system  that’s  simply  unsurpassed.  Which  explains 
why  it’s  used  by  over  9500  companies  worldwide. 

For  more  information  on  CA-Openlngres,  call  1-800-225-5224, 

Dept.  12102.  Because  with  the  right  f“r\kArii  ITPD 

database  technology  there’s  no  telling  - 

how  far  your  business  can  go. 


UOMPL 

Associates 

Software  superior  by  design. 


New  CA-Openlngres 

0 1995  Computer  Associates  International,  Inc..  Islandia.  NY  11788-7000.  All  products  referenced  herein  are  trademarks  ol  their  respective  companies  'Available  only  to  licensed  CA-Openlngres  users  who  are  both  on  active  maintenance  and  whose  accounts  are  current 
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IBM  plan  to  lure  Windows  developers  looks  bleak 


By  Stuart  J.  Johnston  and  Lisa  Picarille 


IBM  thinks  it  has  finally  found  the  rig'ht  tack  to  lure  Win¬ 
dows  developers  into  the  OS/2  fold  —  by  cloning  some 
key  Microsoft  Corp.  programming  interfaces  —  but  an¬ 
alysts,  developers  and  users  last  week  expressed 
doubts. 

Without  more  applications  for  OS/2  and  the  eventual 
ability  to  run  Microsoft’s  Windows  95  32-bit  applica¬ 
tions,  some  users  said  they  see  no  reason  to  purchase 
OS/2. 

“In  the  longterm,  I  still  don’t  understand  how  they’re 
going  to  get  OS/2  out  of  a  niche  market,”  said  Brian 
Moura,  assistant  city  manager  for  the  city  of  San  Carlos, 
Calif.  “I  think  they  have  to  make  OS/2  fully  Windows  95 
compatible.  Today,  [IBM  is]  still  not  fully  compatible 
with  Windows  for  Workgroups,  and  they  had  the  source 
code  for  that.” 

Windows  95  subset  on  the  way 

In  a  move  to  get  reticent  developers  halfway  there,  Lee 
Reiswig,  general  manager  of  IBM’s  Personal  Software 
Products  division,  said  in  mid-April  that  a  subset  of 
Windows  95  application  programming  interfaces  (API) 
will  be  included  in  the  next  release  of  OS/2  Warp  [CW; 
April  17]. 

IBM  has  not  announced  a  release  date  for  that  version 
yet,  but  independent  software  vendors  will  receive  the 
API  subset  in  the  next  30  to  45  days  as  a  software  devel¬ 
oper’s  kit,  said  Wally  Casey,  director  of  marketing  for 
IBM’s  Personal  Software  Products  group. 

Supporting  100  or  more  32-bit  Windows  95  APIs  that 
are  similar  to  those  in  OS/2  means  developers  would  be 
able  to  write  both  OS/2  and  Windows  95  versions  of  their 


applications  from  the  same  code  base  —  up  to  a  point. 
Adding  the  Win32  APIs  also  simplifies  the  development 
process  for  OS/2  vendors,  who  can  then  create  Windows 
95  versions  of  their  OS/2  applications. 

Several  major  developers,  including  Sybase,  Inc.  and 
WordPerfect,  the  Novell  Inc. 

Applications  Group,  are  seri¬ 
ously  interested  in  IBM’s  tack. 

Other  developers  said  they 
would  consider  OS/2  develop¬ 
ment  if  the  Win32  APIs  were 
added. 

Beyond  that,  however,  devel¬ 
opers  would  still  have  to  do 
separate  coding  for  each  envi¬ 
ronment,  so  IBM’s  move  would 
take  only  some  of  the  sting  out 
of  a  thorny  issue.  And  that  may 
not  be  enough. 

Although  IBM  gave  few  other 
details,  sources  close  to  the 
companies  said  Lotus  Devel¬ 
opment  C  orp .  is  working  on  the 
coding  project,  which  is  called 
Springboard.  Longer  term, 
sources  said  IBM  is  in  discus¬ 
sions  with  Insignia  Solutions, 

Inc.  in  Mountain  View,  Calif.,  which  Microsoft  has  li¬ 
censed  to  use  Windows  95  source  code  in  building  emu¬ 
lators  for  other  platforms  (see  chart) . 

Either  way,  some  analysts  question  whether  the  fun¬ 
damental  concepts  behind  IBM’s  moves  are  sound. 

“I  think  IBM  is  confusing  the  means  with  the  end,” 
said  David  Card,  director  of  PC  software  research  at 


market  researcher  International  Data  Corp.  in  Moun¬ 
tain  View,  Calif.  “The  end  is  getting  back  some  control 
of  the  desktop  operating  system  [from  Microsoft],  and 
that  means  the  API.” 

If  IBM  were  only  going  to  mimic  the  Windows  95  API, 
then  it  would  be  conceding  to 
Microsoft,  Card  said.  But  af¬ 
ter  attending  a  briefing,  Card 
said  he  is  convinced  IBM  is 
taking  the  right  approach. 

Casey  responded,  “We  are 
not  validating  the  Win32  API. 
We  are  removing  the  arbi¬ 
trary  differences  between  the 
base  level  APIs  between  the 
two  operating  systems.  This 
gives  developers  the  opportu¬ 
nity  to  focus  on  developing 
applications  that  leverage 
OS/2’s  Workplace  Shell  and 
object  advantages.” 

Because  of  fundamental 
differences,  however,  IBM 
may  have  trouble  delivering 
much  commonality  between 
the  two  systems,  one  Micro¬ 
soft  official  said. 

“There  are  around  2,600  APIs  in  [Windows  95],  and 
only  about  300  are  somewhat  similar”  to  APIs  in  OS/2, 
said  Yusuf  Mehdi,  a  product  manager  in  Microsoft 
Corp.’s  Personal  Systems  division.  Providing  the  equiv¬ 
alent  of  just  one  critical  set  of  those  APIs,  such  as  those 
enabling  an  application  to  communicate  with  the  oper- 
atingsystem,  could  force  IBM  to  rearchitect  OS/2. 


IBM  is  working  with  Insignia  Solutions  to  make  OS/2 
Warp  compatible  with  other  operating  systems 

Insignia’s  emulation  products 

Code-named  Stringfellow 

1  'll  Lets  users  run  Windows  3.1  applications  on 
the  PowerPC  platform. 

IRuns  on  the  PowerPC  with  OS/2,  Windows  NT 
and  AIX. 

Beta  version  will  be  released  this  summer. 

Will  ship  by  the  end  of  the  year. 

» . . . ~ 

Code-named  Phantom 

Lets  users  run  Windows  95  applications 
(DOS,  Windows  and  Win32)  on  the  PowerPC 
platform. 

Runs  on  the  PowerPC  with  OS/2,  Windows  NT 
and  AIX. 

Beta  version  will  be  released  this  summer. 

Will  ship  in  Qi  1996. 


Report:  Users  see  Exchange  as  message  platform  only 


By  Suruchi  Mohan 


■  Despite  all  the  vendor  hype  about  col¬ 
laborative  computing,  most  users  up¬ 
grading  to  Microsoft  Corp.’s  Exchange 
client/server  computing  platform  will 
use  it  only  for  messaging.  For  group¬ 
ware-type  capabilities,  they  will  look  to 
other  options. 

These  are  the  findings  of  a  soon-to-be- 
released  report,  “Microsoft  Exchange: 
Myths  and  Realities.”  Written  by  Cre¬ 
ative  Networks,  Inc.  in  Palo  Alto,  Calif., 
the  report  is  based  on  a  survey  of  32  large 
Microsoft  Mail  customers  encompassing 
more  than  21,000  employees.  Of  those, 
40%  are  Exchange  beta  sites. 

These  “people  see  Exchange  as  a  mes¬ 
saging  platform  and  groupware  as  sepa¬ 
rate,”  said  analyst  Nina  Burns,  the  re¬ 
port's  author.  “For  groupware,  they  are 
using  Notes  in  the  same  environment.” 
Although  predominantly  Microsoft  Mail 
users,  the  sites  have  pockets  of  Lotus  De¬ 
velopment  Corp.’s  Cc:Mail,  which  they 
are  dropping  for  Microsoft’s  Mail.  But  at 
the  same  time,  they  are  buying  Lotus’ 
Notes. 

This  is  a  distinct  change  from  a  year 
ago,  when  users  were  all  over  the  map 
with  then-  expectations  of  Exchange, 
Burns  said.  Users  have  now  become 
more  realistic  and  are  looking  at  the 
product  only  as  an  upgrade  to  Microsoft 
Mail,  she  said,  rather  than  expecting  Mi¬ 


crosoft  to  provide  rich  workflow  automa¬ 
tion  as  promised,  at  least  in  the  initial  re¬ 
lease.  In  the  long  term,  the  users  inter¬ 
viewed  said  they  may  look  to  Exchange 
for  workflow  and  document  manage¬ 
ment  functions,  which  are  not  there  yet, 
she  said. 

“We’re  going  to  use  it  as  a  mail  up¬ 
grade,”  said  Jon  Simon,  a  systems  ana¬ 
lyst  at  Chevron  U.S.A.  Production  Co.  in 
Houston,  who  uses  Microsoft  Mail  and 
Collabra  Software,  Inc.’s  Share  1.0  for 
group  discussions  (see  story,  page  53). 
Using  Exchange  for  collaborative  com- 
putingwill  depend  on  “howwell  Collabra 


Share  integrates  with  Exchange,”  he 
said,  adding  that  Exchange  does  not 
have  the  full-text  search  features  that 
Collabra  offers. 

Although  bullish  about  the  use  of  Ex¬ 
change  for  features  other  than  electronic 
mail,  Simon  said  that  for  now  he  would 
"migrate  all  the  Microsoft  Mail  users  to 


Exchange  and  take  Collabra  with  it.” 

Dean  Brown,  a  systems  support  ana¬ 
lyst  at  Sara  Lee  Intimates  in  Winston- 
Salem,  N.C.,  is  not  even  so  sure  he  will  mi¬ 
grate  his  users  to  Exchange.  He  said  he 
is  happy  with  Microsoft  Mail  and  commit¬ 
ted  to  using  Novell,  Inc.’s  NetWare  net¬ 
work  operating  system. 

Brown  said  he  “did  not  have  a  warm 
feeling  about  them  requiring  NT.  But  we 
will  take  a  good  look.”  Were  he  to  up¬ 
grade,  Brown  said  he  would  use  Ex¬ 
change  for  E-mail  only  and  use  Notes  for 
groupware  because  it  works  well  in  a 
NetWare  environment. 

But  whatever  Brown’s  feelings 
about  Microsoft’s  Windows  NT,  he 
will  have  to  deploy  the  operating 
system  if  he  ever  decides  to  mi¬ 
grate  to  Exchange.  Indeed,  Burns 
said,  this  is  Microsoft’s  intention. 
“Microsoft  wants  to  use  Exchange 
as  the  Trojan  horse  into  NetWare. 
That’s  their  goal.  That’s  why  they 
are  not  focusing  much  on  the 
groupware  aspect  [of  Exchange] 
initially.” 

Open  window 

This  could  be  an  opportunity  for  a  com¬ 
petitor  such  as  IBM,  which  is  scheduled 
to  ship  its  WorkGroup  group  communica¬ 
tions  platform  at  the  end  of  May.  But,  said 
Dan  Blum,  principal  at  Rapport  Commu¬ 
nications  in  Silver  Spring,  Md.,  “They 
don’t  have  a  messaging  installed  base. 


Microsoft  and  Lotus  have  been  promis¬ 
ing  their  products  for  years,  and  people 
are  expecting  them.” 

IBM  has  so  far  failed  to  market  a  coher¬ 
ent  package  to  compete  directly  with  Mi¬ 
crosoft’s  BackOffice  suite,  even  though  it 
has  all  the  components.  BackOffice  com¬ 
prises  Exchange,  SNA  Server,  Systems 
Management  Server,  SQL  Server  and 
Windows  NT  Server. 

“We  compete  against  that  today,”  said 
Steve  Mills,  general  manager  of  IBM  Soft¬ 
ware  Solutions  in  Somers,  N.Y.  He  cited 
the  corresponding  components  in  IBM’s 
repertoire:  WorkGroup,  Communica- 
tionsManager/2,  NetView  for  OS/2  and 
Windows,  DB2  for  OS/2  with  a  Windows 
version  under  development,  and  OS/2. 

“We  are  looking  at  common  configura¬ 
tions  customers  are  buying  from  us  and 
creating  packages,”  Mills  said.  Although 
the  company  has  no  plans  to  come  up 
with  a  name  to  identify  a  competitor  to 
BackOffice,  user  demand  might  change 
that,  he  said. 

“They  have  everything  now  that  others 
have  yet  to  get  together,”  said  Ron  Rass- 
ner,  a  vice  president  at  Creative  Net¬ 
works,  referring  to  IBM’s  components, 
all  of  which  are  complete.  Exchange,  on 
the  other  hand,  has  not  been  released  but 
is  due  to  ship  by  year’s  end.  "This  is  going 
to  be  a  mind  share  battle,”  he  said. 


Chevron  plans  to  keep  people  talking. 
^  See  page  53. 


The  good  news  about  Exchange  . 


j. 


X.4oo-based  and  X.soo-based 

Has  a  client/server  version 

Has  a  calendaring/scheduling  feature 


...  is  offset  by  the  bad  news 


•  Behind  schedule 

•  Key  features  missing 

•  No  directory  key 

•  Tied  exclusively  to  Windows  NT 


i 


4  COMPUTERWORLD  APRIL  24,  1995 


Sybase  Oracle 

PowerBuilder  4.0  Developer/2000 


52  lines  of  code  4  lines  of  code 


dw_d 

ELSE 

Maste 

IF  dw 

COK 

Application. Open 

CO] 

dw_n 

SQLCA.DBMS=ProfileString(“PB.INI’ 

,”Data 

Mes: 

dw_n 

base”, ’’DBMS”,”  “) 

ELSE 

END  I 

SQLCA.DbParm=ProfileString(“PB.INI”,”Da 

ROI 

Master 

tabase”,”DbParm”,”  “) 

Mes: 

ed 

open(w_employees) 

END 

long  er 

Application. Close 

Menu 

long  ro 

DISCONNECT  using  SQLCA; 

w_em 

rownui 

IF  SQLCA.SQLCODE  <>  0  THEN 

Menu 

empnu 

ROLLBACK  using  SQLCA; 

w_em 

IF  dw_ 

MessageBox(“Disconnect”,SQLCA.SQLER- 

Menu 

COIV 

RTEXT) 

PrintJ 

ELSE 

END  IF 

Menu 

ROL1 

MasterWindow.Open 

Close 

Messt 

CONNECT  using  SQLCA; 

Menu 

detail”) 

IF  SQLCA.SQLCODE  <>  0  THEN 

w_em 

END  I 

MessageBox(“Connect 

Menu 

Master 

Error”, SQLCA.SQLERRTEXT) 

w_em 

close(p 

HALT 

) 

Master 

END  IF 

Menu 

dw_de 

dw_master.settransobject  (  sqlca  ) 

Show 

dw_de 

dw_detail.settransobject  (  sqlca 

) 

dw_de 

IF  dw_master.Retrieve()  =  -1  THEN 

Master 

ROLLBACK  using  SQLCA; 

MessageBox(“Retrieve”, ’’Retrieve  Failed”) 

**  Taken  directly  from  "PowerBuilder  Getting  Started " 
©  1991-1994  By  Powersoft  Corporation. 


exit_form; 

create_record; 

delete_record; 

commit_form; 


It's  amazing  how  many  lines 
of  code  you'll  find  behind  the 
exact  same  application. 


These  two  programs  do  exactly  the  same  thing: 

create  a  Windows  application  that  retrieves  and 
updates  employee  information  stored  on  a  database 
server.  The  52  line  PowerBuilder  application  was 
taken  directly  from  the  PowerBuilder  manual. 
Oracle's  new  Developer/2000™  implements  the 
identical  application  in  just  4  lines  of  code. 

If  you  want  to  experience  the  productivity 
benefits  of  second  generation  client/server  tools 
call  1-800-633-1071,  Ext.  8168. 


©  1995  Oracle  Corporation,  all  rights  reserved  Oracle  is  a  registered  trademark 
Developer/2000  is  a  trademark  of  Oracle  Corporation  All  other  product  names  are 
property  of  their  respective  owners 


News 


D&B  users  eye  client/server, 
but  many  keep  big  iron  faith 


Still  more  utilities 
on  burner  for  Win  95 

By  Stuart  J.  Johnston 


By  Neal  Weinberg' 

ATLANTA 


Coexistence  was  the  rallyingcry  of 
Dun  &  Bradstreet  Software  users 
last  week,  who  seem  to  be  keeping 
one  foot  firmly  on  mainframe  soil 
while  dippinga  toe  into  the  untest¬ 
ed  waters  of  client/server. 

Under  internal  pressure  to 
make  data  more  accessible  —  but 
wary  of  getting  in  over  their  heads 
—  users  at  the  company’s  Busi¬ 
ness  and  Technology  Solutions 
Conference  here  were  jittery 
about  plunging  ahead  with  Smart- 
Stream,  D&B  Software’s  client/ 
server  software. 

“We’re  being  swept  along  like 
everybody  else,  but  we  don’t  want 
to  be  on  the  bleeding  edge,”  said 
Roy  Crain,  a  senior  analyst  at  Gay¬ 
lord  Entertainment  Co.  in  Nash¬ 
ville.  “We’re  afraid  there  will  be 
enough  bleeding  when  the  time 
comes.” 

Crain,  whose  company  owns  the 
Grand  Ole  Opry,  has  IBM  main¬ 
frames  that  are  “starting  to  show 
their  age.”  He  is  being  pushed  to 
make  mainframe  data  more  avail¬ 
able  throughout  the  company. 

But  Crain  said  he  remains  skit¬ 
tish  about  putting  mission-critical 
applications  on  an  open  platform, 
citing  concerns  about  staff  train¬ 


ing,  reliability  and  support. 

Chuck  Cooper,  manager  of  cor¬ 
porate  information  technology  at 
Weyerhaeuser  Co.  in  Tacoma, 
Wash.,  was  also  in  a  “show  me” 
mood.  The  company  is  using 
SmartStream  to  move  human  re¬ 
sources  information  off  its  main¬ 
frame.  But  before  he  migrates  fi¬ 
nancial  applications,  Cooper  said 
he  wants  to  see  the  software  be¬ 
come  more  robust. 

He  is  under  the  gun  from  Sally 
Cowan,  Weyerhaeuser’s  director 
of  consolidations,  who  wants  “a 
seamless  bridge”  from  a  client  on 
her  desktop  to  the  mainframe  so 
she  can  do  sophisticated  analysis 
of  financial  data. 

Migration  trek 

Similarly,  Gordon  Underwood,  in¬ 
formation  services  manager  at  the 
$10  billion  Texas  Employees  Re¬ 
tirement  System,  is  warily  looking 
at  SmartStream  as  a  way  to  move 
financial  applications  off  his  Am¬ 
dahl  Corp.  mainframe. 

While  users  are  searching  for 
ways  to  migrate,  they  still  want 
D&B  Software  to  support  big  iron. 
Fred  Neumann,  a  technical  spe¬ 
cialist  at  Levi  Strauss  Associates, 
Inc.  in  San  Francisco,  needs  to  re¬ 
spond  to  internal  demands  for 
“more  and  faster  reporting.” 


But  Neumann  said  he  does  not 
have  the  funding  to  make  major 
changes,  so  he  is  looking  to  keep 
his  mainframe  applications  updat¬ 
ed  through  the  rest  of  the  decade. 

D&B  Software  is  working  to  sat¬ 
isfy  such  user  concerns,  said  Col¬ 
leen  Niven,  director  of  product 
management.  She  said  peaceful 
coexistence  seems  to  be  the  cur¬ 
rent  trend,  with  companies  typi¬ 
cally  moving  one  application,  such 
as  human  resources,  to  client/ 
server.  Next  on  the  list  is  usually  a 
decision-support  application;  the 
final  and  most  traumatic  step  is 
payroll  and  financial  records. 

The  company  recognized  the 
popularity  of  the  coexistence 
strategy  when  it  released  Smart- 
Stream  Connect,  which  allows 
two-way  data  sharing  between 
mainframe  and  client/server  ap¬ 
plications  [CW  March  20]. 

Not  everyone  is  pussyfooting 
around  client/server,  however.  The 
state  of  North  Carolina  is  going 
ahead  with  aproject  to  move  finan¬ 
cial  data  onto  Unix  servers  and  in¬ 
to  the  hands  of  department  heads. 

Charles  H.  Cooper,  assistant 
state  controller,  is  consolidatingfi- 
nancial  reporting  from  state  agen¬ 
cies  on  an  IBM  mainframe,  then 
moving  the  data  out  to  the  agen¬ 
cies  over  a  wide-area  network. 


CEO  MacIntyre  hinges  company  growth  on  SmartStream 


Dun  &  Bradstreet  Software  maybe  working  to 
keep  its  mainframe  customers  happy  with  coexis¬ 
tence  plans,  but  client/server  is  clearly  the  fixed 
star  guidingits  future. 

In  a  recent  interview  with  Computerworld  Sin¬ 
gapore,  Douglas  MacIntyre, 
chief  executive  officer  at  D&B 
Software,  said  the  growth  of  the 
software  company  is  “fueled  by 
SmartStream.” 

SmartStream  is  D&B  Soft¬ 
ware’s  set  of  client/server  ap¬ 
plications,  which  typically 
starts  at  $100,000.  It  includes 
financials,  human  resources 
and  manufacturingmodules. 

MacIntyre  said  SmartStream 
sales  in  the  first  quarter  of  1995 
were  five  times  those  of  last 
year’s  first  quarter.  He  also 
said  the  company  will  spend  an 
addit  ional  $45  million  this  year  in  upgrades  and 
support  of  its  client/server  applications  byyear’s 
end,  a  move  analysts  said  is  critical. 

Ed  Black,  an  analyst  at  Aberdeen  Group  in  Bos¬ 
ton,  said  he  was  surprised  at  how  much  money 
D&B  is  pouring  into  SmartStream.  "They  are  bet- 
tingthe  company  on  making  this  stuff  viable,” 
Black  said. 


“They  definitely  need  a  more  robust,  integrated 
applications  suite,”  said  Clare  Gillan,  an  analyst 
at  International  Data  Corp.  in  Framingham,  Mass. 
“They  lost  their  lead  to  SAP,  but  there’s  still  sub¬ 
stantial  opportunity  for  them  to  make  money  in 
this  area.” 

SAP  AG  has  emerged  as  the 
top  gun  in  the  client/server  ap¬ 
plications  arena. 

MacIntyre  outlined  the  fol¬ 
lowing  SmartStream  client/ 
server  product  plans  for  this 
year: 

•  The  bulk  of  its  human  re¬ 
sources  modules  are  due  out 
this  fall,  with  payroll  and  bene¬ 
fits  coming  in  October. 

•  The  manufacturing  and  dis¬ 
tribution  modules  will  be 
bulked  up  this  fall,  with  the  or¬ 
der  management  and  inventory 

management  modules  receivinga  great  deal  of 
functionality.  Shop  floor  control  and  resource 
planningcapabilities  are  also  on  the  fall  schedule. 
•  A  point  release  of  SmartStream,  dubbed  Release 
3. 1  and  scheduled  for  early  summer,  will  include 
improvements  to  the  financial  applications.  Bank¬ 
ing-specific  features  will  top  the  list  of  new  func¬ 
tions.  — Rosemary  Cafasso and Leorig  YinLeng 


Revenue  up,  profit  flat 

D&B  Software’s  corporate  parent,  Dun 
&  Bradstreet  Corp.  in  Wilton,  Conn., 
last  week  reported  first-quarter  sales 
of  $i.2  billion,  a  9%  increase  from  the 
$1.1  billion  reported  forthesame 
quarter  last  year.  The  $109  million 
first-quarter  profit  was  essentially 
unchanged  from  a  year  ago.  The  low 
profit  was  expected  in  light  of 
significant  cyclical  decline  at  Moody’s 
Investors  Service  and  companywide 
increases  in  investment  spending. 


Even  though  Windows  95  will  include  every  utility  but  the 
kitchen  sink  when  it  ships  later  this  year,  Microsoft  Corp. 
will  announce  this  week  at  Windows  World  in  Atlanta  an 
add-on  package  for  users  who  want  even  more  functions. 

Microsoft  Plus  will  include  an  intelligent  systems  agent 
that  can  perform  a  number  of  disk  maintenance  functions 
such  as  defragmenting  hard  disks  or  compressing  files  in 
the  background,  said  Alec  Saunders,  a  product  manager  at 
Microsoft’s  Personal  Operating  Systems  division. 

The  package  will  also  include  an  Internet  browser,  called 
Internet  Explorer,  that  will  include  the  ability  to  create  Win¬ 
dows  95  “shortcuts”  to  locations  on  the  Internet. 


A  triple  plus  for  Microsoft 


Microsoft  Plus  for  Windows  95  provides  the  following: 


Intelligent  Systems  Agent 
for  maintaining  disks 


■  Allows  users  to  schedule  disk 
maintenance  or  do  it  on  the  fly 

*  Handles  disk  defragmentation 

■  Compresses/decompresses 
individual  files 

■  Adds  two  new  levels  of 
compression 


Internet  jumpstart  Kit 


■  Provides  a  World-Wide 
Web  browser  called 
Internet  Explorer,  which 
lets  users  create 
Windows  95  shortcuts 


Additional  screen  savers 


One  reason  the  tools  in  the  package  will  not  be  in  Windows 
is  that  they  generally  require  a  486-based  or  Intel  Corp.  Pen¬ 
tium-based  PC  to  run  well,  Saunders  said. 

Disk  file  fragmentation  is  a  chronic  problem  on  computer 
hard  disks,  but  defragmenting  those  files  is  frequently  the 
last  item  on  most  users’  agendas,  even  though  it  eventually 
leads  to  serious  degradation  in  disk  drive  performance. 

A  disk  defragmenter  neatly  rewrites  all  portions  of  each 
fragmented  file  into  one  continuous  stream  of  data  on  con¬ 
tiguous  sectors  of  the  disk,  thereby  restoring  optimal  disk 
access  speeds. 

Not  users’  favorite  task 

Unfortunately,  getting  users  to  regularly  run  defragment¬ 
ing  utilities  is  akin  to  pulling  teeth,  said  Hank  Coleman, 
chief  financial  officer  at  Altoc  Corp.  in  Dallas.  The  compa¬ 
ny’s  Southern  Hospitality  Systems  unit  develops  and  de¬ 
ploys  Windows-based  point-of-sale  business  software  for 
hotels  and  restaurants,  which  are  largely  turnkey  systems 
for  nontechnical  users. 

The  Plus  package’s  intelligent  agent  can  run  the  utility 
on  a  time  schedule  —  perhaps  in  the  middle  of  the  night  or 
even  like  a  screen  saver  —  thus  saving  users  from  periodi¬ 
cally  havingto  run  a  defragmentation  utility. 

Coleman  sees  this  feature  as  a  compelling  reason  to  de¬ 
ploy  the  Plus  package  to  many  of  Altoc’s  users  because  its 
function  would  be  completely  transparent  to  them. 

“We  had  one  customer  with  75M  bytes  in  one  database 
that  was  [having]  6,000  transactions  per  hour,  and  they  had 
fragmented  their  disk  beyond  imagination,  and  that  was 
just  in  one  location,”  Coleman  explained. 

The  intelligent  agent  can  also  be  used  to  perform  other 
disk  maintenance  tasks,  such  as  compressing  files  that 
have  not  been  accessed  during  a  specified  time  period  so 
they  do  not  take  as  much  space  on  the  disk. 

But  the  package  will  not  appeal  to  everyone. 

“It  has  limited  utility  from  my  perspective  because  we 
don’t  do  very  much  with  local  hard  drives,”  said  Greg  Scott, 
information  services  manager  at  the  College  of  Business  at 
Oregon  State  University  in  Corvallis.  “That’s  why  we  have 
60G  bytes  of  network  storage.” 


©Users  like  the  technology  in  OS/2,  but  their  installed  base  of 
Microsoft  products  keeps  them  faithful  to  Windows  and  NT. 
See  CW  Guide,  page  113. 
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IS  undeterred  by  complexities  of  client/server 


By  Julia  King 


Companies  continue  to  sink  megabucks 
into  client/server  technology  despite  its 
widespread  failure  to  deliver  lower  infor¬ 
mation  processing  costs  or  speed  sys¬ 
tems  development,  according  to  a  study 
released  last  week. 

Also,  larger  companies  in  particular 
plan  to  increase  the  complexity  of  their 
client/server  architectures  even  though 
they  cannot  find  enough  experts  to  run 
their  current  systems. 

These  are  among  the  findings  in  a  re¬ 
cent  survey  of  more  than  400  information 
systems  executives  conducted  by  De- 
loitte  &  Touche  in  New  York. 

The  survey  also  found  the  following: 

•  Only  50%  of  IS  executives  who  expected 
benefits  from  using  client/server  tools 
actually  realized  them. 

•  On  average,  the  IS  budget  is  16%  higher 
at  companies  where  more  than  25%  of  ap¬ 
plications  run  on  advanced  client/server 
architectures. 

•  In  1994,  43%  of  all  applications  ran  un¬ 
der  client/server;  27%  did  in  1993. 

But  what  the  study  does  not  measure 
is  how  and  where  client/server  has  bene¬ 
fited  companies,  which  some  users  said 
has  little  to  do  with  cost  or  time  savings. 


markets  and  closing  sales. 

“Client/server  tool  sets  provide  easier 
manipulation  of  raw  data  so  more  ad  hoc 
reporting  can  be  done,”  said  Hank  Lein- 
gang,  senior  vice  president  and  CIO  at  Vi¬ 
acom,  Inc.  in  New  York. 

Finding  experienced  people  to  design 
and  build  client/server  systems  remains 
a  problem,  however.  Last  year,  79%  of  IS 


managers  had  difficulty  recruiting  tech¬ 
nical  architects  and  distributed  data¬ 
base  experts,  the  study  noted.  Graphical 
user  interface  designers  and  data  mod- 
elingexperts  were  also  in  short  supply. 

Nonetheless,  companies  show  no  signs 
of  backing  off  from  more  advanced  cli¬ 
ent/server  architectures,  which  the 
study  predicted  will  run  32%  of  all  appli- 


Users  were  asked  to  rate  the  following 
benefits  of  client/server  tools 


Expected  benefit  ■  Actual  benefit 

(Percent  of  users  rating  the  benefit  as  significant) 


Reduced 

development 


72% 


Enhanced 
system  quality 


57% 


Reduced 

maintenance 


46% 


Base:  400  chief  information  officers 


Source:  Deloitte  &  Touche,  New  York 


Vendors  as  well  as  IS  executives  sold 
upper  management  on  client/server 
technologies  “for  all  the  wrongreasons,” 
according  to  Charles  Popper,  chief  infor¬ 
mation  officer  at  Merck  &  Co.  in  White- 
house  Station,  N.J. 

“For  the  most  part,  the  dissatisfaction 
we’ve  seen  relates  to  the  cost  of  support¬ 
ing  client/server,”  he  said.  “But  the  value 
comes  from  putting  data  together  in  new 
ways,  not  reducing  costs.” 

Merck,  which  has  15,000  desktop  PCs, 
has  moved  some  of  its  financial  and  hu¬ 
man  resources  systems  to  client/server 
technology.  Other  client/server  projects 
under  way  include  systems  for  supply 
chain  management  and  clinical  applica¬ 
tions,  Popper  said. 

The  survey  results  repeatedly  show 
that  “the  industry  violated  the  ‘Paul  Mas¬ 
son’  rule,”  said  Steven  Pliskin,  a  princi¬ 
pal  at  Deloitte  &  Touche  in  Chicago. 
“They  sold  an  awful  lot  of  technology  be¬ 
fore  its  time.” 

But  last  week,  IS  managers  said  their 
companies  remain  eager  to  buy  into  cli¬ 
ent/server,  primarily  because  it  enables 
businesspeople  to  easily  access  and  use 
data  for  tasks  such  as  identifying  new 


cations  by  1996,  more  than  twice  last 
year’s  figure  of  14%. 

Yet  user  companies  showed  no  signs  of 
a  comparable  increase  in  their  training 
budgets,  which  in  1994  averaged  slightly 
more  than  3%  of  the  overall  IS  budget  at 
companies  where  25%  or  more  applica¬ 
tions  are  client/server-based.  At  compa¬ 
nies  where  client/server  applications  ac¬ 
count  for  less  than  25%  of  all  systems, 
training  expenditures  averaged  1.9%  of 
the  overall  IS  budget,  the  study  said. 
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News 


Surprising  numbers  mark  first  quarter 


Analysts’  projections  come  up  short  as  many  vendors  score  big 


By  Craig  Stedman 


■  The  first  three  months  of  1995  were  a  mixed  bag  for 
computer  vendors.  But  there  was  more  good  in  the 
bag  than  bad,  as  IBM  and  several  other  companies 
managed  to  exceed  Wall  Street’s  expectations  for  the 
quarter. 

“It’s  a  very  good  time  to  be  a  technology  vendor,”  said 
Gary  Helmig,  a  securities  analyst  at  Soundview  Finan¬ 
cial  Group  in  Stamford,  Conn.  “The  economy  isn’t  all 
that  favorable,  but  [customers]  are  usingtechnology  as 
a  competitive  weapon  and  as  a  way  of  trimming  their 
own  costs.” 

Other  companies  that  can  look  back  fondly  on  the 
quarter  include  Digital  Equipment  Corp. ,  Sun  Microsys¬ 
tems,  Inc.,  Microsoft  Corp.  and  Intel  Corp. 

While  Compaq  Computer  Corp.  and  Tandem  Comput¬ 
ers,  Inc.  will  recall  both  pleasure  and  pain,  a  downbeat 
Data  General  Corp.  may  prefer  to  forget  the  quarter. 

IBM  made  like  a  rogue  elephant  on  analysts’  profit 
projections.  The  most  optimistic  Wall  Street  jungle 
dwellers  expected  the  computer  giant  to  report  a  profit 
of  about  $900  million;  instead,  it  earned  just  under  $1.3 
billion,  a  first-quarter  record.  Revenue  shot  up  by  18% 
over  the  same  period  last  year. 

IBM’s  mainframe  revenue  appears  to  have  increased 
by  25%  in  the  first  quarter  of  1994;  with  prices  dropping 
fast,  that  would  mean  shipments  of  System/390  MIPS 
rose  a  remarkable  70%,  Helmig  said.  IBM  executives 
have  indicated  that  their  water-cooled  mainframes  are 
already  booked  into  early  1996,  he  added. 

Even  the  unprofitable  IBM  PC  Co.  showed  “a  decent 
level  of  progress,”  although  it  still  merits  only  a  C  grade 
at  best,  according  to  Jerome  York,  IBM’s  chief  financial 
officer.  The  PC  Co.  shipped  more  than  1  million  units 


in  the  quarter,  but  it  is  still  expected  to  take  until  1996 
to  get  the  PC  unit  operating  at  Compaq-like  profit  mar¬ 
gins. 

Digital  also  surprised  analysts  with  a  $74  million 
profit  in  a  quarter  that  was  considered  crucial  to  its 
long-hoped-for  recovery.  This  gives  Digital  two  straight 
profitable  quarters  and  positions  it  for  an  up  year  for 
the  first  time  since  1990,  provided  its  current  fourth  fis¬ 
cal  quarter  goes  as  expected. 

With  sales  of  Alpha-based  systems  rising,  the  new 
Turbo  Laser  superserver  expected  to  be  a  hit  and  its  PC 
business  unit  finally  profitable,  Digital  appears  to  be 
mountinga  comeback,  analysts  said.  However,  revenue 
rose  an  anemic  6%  in  the  last  quarter. 

At  DG,  once  again,  revenue  did  not  rise  at  all.  Another 


loss  ensued,  leading  to  another  installment  in  a  seem¬ 
ingly  endless  series  of  layoffs  and  general  cost  cutting. 
DG  said  it  expects  to  cut  500  to  600  more  workers  and 
drop  its  workforce  to  5,000. 

Desktop  leader  Compaq  had  a  subdued  first  quarter 
despite  a  30%  jump  in  revenue  during  the  same  period 
last  year.  Still,  its  results  were  in  line  with  internal  pre¬ 
dictions  of  a  flat  quarter.  The  company  attributed  the 
slow  period  to  a  major  —  and  wrenching  —  product 
transition. 

Compaq  said  it  has  completed  the  transition  to  an  all- 
new  desktop  product  line  and  will  finish  phasing  out  its 
older  models  in  the  second  quarter.  However,  inven¬ 
tories  of  slightly  more  than  $2.1  billion  remain  a  major 
worry  for  the  company,  accordingto  analysts. 

Senior  writers  Neal  Weinberg  and  Jaikumar 
Vijayan  contributed  to  this  report. 


1995  Calendar  first-quarter  earnings 


Company 

Revenue 

January 

through 

March 

Percent 

change 

FROM 

1994 

Profit/Loss 

January 

through 

March 

Percent 

change 

FROM 

1994 

AT&T 

$i8.26B 

7% 

$1.2B 

12% 

Compaq  Computer  Corp. 

$2.96B 

29% 

$216M 

1.4% 

Data  General  Corp. 

$283. 8M 

0.32% 

-$n.iM 

NM 

Digital  Equipment  Corp. 

$3-47B 

6% 

$73-7M 

NM 

IBM 

$15-74B 

18% 

$1,296 

284% 

Intel  Corp. 

$3-56B 

34% 

$889M 

44% 

Microsoft  Corp. 

$i-59B 

28% 

$396M 

55% 

Sun  Microsystems,  Inc. 

$1.56 

26% 

$i07-5M 

87% 

Tandem  Computers,  Inc. 

$515.9M 

7% 

$2i.7M 

-i6°/o 

NM  =  Not  meaningful 


News  Shorts 


Intuit  ruling  imminent 

A  decision  by  the  U.S.  Department  of  Justice  on  Microsoft 
Corp.’s  proposed  acquisition  of  Intuit,  Inc.  is  expected  in  the 
next  few  weeks.  The  two  companies  reportedly  have  finished 
supplying  the  antitrust  agency  with  subpoenaed  documents, 
which  means  the  agency  has  20  days  to  announce  whether  it  will 
block  the  deal  completely  or  impose  restrictions.  Possible  re¬ 
quirements  include  limits  on  the  integration  of  Intuit’s  Quicken 
finance  software  with  Windows  95  and  disclosure  of  Windows  95 
technical  specifications  to  other  software  and  on-line  vendors. 


EMC  clarifies  pricing 

EMC  Corp.  in  Hopkinton,  Mass.,  clari¬ 
fied  pricing  for  its  Symmetrix  main¬ 
frame  disk  arrays,  saying  it  will  not  try 
to  get  customers  with  mirrored  config¬ 
urations  to  pay  a  higher  per-megabyte 
price  than  they  did  for  their  existing 
storage  gear.  However,  the  company  in¬ 
dicated  it  will  attempt  to  get  a  premium 
price  for  mirroring  from  new  accounts 
now  that  it  is  marketing  a  promised 
RAID-S  capability,  which  was  formally 
introduced  last  week.  RAID-S  gives 
EMC  a  better  offering  against  IBM’s  Ra- 
mac  array  and  Storage  Technology 
Corp.’s  Iceberg  device  [CW,  April  17]. 

CIOs  on-line 

Now  chief  information  officers  have 
their  own  on-line  help  desk.  Entex 


Information  Services,  a  computer  re¬ 
seller  in  Rye  Brook,  N.Y.,  last  week  an¬ 
nounced  its  CIO  Help  Desk  Home  Page 
on  the  Internet.  The  site  offers  free  in¬ 
formation  on  a  variety  of  topics  relating 
to  management,  technology  and  busi¬ 
ness  issues,  Entex  said.  The  offerings 
include  white  papers  on  management 
issues  such  as  Windows  95  rollouts, 
help  desk  re-engineering  and  Internet 
links  to  technical  information  databas¬ 
es  and  Securities  and  Exchange  Com¬ 
mission  data. 

Database  deliveries  on  tap 

Several  database  companies  plan 
to  announce  products  at  next  week’s 
DB/Expo  ’95  show  in  San  Francisco. 
Informix  Software,  Inc.  is  expected  to 
reveal  plans  for  a  workgroup-level  ver¬ 


sion  of  its  OnLine  database  designed  to 
support  50  or  fewer  users.  Oracle  Corp. 
is  expected  to  announce  plans  to  resell 
a  data  extraction  tool  from  Evolution¬ 
ary  Technologies,  Inc.  for  data  ware¬ 
house  users.  And  IBM  will  roll  out  ma¬ 
jor  upgrades  to  its  DB2/2  and  DB2/6000 
databases,  cousins  to  mainframe  DB2. 

Dick  Tracy,  can  you  see  me? 

A  development  agreement  among 
AT&T  Corp.,  Intel  Corp.  and  Lotus 
Development  Corp.  is  aiming  to  make 
video  phone  calls  over  PCs  a  reality.  The 
vendors  will  integrate  AT&T’s  Word- 
Worxwith  Intel’s  ProShare  desktop  vid¬ 
eoconferencing  soft¬ 
ware  and  Lotus’ 

Notes.  The  planned 
system  will  let  us¬ 
ers  click  on  a 
screen  icon  to  dial 
the  call  and  switch  to  voice-only  if  the 
receiver  is  not  at  a  video  phone.  Deliv¬ 
ery  is  not  expected  until  late  1996. 

Prodigy  to  offer  ISDN 

Prodigy  Services,  Inc.  said  it  wall  be 
the  first  on-line  service  to  support  Inte¬ 
grated  Services  Digital  Network  (ISDN) 
access  when  it  makes  it  available  to 
subscribers  in  four  cities  at  the  end  of 
May.  Boston,  Nashville  and  San  Jose 
and  Woodland  Hills,  Calif.,  will  gain 
ISDN  service,  which  offers  64K  bit/sec. 


service  vs.  28.8K  bit/sec.  on  the  fastest 
analog  setups.  Prodigy’s  faster  service 
will  be  available  in  June. 

HP  to  Sun  users:  Such  a  deal 

Hewlett-Packard  Co.  plans  this  week 
to  expand  a  marketing  program  that 
targets  users  of  Sun  Microsystems, 
Inc.’s  workstations  and  servers.  HP 
said  trade-in  credits  on  its  hardware 
are  being  increased  from  15%  to  20%  for 
users  trading  in  Sun  machines.  Porting 
tools  and  services  are  also  planned  as 
part  of  the  TradeUp  ’95  program,  HP 
said. 

Recycling  old  disks 

Don’t  throw  away  that  useless  Version 
1.0  of  your  word  processing  software. 
Celebrating  Earth  Day,  GreenDisk, 
Inc.  in  Woodinville,  Wash.,  is  extracting 
disks  from  unused  shrink-wrapped 
software,  erasing  all  program  informa¬ 
tion  and  recycling  the  other  materials. 
The  disks  will  be  reborn  as  GreenDisks 
—  formatted,  labeled  and  environmen¬ 
tally  repackaged  disks  that  cost  $4.00 
for  a  pack  of  10. 

SHORT  TAKE  Last  week,  a  Peoplesoft, 
Inc.  official  confi  rmed  the  company  will 
deliver  some  of  its  workflow  technology 
to  users  in  late  1995,  a  full  year  later 
than  the  Walnut  Creek,  Calif.,  firm  had 
originally  promised. . 


8  COMPUTERWORLD  APRIL  24,  1995 


1 


Microsoft 

WindowsNT. 


Four  hardware  platforms,  three  operating  systems,  seventy-nine  applications,  three  flavors  of  e-mail. 
And  about  a  thousand  users  in  a  hundred  locations  who  just  can't  understand  why  you  can't  give  them 
the  information  they  need.  Right  now.  Actually,  you  can,  just  by  adding  one  thing  to  your  existing  network. 

1  Banyan.  Think  of  us  as  a  "special  ingredient"  that  can  transform 

-S|H  “  28  2  04  even  mos^  complex  computing  environment  into  a 

single,  manageable  whole.  With  a  range  of  products 
built  on  our  proven  StreetTalk  global  directory  services,  we  make  it  easy  for  diverse 
organizations  (like  yours)  to  find,  share  and  manage  information  and  resources.  Wherever 
across  the  enterprise  the  information  and  resources  may  be. 

If  that  sounds  like  reason  to  celebrate,  call  1-800-828-2404.  Get  your  free  Enterprise 
Networking  Kit,  and  let's  start  getting  it  all  together. 


mm 

BANYAN 


©1995  Banyan  Systems  Incorporated.  Banyan,  the  Banyan  Logo  and  StreetTalk  are  registered  trademarks  of  Banyan  Systems  Incorporated.  StreetTalk  is  a  product  of  Banyan  Systems  Incorporated 
and  not  a  product  of  McCarthy,  Crisanti  &  Maffei,  Inc.  All  other  brand  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  owners. 


News 


TI  tool  extends  user,  developer  power 


By  Elizabeth  Heichler 


Users  hoping  to  gain  the  best  of  both 
application  development  worlds  —  cen¬ 
tral  information  systems  control  as  well 
as  end-user  power  —  are  testing  a  new 
Texas  Instruments,  Inc.  product  that  lets 
line-of-business  users  and  developers 


quickly  build  applications  on  the  Micro¬ 
soft  Corp.-dominated  desktop. 

With  the  announcement  today  of  its 
Arranger  product,  which  complies  with 
Microsoft’s  OLE  technology,  TI  is  extend¬ 
ing  its  Composer  by  IEF  client/server 
tools  to  play  in  harmony  with  the  Micro¬ 
soft-orchestrated  move  toward  compo¬ 


nent-based  development. 

Component-based  development  is  a 
new  technique  that  allows  developers  to 
assemble  applications  from  pre-existing 
software  building  blocks.  These  compo¬ 
nents  —  some  created  internally  and 
some  purchased  off  the  shelf  —  can  be 
snapped  together  as  long  as  they  comply 


TW 


Object  Architecture:  Leverages  the  dynamic  repository 
to  deliver  reuse,  inheritance,  encapsulation  and  polymorphism 
without  a  proprietary  language  or  a  “compilation/ 
interpretation”  step  in  the  application  generation  phase. 


Transparency:  Unheralded  “freedom  of  choice”  for 
immediate  deployment  of  your  applications  to  all  popular 
server  and  client  platforms,  leading  RDBMS  and  GUI 
environments  without  the  need  for  recompilation  or 
regeneration. 


With  the  capability  of  USoft  Server/Client  technology, 
your  IT  strategy  no  longer  constrains  your  business 
strategy.  USoft  allows  you  to  implement  any  business 
strategy  now  and  in  the  future. 


Server/Client... The  Move  Is  Now  Yours! 


Call  to  register  for  one  of  USoft's  upcoming  Server/Client 
Seminars  in  your  area  or  register  to  receive  a  white  paper 
outlining  Server/Client  benefits  and  customer  testimonials. 


Server/Client:  The  proven*  distributed  computing 
architecture  that  balances  the  sizzle  of  first  generation 
client/server  graphical  screen  generators  with  the  richness 
of  the  power  and  resources  of  server  environments.  USoft 
is  the  company  which  has  harnessed  the  technology  of 
Server/Client  architecture  to  deliver  the  only  adaptable 
solution  for  planning,  building  and  managing  distributed 
enterprise-wide  business 
applications. 

Server/Client  development  is 
based  on  a  server-centric 
dynamic  repositorywhich 
captures  information  models, 
business  rules  and  business 
process  information,  which  are 
vital  for  effective  information 
systems.  These  business 
definitions  are  then  used  to  automatically  generate 
enterprise-wide  business  solutions.  The  close  synergy 
between  your  business  definitions  and  your  applications 
enables  ultra  rapid  application  development  coupled  with  a 
very  high  level  of  adaptability.  This  ensures  that  both  the 
server  and  client  partitions  are  synchronized  to  reflect  your 
rapidly  changing  business  requirements. 


*  USoft's  Server/Cllent  model 
is  already  changing  the 
computing  Industry  with 
production  applications 
deployed  In  over  250 
corporations,  each 
supporting  up  to  several 
thousand  users. 


USoft  Server/Client:  Complete 
software  tool  set  to  plan,  build  and 
manage  your  distributed  enterprise¬ 
wide  applications  including  support  for 
batch  processing ,  benchmarking , 
integration  with  popular  modelling 
tools,  access  by  third-party  ODBC 
tools  with  guaranteed  data  integrity  and  authorization 
protection. 


USoft  delivers 
unprecedented 
predictability, 
scalability  and 
adaptabllility. 


Please  Call  USoft  at 
1-800-For-USoft  x  704  or 
email  info@usoft.com 
to  start  your  change  to 
Server/Client  Computing 


TM 


USoft 


The  Server/Client  Software  Company 1 


USoft,  Scrvcr/Clicnt  and  The  Server /Client  Software  Company  are  trademarks  and  service  marks  of  Unisys  Corporation. 


“USoft  Server/Client  software  tool  set  is 
the  first  solution  to  deliver  adaptable 
applications  which  are  completely  driven 
by  the  business,  providing  the  ability  to 
immediately  respond  to  business  changes.” 

Mike  Overgage 
Head  of  IT 

Lloyds  Bank  Securities  Services 


“The  server-centric  approach  of  USoft  Server/Client  software  tool  set 
ensures  that  our  application  design  is  based  on  a  solid  foundation, 
which  enables  us  to  shift  gears  in  mid-stream  if  required.  The 
performance  of  the  deployed  USoft  Server/  Client  applications 
has  exceeded  our  expectations.” 


Joe  Lilly 

Information  Systems  Support 
Department  of  General  Services 
of  the  Commonwealth  of  Virginia 


with  a  standard  interface. 

The  Plano,  Texas-based  vendor  aims 
to  begin  shipping  Arranger  in  August,  a 
spokesman  said,  but  it  has  not  yet  dis¬ 
closed  pricing  of  the  packaged  configu¬ 
rations  and  site  licensing  options. 

TI  is  one  of  very  few  companies  offer¬ 
ing  client/server  application  develop¬ 
ment  tools  that  can  support  large-scale 
computing,  said  Sandra  Taylor,  a  market 
analyst  at  Standish  Group  International, 
Inc.  in  Dennis,  Mass. 

“Arranger  really  plays  to  my  under¬ 
standing  of  corporate  America,  where 
you’ve  got  large  central  IS  where  Com¬ 
poser  fits  well, 
but  meanwhile 
people  at  the 
departmental 
level  want  to 
develop  appli¬ 
cations  too, 
and  you  can’t 
stop  them,” 

Taylor  said. 

Corporate  IS 
developers  can 
use  Composer  CINergy*s  Mike  Brown 
to  create  com-  expects  better  data 
ponents  and  protection  with  TI’s 
maintain  con-  Arranger 
trol  over  the 

business-critical  server  side  of  applica¬ 
tions.  Then,  they  can  use  Arranger  to 
publish  an  electronic  catalogof  available 
components.  Finally,  departmental  ap¬ 
plication  developers  or  power  users  will 
be  able  to  browse  this  catalog  and  select 
components  to  create  client-side  appli¬ 
cations  using  front-end  tools  such  as 
PowerBuilder  from  Sybase,  Inc.  subsid¬ 
iary  Powersoft  or  Visual  Basic  or  the  Ex¬ 
cel  spreadsheet  from  Microsoft. 

Win/ win  situation 

“What  this  means  to  us  is  that  we  are 
able  to  protect  corporate  business  rules 
and  protect  the  integrity  of  data  through¬ 
out  the  corporation  while  enabling  devel¬ 
opers  and  end  users  to  write  front  ends 
as  they  will,”  said  Mike  Brown,  manager 
of  data  resource  management  at  CINer- 
gy,  Inc.  in  Plainfield,  Ind.  The  electricity 
and  gas  utility,  which  serves  two-thirds 
of  Indiana,  Cincinnati  and  part  of  Ken¬ 
tucky,  is  participating  in  the  early  user 
te  sting  of  Arranger. 

The  next  step  in  testing  Arranger,  as 
the  product  moves  into  beta  release  next 
month,  will  be  to  bring  in  power  users  to 
find  out  if  the  tools  are  really  easy 
enough  to  use,  he  added. 

“The  benefit  of  Arranger  should  be  to 
help  us  develop  applications  faster  and 
make  them  fully  integrated  with  the 
desktop,”  said  Bryan  McElderry,  manag¬ 
er  of  integrated  applications  technol¬ 
ogies  at  Chevron  Corp.  in  San  Ramon, 
Calif.  Chevron  is  interested  in  moving  to¬ 
ward  component-based  development  be¬ 
cause  the  ability  to  reuse  components  in 
different  applications  offers  the  poten¬ 
tial  to  save  time,  McElderry  said. 

In  addition,  Chevron  realizes  that  com¬ 
ponent-based  development  is  a  key  Mi¬ 
crosoft  strategy  and  because  the  compa¬ 
ny  has  standardized  on  Microsoft’s  suite 
of  desktop  applications,  “we’re  pretty 
well  married  to  Microsoft,”  he  said. 
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The  most  elegant  systems 

weren’t  built  overnight. 


©  Micro  Focus  is  a  registered  trademark  of  Micro  Focus,  Ltd.  Other  trademarks  are  property  of  their  respective  companies. 


Micro  Focus  Tools  for  Mission  Critical  Systems 

Whether  it’s  an  ecosystem  or  a  business  information 
system,  if  you  depend  on  it,  you  can’t  afford  to  take  any 
chances.  To  survive,  you  need  systems  that  are  robust, 
stable  and  built  to  last — sometimes  much  longer  than 
anyone  thought. 

If  you’re  targeting  mission-critical  business 

applications  to  the  network,  UNIX® 
systems  or  the  host  and  you  can’t  afford  to 
take  chances  with  quick  fixes 
and  trendy  technology,  there 
is  only  one  real  choice:  Micro  Focus. 

Micro  Focus  workstation-based  tools  provide  devel¬ 
opers  with  the  world’s  best  programming  environment. 

Our  tools  are  designed  to  maximize  productivity,  usability 
and  application  quality.  Whether  you  are  using  our  rapid 
application  development  facilities  to  build  new  client/server 
systems  or  using  our  legacy  tools 
to  manage  or  migrate  existing 
applications,  Micro  Focus  gives 
you  the  power  to  create  elegant 
systems. 

The  Micro  Focus  program¬ 
ming  environment  provides  a 
paradigm  for  solving  problems 
that  leverages  your  current  programming  resources. 

With  it,  your  entire  business  system  will  be  flexible  and 
powerful  enough  to  meet  your  needs  today  and  beyond  the 
foreseeable  future. 

MICRO  FOCUS 

There's  a  lot  more  to  it. 


See  for  yourself...  Contact 
Micro  Focus  at  800  MFCQBOL 
Ext.  1200  and  ask  for  the 
Micro  Focus  Interactive 
CD.  On  it,  you’ll  find 
descriptions 
and  interactive 
demonstrations 
of  Micro  Focus 
development  tools. 


News 


Database  rivalry  extends 
user  dollars,  influence 


By  Kim  S.  Nash 


American  Cyanamid  Co.  expects  to  save 
$500,000  during  the  next  few  years,  thanks  to 
database  price  erosion  and  a  smartly  renegoti¬ 
ated  contract  with  Oracle  Corp. 

“Oracle  wanted  to  stay  in  at  Cyanamid  and 
didn’t  want  Sybase  in  there,”  explained  Wil¬ 
liam  Zeitz,  former  chief  information  officer  at 
the  Wayne,  N.J.-based  firm. 

Tough  competition  has  forced  data¬ 
base  makers  to  bend  more  readily  to 
user  demands  during  negotiations, 
but  it  has  also  created  a  dollar  that 
buys  more  database  than  it  used 
to,  said  Zeitz,  who  is  nowpresident 
of  Zeitz  and  Associates,  a  New 
York  consulting  firm  that  advises 
users  on  software  negotiations. 

To  be  sure,  the  relational  data¬ 
base  market  continues  to  grow  at 
roughly  30%  annually,  indicating  a  healthy  in¬ 
terest  in  the  products  and,  presumably,  little 
distress  over  the  high  prices  attached  to  them. 

However,  database  users  can  get  more  for 
their  money  today  than  they  could  at  this  time 
last  year.  For  example,  after  putting  aside  is¬ 
sues  of  special  features  and  options,  today  buy¬ 
ers  can  generally  expect  to  get  a  basic  100-user, 
Unix  relational  database  for  roughly  $65,000  to 
$75,000.  This  is  20%  to  30%  less  than  prices  12 
to  18  months  ago,  according  to  consensus  esti¬ 
mates  of  users  and  analysts. 

“Almost  everthing’s  negotiable,  particularly 
because  vendors  like  CA  and  Oracle  want  en¬ 
terprisewide  deals,”  said  Frank  Cooper,  a  con¬ 
sultant  at  International  Computer  Negotia¬ 
tions,  Inc.  in  Winter  Park,  Fla. 

While  they  are  not  exactly  commodities,  re¬ 
lational  databases  are  fast  becoming  more 
alike,  according  to  a  recent  report  by  The  But¬ 
ler  Group,  a  research  firm  in  Hull,  England. 


That  is,  the  products  approach  tasks  different¬ 
ly  but  accomplish,  in  effect,  many  of  the  same 
functions,  the  report  said. 

The  two  largest  software  firms  in  the  world, 
Computer  Associates  International,  Inc.  and 
Microsoft  Corp.,  are  pushing  hard  to  speed 
commoditization. 

As  it  does  in  other  markets,  Microsoft  contin¬ 
uously  undercuts  rivals’  pricing.  When  the  ven¬ 
dor  priced  its  SQL  Server  database  at  less  than 
$200  per  user  last  year,  Sybase  and  Or¬ 
acle  responded,  although  slowly, 
with  what  they  called  workgroup 
versions  of  their  own  databases. 
Oracle7  Workgroup  Server,  for  ex¬ 
ample,  goes  for  $199  peruser. 

Informix  Software,  Inc.  plans  to 
announce  next  week  a  scaled-down 
product  of  its  own. 

CA,  meanwhile,  hopes  to  flood  the 
market  with  virtually  free  copies  of  the 
Ingres  database.  Key  to  that  plan  is  an  unprec¬ 
edented  12-year  reseller  contract  with  Elec¬ 
tronic  Data  Systems  Corp.  that  will  let  EDS 
customers  get  all  CA  products  —  including 
databases  —  for  free,  said  Dana  Groover, 
director  of  the  EDS/CA  relationship  at  EDS  in 
Dallas. 

One  of  a  kind 

In  the  unusual  deal,  EDS  has  agreed  to  pay  CA 
an  undisclosed  sum  based  on  the  number  of 
EDS  clients  that  deploy  CA  products  duringthe 
next  dozen  years,  said  Alan  Paller,  director  of 
open  systems  at  CA  in  Islandia,  N.  Y. 

EDS  has  no  similar  deals  with  any  other  soft¬ 
ware  makers,  Groover  said. 

This  does  not  mean  that  the  giant  integrator 
will  drop  Oracle,  Sybase  or  other  products  it 
sells,  he  said.  But  if  users  want  software  other 
than  CA’s  from  EDS,  they  must  pay  for  it,  he 
said. 
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Software  AG,  Business 
Objects  expand  query  tools 


By  Rosemary  Cafasso 


Software  AG  of  North  America, 
Inc.  and  Business  Objects,  Inc.  last 
week  said  they  intend  to  jazz  up 
their  respective  query  tools  with 
more  end-user  functionality. 

The  companies  are  part  of  a 
growing  client/server  query  tools 
market  segment  that  sells  soft¬ 
ware  designed  to  enable  informa¬ 
tion  systems  shops  to  create  a  que¬ 
ry  environment  and  define  what 
can  and  cannot  be  accessed. 

Cognos  Corp.’s  Impromptu  is 
another  key  offering  in  this  niche. 
Database  query  tools  such  as  Mi¬ 
crosoft  Corp.’s  Access  are  typical¬ 
ly  purchased  by  end  users  who  are 
not  involved  with  IS. 

Changes  galore 

First  up  is  Software  AG  in  Reston, 
Va.,  which  plans  this  week  to  an¬ 
nounce  Esperant  Release  3.0, 
which  includes  several  functional 
improvements. 

Beta  testers  said  those  improve¬ 
ments  help  users  retrieve  data 
from  different  sources.  And  they 
do  more  than  just  read  data  once 
it  is  returned  to  their  desktops.  For 
example,  the  new  version  allows 
users  to  set  up  different  views  of 
query  results  to  create  what-if 
scenarios. 

“They  moved  options  from  the 
old  report  section  to  the  query  re¬ 
sults  window,  so  you  don’t  have  to 
move  back  and  forth,”  said  beta 
tester  Bob  Wesolek,  a  project  man¬ 
ager  in  corporate  systems  at  Globe 
Glass  &  Mirror  Co.  in  Chicago. 
“That,  for  sure,  is  one  of  the  op¬ 


tions  that  makes  life  easier.” 

Esperant,  which  has  been  ship¬ 
ping  since  mid-1994,  now  has  a 
customer  base  of  about  200.  The 
firm  claims  it  bulletproofs  queries 
with  expert  system  technology 
that  can  read  queries  as  they  are 
created  and  block  them  if  they 
have  been  put  together  wrong.  It 
also  includes  several  administra¬ 
tive  tools  that  let  IS  monitor  que¬ 
ries  and  set  parameters  for  them. 


Esperant  3.0 


^  New  features: 

•  Query  results  from  more 
than  one  database  source 

•  Live  data  formatting,  which 
allows  users  to  sort  and 
rearrange  data  from  within 
a  query  results  window 

•  Batch  scheduler,  which  per¬ 
forms  long  queries  during 
off  hours 

•  Beefed  up  security;  access 
can  be  controlled  for  specific 
DataView  windows 

^  Price:  $595  per  user 

^  Availability:  June  1995 

Meanwhile,  Business  Objects  in 
Cupertino,  Calif.,  Software  AG’s 
chief  competitor  in  this  market 
niche,  confirmed  last  week  that  it 
will  release  a  major  upgrade  to  its 
Business  Objects  tool  set  in  the 
second  half  of  the  year. 

Business  Objects  is  installed  at 
about  1,500  customer  sites.  The 
company  went  public  late  last  year 
and  reported  revenue  of  $30.2  mil¬ 
lion  for  that  year. 


Voice  strain  plagues  PC  users 
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tends  to  be  new  users  who  think  they 
need  to  speak  louder  to  make  sure  the 
system  understands,”  a  spokesman  for 
Dragon  Systems  said. 

Vocal  breakdown 

For  many  people  with  typing  injuries, 
voice  input  has  been  a  career-saver.  But 
some  experts  now  worry  that  as  the  tech¬ 
nology  moves  beyond  niche  markets  and 
into  mainstream  Windows  PC  applica¬ 
tions,  a  larger  group  of  unprepared 
workers  may  trade  typing  injuries  for 
voice  injuries. 

Users  are  at  “a  high  risk  for  a  vocal 
breakdown  if  their  vocal  habits  are  not 
good  to  begin  with,”  said  Kathryn  Bea¬ 
dle,  a  speech  pathologist  at  the  Mid  Pen¬ 
insula  Speech  and  Language  Center  in 
Palo  Alto,  Calif. 

By  coaching  users  on  the  emerging 
voice-input  technology',  employers  and 


vendors  can  prevent  a  new  epidemic  of 
repetitive  stress  injuries,  Beadle  said. 

Some  users  have  found  that  they  shout 
at  the  microphone, 
when  a  softer  ap¬ 
proach  is  needed. 

“People  tend  to  punch 
their  words  out  and 
speak  more  forcefully 
because  they’re  won¬ 
dering  whether  the 
system  will  recognize 
their  words,”  said 
Tom  Knotts,  who  uses 
a  voice-recognition 
system  to  design  inte¬ 
grated  circuits  for  a 
high-tech  company  in 
Palo  Alto,  Calif. 

“But  even  speaking  softly  can  lead  to 
injuries  if  the  voice  is  too  tight,”  Knotts 
added. 

There  are  no  statistics  on  the  emer¬ 
gence  of  computer-related  voice  injuries. 


Industry  analysts  and  vendors  downplay 
the  issue,  insisting  that  it  affects  only  a 
tiny  fraction  of  users. 

But  for  those  afflicted,  the  road  leads 
to  at  least  a  few  sessions  with  a  speech 
therapist  or  voice  coach  to  learn  correct 
posture,  breathing 
and  relaxation  tech¬ 
niques  (see  box  at 
left).  For  example, 
putting  a  soft  “h”  in 
front  of  a  word  that 
starts  with  a  vowel  — 
such  as  saying  “hex- 
it”  for  exit  —  strains 
the  voice  less. 

Stress,  smoking,  a 
cold,  shallow  breath¬ 
ing,  allergies  and  sed¬ 
entary  work  with  bad 
posture  can  exacer¬ 
bate  the  problem, 
said  John  Haskell,  a  speech  pathologist 
in  New  York.  He  added  that  users  should 
ditch  robotic,  monotone  delivery  and 
speak  to  the  computer  in  a  conversation¬ 
al,  animated  fashion. 


However,  it  is  hard  to  predict  who  will 
have  a  vocal  breakdown. 

“Some  people  just  seem  to  be  born  with 
a  cast-iron  larynx,  and  they  can  get  away 
with  murder,”  that  is,  bad  vocal  habits, 
Beadle  said. 

Users  said  voice  input  requires  you  to 
think  differently  about  your  job.  “Now 
I’m  doing  my  work  by  voice,  and  that  re¬ 
quires  a  professional  approach  to  taking 
care  of  my  voice,”  said  Lehman,  who  uses 
DragonDictate  for  Windows. 

Remembering  to  use  the  proper  relax¬ 
ation  and  breathing  techniques  is  hard 
to  do  on  the  job,  however. 

“The  work  pressure  can  really  dis¬ 
tract  you,  and  all  of  a  sudden  you  find 
your  voice  has  tensed  up,”  Lehman  said. 

Another  victim  of  keyboard  and  voice 
strain  said  he  did  not  want  his  name  pub¬ 
lished  because  “that  would  only  gener¬ 
ate  a  number  of  inquiries  from  other  peo¬ 
ple,  which  would  require  me  to  either 
type  or  speak  on  the  phone  to  them.  For 
obvious  reasons,  I  have  to  husband  my 
typing  and  speaking  resources  these 
days.” 


Some  tips  for  preventing 
voice  strain: 


►  Sip  water  frequently 

►  Sit  up  straight  (or  stand) 

&  Relax  the  neck, 
shoulders  and  jaw 

Speak  softly  and  in  a 
conversational  tone 

►  Take  frequent  rests 
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Presenting  Watcom  SQL,  the  industrial  strength  database  server  that 
makes  widespread  deployment  of  PC  client/server  applications  both 
simple  and  inexpensive.  Watcom  SQL's  advanced  technology  offers  you 
unparalleled  performance  and  flexibility,  making  it  ideal  for  single  user, 
workgroup  and  departmental  applications  —  from  branch  office  systems 
to  mobile  field  force  automation. 

Installed  and  Running  in  Minutes.  Setting  up  Watcom  SQL  is  quick  and 
easy.  But  for  real  convenience,  many  users  build  it  right  into  the  installa¬ 
tion  process  of  their  own  applications.  Imagine,  SQL  database  deployment 
so  easy  end-users  may  not  even  realize  they’ve  installed  it. 

High  Performance  Right  Out  of  the  Box.  The  high  speed  query  optimizer 
of  Watcom  SQL  is  the  key  to  its  impressive  performance.  Not  only  does  it 
tune  each  query  individually,  it  delivers  high  performance  without  expert 
attention.  Better  still,  it  comes  as  standard  equipment  in  every  box. 

Big  Performance.  Small  Footprint.  Watcom  SQL  is  as  efficient  as  it  is 
powerful.  Because  it  was  designed  for  PC  environments,  it  minimizes  its 
use  of  disk  and  memory.  Watcom  SQL  also  runs  quite  comfortably  on  the 
same  machine  as  an  application  — -  particularly  important  in  mobile, 
standalone  and  peer-to-peer  networks. 


Of  course,  on  advanced  servers,  Watcom  SQL  shines  even  brighter  by 
taking  full  advantage  of  increased  memory  and  RAID  storage. 

Yes,  The  Price  Really  is  That  Low.  Watcom  SQL  is  priced  to  make 
widespread  deployment  inexpensive.  A  6-user  network  server  is  only 
$795*.  And  for  volume  deployments,  our  “Gold  Disk”  licenses  offer 
significant  savings. 

Your  horizons  become  limitless  using  Watcom  SQL.  From  one  server 
to  a  hundred  thousand  —  on  Windows,  Windows  NT,  OS/2  or  NetWare. 
With  hundreds  of  thousands  already  installed,  Watcom  SQL  is  the  proven 
choice  for  widespread  deployment. 

Expand  your  horizons.  Call  us  today  for  the  opportunity  to  try 
Watcom  SQL  4.0  free  for  30  days,  or  to  reserve  your  seat  at  a  free  half 
day  seminar  on  “ Cost-effective  Widespread  Deployment  of  Client/Server 
Solutions”  in  a  city  near  you. 


A  Powersoft  Company 


Watcom  and  the  Lightning  Device  ate  trademarks  ot  Watcom  International  Corporation. 
Other  trademarks  are  the  properties  ot  their  respective  owners: 

©Copyright  1995  Watcom  International  Corporation.'Prices  in  US  dollars. 
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Quality  questioned 

CONTINUED  FROM  COVER  1 

maintenance  release  that  is  supposed  to 
fix  some  bugs. 

David  Meltzer,  group  product  manager 
for  Macintosh  applications  at  Microsoft, 
said  the  maintenance  release,  Mac  Office 
4.21,  began  shipping  free  to  customers 
last  week.  “Its  primary  purpose  is  to  ad¬ 
dress  performance  defects  that  custom¬ 
ers  felt  very  strongly  about,”  he  said. 

Pensak  noted  that  quality  problems 
are  hardly  the  province  of  any  one  ven¬ 
dor.  “I  am  quite  unhappy  with  the  way 
prices  are  falling,”  he  said.  “To  compete 
on  hardware  price,  the  system  vendors 
cut  their  margins  to  the  bone  and  then 
can’t  afford  to  do  a  really  good  job  on  soft¬ 
ware.  It’s  happening  across  the  indus¬ 
try.” 

Industry  observers  last  week  agreed 
that  many  vendors,  facing  increased 
pressure  to  meet  competition  and  reduce 
costs,  have  indeed  cut  back  on  testing, 
quality  assurance  and  support.  Yet  ven¬ 
dors  say  that  with  newer  testing  and  de- 
buggingtools,  the  software  today  is  more 
stable. 

Still,  as  users  buy  the  stuff  in  droves, 
doubts  Unger  about  its  quaUty. 


When  less  is  more 


That  gold-plated  widget  may  look 
neat  in  the  software  advertise¬ 
ment,  but  many  users  say  they 
would  gladly  settle  for  fewer  fancy 
features  in  exchange  for  greater 
reliability  and  performance. 

“Basic  products  such  as  spread¬ 
sheets  have  gotten  to  a  level  of  so¬ 
phistication  that  they  meet  our 
needs,  and  it’s  more  important  to 
have  a  sohd  product  than  more 
functionality,”  said  Daniel  Scott, 
head  of  the  Computer  Sciences  Di¬ 
vision  at  the  University  of  Texas  in 
Austin. 

“All  1  need  is  a  word  processor 
that  puts  words  on  a  sheet  of  pa¬ 
per;  1  don’t  need  to  embed  tables 
and  graphics,”  said  James  Hafen, 
a  programmer/analyst  at  Mega¬ 
hertz.  “I’d  trade  back  down  for  a 
basic  solid  package  that  runs 
fast.” 

However,  Hafen  said  some  users 
at  his  company,  such  as  technical 
writers,  do  need  those  advanced 
features. 

Despite  the  growing  cries  for 
simplicity,  some  users  are  still 
lookingfor  more  capable  software. 

“Operatingsystems  still  lack  im¬ 
portant  features,”  Scott  said.  “Se¬ 
curity,  especially,  is  sorely  missing 
in  literally  all  the  operating  sys¬ 
tems  we  have  today.  I  think  we  have 
to  pay  whatever  is  necessary  to  get 
those  features.” 

—  Gary  H.  A  nthes 


Is  the  quaUty  of  software 
and  customer  support 
better  or  worse  than  it 
was  three  years  ago? 

Base:  100  client/server  users 


Operating 

systems 
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Figures  do  not  add  to  ioo%;  the  difference  represents 
“don't  know”  responses. 


“Overall,  the  quality  of  software  has 
gone  downhill,”  said  James  Hafen,  a  pro¬ 
grammer/analyst  at  Megahertz  Corp.  in 
Salt  Lake  City.  “When  WordPerfect  6  for 
Windows  came  out,  it  was  such  a  re¬ 
source  hog  and  had  so  many  problems 
we  brought  in  [Microsoft]  Word,  and  now 
70%  of  the  company  has  converted  to 
Word.” 

“It  shocks  me  how  many  bugs  are  still 
in  Windows,”  said  Robert  Chambers,  a 
software  developer  at  Healthsource 
South  Carolina,  Inc.  in  Charleston.  “It’s 
amazing  how  tolerant  users  have  be¬ 
come  with  an  operating  system  you  can 
count  on  crashing  once  or  twice  a  day.” 

Computerworld' s  recent  survey  of  IS 
professionals  showed  that  users  say 
they  are  demanding  greater  simplicity  in 
software  (see  chart,  page  1).  Moreover, 
66%  said  their  internal  support  costs  per 
user  have  risen  in  the  past  three  years.  A 
majority  said  support  from  vendors  has 
gotten  worse. 

Yet  these  feelings  of  dissatisfaction 
are  the  exception,  not  the  rule.  In  the  sur¬ 
vey,  three  out  of  four  respondents  said 
the  quality  of  application  software  is  ac¬ 
tually  better  than  it  was  three  years  ago. 
Almost  as  many  said  operating  systems 
software  had  also  improved. 

Outsourcing  appeal 

To  pare  costs,  vendors  are  increasingly  . 
outsourcing  customer  support.  Micro¬ 
soft  has  already  lined  up  nearly  a  half- 
dozen  companies  to  handle  the  on¬ 
slaught  of  help  calls  expected  when 
Windows  95  is  released  later  this  year — 
a  move  the  company  did  not  have  to  make 
for  Windows  3.1. 

Support  has  grown  much  more  diffi¬ 
cult  as  the  number  of  applications,  soft¬ 
ware  versions  and  customers  has  ex¬ 
ploded,  said  Dave  LeFevre,  director  of 
product  marketing  for  WordPerfect’s 
PerfectOffice  suite.  “It  was  one  thing  to 
support  1  million  WordPerfect  users  six 
or  seven  years  ago.  It’s  another  thing  to 
support  18  million  today.” 

Support  calls  outsourced  to  third-par¬ 
ty  support  providers  more  than  doubled 
from  553,000  calls  in  1993  to  more  than 
1.2  million  calls  in  1994,  accordingto  Da- 
taquest,  Inc.,  a  market  research  firm  in 
San  Jose,  Calif. 

“You  have  to  wonder  what  impact  this 


will  have  on  customers,”  said  Bill 
Jones,  senior  director  of  the  desk¬ 
top  products  group  at  Lotus  Devel¬ 
opment  Corp.  “They  just  don’t 
have  the  same  level  of  training  and 
product  data  that  internal  support 
people  have.” 

In  the  past  year,  Lotus,  Micro¬ 
soft  and  Novell,  Inc.  have  all  moved 
to  outsource  customer  support. 

Hafen  said  that  Megahertz,  see¬ 
ing  its  free  support  from  WordPer¬ 
fect  deteriorate,  moved  to  a  premi¬ 
um  service  plan  costing  $3,000  a 
year.  “Initially  we  got  shorter 
[telephone]  hold  times  and  techni¬ 
cians  who  knew  what  they  were 
talking  about,”  he  said.  “But  re¬ 
cently  the  hold  times  and  techni¬ 
cians  have  been  getting  worse 
again.” 

Ironically,  WordPerfect  is  widely  re¬ 
puted  as  having  the  best  customer  sup¬ 
port  in  the  business. 

Some  vendors  questioned  the  survey 
findings,  which  noted  that  nearly  two- 
thirds  of  users  were  willing  to  pay  more 
for  software  that  was  more  stable.  “That 
does  surprise  me,”  LeFevre  said.  “Users 
want  more  for  less  and  are  pretty  much 
expecting  the  $99  word  processor  from 
us.” 

Real  world  beta 

It  is  impossible  for  vendors  to  test  soft¬ 
ware  on  every  possible  user  configura¬ 
tion,  said  Scott  Winkler,  vice  president  of 
operating  systems  research  at  Gartner 
Group,  Inc.  in  Stamford,  Conn.  “No  mat¬ 
ter  how  hard  a  vendor  tries  to  simulate 
everything  that  can  occur,  the  only  way 
to  really  find  out  is  in  the  real  world, 
sometimes  long  after  the  beta  test.  ” 

But  not  all  users  buy  that  argument. 
“I’m  getting  very  upset  with  vendors  that 
say,  ‘OK,  let’s  do  a  beta,’  ”  Pensak  said. 
“What  that  means  is,  ‘We’re  going  to  let 
our  customers  find  the  bugs;  then  we’ll 
fix  them.’” 

“Operating  systems  are  reaching  a 
level  of  complexity  almost  impossible  to 
manage,”  said  Rob  Enderle,  a  senior  in¬ 
dustry  analyst  at  Dataquest.  “Right  now, 
the  most  complex  products  are  ahead  of 
the  development  tools’  ability  to  support 
them.” 
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Suite  and  sour 


The  advent  of  application  suites 
such  as  Microsoft’s  Office  has 
changed  software  development  in 
a  number  of  ways,  vendors  said. 

With  suites,  four  to  eight  appli¬ 
cations  must  be  tested  and  deliv¬ 
ered  at  the  same  time,  and  that  is 
an  enormous  drain  on  company  re¬ 
sources,  said  Bill  Jones,  director  of 
product  development  at  Lotus. 

Suites  have  also  placed  consid¬ 
erable  pressure  on  vendors’  reve¬ 
nue  (see  story,  page  2).  Vendors  are 
selling  several  applications  at  es¬ 
sentially  the  same  price  they 
charged  for  one  application  just  a 
fewyears  ago.  So  software  compa¬ 
nies  must  have  a  high  sales  volume 
to  make  up  for  the  lower  return  per 
unit. 

For  example,  Lotus  plans  to  sell 
its  SmartSuite  and  a  Notes  client  in 
a  bundle  for  $299.  Just  a  few 
months  ago,  Notes  alone  sold  for 
$250.  — William  Brandel 


Gary  Northup,  an  assistant  vice  presi¬ 
dent  at  Sterling  Production  Credit  Asso¬ 
ciation  in  Sterling,  Colo.,  is  one  user  who 
has  not  seen  a  decline  in  product  quality 
or  customer  support.  One  reason,  he 
said,  is  that  Sterling  is  extremely  cau¬ 
tious  in  moving  to  new  releases. 

“For  example,  we  won’t  move  to  Novell 
4  until  they  get  the  bugs  out,”  Northup 
said.  “Besides,  Novell  3  is  currently 
meeting  our  needs.” 


Speaking  out 


Desktop  users  fed  up  with  buggy  soft¬ 
ware  and  poor  support  can  borrow  a 
concept  from  the  datacenter:  Don’t 
be  the  first  to  install  the  lat¬ 
est  release. 

“In  the  old  mainframe 
world,  a  lot  of  companies 
didn’t  buy  new  software  re¬ 
leases  for  several  years  af¬ 
ter  they  became  available, 
waiting  for  someone  else  to 
work  the  bugs  out,”  said  Rob  Enderle, 
a  senior  analyst  at  Dataquest. 

David  Pensak,  principal  consultant 
for  advanced  computing  technology 


at  Du  Pont,  made  a  recommendation. 
“We  have  to  say,  ‘I’m  mad  as  hell,  and  I 
won’t  take  it  anymore,’  ”  he  said.  “Us¬ 
ers  need  to  get  organized.  We  need  an 
Organization  of  Outraged  Users.” 

Six  out  of  10  surveyed  by 
Computerworld  said  they 
would  join  and  participate 
in  a  u  ser  organ  ization  de¬ 
voted  to  gettingvendors  to 
improve  product  quality  and 
customer  support. 

“We  need  to  hold  these 
[vendors’]  feet  to  the  fire  and 
let  them  knowwe  aren’t  go- 
ingto  pay  $300  to  $400  for  an  applica¬ 
tion  that  doesn’t  work,”  said  Robert 
Chambers  at  Healthsource  South  Car¬ 
olina.  —  Gary  H.  Anthes 
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IF  YOUR  TECHNOLOGY  SUPPLIER  GOES  AWAY, 
YOUR  INVESTMENT  COULD,  TOO. 

In  an  industry  dominated  by  change,  there's  one 
constant.  MicroAge. 

Since  1976,  we’ve  been  growing.  Not  through 
mergers  or  acquisitions,  but  by  constantly  strengthen¬ 
ing  the  ways  w  e  serve  our  customers. 

In  fact,  we  created  the  MicroAge  Infosystems 
Services  Network  expressly  to  meet  the  high-end 
needs  of  corporate  America.  Today,  some  of  the 
world’s  largest  companies  depend  on  us  to  imple¬ 
ment  their  critical  IT  projects. 

Not  just  because  we  offer  world-class  distribution, 
integration,  and  ISO  9002-certified  configuration  ser¬ 
vices.  But  because  we  back  it  with  the  stability  of  the 
industry’s  longest  record  of  profitable  quarters  and 
leadership  that's  been  intact  since  the  beginning. 

No  one  else  can  sav  that. 

What’s  more,  a  partnership  w  ith  MicroAge 
Infosystems  Services  is  a  partnership  with  IBM. 

Our  IBM  inventory,  including  IBM  PC  300  and  700s, 
IBM  500  Servers  and  the  popular  IBM  ThinkPads,® 
ensures  the  systems  you  need  are  ready  when  you  are. 

Better  yet,  our  dedicated  IBM  National  Account 
Managers  will  roll  up  their  sleeves  to  help  you  put 
these  systems  to  work  across  your  entire  enterprise. 

COUNT  ON  IT. 

COUNTONUS. 

CALL  (800)  440-8982,  EXT.  3161 

Helping  you  work  faster ,  belter,  cheaper ni 


infosystems  Services 


All  tiacfemarks  and  registered  trademarks  are  properties  of  their  respective  companies. 
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AlanP.  Halil. 

Vice  Chairman  and  Co  founder 
MicroAge.  Inc. 


STABILITY 


By  Michael  Fitzgerald 


Spring  Comdex,  typically  a  lively  show 
with  at  least  one  significant  announce¬ 
ment,  is  looking  pretty  sedate  this  year. 
The  culprit,  observers  say,  is  the  forth¬ 
coming  Windows  95. 

While  the  show  is  expected  to  be  well 
attended,  few  significant  product  an¬ 
nouncements  are  expected.  Those  that 
are  anticipated  include  Lotus  Develop¬ 
ment  Corp.’s  WordPro,  its  newword  pro¬ 
cessor  (see  story,  Cover  1 ) ,  and  Microsoft 
Corp.’s  Microsoft  Plus,  a  utility  for  Win¬ 
dows  95  (see  story,  page  6) . 

At  the  related  Windows  World  Open 
exhibition,  an  annual  event,  Microsoft 
will  demonstrate  Office  for  Windows  95 
and  each  application  in  the  suite,  as  well 
as  Schedule-)-,  a  new  group  calendaring 
product. 

Also  at  Windows  World  is  the  annual 
Open,  which  showcases  the  best  corpo¬ 
rate  applications  developed  on  the  Win¬ 
dows  platform.  Nearly  100  corporations 
have  entered  in  one  of  nine  business  cat¬ 
egories. 

The  three  finalists  in  each  category 
will  demonstrate  their  applications  at 
the  Windows  World  Open  pavilion,  and 
Microsoft  Chairman  Bill  Gates  will 
present  each  winner  with  a  trophy. 

Other  software  announcements  will 
include  the  following: 

•  Borland  International,  Inc.  will  dem¬ 
onstrate  Voyager,  the  next  generation  of 
dBase.  Borland  claims  Voyager  will  be 
the  only  second-generation  object-ori¬ 
ented  Xbase  product  on  the  market  that 
uses  visual  tools  and  easy-to-use  lan¬ 
guages. 

•  Sheridan  Software  Systems,  Inc.  in 
Melville,  N.Y.,  plans  to  unveil  a  set  of  off- 
the-shelf,  ready-to-use  software  compo¬ 
nents  that  developers  can  plug  directly 
into  applications  by  using  tools  such  as 
Microsoft’s  Visual  Basic. 

Comdex/Spring  has  become  more  a 
software  show  than  a  hardware  show, 
but  with  Windows  95  delayed,  the  hard¬ 
ware  makers  will  fill  the  void  with  a  num¬ 
ber  of  new  products. 

For  example,  Hewlett-Packard  Co. 
will  introduce  its  HP  NetServer  LH  Series 
of  Peripheral  Component  Interconnect 
(PCI)  servers  based  on  75-MHz  and  90- 
MHz  Pentium  processors.  NetServer 
Navigator,  a  bootable  CD-ROM  that  eases 
configuration,  installation  and  manage¬ 
ment  of  the  servers,  will  come  standard 
with  the  systems,  according  to  HP.  Prices 
start  at  $4,679. 

Dell  Computer  Corp.,  meanwhile,  will 
show  off  its  60/120-MHz  Pentium-based 
Dell  Dimension  XPS  and  OptiPlex  sys¬ 
tems,  which  shipped  last  week. 

The  systems,  featuring  Intel’s  fastest 
processor,  come  with  256K-byte  Static 
RAM  cache,  16M  bytes  of  memory,  a  1G- 
byte  hard  drive,  64-bit  PCI  local  bus  video 
and  a  quad-speed  CD-ROM  drive.  Prices 
start  at  $2,999. 

Also  on  tap  are  the  following: 

•  Remote  access  software  makers  Trav¬ 


eling  Software,  Inc.  in  Bothell,  Wash., 
and  Triton  Technologies,  Inc.  in  Iselin, 
N.J.,  will  discuss  their  Windows  95  strat¬ 
egies. 

•  America  On-Line  in  Vienna  Va.,  will 
feature  “The  Internet  Experience”  in  its 
booth.  America  On-Line  will  offer  classes 


that  teach  attendees  at  the  show  how  to 
build  a  home  page  on  the  World-Wide 
Web. 

•  Simple  Technology,  Inc.  in  Santa  Ana, 
Calif.,  will  release  the  28.8  Communica¬ 
tor,  a  PC-Card  data/fax  modem  that  com¬ 
bines  landline  and  cellular  voice,  data 


and  fax  capabilities.  The  V.34  class  mo¬ 
dem  runs  at  28.8K  bit/sec.  and  will  retail 
for  $275. 

Computerworld  staff  Jaikumar 
Vijayan,  William  Brandel,  Stuart  J. 
Johnston  and  Elizabeth  Heichler  con¬ 
tributed  to  this  report. 
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Users  aplenty,  fewer  new  products  on  tap 


Show  to  highlight  Win  95 
platform,  power  needs 


By  Jaikumar  Vijayan 


Users  wondering  what  it  will  really  take  to  run 
Windows  95  and  the  next-generation  applica¬ 
tions  built  around  it  can  glean  some  clues  from 
Windows-ready  hardware  on  display  this  week 
at  Comdex/Spring  ’95  in  Atlanta. 

Spurred  by  the  upcoming  arrival  of  Micro  soft 
Corp.’s  much-hyped  operating  system,  PC  ven¬ 
dors  will  demonstrate  systems  featuring 
substantially  more  functionality  and  horse¬ 
power  than  what  is  now  available  on  most  cor¬ 
porate  desktops,  according  to  industry  ob¬ 
servers. 

The  new  generation  of  high-end  486-  and  In¬ 
tel  Corp.  Pentium-based  systems,  most  ofwhich 
have  been  tailored  to  Microsoft’s  list  of  hard¬ 
ware  specifications  for  the  operating  system, 
feature  substantially  greater  memory  and  disk 
space,  increased  device  flexibility,  improve¬ 
ments  in  power  management,  communications 
capabilities,  external  connectivity  and  multi- 
media  features. 

If  the  new  wave  of  systems  are  any  indication 
of  the  hardware  requirements  needed  to  opti¬ 
mally  run  Windows  95  and  its  supporting  appli¬ 
cations,  then  users  still  mired  in  old  386-  and 
even  some  recent  486-based  technologies  face 
expensive  upgrades. 

Stars  of  the  show 

Users  can  learn  more  at  Comdex,  where  the 
spotlight  will  be  on  the  following: 

•  Pentium-  and  high-end  486-based  Windows- 
ready  systems,  which  pack  16M  bytes  of  stan¬ 
dard  RAM  and  upward  of  420M  bytes  of  hard 
disk  storage.  This  compares  with  8M  bytes  of 
standard  RAM  and  340M  bytes  of  hard  disk 
space  available  less  than  six  months  ago. 

•  Peripheral  Component  Interconnect  (PCI) 
technology,  local  bus  architectures,  new  high- 
performance  serial  bus  technologies  for  exter¬ 
nal  connectivity  and  new  32-bit  drivers  that  in¬ 
crease  the  Plug  and  Play  capabilities  of  the 
systems. 

•  Multimedia  and  communications  functions 


such  as  onboard  software-based  16-bit  wave- 
table  sound  synthesis,  64-bit  graphics  capabili¬ 
ties,  infrared  communications  and  Integrated 
Services  Digital  Network  modem  technologies 
by  next  year. 

“Microsoft  is  making  sure  that  the  recepta¬ 
cles  for  [Windows  95]  will  show  it  off  nicely,” 
said  Margo  Wald,  an  analyst  at  BIS  Strategic 
Decisions  in  Norwell,  Mass. 

By  itself,  most  of  the  technology  on  display 
—  such  as  PCI,  Plug  and  Play  and  some  of  the 
graphics  capabilities  —  is  not  particularly  new 
and  has  been  shipping  for  some  time.  Comdex, 
however,  is  expected  to  highlight  the  re¬ 
cent  trend  toward  more  widespread  integra¬ 
tion  of  these  capabilities  in  standard  PC  hard¬ 
ware. 

A  possible  schism 

As  this  trend  gathers  momentum,  however,  it 
could  open  a  significant  gap  between  what  is 
available  today  and  the  existing  hardware,  an¬ 
alysts  said. 

For  instance,  a  recent  survey  of  130,000  cor¬ 
porate  users  conducted  by  market  research 
firm  Computer  Intelligence  InfoCorp  in  La  Jol¬ 
la,  Calif.,  revealed  that  most  corporations  do 
not  have  the  basic  hardware  to  handle  Win¬ 
dows  95. 

An  estimated  33%  of  all  corporate  desktops 
are  still  based  on  286  and  386  architectures, 
which  are  not  optimal  for  Windows  95,  accord¬ 
ing  to  Cl  InfoCorp.  A  full  69%  have  4M  bytes  of 
RAM  or  less.  Most  industry  observers  agree 
that  at  least  12M  to  16M  bytes  of  RAM  will  be 
required  for  Windows  95  [CW,  March  27]. 

“All  of  our  286-  and  some  of  our  386-based 
systems  will  have  to  go”  as  we  migrate  to  Win¬ 
dows  95,  said  Leslie  Peckham,  a  technology  de¬ 
velopment  analyst  at  the  Principal  Financial 
Group  in  Des  Moines,  Iowa. 

Principal  Financial,  a  beta  site  for  Windows 
95,  has  approximately  9,000  PCs  —  at  least 
half  of  them  are  286-  and  386-based  systems 
that  have  proved  unsuitable  for  Windows  95, 
accordingto  Peckham. 


Pentium  turnaround 


entium  sales  continue  to  boom  for 
Intel.  The  company  last  week  an¬ 
nounced  another  record  fiscal  quar¬ 
ter  (see  story,  page  8),  as  billings 
for  its  high-end  Pentium  chip  outstripped 
those  of  the  older  I486  chip  for  the  first 
time. 

Most  Pentium-based  systems  are  still  go- 
ingto  the  home  and  small-business  markets, 
but  analysts  said  the  corporate  market  is 
startingto  migrate  to  the  newchip.  “It’s 
start ingto  turn  around.  There  are  still  a  lot 
of  [486-based  systems]  out  there,  but  there 
is  a  lot  of  interest  in  Pentium.  We  are  starting 
to  see  companies  move  toward  Pentium,” 
said  Linley  Gwennap,  editor  of  the  “Micro¬ 
processor  Report”  in  Sebastopol,  Calif. 


The  strong  demand  for  the  processor  is 
causing  some  observers  to  upgrade  their 
Pentium  shipment  projections  for  the  year. 
While  Intel  originally  said  it  expected  to  ship 
about  20  million  Pentium  chips  in  1995,  the 
actual  figure  could  be  closer  to  25  million, 
Gwennap  said. 

Though  some  speculate  that  increased  in¬ 
terest  in  Pentium  is  tied  to  the  imminent  ar¬ 
rival  of  Windows  95,  analysts  said  it  is  too 
early  to  say  if  this  is  true,  especially  because 
Microsoft  Chairman  Bill  Gates  last  week 
hinted  at  the  Corporate  Association  of  Mi¬ 
crocomputer  Professionals  user  group 
meeting  in  Chicago  that  delivery  of  the  long- 
awaited  operating  system  might  slip  past 
August.  While  repeatedly  statingthat  Au¬ 
gust  was  the  target  ship  date,  Gates  said  on 
different  occasions  last  week  that  the  prod¬ 
uct  could  ship  as  late  as  late  fall. 

— Jaikumar  Vijayan 


Microsoft 

CONTINUED  FROM  COVER  1 

other  improvements. 

Those  improvements  will  ap¬ 
pear  in  three  upcoming  SMS  re¬ 
leases:  one  minor  release  this 
summer,  a  major  one  late  this  year 
or  early  next  year  and  another  ma¬ 
jor  one  at  a  still  later  date,  said  Phil 
Holden,  SMS  product  manager  at 
the  Redmond,  Wash.,  company. 

“The  release  in  the  June  or  July 
time  frame  is  basically  a  minor  up¬ 
grade  to  allow  customers  to  sup¬ 
port  new  environments”  based  on 
Windows  NT  3.51,  Windows  95  and 
SQL  Server  6,  Holden  explained. 
PowerPC  support  will  be  added  lat- 


mail  messages,  Holden  said. 

Analysts  praised  the  promised 
functionality  but  cautioned  that 
SMS  still  will  work  best  in  Win- 
dow's-centric  environments. 

“If  you’re  migrating  to  NT  or 
Windows  95  and  you  want  to  make 
Windows  your  corporate  stan¬ 
dard,  SMS  is  about  your  best 
choice  as  a  management  founda¬ 
tion,”  said  Jill  Huntington-Lee, 
principal  consultant  at  Brandy¬ 
wine  Network  Associates  in  Cin- 
naminson,N.J. 

However,  she  added,  SMS  re¬ 
quires  much  more  work  on  the 
part  of  systems  administrators, 
who  must  use  it  to  manage  large 
numbers  of  non-Microsoft-based 
or  older  Microsoft-based  PCs. 

One  user  attested  to  that.  “SMS 


Hermes’  heaven 


Users  should  see  promised  improvements  for  Microsoft’s  Systems 
Management  Server  beginning  this  summer 


Support  for  new 
operating  environments 


Summer  1995 


Support  for  Window  NT 
3.51,  Windows  95 
and  SQL  Server  6 


Better  support  for 

Migrate  agents  from 

Q4  1995  or 

legacy  PCs 

clients  to  server 

Qi 1996 

Software  license 

New  features  from 

Q4  1995  or 

metering/management 

independent 
software  vendors 

Qi 1996 

and  Microsoft 

er  this  year,  he  said. 

The  major  release  will  provide 
“a  lot  more  increased  functional¬ 
ity,”  Holden  said.  For  example,  Mi¬ 
crosoft  will  augment  SMS’  minimal 
software  license  metering  support 
initially  through  tighter  integra¬ 
tion  with  third-party  products. 
Later,  he  noted,  “We  may  also  offer 
that  ourselves.” 

Microsoft  is  also  looking  at  al¬ 
lowing  Windows  NT  events  to  be 
translated  into  Simple  Network 
Management  Protocol  alerts  in 
that  release,  he  added. 

Needs  improvement 

But  one  user  pointed  to  a  gap  in 
SMS  that  Holden  said  Microsoft 
will  need  to  look  into  further. 

“A  primary  area  of  improvement 
is  the  ability  to  more  easily  get  re¬ 
porting  back  on  the  success  of  in¬ 
stallation  jobs  on  PCs,”  said  Larry 
Shaw,  PC  coordinator  for  client/ 
server  support  at  Nordstrom,  Inc. 
in  Seattle.  Currently,  he  noted, 
SMS  informs  the  administrator 
that  a  job  ran  but  does  not  indi¬ 
cate  whether  it  has  succeeded  or 
failed. 

The  third  forthcomingrelease  of 
SMS  will  likely  implement  the  Mes¬ 
saging  Application  Programming 
Interface  (MAPI)  standard  to  sup¬ 
port  the  distribution  of  smaller 
software  updates  throughout  en¬ 
terprisewide  LANs  via  electronic- 


is  not  forgiving  of  older  hard¬ 
ware,”  said  Adam  Lynn,  a  LAN  en¬ 
gineer  at  Micro  Research  Indus¬ 
tries,  Inc.  in  Alexandria,  Va.  “If  you 
don’t  have  a  megabyte  of  free  disk 
space  [on  an  older  PC],  SMS  can 
lock  up  the  machine.  And  if  the  ma¬ 
chine  is  low  on  memory,  Windows 
can  crash.  We  worked  around  that 
by  going  to  individual  machines 
and  installing  [SMS]  manually.” 

But  when  used  with  newer  PCs, 
Lynn  said,  “SMS  is  the  ultimate 
management  utility.  I  can  sit  at  this 
crummy  little  desk  and  manage 
this  entire  building.” 

Holden  said  users  do  not  need  to 
install  all  SMS-related  agent  soft¬ 
ware  on  every  PC,  and  the  SMS  re¬ 
lease  later  this  year  will  allow  us¬ 
ers  to  run  agent  programs  on 
servers  rather  than  on  client  ma¬ 
chines.  But  while  the  latter  capa¬ 
bility  would  conserve  desktop  disk 
and  memory  resources,  “I 
wouldn’t  want  to  place  an  unantic¬ 
ipated  load  on  my  servers,”  said 
Dina  Madson,  lead  operating  sys¬ 
tems  analyst  at  King  County  Medi¬ 
cal  Blue  Shield  in  Seattle. 

Holden  also  said  that  in  conjunc¬ 
tion  with  the  new  release  this  sum¬ 
mer  and  a  new  software  develop¬ 
er’s  kit  now  being  beta  tested, 
Microsoft  will  document  how7  users 
can  put  SMS  event  messages  into 
a  standard  Desktop  Management 
Interface  format. 
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“It’s  going 
to  change  our 
lives!” 


J.  D.  Hildebrand, 
Windows  Tech  Journal 


“Particularly 
for  larger 
applications, 
the 

performance 
gains  can  be 
substantial 
over 

Visual  Basic, 
PowerBuilder, 
SQLWindows, 
or  similar 
applications 
development 
environments.” 

Susan  Ryan, 
InloWorld 


REGISTER 


NOW! 


Introducing  Delphi 

Redefining  the  fundamental  relationship 
between  you  and  your  business 


The  fastest  way  to 
the  fastest  applications 

If  you  program  . . .  you  have  to  see 
Delphi.™  You’ll  quickly  see  how 
its  breakthrough  combination  of 
the  world’s  fastest  optimizing 
native  code  compiler,  visual  Rapid 
Application  Development  tools, 
and  scalable  database  technology 
will  give  you  a  tremendous  Return 
On  Investment.  And  set  you  on 
the  fast  track  to  client/server  and 
Windows  95. 

RAD:  prototype  to  production 

Delphi’s  sophisticated  visual  design 
and  debugging  tools  help  you 
develop  faster.  They  make  it  easy  to 
work  interactively  with  your  cus¬ 
tomers,  so  your  final  .EXE  will  fit 
their  needs,  increase  their  productiv¬ 
ity,  and  make  you  a  star!  But  faster 
development  cycles  are  just  the 
beginning.  The  Delphi  compiler  pro¬ 
duces  applications  that  run  10-20 
times  faster  than  p-code  interpreters. 
Royalty-free  executables  let  you  deploy 
fast,  so  you  can  crunch  through  the 
applications  backlog  in  record  time.  And 
just  wait  until  your  users  experience  the 
speed  of  your  delivered  apps — they 
won’t  want  anyone’s  apps  but  yours. 


Delphi  Facts 

Delphi 

PowerBuilder 

VB  Pro 

Native  code  compiler  for  high- 
performance  applications 

✓ 

- 

- 

Creates  standalone,  redistrib¬ 
utable  .EXEs  and  DLLs 

✓ 

- 

- 

No  runtime  interpreter  DLL 
required 

✓ 

- 

Fully  object-oriented 
programming  language. 

Provides  optimal  code  reuse 

✓ 

— 

No  external  tools  necessary 
to  build  new  components  or 
extend  environment 

✓ 

— 

— 

Combines  high-performance 
compiler,  visual  environment, 
reusable  components,  and 
scalable  database  tools 

✓ 

Robust  exception  handling 

✓ 

- 

- 

ReportSmith®  live”  data 
reporting 

✓ 

- 

- 

Local  ANSI  SQL-92  engine 
for  server  independent 
client/server  development 

✓ 

✓ 

— 

Client/server  version  available 

✓ 

✓ 

— 

Reuse  your  components 

Delphi’s  Visual  Component  Library 
(VCL)  helps  you  minimize  coding, 
accelerate  project  completion,  and 
simplify  corporate  standardizations. 
You  get  a  gallery  of  reusable  forms, 
project  templates,  dialogs,  buttons, 
multimedia  controls,  and  more. 
Or  add  your  own  reusable  objects, 
DLLs,  VBX  controls,  or  OLE  2.0 
servers  into  Delphi’s  open,  inte¬ 
grated,  component-based  develop¬ 
ment  environment. 

Smooth  scaling  to  client/server 

Delphi  has  a  built-in  ANSI  SQL-92 
server,  Paradox"/dBASE"  access,  and 
ODBC  support.  So  you  can  rapidly 
develop  full  client/server  applica¬ 
tions  on  your  desktop.  Then,  by 
upgrading  to  Delphi  Client/Server, 
you  can  quickly  deploy  applications 
across  the  entire  enterprise  with 
high-performance  native  drivers  for 
Oracle,  Sybase,  MS  SQL  Server, 
Informix,®  and  InterBase.®  And  all  the 
work  you  do  in  Delphi  today  will  be 
fully  compatible  with  Delphi’s  forthcom¬ 
ing  32-bit,  Windows  95  release.  Put 
RADical  performance  to  work  on  your 
bottom  line  today. 


See  your  reseller  or  call  today.  1-800-336-6464,  ext.  9965 

In  Canada,  call  1-800-461-3327 


Borland 


“Development 
costs  are 
coming  down 
by  50% 
(because  we 
can  reuse 
code).” 

Art  Hill, 

VP  Cash  Management 
Syslems,  First  National 
Bank  of  Chicago 

“The  capabilities 
of  Delphi 
are  endless...” 

Jerry  Coffey. 
Paradox  Informant 


“Its 

performance 
edge  will  be 
considerable.” 


Paul  Bonner. 
Windows  Sources 


Borland  Developers  Conference  •  August  6-9, 1995  •  San  Diego,  CA  •  1-800*350-4244 


REGISTER 


[NOW! 
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It's  deja  vu.  YouVe  been  here  before. 

The  hardware  is  different.  The  systems  are  different.  But  the  problems  look 
awfully  familiar.  Operations  management,  resource  management,  storage 
management,  configuration  management,  application  management,  problem 
management.  Doesn't  some  of  this  stuff  go  back  to  Univac  II?  And  yet,  here 
you  are  at  square  one,  spending  way  too  much  time  on  the  most  mundane 
part  of  your  job.  If  only  there  was  some  management  software  out  there  that 
actually  helped.  Well,  actually,  there  is.  At  Legent,  we've  put  together  the  most 
extensive  set  of  industrial-strength,  distributed  systems  management  tools 
available.  We've  also  developed  an  open  architecture  called  XPE  that, 
according  to  some  of  the  toughest  analysts  in  the  business,  is  pretty 
remarkable.  As  a  result,  our  software  works  together  across  almost  anything 
you  can  wire  together,  regardless  of  function  or  platform,  from  mainframes  to 
UNIX  servers  to  PC  LANs.  Which  means  you  can  manage  your  systems  from 
the  platform  of  your  choice,  something  our  customers  tell  us  has  definitely  made 
their  lives  easier.  Think  of  it:  systems  management  tools  that  really  work. 
It's  deja  vu  all  over  again. 


News 


‘Lite’  Oracle  programs  suit  small  users’  diet 


By  Kim  S.  Nash 


Oracle  Corp.  is  racing  SAP  AG  and  other 
client/server  rivals  to  market  with  “lite” 
versions  of  financial  and  manufacturing 
applications.  These  slimmer  applica¬ 
tions  are  designed  to  run  on  Microsoft 
Corp.’s  Windows  95  and  Windows  NT  as 


well  as  other  non-Unix  server  platforms, 
Oracle  officials  confirmed  last  week. 

The  vendor  has  also  started  to  over¬ 
haul  its  applications  division  in  an 
effort  to  better  service  customers,  said 
Ray  Lane,  president  of  worldwide  opera¬ 
tions  at  the  Redwood  Shores,  Calif.,  com¬ 
pany. 


The  as-yet-unnamed  scaled-down 
packages  will  include  several  preset  fea¬ 
tures,  such  as  accounts  receivable  pro¬ 
cedures,  to  speed  installation,  Lane  said. 
Oracle  is  shooting  for  a  90-  to  120-day  in¬ 
stallation  process  for  the  products, 
which  are  expected  to  ship  late  this  year, 
he  added. 


But  the  same  traits  that  should  speed 
installation  of  the  products  will  also 
limit  flexibility,  so  the  “lite”  products 
would  probably  appeal  more  to  smaller 
companies,  according  to  Mark  Farnham, 
a  consultant  at  Rightsizing,  Inc.  in  Leba¬ 
non,  N.H. 

“It’s  easier  for  small  shops  to  change 
their  business  practices  to  match  the 
software  than  it  is  for  larger  companies,” 
he  said. 

Similarly  slimmed-down  client/server 
packages  are  under  way  at  SAP  and  Plat¬ 
inum  Software  Corp.,  among  others,  and 
are  due  out  this  year. 


Source:  International  Data  Corp.,  Framingham,  Mass. 


Unlike  those  products,  Oracle’s  low- 
end  applications  will  not  support  non- 
Oracle  databases,  Lane  said.  The  soft¬ 
ware  will  run  only  on  Oracle  Workgroup 
Server,  a  preconfigured  edition  of  Ora¬ 
cle?  that  is  intended  for  small  groups  of 
25  to  50  users. 

Meanwhile,  Oracle  plans  to  make  25  to 
30  changes  to  all  areas  of  its  applications 
group  —  technical  support,  customer  re¬ 
lations  and  sales. 

The  revamp  is  a  result  of  a  three- 
month  study  finished  last  month  to  find 
out  “where  the  problems  are,”  Lane  said, 
adding  that  SAP  “has  basically  blown 
our  doors  off”  [CW,  Feb.  6]. 

Staying  competitive 

Oracle  plans  to  create  sales  and  techni¬ 
cal  support  groups  dedicated  specifical¬ 
ly  to  applications  by  June  1,  the  start  of 
its  1996  fiscal  year.  Currently,  Oracle  is 
losing  applications  customers  to  rivals 
because  its  salespeople  are  more  eager 
to  sell  databases,  Lane  said. 

He  declined  to  specify  pricing  on  the 
slimmer  applications  but  confirmed  that 
they  will  be  part  of  an  Oracle-wide,  per¬ 
user  price  structure  scheduled  to  be  im¬ 
plemented  June  1  [CW,  March  20], 

A  lower  price  point  for  the  low-end  ap¬ 
plications  will  attract  users  who  other¬ 
wise  might  have  gone  to  competitors, 
said  Richard  Cross,  president  of  the 
Rocky  Mountain  Oracle  Applications 
User  Group  in  Denver. 

License  fees  for  full-blown  Oracle  ap¬ 
plications  run  from  $400,000  to  several 
million  dollars,  plus  the  cost  of  the  Oracle 
database,  according  to  Dean  Arnold,  vice 
president  of  applications  marketing  at 
Oracle. 


Alpha  lures  database  makers  to  port. 
^  See  page  8i. 


Four  Factories 


Continents. 

285  Sales  Reps, 
2  Distribution 
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System  to  Help 


Him  See  it  A 


You  need  to  make  the  right  decision.  You  need  to  get  the  facts.  Right  now.  On  the  screen.  Organized. 
Current.  Complete.  That’s  what  Business  Intelligence  is  all  about.  And  that's  what  Pilot  Software  does  better 
than  anyone  in  the  world.  Our  Lightship  family  of  products  is  the  most  powerful  and  comprehensive 
Business  Intelligence  solution;  our  state-of-the-art  OLAP  technology  will  transform  your  corporate  data 
into  the  insights  you  need  to  make  the  best  decisions  possible.  Easy  to  use  and  customize,  Lightship  is 
ideal  for  sales  tracking,  marketing  analysis,  quality  monitoring,  and  more.  We're  so  quality- driven  that 
we  ve  earned  ISO  9001  registration.  And,  with  the  backing  of  Dun  &  Bradstreet,  Pilot  is  the  industry's  most 
stable  and  powerful  player.  We  ll  deliver  the  decision-making  confidence  you  need  to  compete  and  win. 
Call  BOO  944.0094  or  G17  374.1194  In  Australia/Asia,  call  02.975.2380  In  the  U.K.,  call  01.932.569944 


Pilot  Software 


a^cornpanv  of 


The  Dun  fcBradstrcct  Corporation 


Business  Intelligence  For  A  Competitive  Advantage 
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$30  BUYS  YOU  THE  ONLY  32-BIT  utility  that  PROVIDES  CONTINUOUS 

System  protection  for  the  windows  95  preview  product. 


We  wouldn’t  let  you  face  a  new 
operating  system  alone.  Your 
old  16-bit  utilities  won’t  work  in  a 
32-bit  world.  So  we’re  offering  you  the 
Norton  Utilities”  Preview  designed 
for  the  Windows®  95  Preview  product. 

From  a  pre-installation  tune-up  to 
32-bit  data  recovery  features,  Norton 
Utilities  is  designed  to  ensure  that 
you  maximize  your  experience  with 
the  Windows  95  Preview  product. 
By  ordering  the  Norton  Utilities 
Preview  for  $30,  you’re  entitled  to 
special  pricing  when  the  final  version 


of  Norton  Utilities  for  Windows  95 
is  released.  So  order  yours  today. 

NORTON  UTILITIES  PREVIEW  EDITION 

Pre-Installation  Tune-Up 

Frees  up  disk  space  and  provides 
a  comprehensive  pre-installation  physical. 

NORTON  SYSTEM  DOCTOR 
Continuously  monitors  all  vital  resources  and  data 
integrity.  Alerts  you  to  impending  disaster  and 
recommends  action  or  fixes  problems  automatically. 

TRUE  32-BIT  NORTON  DISK  DOCTOR' 
Automatically  diagnoses  and  repairs  file  system 
problems  using  the  speed  and  safety  of  32-bit  technology. 

TRUE  32-BIT  NORTON  SPEED  DISK” 
Automatically  optimizes  drives  and 
reduces  future  fragmentation. 

SUPERIOR  UNERASE*  TECHNOLOGY 
100%  erased  file  protection.  And  the 
new  wizard-like  interface  that  leads  you 
through  file  recovery  step  by  step. 

SYSTEM  INFORMATION 
Diagnoses  potential  conflicts  and  configuration 
problems  with  detailed  system  information  and 
real-world  performance  testing. 

NORTON  RESCUE  DISK 
The  intelligent  rescue  disk  provides  easy, 
one-step  system  restoration  by  automatically  restoring 
all  necessary  boot-up  files  and  drivers. 


SYMANTEC. 


ORDER  THE  NORTON  UTILITIES 
preview  designed  for  windows  95. 

This  preview  offer  is  available 
through  June  30,  1995.  So  order 
today.  And  get  the  only  32-bit  system 
protection  and  data  recovery  for  the 
Windows  95  Preview  product  money 
can  buy  today. 

♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦ 

I  $30  I 

♦  Norton  Utilities  Preview.  To  order,  call  ♦ 

j  1-800-453-1190  j 

.  Ask  for  Extension  9B55.  . 

4  Offer  expires  June  30.  1995.  Offer  available  direct  from  Symantec  only  4 
|  Pnce  don  not  include  shipping,  /Kindling  or  tux  Allow  -i  weeks  for  delivery.  ^ 


I 


©1995  Symantec  Corp.  All  rights  reserved.  Symantec,  Norton  Utilities,  Norton  Disk  Doctor,  and  UnF.rase  arc  registered  trademarks  and  Speed  Disk  is  a  trademark  of  Symantec.  All  other  trademarks  or  registered  trademarks  are  the  property  of  their  respective  Holders 

Offer  valid  in  the  U.S.  only.  In  Canada,  call  1-800-713-7484.  In  Australia,  call  008-810-101.  In  Europe,  call  31-71-3531 1 1. 
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DEC  OSF/D  is  now  Digital  UNIX:  But  the  change  is  in  name  only — its  still  the  most  standards - 
compliant  version  of  UNIX  there  is.  The  only  commercial  UNIX  that  delivers  true  64-hit  architecture 
today — assuring  what  the  Yankee  Group  terms  “uninterrupted price/ performance  leadership  in  UNIX 

MARKETING  MADE  1P% 

SHORTEN  IT  TO  DIGITAL  UMX. 

to  make  one  or  more  migrations,  and  wait  as  long  as  several years,  to  attain  the  kind  of  sheer  computing 
power  now  available  in  Digital  UNIX.  The  new  name  signifies  the  award  of  the  XI Open  UNIX  brand 
to  our  industry-leading  product — and  reflects  our  pledge  of continued  standards-compliance  in  the 
future.  What’s  it  all  mean  to  you?  It  means  you  can  now  have  next-generation  Alpha  technology, 


plus  the  reassurance  of certified  openness  for  the  future.  You  can  have 


an  operating  system  that  runs  thousands  upon  thousands 


of  applications,  and  interoperates  with  just  about 
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everything  on  your  ever-changing  network. 


You  can  have  the  scalability  to  grow  as  big  as  you 


Oj 


fifbppm  die  system*, 
ft  other  vendors  are 
text  century.  ” 


t&SSf/, 


fs 

Ns 


g  i  t  a 


TM 


fra, 


want,  as  fast  as  you  need  to.  You  can,  in  essence,  have 


it  all.  All  from  a  company  that’s  committed  to  full-tilt,  full-featured,  fully  supported  open  systems. 
So  find  out  more  today  by  calling  1-800-DIGITAL.  Or  reach  us  via  our  Internet  address: 
moreinfo@digital.com.  One  of  those  clever  folks  in  Marketing  ivill  be  happy  to  help  you. 

AAC 

<1995  Digital  Equipment  Corpoianon  D  gnat,  the  DIGITAL  logo  and  DEC  are  trademarks  ol  Digital  Equipment  Corporation  OSF  t  s  a  registered  trademark  ol  me  Open  Soieoie  Foundation  Inc  UNIX  s  a  reg  smred  uad-.-hai"  ■  "  e  J-  'eo  5ta  -t 
and  other  countries  licensed  endusively  through  the  X.Open  Company  Lid.  The  Yankee  Group  quote  is  trom  Yan.ee  Watch.  •Commercial  UNIX  This  Time  We  Mean  Business '  May  199s  Digital  UNIX  V3  2  on  Alpha  is  an  x.Open  UNIX93  D'anded  ■■ : .  t 
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News 


McCaw  moves  boost  wireless 


By  Michael  Fitzgerald 


Enough  pieces  of  the  wireless  puzzle  are 
comingtogether  that  parts  of  the  picture 
can  be  made  out. 

Cellular  leader  McCaw  Cellular  Com¬ 
munications,  Inc.  gave  the  slow-moving 
Cellular  Digital  Packet  Data  (CDPD)  pro¬ 


tocol  a  boost  last  week  when  it  finally  be¬ 
gan  to  offer  commercial  service  a  year  af¬ 
ter  its  first  competitor.  When  complete, 
CDPD  will  span  the  same  area  as  the  cir¬ 
cuit-switched  cellular  network,  which 
carries  cellular  voice  calls  and  the 
majority  of  wireless  data  transmissions. 

McCaw  also  announced  a  partnership 


with  remote  access  player  Attachmate 
Corp.,  which  updated  several  of  its  key 
products  with  CDPD  capability. 

“McCaw  is  defining  the  way  you  play 
the  wireless  market,”  said  Iain  Gillot,  an 
analyst  at  Link  Resources  Corp.  in  Fra¬ 
mingham,  Mass.  He  said  the  McCaw/ 
Attachmate  marriage  was  a  natural  com- 
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Now  there’s  a  better 
way  to  get  your  news. 
Just  surf  to  our  hot  new  web  site. 
NewsPage  filters  over  15,000  sto¬ 
ries  from  over  500  news  sources 
every  night,  and  categorizes 
them  by  topic.  Bookmark  the  top¬ 
ics  you  like,  and  NewsPage 
goes  to  work.  Every  day  by 
8:00  am  you’ll  receive  news 
on  only  those  topics  that 
match  your  interests. 

Scan  concise  briefs  in 
seconds,  then  drill  down 
to  get  the  whole  story. 
It’s  the  fast,  easy  way  to 
keep  up  with  rapidly  changing 
technologies  and  other  critical  information. 

Try  News  Page  Free,  NewsPage  briefs  will  always  be  free,  but 
during  our  introductory  trial  period  (ending  July  15,  1995),  full-text  articles 
are  free,  too.  Check  it  out.  You’ll  never  get  your  news  the  same  old  way  again. 


http:  //www  .newspage.com 


Copyright  1995  Individual,  Inc.  NewsPage  is  a  trademark  of  Individual,  Inc. 
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bination  of  a  network  and  an  application 
vendor. 

“Without  people  like  Attachmate, 
McCaw  can’t  sell  kilobytes  of  data,  and 
that’s  what  they’re  meant  to  do,”  Gillot 
said.  In  fact,  the  announcement  has 
weight  because  Attachmate  has  prod¬ 
ucts  that  will  run  over  CDPD,  such  as  Zip 
SNA,  Extra  Personal  Client  and  its  Open- 
Mind  groupware  product. 

A  fourth  product,  the  NetWizard  soft¬ 
ware  distribution  tool,  will  also  run  over 
CDPD.  It  will  be  released  late  in  the  third 
quarter  or  early  fourth  quarter.  By  year’s 
end,  there  may  even  be  the  better  part  of 
a  network  for  users  to  run  applications 
over. 

McCaw  officials  promise  that  75%  of 
theirvoice  coverage  area  will  have  CDPD 
service  by  year’s  end.  While  interopera¬ 
bility  among  different  carriers  has  so  far 
been  lacking,  the  wireless  industry  is  ex¬ 
pected  to  resolve  this  issue,  though  per¬ 
haps  not  until  next  year. 


Cheap  CDPD 

Pricing  for  30-minute  usage 

|  CDPD 

filll 

$12 

|  Circuit-switched  cellular 

Estimated  CDPD  usage  costs  for  a  sample 
OF  POTENTIAL  CDPD  USERS  PER  MONTH 


Field  service  I  $38  TO  $74 

Field  sales  $50  to  $110 

--  --  -  -  -  -  -  -  -- 

Transportation 


$23  TO  $50 


Source:  McCaw  Cellular  Communications,  Inc.,  Kirkland,  Wash. 


But  for  some  users,  coverage  can  be 
limited  to  a  regional  basis.  “Nationwide 
coverage  is  not  an  issue  for  us,”  said 
Bruce  Kimball,  manager  of  mobile  and 
emerging  technologies  at  American  Air¬ 
lines.  Because  American  has  to  integrate 
its  Sabre  reservations  database  with 
wireless  capabilities,  McCaw’s  slowpace 
in  deploying  CDPD  “allows  us  to  roll  out 
to  customers  on  a  schedule  that’s  realis¬ 
tic  and  lets  us  keep  our  sanity,”  he  said. 

McCaw  also  announced  pricing  for  its 
CDPD  service.  Its  best  rate  is  8  cents  per 
kilobyte  for  users  who  transmit  more 
than  500K  bytes  a  month.  While  this  is 
half  what  users  might  spend  to  send  data 
via  circuit-switched  cellular  networks, 
users  said  it  is  still  too  costly. 

“We’re  nowhere  with  wireless  right 
now,”  said  Sam  Nash,  technical  support 
and  telecommunications  manager  at  As¬ 
sociated  Grocers,  Inc.  in  Seattle.  He  said 
his  company  “could  have  one  user  use 
500K  bytes  in  two  days.  The  kinds  of 
things  we  need  to  transmit  are  typically 
fairly  good  size.” 

Nash  said  he  likes  the  CDPD  pricing, 
but  he  has  concerns  about  speed.“For 
the  kinds  of  things  we  would  initially  use 
it  for,  I  think  our  field  staff  would  turn  the 
thing  off  before  it’s  done,”  he  said. 

Jeff  Damir,  director  of  product  market¬ 
ing  and  management  at  McCaw’s  wire¬ 
less  data  division,  said,  “there  are  still 
some  things  that  need  to  be  done  to  make 
us  more  efficient.”  But  he  emphasized 
that  if  McCaw  wasn’t  working  with  com¬ 
panies  such  as  Attachmate,  “we’d  have  a 
lot  more  work  to  do,” 
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Ever  get  the  feeling  you're  being  offered 
a  solution  that  was  designed  for  someone  else? 


Buying  shoes  that  don't  fit  your  feet  is  no  fun,  but  software  that  doesn't  fit  your  organization  can  be  a 
disaster.  Dun  &  Bradstreet  Software  takes  the  time  to  find  out  your  unique  needs  before  we  begin 
proposing  solutions,  whether  you're  using  a  mainframe,  a  client/server  system,  or  a  combination.  We  can 
fashion  a  solution  for  you  -  call  us  at  1*800*290*7374,  extension  860,  or  reach  us  on  the  Internet  at 
solutions@dbsoftware.com. 


Dun  &  Bradstreet  Software 


FINANCIALS  HUMAN  RESOURCES  MANUFACTURING  DECISION  SUPPORT 


©  1995  Dun  &  Brodstreet  Software  Services  Inc 


Will  your  network  grow  into  a  mai 
or  raging  crabgrass? 


Introducing  LAN  Server  4.0 


If  you  would  like  u>  to  fax  you  more  information  about  IAN  Server  4.0  directly,  call  8(H)  1BM-4KW  and  request  document.-  1834  &  1835.  Product  information  and  demonstrations  are  available  on  tin*  Internet  at  www.austin.ibm.eom/pspinfo.  IBM,  OS/2,  AIX.  AS/400  and  Net  View  arr  resist*  | 
©  I0Q5  IBM  (iorp.  Ml  rights  reserved.  Printed  in  the  Tinted  States  of  America  10-04. 
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“LAN  Server  4.0  represents  a  great 
selling  opportunity  for  JABs  looking  to 
meet  todays  demand  for  robust,  scal¬ 
able  network  services.” 

-Terry  Bazzone,  Director  of 
Marketing,  Software,  Tech  Data  Corp. 

“IBM  takes  an  even  stronger  graphical 
approach  to  LAN  administration  than... 
Windows  NT™  Advanced  Server.” 

— InfoWorld 
August  22,  1994 


estic  oak 


It  all  depends  on  whose  software  you  recommend.  The  new  IBM®  LAN  Server  4.0  will 
actually  make  your  clients  network  a  thing  of— dare  we  say  it— beauty.  So  manageable  every¬ 
one  actually  looks  forward  to  dealing  with  it. 

How  did  we  transform  a  task  that  at  its  best  was  considered  a  chore?  For  a  start,  we  made 
LAN  Server  4.0  a  snap  to  install  and  administer  compared  to  other  network  operating 
systems.  And  its  powerful  new  drag-and-drop  graphical  user  interface  makes  educating  your 
customers  a  virtual  walk  in  the  park. 

These  are  just  some  of  the  ways  LAN  Server  4.0  will  help  your  clients  network  grow  big 
and  strong.  For  more  on  how  LAN  Server  4.0  can  beautify  any  office— and  help  you  see  more 
green— call  your  distributor  or  1  800  IBM-CALL.  In  Canada,  call  1  800  565-SW4U,  ext.  298. 

j  tdemurk*  of  International  Businct*  Machines  Corporation.  Windows  and  Windows  NT  are  trademarks  of  Microsoft  Corporation.  .Ml  other  products  are  trademarks  or  registered  trademarks  of  their  respective  companies. 
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All-new  drag-and-drop 
administration. 

k: 

Autoconfiguration  and 
software  distribution 
capability. 

Over  600  applications 
already  certified,  including 
DOS,  Windows,™  OS/2 
and  Mac5  applications. 

Seamless  NetWare® 
access  for  disks  and 
printers. 

Dedicated  Server 
not  required. 

Disk  limits 

Built-in  Peer 

Integrated  TCP/IP 

Task  Macros 

WFW,  NT  support 

'Best  of  Shaw” 

1994  Networld+ 

Interop,  Atlanta. 

The  LAN  Server  family  of 
products  includes: 

LAN  Server  for  AIX 
LAN  Server  for  AS/400 
LAN  Server  for  VM/MVS 
LAN  Distance 
LAN  Server  Ultimedia 
NetView  for  OS/2. 
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Network  uptime 

Swissair  bullet-proofs  new  network 


Reservations  and  ticketing  activities  more  secure 


By  Thomas  Hoffman 


Until  recently,  Swissair’s  10  North  Amer¬ 
ican  offices  were  experiencing  disturb¬ 
ing  turbulence  that  had  nothing  to  do 
with  bad  weather.  About  once  a  week  — 
for  up  to  three  hours  at  a  time  —  its  LANs 
fell  victim  to  crippling  “broadcast 
storms.” 

These  storms  occur  when  faulty  hard¬ 
ware  or  misconfigured  software  floods  a 
network  with  data  packets,  rapidly  de¬ 
pleting  bandwidth  and  processing  re¬ 
sources.  The  effect  on  business  can  be 
detrimental. 

“Lost  calls  and  unavailable  systems 
equals  loss  of  revenue,”  said  Thomas  R. 
Wirth,  director  of  communications  and 
information  systems  at  Swissair’s  North 
America  division. 

Covering  all  bases 

In  January,  the  Zurich-based  airline  con¬ 
solidated  its  two  New  York-area  offices 
into  a  new  North  American  headquar¬ 
ters  in  Melville,  N.Y.  The  carrier  took  ad¬ 
vantage  of  the  move  and  installed  a  fail¬ 
safe  network  to  support  its  reservations 
and  ticketing  activities. 

“With  this  technology,  we  have  in¬ 
creased  availability,  no  network  down¬ 


time,  and  we  didn’t  have  to  add  any  more 
[IS]  staffers,”  Wirth  said,  explaining  that 
intelligent  workstations 
can  now  be  used  to  man¬ 
age  the  network. 

The  setup  includes  80 
IBM  PS/2  workstations, 
five  IBM  8260  hubs  and  a 
Northern  Telecom,  Inc. 

Meridian  private  branch 
exchange.  The  $1  million, 
port-switching  hub- 
based  architecture  is  ex¬ 
pected  to  help  the  airline 
increase  its  24-hour  net¬ 
work  availability  from 
98.8%  to  99.8%. 

Although  a  1%  differ¬ 
ence  in  uptime  may  seem 
minimal,  it  can  add  up  to 
dozens  of  extra  hours  of 
availability  in  the  course 
of  a  year,  all  of  which 
translates  into  revenue 
opportunities. 

Because  Swissair’s 
North  American  data 
center  at  John  F.  Kenne¬ 
dy  International  Airport  relied  on  semi- 
intelligent  hubs,  a  technician  regularly 
had  to  go  into  the  airline’s  “spaghetti- 


wired”  wiring  closet  to  troubleshoot  ca¬ 
bling  glitches  whenever  a  LAN  went 
down,  Wirth  said. 

Along  with  the  more  reliable  network 
infrastructure,  the  air¬ 
line’s  upgrade  to  OS/2 
workstations  has  im¬ 
proved  staff  productivity 
by  an  estimated  5%  in  the 
first  three  months  of  use, 
said  Vinny  Gaines,  East¬ 
ern  regional  reserva¬ 
tions  manager  at  Swis¬ 
sair  in  Melville. 

“Now  that  we’re  using 
an  OS/2  platform,  we  can 
toggle  from  document  to 
document,”  Gaines  said. 
At  the  JFK  facility,  Swis¬ 
sair’s  81  reservations 
staffers  often  had  to  quit 
out  of  files  before  enter¬ 
ing  another  application, 
he  said. 

“With  the  new  LAN 
technology  and  intelli¬ 
gent  wiring  hubs,  we  es¬ 
timate  that  we  will  have 
a  total  of  20  hours  annual 
downtime”  due  primarily 
to  network  maintenance,  Wirth  said. 

Before  Swissair  moved  170  staffers  in¬ 
to  its  Melville  headquarters,  a  fiber-optic 


communications  backbone  supported  by 
the  8260  hubs  was  installed  to  handle 
network  glitches.  The  facility  is  connect¬ 
ed  via  undersea  cable  to  six  IBM  main¬ 
frame-compatible  machines  at  the  air¬ 
line’s  Zurich  data  center. 

The  Melville 
office  relies  on 
IBM’s  NetView 
for  AIX  net¬ 
work  manage¬ 
ment  software 
to  manage  all  of 
its  local  and  re¬ 
mote  LAN  seg¬ 
ments,  Wirth 
said. 

The  data  cen¬ 
ter  consolida¬ 
tion  is  expected 
to  result  in  sig¬ 
nificant  cost 
savings,  al¬ 

though  Wirth 
declined  to 

specify  the  amount.  The  European  carri¬ 
er  has  long  taken  an  aggressive  ap¬ 
proach  to  expense  reductions,  according 
to  industry  analysts. 

“Swissair  has  one  of  the  strongest  bal¬ 
ance  sheets  among  European  airlines,” 
said  Marcus  Hansen,  an  analyst  at  ABN 
Amro  Hoare  Govett  in  London. 


“With  this 


technology,  we 
have  increased 
availability.no 
network  downtime, 
and  we  didn't  have 
to  add  any  more 
[IS]  staffers.” 

— Thomas  R.  Wirth, 
director  of 

communications  and  IS 


Good  catch 


Swissair’s  North 
American  offices  field 
approximately  90,000 
customer  calls  each 
month.  Thanks  to  the 
recent  installation  of  a 
Unix-based  calling 
system,  20,000  of 
those  calls  are  handled 
automatically. 


Novell’s  messaging  strategy  remains  elusive 


By  Suruchi  Mohan 


Much  to  developers’  dismay,  Novell,  Inc.  has  never  been 
able  to  clearly  articulate  its  messaging  strategy,  and 
the  purchase  of  WordPerfect  Corp.  last  year  only  esca¬ 
lated  those  concerns. 

While  anxious  Message  Handling 
Service  (MHS)  users  and  developers 
say  they  are  now  starting  to  see  a 
glimmer  of  a  strategy,  many  remain 
confused  about  Novell’s  intentions. 

MHS  is  an  application-independent 
messaging  transport  in  the  NetWare 
environment.  It  is  supported  by  many 
popular  electronic-mail  applications  such  as  Da  Vinci 
Systems  Corp.’s  Da  Vinci  Email,  Banyan  Systems,  Inc.’s 
BeyondMail  and  On  Technology  Corp.’s  Notework. 

At  the  recent  Networld/Interop  ’95  showin  Las  Vegas, 
a  contrite  Novell  beat  itself  up  in  front  of  its  MHS  devel¬ 
opers.  “We’ve  been  saying  [that  we’ll  integrate  MHS  and 
GroupWise]  for  a  year,  but  we  haven’t  done  anything,” 
admitted  Dave  Clare,  Novell’s  product  line  manager  of 
core  services. 

Still  unanswered,  for  example,  are  questions  about 
how  developers  will  support  simple  message  format 
(SMF)  70  and  SMF  71  —  the  application  programming 
interfaces  (API)  for  MHS  —  in  the  Collaborative  Mes¬ 
saging  Server  (CMS)  architecture.  CMS  is  Novell’s  an¬ 
swer  to  Microsoft  Corp.’s  Exchange  server,  which  is  a 
rival  platform  for  collaborative  computing. 

Novell’s  continued  support  of  SMF  70  is  good  news 
for  MHS  gateway  developers,  who  have  based  all  their 
products  on  this  API  rather  than  the  newer  SMF  7 1 .  This 
i  s  a  departure  from  its  earlier  posit  ion  of  supporting  on¬ 
ly  SMF  71. 


John  Rizzi,  vice  president  of  strategic  marketing  at 
On  Technology  in  Cambridge,  Mass.,  who  has  been  a  vo¬ 
cal  critic  of  Novell’s  reluctance  to  spell  out  a  clear  mes¬ 
saging  strategy  is  now  happier  with  Novell’s  approach. 
He  said  the  messaging  services  in  NetWare  4. 1  are  MHS 
services,  but  the  integration  of  these  services  with  Net¬ 
Ware  Directory  Services  (NDS)  is  still  evolving. 

However,  users  also  have  concerns 
about  Novell’s  support  of  MHS. 

Jim  Braun,  project  coordinator  at 
Kansas  State  University  in  Manhattan, 
said  he  would  like  Novell  to  solve  some 
of  the  problems  he  is  havingwith  Global 
MHS,  the  NetWare  Loadable  Module  for 
NetWare  3.x.  Global  MHS  does  not  work 
in  a  pure  NetWare  4.1  environment, 
which  means  users  do  not  have  direct 
access  to  Simple  Mail  Transfer  Protocol 
and  X.400  networks  and  cannot  use  Re¬ 
mote  MHS  without  going  through  a  Net¬ 
Ware  3.x  server. 

Incompatibilities  linger 

A  directory  service  is  built  into  Global 
MHS,  which  is  incompatible  with  Net¬ 
Ware  4.1’s  NDS,  said  Bob  Harbison,  net¬ 
work  consultant  at  Network  Integra¬ 
tion  Consultants  in  Sausalito,  Calif.  This  is  a  big 
problem  in  NetWare  4.1  environments  because  admin¬ 
istrators  can  use  Global  MHS  only  in  bindery  emulation. 
“It  is  not  aware  of  NDS,”  he  said. 

Novell  hopes  to  solve  that  problem  with  its  Global  Ac¬ 
cess  Module,  currently  in  beta  testing,  which  will  link 
Global  MHS  to  a  NetWare  4.1  server. 

Novell  is  also  trying  to  get  the  MHS  community  in¬ 


volved  as  it  rethinks  its  integration  strategy  for  MHS 
and  GroupWise.  At  a  developers’  meeting  scheduled  for 
next  month  at  Novell’s  Orem,  Utah,  headquarters,  the 
company  hopes  to  receive  feedback  on  its  convergence 
design  and  analysis.  “This  should  remove  concerns 
about  Novell’s  intentions,”  Clare  said. 

This  forthrightness  seemed  to  reassure  some  devel¬ 
opers.  “Novell  is  showing  commitment 
to  MHS,”  Rizzi  said.  Although  the  MHS 
APIs  will  borrow  a  lot  from  GroupWise, 
SMF  70  and  SMF  71  will  stay  around 
long  enough  so  that  developers  will 
have  time  to  migrate,  he  added. 

Worries  remain 

But  beneath  the  smiles  are  some  con¬ 
cerns.  Migration  to  GroupWise  will  be 
“a  tough  sell  for  MHS  vendors  because 
we  don’t  want  to  hand  over  our  user 
base  to  GroupWise,”  said  Brett  Warth- 
en,  chief  executive  officer  of  Infinite 
Technologies,  Inc.  in  Owing  Mills,  Md. 
Infinite  provides  routers  for  the  DOS- 
based  MHS  market.  Warthen  also  add¬ 
ed  that  a  benefit  of  MHS  has  been  its  in¬ 
dependence  from  any  front-end 
application.  GroupWise  changes  that 
because  it  is  now  Novell’s  preferred  messaging  appli¬ 
cation. 

For  developers,  “there  is  always  the  nagging  thought 
that  Novell  will  have  its  own  application”  in  GroupWise, 
said  Lih-Tah  Wong,  president  of  Computer  Mail  Ser¬ 
vices,  Inc.  in  Southfield,  Mich.,  referring  to  Novell’s  ac¬ 
quisition  of  WordPerfect,  which  essentially  made 
GroupWise  the  preferred  Novell  application. 


“We’ve  been 
saying  [that 
we’ll  inte¬ 
grate  MHS 
and  Group- 
Wise]  for  a 
year,  but  we 
haven’t  done 
anything.” 

— Dave  Clare, 
Novell  product  line 
manager 
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24  time  zones. 
4,300  stores. 
55,000  employees. 
50  million  customers. 


And  one 
extraordinary 
company 
tracking  it  all. 
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Sprint  Technology  Helps  Achieve 
Growth  For  BLOCKBUSTER.® 

It  takes  a  company  with  experience, 
vision  and  commitment  to  handle  the 
network  requirements  of  the  world’s 
largest  video  retailer. 

That  company  is  Sprint.  With  Sprint’s 
Managed  Network  Service,  Blockbuster 
Entertainment  gets  a  revolutionary 
turn-key  solution  that  combines  every¬ 
thing  from  network  design,  software  and 
hardware,  to  installation  and  24-hour-a- 
day  network  monitoring.  All  working 
together  using  frame  relay  to  link  more 
than  40  LANs  across  the  country  into 
one.  So  when  Blockbuster  needs  up-to- 
the-minute  information  on  sales, 
distribution  or  payroll,  the  answer  is 
ready  and  waiting. 

And,  since  it’s  all  managed  by  Sprint,  the 
network  can  expand  with  Blockbuster’s 
business  -  without  the  need  to  retrain 
personnel  or  change  systems. 

Which  leaves  Blockbuster  free  to  do 
what  it  does  best:  Keep  the  world 
entertained. 

Now,  if  we  can  do  this  for  Blockbuster, 
imagine  what  we  can  do  for  you.  To 
find  out  more  about  Managed  Network 
Service  and  how  Sprint  can  help  your 
business  do  more  business,  call  us 
today  at  1-800-669-4700. 


^  Sprint 

Business 


I  ©  1994  Sprint  Communications  Company  L.P. 

|  BLOCKBUSTER,  BLOCKBUSTER  VIDEO  name  and  design  are  registered  trademarks  of  Viacom  Inc.,  New  York,  NY  10036  ©  1987,  1994. 


Upgrade  today  to 
the  only  network 
operating  system  better 
than  NetWare  3: 
NetWare  4. 1 . 


Ohe  network.  Your  business 
depends  on  it.  You  keep  it  run¬ 
ning.  It’s  your  baby.  Well,  what 
you’re  about  to  read  will  redefine  net¬ 
working.  You’ll  see  how  the  services 
in  NetWare  4.1  define  what  a  next  gen¬ 
eration  network  should  be,  and  why  it’s 
so  important  that  you  upgrade  today. 

The  facts  are  right  here  in  black  and 
white.  Please  take  ten  minutes  to  read 
this  ad.  After  all,  isn’t  your  business 
worth  ten  minutes  of  your  time? 

NetWare  Directory  Services. 
Access  and  view  your  entire 
network  at  a  single  glance. 

The  previous  generation  of  networks 
only  let  you  view  the  network  one  server 
at  a  time.  They  weren’t  exactly  conve¬ 
nient.  But  with  NetWare  4.1,  it’s 
different.  You  get  a  complete  view  of 
the  network.  It’s  the  only  network  that 
allows  users  to  login  once  and  access  any 
file,  document  or  resource  for  which 


they’re  authorized.  Even  better,  admin¬ 
istrators  can  manage  the  network  from  a 
single-point-of-administration.  That  means 
you  avoid  the  hassle  of  managing  your 
network  server  by  server,  managing  it 
instead  as  a  single  entity. 

Conveniences  like  these  can  save  you 
a  whole  lot  of  time  and  money. 

NetWare  Messaging  Services. 

The  simplest  way  to  manage 
your  E:mail  users. 

In  the  past,  messaging  required  a  sepa¬ 
rate  purchase,  a  separate  installation,  and  a 
separate  database.  With  NetWare  4.1, 
everything  is  a  lot  simpler.  That’s  because 
integrated  messaging  built  into  NetWare  4.1 
works  with  almost  any  Ermail  front-end  appli¬ 
cation.  There’s  no  additional  mail  software 
needed.  And,  it’s  integrated  with  NetWare 
Directory  Services,  so  network  and  E:mail 
administration  can  be  accomplished 
through  a  single-point-of-administration. 

It’s  a  lot  simpler,  and  a  lot  easier. 


NetWare  Multiprotocol  Routing. 
Get  your  data  from  point  A  to  point  B. 


Getting  connected  to  other  networks 
usually  means  buying  separate  hardware. 
But  with  NetWare  4.1,  multiprotocol 
routing  comes  built-in.  And  because 
NetWare’s  Multiprotocol  Routing 
supports  IPX,  TCP/IP,  Appletalk  and 
others,  it  connects  networks  without  the 
need  for  additional  hardware.  And  not 
buying  all  that  extra  hardware  can  add 
up  to  big  savings.  Who  could  possibly 
be  against  big  savings? 


NetWare  Network  Management. 
Easily  the  most  manageable  network. 


NetWare  4.1  offers  unmatched  man¬ 
agement  and  administration  capabilities. 
For  example,  it  allows  you  to  take  full 
control  of  any  server  from  anywhere  on 
the  network.  It  also  has  a  new  graphical 
user  interface  that  lets  you  manage  the 


network  as  a  single  entity,  instead  of  a  col¬ 
lection  of  separate  servers.  So  jobs  that 
used  to  take  hours  can  be  accomplished  in 
minutes.  Plus,  tasks  like  setting  up  users, 
granting  security  privileges  and  access  to 
resources — tasks  that  were  very  time 
consuming  with  NetWare  3 —  aren’t 
with  NetWare  4.1.  Click  a  few  icons, 
then  type  information  in  a  dialog  box. 
You’ve  just  added  another  user  to  the  entire 
network.  It’s  quick  and  easy. 

Again — saving  you  time  and  money. 


NetWare  4.1  Security  Services. 
Simply  the  industry’s 
most  secure  NOS. 


NetWare  4.1  Print  Services 
just  got  smarter. 

With  NetWare  4.1,  you  can  say  goodbye 
to  printing  nightmares  for  good. 
NetWare  4.1  provides  the  most  robust 
set  of  print  services  in  the  industry.  It’s 
terrific.  For  example,  you  don’t  need  to 
know  anything  about  the  print  server. 

All  you  need  to  know  is  the  name  of  the 


NetWare  Return  on  Investment. 
It  makes  sense  on  your  bottom  line. 


One  of  the  greatest  concerns 
about  any  network  operating  system 
is  how  secure  it  is.  NetWare  4.1 
includes  RSA  security,  the  indus¬ 
try’s  most  secure  password  encryp¬ 
tion  and  digital  packet  signature 
technology.  In  fact,  it  was  designed 
to  meet  the  National  Computer 
Security  Center’s  Class  C2  Network 
Security  criteria.  Look.  If  you 
can’t  afford  to  have  confidential 
data  in  the  wrong  hands,  that’s 
reason  enough  to  upgrade  your 
network  to  NetWare  4.1  today. 

NetWare  4.1  File  Service. 

We  just  improved  on  perfection. 

NetWare  4-1  shares  the  same 
industry  leading  file  system 
as  NetWare  3,  except  it  also 
comes  with  terrific,  industry 
leading  enhancements.  There’s  a 
server-based  file  compression  fea¬ 
ture  that  can  double  the  size  of  the 
hard  drive,  leaving  more  room  for 
data.  And  sub-allocation  provides 
more  efficient  storage.  It  also 
provides  optional  large  block  sizes  which 
speeds  data  transfer  performance  from 
hard  drive  to  memory.  And  data  migra¬ 
tion  reduces  storage  media  costs  by 
transparently  migrating  data  to  near- 
line  or  off-line  storage.  You  know,  this  is 
a  great  way  to  avoid  having  to  shell  out 
the  big  bucks  for  more  space  later. 


7  Key  Services 

NetWare  4.1 

NetWare  3 

0  DIRECTORY 

YES 

NO 

!  Global  directory  service 

0  INTEGRATED  MESSAGING 

YES 

NO 

0  MULTIPROTOCOL  ROUTING 

YES 

Add-on  product 

0  NETWORK  MANAGEMENT 

YES 

NO  ! 

Graphical  user  tools  provide  view 

of  entire  network 

0  NETWORK  SECURITY 

RSA  public/private  key 

YES 

NO 

Restrict  login  to  specific  Mac  address 

;  YES 

NO  | 

Securty  auditing 

YES 

NO  | 

0  FILE  SYSTEM  AND  STORAGE 

YES 

NO 

\  Support  for  data-migration 

hardware,  data  compression  and 

j  disk  block  suballocation 

o  NETWORK  PRINTING 

256  per 
print  server 

16  per 
print  server 

Additional  Services 

•  INTEGRATED  SYSTEM  FAULT 

YES* 

Add-on  product 

TOLERANCE  LEVEL  in 

•  CLIENT  SUPPORT  AND 

INTEROPERABILITY 

NetWare  for  Macintosh,  Number 

of  user  licenses  included 

Included  in  Netware 

5 

user  licenses 

Graphical  user  tools 

YES 

NO 

#  WAN  SUPPORT 

YES 

Add-on  product 

Network  link  Service  Protocol™ 

(NLSP)™ 

•  ARCHITECTURE 

I  Maximum  number  of  user 

connections  per  server 

1,000 

250  | 

Nondedicated  server 

YES** 

NO  | 

Single  login  to  network 

YES 

NO  | 

Additive  licensing 

YES 

NO 

NetWare  4.1  has  the  lowest  cost  of 
ownership  in  the  industry.  In  fact, 
the  META  Group  reports  NetWare  4.1 
can  cut  25% +  from  the  cost  of  managing 
a  network.  Think  of  it.  That  means 
your  NetWare  4.1  upgrade  or  new  pur¬ 
chase  will  virtually  pay  for  itself  in 
no  time.  Here’s  a  chance  to 
make  the  accountants  smile 
for  once. 


NetWare  4.1.  All  this  and 
much,  much  more. 


printer  and  you’re  set.  That’s  it.  Plus, 
NetWare  4.1  Print  Services  maximizes 
your  hardware  investment  because  it 
allows  up  to  256  printers  to  run  off  one 
server  (as  opposed  to  NetWare  3,  which 
limits  you  to  16  printers).  Just  think  how 
much  time,  money,  and  hours  of 
frustration  this  could  save  you. 


NetWare  4.1  also  comes  with 
everything  you  need  to  run  your 
network  on  TCP/IP,  so  you  can  run 
IPX  or  TCP/IP  throughout  your 
network.  It  also  has  built-in  support 
for  your  Macintosh  users.  And 
built-in  System  Fault  Tolerance 
level  III  capabilities.  (To  activate 
this  service,  all  you  have  to  do  is 
simply  purchase  a  license  disk  and 
you  can  reduce  the  chances  of  net¬ 
work  failure  to  almost  zero.  And 
because  it’s  built-in,  there’s  no  need 
to  reload  your  system). 

Still,  we  know  all  these  features 
wouldn’t  mean  diddly  if  they  didn’t 
work  right  out  of  the  box.  So  we  sub¬ 
mitted  NetWare  4.1  to  rigorous  test¬ 
ing — first  we  tested  it  at  Novell  labs, 
then  the  press  took  a  crack  at  it,  and 
finally,  our  toughest  customers  got 
their  chance.  It  passed  with  flying  col¬ 
ors.  Without  a  doubt,  NetWare  4.1  is 
set  to  take  center  stage  in  the  industry. 

We  hope  we’ve  told  you  enough 
to  get  things  underway.  But  in  case 
you  need  more  information  about 
NetWare  4.1,  just  call  Novell  at 
800-844'6661  or  dial  us  in  at 


1 

http//www.netware.com.  We’ll  do 
everything  we  can  to  help. 

iNOVE  LL 


NetWare  4. 1 


The  only  network 
ready  for  tomorrow,  today. 
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Informix  profits  rise 

Informix  Software,  Ine.  in 
Menlo  Park,  Calif.,  reported 
a  $19.1  million  profit  for  its 
first  quarter,  a  53%  increase 
over  the  $12.5  million  for  the 
same  period  last  year.  Sales 
rose  54%  to  $147.8  million, 
up  from  $96. 1  million  in  the 
same  period  a  year  ago. 

Deals  up,  profits  not 

IBM  Credit  Corp.  reported  a 
first-quarter  profit  of  $57.9 
million  for  the  first  quarter, 
down  from  $59. 1  million  a 
year  ago.  New  financing 
deals  totaled  $3.2  billion,  a 
52%  increase  from  the  $2. 1 
billion  in  the  same  period 
last  year.  Capital  equipment 
leasing  rose  89%  and  ac¬ 
counted  for  $  1 . 1  billion  of  the 
first-quarter  business,  the 
IBM  subsidiary  said. 

E&S  sales  drop 

Evans  &  Sutherland  Com¬ 
puter  Corp.  sales  dropped 
to  $19.3  million  for  the  first 
quarter,  down  from  the  $26.9 
million  posted  for  the  first 
quarter  of  1994.  The  de¬ 
crease  was  due  to  the  spin¬ 
off  of  the  Tripos  business 
unit  and  the  termination  of  a 
major  government  contract. 
But  the  Salt  Lake  City  com¬ 
pany’s  profits  rose  to 
$598,000,  up  from  $8,000  for 
the  period  last  year. 

Chipcom  sets  record 

Chipcom  Corp.  in  South- 
boro,  Mass.,  announced 
record  sales  of  $86.2  million 
and  a  profit  of  $8  million  for 
its  first  quarter,  which  ended 
April  1.  Sales  were  up  from 
$51.9  million  in  the  first 
quarter  last  year,  while  prof¬ 
its  rose  more  than  300% 
from  the  $1.9  million  posted 
in  the  period  last  year. 

NetFrame  posts  loss 

Milpitas,  Calif.-based  Net- 
Frame  Systems,  Inc.  re¬ 
ported  a  loss  of  $5.3  million 
for  its  first  quarter,  ended 
April  1.  The  company  report¬ 
ed  a  profit  of  $1.8  million  in 
the  period  last  year.  The  re¬ 
sults  were  based  on  revenue 
of  $13.1  million,  down  from 
$20.5  million  in  revenue  dur- 
ingthe  first  quarter  of  1994. 


Integra  will  abet  NT  migrations 


By  Stuart  J.  Johnston 


Former  Microsoft  Corp.  executive  Dwayne 
Walker  has  struck  out  on  his  own. 

Walker,  who  was  director  of  marketing 
for  Windows  NT  duringits  gestation  period 
and  later  headed  Microsoft’s  Solution  Pro¬ 
vider  program  to  promote  NT  and  the  Back¬ 
Office  server  suite  to  resellers,  has  formed 
a  company  called  Integra  Technology  In¬ 
ternational,  Inc. 

Integra’s  charter  will  be  “to  deliver  inte¬ 
grated  technology  solutions”  to  business¬ 
es  using  client/server  technologies,  said 
Walker,  who  is  chairman  and  chief  execu¬ 
tive  officer.  The  company  has  offices  in 
Bellevue,  Wash.,  New  York  and  Bangalore, 
India. 

The  idea  for  the  company  came  from 
Walker’s  experiences  as  an  information 
systems  manager  and  his  central  role  in 
Microsoft’s  push  to  penetrate  the  enter¬ 
prise,  Walker  said.  He  officially  left  Micro¬ 
soft  in  February  and  started  the  company 
last  month. 

“Our  take  on  it  is  that  thanks  to  his  Mi¬ 
crosoft  position,  he  was  really  able  to  scope 
out  the  [NT  reseller]  universe  and  see 
what’s  needed,”  said  Dwight  Davis,  editor 


of  the  industry  newsletter  “Windows 
Watcher”  in  Redmond,  Wash.  “He’ll  be  able 
to  exploit  new  [Microsoft]  developments 
pretty  quickly,  and  he’s  plugged  into  the 
[reseller]  community  so  he’s  structured  his 
services  so  that  he  can  do  whatever  they 
want.” 

Target  areas 

Integra  will  focus  on  the  three  broad  areas 
where  Walker  believes  customer  needs  are 
not  being  met: 

•  Software  tools  for  client/server  comput¬ 
ing.  The  company  will  offer  The  Integra 
Business  Application  Builder,  due  in  June. 

•  Migration  services  to  help  users  move 
from  Unix  or  IBM  AS/400  minicomputer  ap¬ 
plications  to  Windows  NT-based  client/ 
server  applications.  Integra  will  also  offer 
custom  development,  consulting  and  train¬ 
ing  services  and  help  desk  support. 

•  Services  to  help  customers  move  into  the 
so-called  world  of  “new  media,”  including 
development  of  World-Wide  Web  pages  as 
well  as  applications  that  work  over  the  In¬ 
ternet  or  wireless  networks. 

A  major  target  customer  group  for  Inte¬ 
gra’s  services  and  tools  is  Microsoft’s  val¬ 
ue-added  resellers,  who  develop  and  de¬ 


ploy  corporate  solutions  based  on  NT  and 
other  Microsoft  products. 

But  despite  an  overall  positive  outlook 
for  Walker’s  new¬ 
est  venture,  Da¬ 
vis  said  Integra 
may  have  to  nar¬ 
row  its  broad 
scope  if  it  is  to 
succeed  in  the 
long  run. 

To  help  Integra 
achieve  its  goals, 
Walker  acquired 
Coromandel  In¬ 
dustries,  Inc.,  a 
leading  develop¬ 
er  of  client/server 
database  access 
tools.  The  Integra  Business  Application 
Builder,  which  is  based  on  Coromandel’s 
Integra  product  line,  will  work  with  Micro¬ 
soft’s  Visual  Basic  and  Visual  C+  +  as  well 
as  Borland  International,  Inc.’s  C+  +  devel¬ 
opment  environments.  Additionally,  the 
company  will  license  so-called  “line  of 
business  objects,”  object-oriented  code 
components  that  can  be  used  to  develop 
mission-critical  applications. 


Integra  President 
Dwayne  Walker  tar¬ 
gets  unmet  user  needs 


Cadre  acquires 
Dutch  toolmaker 

By  Elizabeth  Heichler 


Cadre  Technologies,  Inc.  will  soon 
be  able  to  fill  some  holes  in  its 
product  line  thanks  to  a  merger 
agreement  reached  earlier  this 
month  with  Westmount  Technol¬ 
ogy  BV  in  Delft,  Netherlands. 

Analysts  said  Westmount’s 
computer-aided  software  engineering  (CASE)  tools  are  ori¬ 
ented  toward  information  systems  applications,  while  Prov¬ 
idence,  R.I.-based  Cadre  has  focused  its  products  on  engi¬ 
neering  and  real-time  software  development. 

“Cadre  has  long  sought  to  get  into  the  IS  market,”  said 
Henk  Bakker,  a  senior  consultant  at  research  firm  Ovum 
Ltd.  in  London.  “Westmount  produces  an  upper  CASE  tool 
with  strong  links  to  relational  databases  and  fourth-gener¬ 
ation  languages,  squarely  targetingthe  IS  market.” 

The  acquisition  will  also  help  solve  a  problem  that  arose 
for  Cadre  last  month:  It  lost  the  rights  to  distribute  Houston- 
based  Protosoft,  Inc.’s  object-oriented  CASE  tool  supporting 
thepopularObject  ModelingTechnique  (OMT)  methodology. 
However,  Westmount  has  its  own  CASE  tool  for  OMT,  and 
“Westmount  OMT  is  a  much  stronger  product  than  [Proto- 
soft’s]  Paradigm  Plus,”  Bakker  said. 

Terms  of  the  agreement  were  not  disclosed.  But  Cadre’s 
vice  president  of  marketing,  Mory  Bahar,  characterized  the 
deal  as  more  of  a  stock  swap  than  a  cash  transaction. 

Wiel  van  de  Berg,  Westmount  president  and  chief  execu¬ 
tive  officer,  will  be  Cadre’s  senior  vice  president  of  Europe¬ 
an  operations  and  development  of  database  application 
tools. 


Mae  clone  is  in  the  mail 


By  Lisa  Picarille 


Macintosh  clone  maker  Power 
Computing  Corp.  is  betting  that 
low  pricing  via  mail-order  sales 
coupled  with  superior  service  and 
support  will  attract  users  to  its 
family  of  three  Macintosh-compat¬ 
ible  systems.  The  company  also 
expects  its  May  1  ship  date  to  win 
it  the  advantage  of  being  first  to 
market. 

Other  Macintosh-compatible 
systems  due  late  this  summer  are 
from  Radius,  Inc.  and  Daystar  Dig¬ 
ital,  Inc.  They  target  the  high-end 
publishing  market. 

Based  on  the  PowerPC  601  chip, 
Power  Computing’s  forthcoming 
systems  target  general  business 
users.  After  a  slow  ramp-up,  the 
company  expects  to  be  shipping 
“tens  of  thousands”  of  systems  by 
July  and  reach  100,000  units  in  the 
first  12  months,  said  President  and 
Chief  Executive  Officer  Steve 
Kahng. 

The  systems  initially  will  be  sold 
only  through  direct  mail.  Kahng 
said  the  idea  was  to  use  the  one 
popular  distribution  channel 
where  Apple  Computer,  Inc.  does 
not  have  a  big  presence. 

“It’s  a  good  way  to  get  into  the 
business,”  said  Pieter  Hartsook, 


editor  of  “The  Hartsook  Letter,”  an 
industry  newsletter  in  Alameda, 
Calif.  “If  you  start  out  with  restrict¬ 
ed  access,  that  helps  control  prod¬ 
uct  availability.” 

But  Power  Computing  expects  to 
branch  out  later. 

“We  will  be  in  selected  retail 
channels  around  September,” 
Kahng  said.  The  company  will  first 
target  traditional  computer  stores 
and  later  expand  to  consumer  and 
superstore  channels. 

The  low  road 

Selling  via  direct  mail  allows  Pow¬ 
er  Computing  to  deliver  products 
at  lower  prices.  Power  Comput¬ 
ing’s  Power  80  system,  which  will 
be  available  in  desktop  and  tower 
models,  is  comparable  to  Apple’s 
Macintosh  7100  but  is  priced  at 
$  1 ,995 — $600  less  than  a  similarly 
configured  Macintosh  7100.  The 
Power  100  and  1 10  models  are  sim¬ 
ilar  in  performance  to  the  Macin¬ 
tosh  8100s  and  will  also  be  priced 
about  30%  less. 

Power  Computing  is  also  at¬ 
tempting  to  differentiate  itself 
from  Apple  on  technical  support 
starting  with  a  goal  to  connect  us¬ 
ers  with  live  staff  in  less  than  three 
minutes  and  a  30-day,  money-back 
guarantee. 
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I  WANT  MORE  INFORMATION  ABOUT 

THE  BEST  MIDDLEWARE  SOLUTION. 

□  Please  send  me  your  FREE  video 
“EDA/SQL  Client/Server  Solutions  in  Action”. 

□  Please  have  a  sales  representative  all  me  ASAP. 

Q  I’m  planning  to  purchase  a  middleware  solution  in: 

□  1-3  mos.  □  3-6  mos.  □  6-12  mos. 
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Ricardo  Bartra 


At  the  three  colleges  that  make  up  Alamo  Community  College 
District,  there  are  no  more  long  lines  at  the  registrar's  office.  When 
students  want  information  on  their  grades,  tuition  bills,  or  even  their 
financial  aid  status,  they  simply  walk  up  to  one  of  the  conveniently 
located  kiosks,  enter  their  Social  Security  #  and  password,  and 
breeze  through  a  colorful  touch  screen  menu. They  can  even  print 
out  the  information  on  the  kiosk  printer. 

Do  the  students  know  they're  using  a  PC  and  Information 
Builders'  EDA/SQL  middleware  to  transparently  access  and  join  files 
from  the  college  mainframe?... No.  Do  they  know  their  mainframe 
database  queries  are  being  processed  and  displayed  in  real  time  on  the 


kiosk  PC  using  Information  Builders'  FOCUS/EIS  for  Windows?...  No. 
Do  they  know  the  college  has  saved  millions  of  dollars  by  protecting  its 
investment  in  legacy  systems  rather  than  re-engineering  its  entire 
information  architecture?... We  doubt  it.  Do  they  appreciate  access  to 
their  student  records  24  hours  a  day  without  standing  in  long  lines?... 
You  better  believe  it! 

EDA/SQL  middleware  from  Information  Builders. The  process  is 
transparent.  The  benefits  are  obvious. 

For  more  information  and  a  free  video  showing  how  different 
companies  have  benefited  from  EDA/SQL  middleware  technology,  contact 
your  local  Information  Builders  sales  office,  or  call  1-800-969-INFO. 

In  Canada  Call  416-364-2760 


EDA/SQL® 

Transparent  Enterprise  Data  Access 


FOCUS/EIS  and  EDA/SQL  are  trademarks  of  Information  Builders,  Inc.,  NY,  NY  212-736-4433  INFO@IBI.COM 


Information 

Builders 


YOU  WRESTLE 


WITH  NETWORK  INTEGRATION 


YOU  GRAPPLE 


WITH  HOST  CONNECTIVITY  AND  MESSAGING 


mm 


TUSSLE 


WITH  FILE  AND  DATABASE 


MANAGEMENT 


m 


'SPHijtJX 


jj 

llfaUiS 

±  jgt 

j 

n 

I:!:- 

HR 

1 

Take  heart.  There’s  a  new,  integrated  family  of 
server  software  called  Microsoft  BackOffice.  And  it 
will  empower  you  to  do  your  job.  With  authority. 

Imagine  what  you  could  do  with  an  integrated  information  system. 

You  could  finally  break  free  of  clumsy  business  systems.  You  could  respond  more  quickly 
to  changing  business  needs.  You  could  enable  the  people  you  work  with  to  get  the 
information  they  need.  So  they  can  make  better,  smarter  decisions. 

It’s  called  Microsoft®  BackOffice.  And  it’s  a  whole  new  approach  to  business  computing. 
Five  best-of-breed  products  that  combine  to  form  an  integrated  information  system.  One 
complete,  seamless  client-server  network  based  on  Windows  NT™  architecture  that  will 
enable  you  to  create  the  next  generation  of  information  applications.  At  last. 


You  start  with  the  network  operating 
system-Windows  NT  Server.  After  that, 
it’s  easy  to  add  database  management 
(Microsoft  SQL  Server™),  messaging 
(Microsoft  Mail  Server),  host  connectivity 
(Microsoft  SNA  Server),  and  systems 
management  (Microsoft  Systems  Man¬ 
agement  Server).  You  can  forget  struggling 
for  days  to  get  things  up  and  running, 
because  everything  is  optimized  to  work 
with  Windows  NT  Server,  and  everything 
is  designed  to  work  together. 


Microsoft  Windows  NT  Server;  The  network  foundation 
for  a  new  generation  of  business  applications.  It  is  a  multipurpose 
network  operating  system  that  can  deliver  application  server  capa¬ 
bilities  without  compromising  file  and  print  service  performance. 

Microsoft  SOL  Server:  The  high-end  database  platform  at 
the  center  of  a  complete  client-server  architecture  for  information 
management. 

Microsoft  SNA  Server:  Makes  it  easy  to  connect  PCs  to 
IBM  mainframes  and  AS/400s. 

Microsoft  Mail  Server:  The  heart  of  a  complete  messaging 
system  that  makes  it  easy  to  communicate  with  anyone,  anywhere. 

Microsoft  Systems  Management  Server: 

The  most  comprehensive  solution  for  managing  networked  PCs. 

Client  License  Pak:  BackOffice  family  licensing  simplifies  client- 
server  pricing.  The  client  license  pak  includes  one  Client  Access 
License  for  each  BackOffice  server  product  you  acquire,  essentially 
licensing  a  single  desktop  to  access  those  products  on  any  server. 


You  can  forget  struggling  with  a  jumble  of 
tools  and  incompatible  interfaces,  too. 


With  Windows®  architecture  on  both  the  client  and  the  server,  you'll  use  a  consistent, 
graphical  set  of  tools  to  develop  and  manage  applications  across  all  products.  And  easily 
tie  corporate  information  to  the  desktop. 


Now  about  money.  And  choice.  Explain  to  your  boss  that  an  open  platform  means  the 
power  to  extend  your  existing  network,  including  NetWare,®  Macintosh'  and  UNIX. 
Mention  that  it  runs  on  standard,  leading  hardware,  which  lowers  the  cost  of  purchase 
and  operation.  And  that  there  are  over  one  thousand  32-bit  applications  for  the  Windows 
operating  system  and  tens  of  thousands  of  I  6-bit  Windows-based  applications  at  your 
disposal.  Which  makes  the  BackOffice  family  a  sound  investment. 


Call  (800)  709-3783,  Dept.  3GC  to  learn  more.  Or  contact  us  at  “GO  BIZSOLN''  on 

CompuServe®  You  can  revolutionize  the  way  people 

in  your  company  use  and  share  information.  You  KUSm 

can  make  the  decisions  that  make  your  business  , - — - - 

. .  .  .  WHERE  DO  YOU  WANT  TO  CO  TO  DA  : 

run  better.  Its  all  within  your  reach.  I — - - - —  - - 


Viewpoint 


Has  it  now? 

Two  years  ago,  Digital  broke  a 
string  of  quarterly  losses,  prompt¬ 
ing  talk  of  a  turnaround. 

But  Digital  returned  to  its  losing  ways.  The  compa¬ 
ny  then  sold  off  several  businesses,  fired  enough  peo¬ 
ple  to  populate  a  small  city  and  continued  to  develop 
high-performance  and  high-value  products  based  on 
its  Alpha  microprocessor  technology. 

Now,  it’ s  back  in  the  black.  After  announcing  a  $74 
million  quarterly  profit  last  week,  Digital  CEO  Robert 
Palmer  even  sent  out  the  sanguine  “the  worst  is  be¬ 
hind  us”  message. 

Thousands  of  Digital  customers  around  the  world 
are  wondering  if  that  is  really  so.  Digital  has  been 
pressing  them  —  staffers  at  aging  VAX  sites — to 
make  the  great  leap  forward  into  client/server  on  the 
back  of  Alpha. 

Is  it  a  turnaround?  Or  just  another  pit  stop  on  the 
same  treacherous  track  that  proved  to  be  a  road  to 
near  ruin  for  all  the  other  for¬ 
mer  minicomputer  makers? 

To  steal  a  phrase  from  Wall 
Street,  I  am  cautiously  optimis¬ 
tic  that  the  patient  is  well  along 
the  road  to  recovery.  Fueled  by 
its  energy  core,  which  is  net¬ 
working  and  not  hardware, 

Digital  is  once  again  growingin 
real  terms.  It  is  reassertingits 
technology  pedigree  as  well  as 
its  proficiency  as  a  systems  in¬ 
tegrator.  I  don’t  have  proof,  but 
it  is  very  likely  that  customer  confidence  is  growing. 

However,  customers  should  also  understand  that 
words  like  “turnaround”  and  “recovery”  in  the  com¬ 
puter  industry  are  both  relative  and  fleeting.  How  can 
anyone  suggest  the  worst  is  behind  when  no  one  has 
the  capacity  to  see  more  than  a  year  or  so  ahead? 

Digital  needs  to  tend  to  the  aspects  of  its  business 
practice  that  slipped  as  it  scrambled  for  survival.  I’ve 
spoken  with  numerous  Digital  customers  in  the  past 
two  years  and  heard  a  litany  of  complaints  about  de¬ 
teriorating  support  and  service.  That  is  one  good 
place  for  Palmer  to  spend  some  of  Digital’s  newfound 
wealth. 

If  you  read  or  listen  to  what  Digital  says  about  itself, 
you  would  conclude  that  it  is  a  company  that  sells  Al¬ 
pha  hardware  and  PCs  and  some  Unix.  As  an  observ¬ 
er,  I  am  mystified  as  to  why  the  company  doesn’t  say 
more  to  customers  about  its  networking  expertise. 
It’s  the  glue  that  shapes  pieces  of  hardware  into  a  sys¬ 
tem.  Remember  the  old  “Digital  has  it  now”  message 
of  1 0  years  ago?  If  they  still  have  any  “it”  other  than 
hardware,  the  message  is  muted. 

Everyone  likes  the  comeback  kid,  and  it  looks  as 
though  it  is  Digital’s  turn  to  be  liked.  Its  recovery  came 
at  a  steep  price,  including 50,000  jobs.  The  fact  that 
its  customers  did  not  desert  the  company  in  droves  is 
a  fitting  tribute  to  the  people  who  are  no  longer  there 
but  who  helped  cement  that  loyalty.  It  is  up  to  those 
remaining  to  sustain  the  momentum  by  puttingthe 
customer  first  in  every  single  thing  they  do. 


{±Jj? 


Bill  Laberis 
Internet:  blabens@cw.com 
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Hews  Item?  Inmate  lacking  on  die  rise,  widens  sag 


Windows  95?  No  problems  here  Year  2000  fixes 


When  ditto-heads  are  asked 
whether  what  they  hear  from  the 
ditto-meister  is  true,  they  (usual¬ 
ly)  answer,  “I’m  not  sure,  but  there 
has  to  be  some  fundamental  flaw” 
for  there  to  be  so  much  to  talk 
about.  It’s  the  same  for  your  Apple- 
head  in  his  evaluation  of  Windows 
95  [“Flaws  95,”  CW,  April  3].  There 
are  thousands  of  Windows  95  beta 
testers/users  whose  experience 
invalidates  the  high-profile  prob¬ 
lems  the  trades  had. 

If  your  emphasis  in  the  column 
was  on  the  resource  costs  of  up¬ 
grading/training,  then  you  have 
the  gift  to  recognize  the  obvious.  If 
you  wanted  a  cheap  column  you 
could  put  together  without  having 
to  think,  you  chose  the  nudge  and 
wink  over  substance. 

AlanJeude 
St.  Louis 

FUD  flinging 

Boy,  the  fear,  uncertainty  and 
doubt  (FUD)  sure  are  flying.  And 
the  longer  Windows  95  gets 
pushed  back,  the  more  FUD-sling- 
ing  the  consumers  and  decision¬ 
makers  will  be  forced  to  endure. 

Since  when  were  Microsoft  de¬ 
velopers  the  authorized  mouth¬ 
piece  for  IBM  regarding  OS/2 
plans?  And  you  keep  the  slant  slid¬ 
ing,  the  FUD  flying  and  the  custom¬ 
ers  turned  off  by  your  and  others’ 
Hard  Copy  tactics.  I  hope  Win¬ 
dows  95  makes  it  out  this  year  so 
OS/2  can  dispatch  it  as  easily  as  it 
did  NT.  Remember? 

David  McKinney 
Electrical  Insulation 
Suppliers,  Inc. 

Atlanta 


I  have  run  Windows  95  on  a  variety 
of  PCs,  from  a  386  with  6M  bytes  of 
RAM  to  a  Pentium  90  with  16M 
bytes  of  RAM,  without  any  of  the 
problems  you  referred  to.  I  dis¬ 
agree  with  your  statements  that 
Windows  95  will  require  massive 
memory  upgrades  and  expensive 
user  training. 

If  Computerworld  chooses  to 
participate  in  the  trend  of  bashing 
Microsoft,  that’s  your  choice.  Per¬ 
sonally,  I  think  that  attacking  a 
program  that’s  still  being  beta- 
tested  is  at  best  questionable. 

Mike  Drips 
Overland  Park,  Kan. 


Working  both  ways 

Thanks  to  Alan  Ryan  and  Carl 
Orguss  for  making  two  very  im¬ 
portant  points  in  “It’s  a  raid” 
that  most  managers  and  execu¬ 
tives  miss  these  days  [Careers, 
CW,  April  17]:  Money  isn’t  ev¬ 
erything;  and  loyalty  works 
both  ways. 

An  IS  manager  obviously 
missed  these  when  he  recently 
tried  to  hire  me  away  from  the 
consulting  firm  that  employs 
me.  As  for  Richard  Boone,  I  find 
it  hard  to  sympathize  with  the 
proverbial  pot  and  kettle. 

However,  one  point  left  out  by 
most  of  the  interviewees  is  that 
networkingworks  both  ways  as 
well.  Potential  employees  can 
find  out  which  companies  they 
can  work  with  and  which  to 
avoid. 

Suzan  Sauer brey 
Findlay,  Ohio 


Regarding  the  editorial  “Users 
slow  to  face  year  2000  conversion” 
[CW,  April  10],  you  focused  more 
on  finding  problems  than  fixing 
them. 

It’s  true  that  the  year  2000  in¬ 
volves  substantial  analysis,  and 
vendor  tools  can  help  immensely 
in  this  regard.  However,  as  the 
market  progresses  from  the  “find 
it”  stage  to  the  “fix  it”  stage,  we  ex¬ 
pect  more  companies  to  join  the 
ranks  of  customers  who  have  es¬ 
tablished  a  reliable  and  compre¬ 
hensive  data  routine  standard 
throughout  their  shops. 

Date  logic  can  be  quite  complex, 
and  many  of  our  customers  have 
made  the  business  decision  to  buy 
pretested  date  routines  off  the 
shelf  rather  than  reinvent  their 
own.  Also,  as  the  year  2000  gets 
closer  and  time  runs  out,  efficien¬ 
cy  through  standardization  may 
become  a  necessity  rather  than  a 
mere  luxury. 

Michael  D.  Lips 
President 
TransCentury  Data  Systems 
San  Francisco 
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■  Computerworld  welcomes  comments 
from  its  readers.  Letters  should  not  ex¬ 
ceed  200  words  and  should  be  addressed 
to  Bill  Laberis,  Editor  in  Chief,  Computer- 
world,  P.O.  Box  9171,  375  Cochituate 
Road,  Framingham,  Mass.  01701.  Fax 
number:  (508)  875-8931;  Internet:  let- 
ters@cw.com.  Please  include  an  address 
and  phone  number  for  verification. 
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Clearing  up  pricing  misinformation 


on’t  listen  to  salespeople.  Don’t  be¬ 
lieve  the  headlines.  Prices  have  not 
fallen  through  the  cellar.  Deals  are 
not  aplenty. 

In  fact,  computer  pricing  is  now 
more  confusing  than  ever.  Folks,  it’s 
a  conspiracy  of  epic  proportions.  You 
can’t  tell  if  a  deal  is  a  bust  or  a  bargain.  There 
are  meaningless  list  prices,  six-month  defer¬ 
rals,  extra  warranties,  fancy  financing  and 
free  floor  mats.  Pretty  soon  you’ll  just  want  to 
go  home  and  he  down. 

Let’s  stop  the  madness.  Let  me  explain  how 
prices  really  work.  Then  look  that  vendor  right 
in  the  eye  and  demand  the  best  price,  value  and 
solution.  With  luck,  you  might  come  close. 

•  Small  hardware.  Today’s  biggest  problem  is 
this  desktop  stuff  that  gives  the  whole  industry 
a  bad  name.  Prices  should  be  dropping.  We 
were  supposed  to  have  $500  PCs  by  now.  Actu¬ 
ally,  I  do  have  a  $500  PC,  but  I  paid  $1,500  for  it 
three  months  ago. 

I  guess  PC  guys  are  pretty  tricky.  They  keep 
inventing  faster  chips,  lighter  laptops  and 
cramming  more  megahertz  onto  our  desks.  So 
instead  of  plummeting,  high  prices  are  staying 
high.  Some  subnotebooks  go  for  nearly  $1,000 
a  pound.  This  is  not  good  for  consumers,  but  at 
least  it  makes  lox  seem  like  a  bargain. 

•  Big  hardware.  Big  hardware  is  becoming 
small  hardware.  We  have  drawer-size  direct- 
access  storage  devices  and  mainframes  the 
size  of  a  small  refrigerator.  Purchasing  the 


Michael  Cohn 

stuff  could  do  wonders  for  my  bottom  line,  ex¬ 
cept  I  can’t  get  comfortable  with  hardware 
that’s  delivered  in  the  back  of  a  Mazda  mini- 
van. 

But  they  tell  me  not  to  worry  about  price. . . . 
The  “five-year  cost  of  ownership”  is  all  that 
matters.  This  tiny  new  stuff  saves  on  floor 
space,  saves  on  pow¬ 
er  and  saves  on 
maintenance.  But 
why  should  I  care 
about  five-year  cost 
of  ownership?  It 
takes  that  long  to  get 
a  “req”  out  of 
Purchasing. 

•  Small  software. 

All  right,  we  do  have 
Gates  vs.  OS/2,  so 
they’re  practically 
giving  it  away.  Ru¬ 
mor  has  it  there  will 
be  disks  inside  boxes  of  Corn  Flakes  by  the 
fourth  quarter. 

But  price  has  nothing  to  do  with  cost.  You  get 
your  free  desktop  software,  but  then  you’ll 
need  to  add  more  memory  . . .  ka-ching!  Then 
you’ll  need  an  on-line  service . . .  ka-ching!  And 
then  you’ll  need  to  spend  every  waking  mo¬ 
ment  glued  to  the  Internet,  Word-Wide  Web, 
Mars,  etc _ ka-ching! 

•  Big  software.  This  is  where  a  bunch  of  folks 
are  getting  ticked  off.  Hardware  prices  are 


dropping,  but  software  still  costs  a  bundle. 
There  are  group  charges,  license  fees  and  sup¬ 
port  costs.  We’re  shelling  out  a  fortune  and  get¬ 
ting  almost  nothing  for  it. 

It’s  a  certified  rip-off,  but  at  last  someone  is 
doing  something  about  it.  Some  of  the  big  ven¬ 
dors  are  giving  us  usage  charges:  We  get 

charged  for  software 
only  when  we  use  it. 
What  a  great  idea  (for 
them).  The  stuff  is  so 
complicated,  we  use  it 
24  hours  a  day,  seven 
days  a  week  just  try- 
ingto  figure  it  out. 

•  Labor.  Even  the 
prices  for  people  are 
out  of  whack.  Object 
programmers  want 
$200  an  hour.  Kids 
fresh  out  of  school 
ask  for  $60K.  We 
spend  more  on  people  than  we  do  on  comput¬ 
ers.  High  tech  is  high  enough;  let’s  stop  the 
greed.  We  should  all  hold  the  line  before  we’re 
all  out  of  business.  No  big  fees.  No  huge  bonus¬ 
es.  You  can  get  by  on  a  programmer’s  income. 
You  can  go  pretty  far  on  a  2%  raise  . . .  that  is, 
until  you  have  to  shell  out  a  couple  grand  for 
one  of  those  new  PCs. 


Cohn  is  still  underpaid  at  a  large  computer  company  in 
Atlanta. 
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All  sides  can  win  with  electronic  catalogs 


As  I  said  in  last  month’s  column,  what 
is  exciting  these  days  is  not  new 
products  but  new  business  models. 
Here  is  another  example,  once 
again  from  a  computer-aided  design 
(CAD)  software  vendor.  The  compa¬ 
ny  cited  last  month  was  Graphisoft, 
which  has  an  office  in  San  Francis¬ 
co.  This  month’s  example  is  Autodesk,  Inc.  in 
San  Rafael,  Calif.,  the 
maker  of  the  Auto¬ 
CAD  design  package. 

Autodesk’s  new  of¬ 
fering  comes  under 
the  names  Material- 
Spec  and  PartSpec. 

Both  are  basically 
electronic  catalogs  of 
building  blocks  for 
various  kinds  of  de¬ 
signers.  They  offer 
items  such  as  motors, 
power  supplies,  casings  and  pipes,  and  metals 
or  plastics,  which  are  used  to  build  anything 
from  VCRs  to  automobiles.  Parts  and  materials 
are  represented  as  living  AutoCAD  data  that 
can  be  loaded  into  any  user’s  AutoCAD  design 
—  about  250,000  items  from  17  vendors  in  Part- 
Spec  and  25,000  materials  from  300  vendors  in 
MaterialSpec.  The  breakthrough  here  is  to  get 


Esther  Dyson 

paid  from  both  sides:  the  supplier  of  the  con¬ 
tent  and  the  user. 

Both  sides  benefit.  The  vendors  of  the  parts 
and  materials  get  to  promote  their  products  to 
customers  who  are  genuinely  ready  to  buy.  In 
fact,  if  users  are  designing  in  someone’s  prod¬ 
ucts,  why  not  specify  a  particular  vendor’s 
product? 

The  customers  save  time  in  designing:  Why 
waste  time  designing 
a  motor  when  they 
can  insert  the  design 
and  specifications  of 
a  real  one  that  Parker 
Hannifin  is  selling? 
Why  go  to  the  trouble 
of  configuring  and 
constructing  a  plas¬ 
tic  case  when  you  can 
copy  one  from  a  cata¬ 
log  and  then  find  the 
800  number  to  locate 
the  most  convenient  supplier?  Moreover,  the 
customers  can  easily  find  out  what  is  already 
available  on  the  market  and  learn  how  to  get 
hold  of  it. 

For  now,  the  user  still  has  to  call  or  visit  a 
local  retailer,  but  I  can  imagine  the  day  when 
things  get  even  simpler.  Then  all  you’ll  have  to 
do  is  push  an  on-screen  button  to  dial  into  the 


Internet,  or  perhaps  the  Microsoft  Network. 
Press  another  button,  and  you'll  be  connected 
to  the  supplier’s  Web  page  or  an  order  form 
that  can  handle  your  order  immediately.  Hello, 
Federal! 

The  implications  of  this  vision  are  broad. 
First,  more  and  more  content  will  be  subsi¬ 
dized,  provided  free  or  at  low  cost  to  users  to 
sell  or  promote  tangible  goods  or  sendees. 
Most  suppliers  would  be  glad  to  support  a  free 
parts  catalog  if  they  knew  it  would  get  into  the 
hands  of  every  Autodesk  customer. 

Second,  for  more  and  more  users,  an  appli¬ 
cation  rather  than  an  operating  system  will  be 
the  primary  interface.  With  Windows  or  anoth¬ 
er  powerful  environment  underneath,  a  user 
can  reach  the  whole  world  through  the  per¬ 
spective  of  his  most  intensively  used  applica-  ' 
tion.  For  designers,  that  application  is  Auto¬ 
CAD. 

The  returns  aren’t  in  yet,  of  course,  but  Au¬ 
todesk  has  already  received  a  lot  of  phone  or¬ 
ders  based  on  initial  press  coverage.  In  the 
long  run,  this  kind  of  approach  could  enable 
Autodesk  to  lower  its  prices  to  users  while 
product  vendors  subsidize  the  software. 


Dyson  is  president  of  EDventure  Holdings,  Inc.  in  New 
York.  She  welcomes  readers’  thoughts  and  can  be 
reached  at  edyson@eff.org. 
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supplier  of  the 
content  and  the 
user. 
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I  Want  Power,  Features  And  Reliability 


Come  see  us  at  Spring  Comdex  •  April  24-27 
Room  # 2 1 5 E  •  Level  2-East  Concourse 
Georgia  World  Congress  Center 


Z-NOTEFLEX. 

Power.  . . 

High-speed  processors  to  100MHz 

Large  TFT  and  passive  color  LCDs 

High-capacity  700+  MB  hard  drives 

Fast  local  bus  video  and  hard  drives 

Up  to  6.5  hours  of  battery  life* 

Features . 

User-upgradable  CPU,  HDD  and  LCD 

Swappable  floppy  for  second  battery 

Lockable  modular  components 

Integrated  16-bit  audio 

Two  Type-II  PCMCIA  slots* 

Integrated  pointing  device  with  over¬ 
sized  buttons 

FLEXDOCK'““enhanced  port  replicator 
with  networking  and  expansion 
capabilities 

FLEXSHOW"*’ multimedia  accessory 
unit  with  double-speed  5.25"CD-ROM 
drive 

Reliability . 

PC  Tools"  anti-virus  software  loaded 
24  hr-7  day  toll-free  customer  support 
3-yr  limited  warranty  (first  year  on  site) 


if  you  have  a  number  of  needs,  look  to 
the  computer  that  offers  a  number  of 
solutions.  Z-NOTEFLEX7  It's  what  you  want 
in  a  notebook. 

1-800-289-1320  Ext.  5174 


DATA  SYSTEMS 


Make  The  Connection “ 


Viewpoint 


Unix’s  secret  tax  bills 


Gordon  Bell 


The  Unix  Cartel  —  that  group  of 
vendors  that  supplies  and  main¬ 
tains  Unix  dialects  (orwhatlcall 
VendorIX)  —  has  laid  open  sys¬ 
tems  traps  that  allow  its  mem¬ 
bers  to  continue  to  supply  pro¬ 
prietary,  high-mar¬ 
gin  platforms.  Once  users 
buy  into  a  platform,  they  are 
locked  in  and  limited  to 
those  applications  that  inde¬ 
pendent  software  vendors 
port  to  that  platform.  Issues 
of  compatibility  and  training 
make  conversions  expen¬ 
sive  and  impractical,  com¬ 
pared  with  the  PC  industry. 

“Standard  Unix”  is  an  oxymoron.  Its 
backers  claim  that  it’s  an  undifferenti¬ 
ated,  “open”  standard,  yet  vendors 
maintain  differentiated  products.  The 
word  “standard”  nowmeans  “different.” 

The  Unix  standard  that  responded  to 
the  Microsoft  Windows  NT  threat  is  tech¬ 
nically  and  behaviorally  impossible.  Ev¬ 
ery  part  of  Unix  that  a  user  or  program 
sees  must  be  identical;  hence,  one  source 
is  required.  The  Unix  dialects  and  the 
1,170  interfaces  create  a  gigantic  make- 
work  program  for  downstream  network¬ 
ing,  database,  middleware  and  applica¬ 


tion  software  vendors.  For  users,  that 
brakes  progress. 

Vendors  spend  at  least  $1.5  billion  an¬ 
nually  to  maintain  the  Unix  dialects. 
That’s  more  than  $1,000  per  copy  for 
computer  makers  that  have  to  “throw  in” 
their  VendorIX  for  free.  A  re¬ 
alistic  “price”  would  be 
marked  up  six  times  for  re¬ 
search  and  development. 
This  would  price  the  Vendor- 
IX  platforms  —  especially 
low-priced  workstations  — 
well  above  the  market. 

As  PCs  and  workstations 
converge  in  terms  of  perfor¬ 
mance  and  it  becomes  widely  known  that 
x86-based  multiprocessor  servers  (for 
example,  Compaq’s  ProLiant)  are  the 
most  cost-effective,  the  price  pressure 
will  increase.  Hardware  vendors  that 
support  Microsoft’s  Windows  and  Win¬ 
dows  NT  for  PCs,  workstations  and  serv¬ 
ers  —  and  that  don’t  have  to  maintain  di¬ 
alects  of  Unix — will  have  the  advantage. 
NT  runs  on  all  platforms  at  a  price  that 
VendorIX  can’t  touch. 

Independent  software  vendors  and 
database  companies  supplying  their 
own  custom  database  implementations 
(“MYSQL”)  with  locked-in  applications 


operate  at  40%  efficiency,  spending  most 
of  their  R&D  and  support  maintaining 
about  10  versions  of  their  code  on  the  var¬ 
ious  VendorIX  platforms.  Having  to 
maintain  all  those  versions  operates  as  a 
Database  Tax  resultingin  2’A times  high¬ 
er  software  prices  if  costs  are  marked  up. 
More  importantly,  Microsoft’s  NT  and 


SQL  Server  nearly  eliminate  the  Data¬ 
base  Tax  by  providing  users  with  the 
benefits  gained  from  very  high  volumes 
and  low  cost.  Highly  profitable,  low-vol¬ 
ume  database  prices  are  maintained  at 
more  than  40%  of  the  sales  price  of  ex¬ 
pensive  VendorIX  servers.  So  database 
companies  have  as  much  as  the  VendorIX 


Cartel  to  lose  with  NT. 

The  cartel  developed  downsizing  so  its 
members  could  live  well  under  the  um¬ 
brella  of  mainframes,  operating  systems 
and  databases.  The  combination  of  Win¬ 
dows  and  NT  attacks  the  downsizing 
market  by  delivering  desktop-compati¬ 
ble  server  software  in  millions  of  units  in 
conjunction  with  the  PC  and  x86- 
based  server  hardware  firms. 

The  cartel  has  no  hope  of  com¬ 
peting  other  than  to  stonewall  NT 
as  long  as  possible.  Supporting  NT 
SQL  leads  to  comparing  VendorIX 
and  MYSQL  platforms.  If  NT  were 
out  of  the  picture,  the  market  could 
revert  to  “open  systems”  double¬ 
speak.  As  prices  increase,  users 
are  limited  to  the  inherently  low- 
volume,  higher-priced  databases 
and  independent  software  vendor 
apps  that  run  on  specific  Vendor¬ 
IX.  Computing  inches  forward 
Unix  by  Unix,  and  client/server  comput¬ 
ing  remains  an  unattainable  goal. 


Bell,  former  vice  president  of  research  and  de¬ 
velopment  at  Digital  Equipment  Corp.,  started 
the  National  Science  Foundation  Computing 
Directorate  and  is  a  computer  consultant.  He 
can  be  reached  at  gbell@mojave.stanford.com. 


“Standard  Unix” 
is  an  oxymoron. 
Its  backers  claim 
that  it’s  an  undif- 
\  ferentiated, 

“open  ”  standard, 
yet  vendors  main¬ 
tain  differentiated  products. 


Can  we  set  the  pace  on  short  rations? 


Max  D.  Hopper 


TV 

■  o  more  with  less  and  do  it  bet- 
H  ter.”  Those  are  the  corporate 

K  marching  orders  for  the  1990s. 

■  And,  the  mandate  for  IS  groups 

■  is  to  pace  this  productivity 
a  march  with  ever  more  potent 

JLA  and  pervasive  systems. 

IS  is  at  the  core  of  the  re-engineering 
leverage  being  applied  to  existing  busi¬ 
ness  processes.  Likewise,  broader  ac¬ 
cess  to  more  timely  and  pertinent  busi¬ 
ness  information  is  intrinsic  to  the 
success  of  flattened  organizational 
structures  and  employee  empowerment 
strategies. 

Amidst  these  sweeping  changes,  IS 
groups  —  as  much  as  and  perhaps  more 
than  other  departments  —  are  finding 
themselves  under  increasingpressure  to 
cut  costs.  There’s  an  irony  at  work  here. 
While  we,  no  less  than  other  depart¬ 
ments,  have  an  obligation  to  improve  our 
own  operational  efficiency,  it  is  not  real¬ 
istic  to  expect  that  we  can  continue  to  de¬ 
liver  competitive  IS  capabilities  with 
leaner  budgets  in  the  long  term. 

As  technology  permeates  the  fabric  of 
the  enterprise  and  plays  an  ever  larger 
role  in  business  by  touching  every  work¬ 
er  and  changing  the  nature  of  work,  it 
seems  axiomatic  that  corporate  IS  ex¬ 
penditures  should  be  rising.  Yet,  in  many 


companies,  this  idea  is  apparently  not 
even  open  for  discussion. 

The  awareness  among  senior  manag¬ 
ers  that  hardware  costs  are  rapidly  de¬ 
clining  creates  a  perception  that  the  cost 
of  implementing  new  systems  should  be 
declining  as  well.  And,  as  we  migrate 


The  awareness 
among  senior 
managers  that 
hardware  costs 
are  declining 
c  reates  a  per¬ 
ception  that  the 
cost  of  implementing  new 
systems  should  be  declining. 


from  mainframes  to  client/server  and 
distributed  system  environments,  it 
might  seem  reasonable  that  big  savings 
should  be  involved. 

There  are  two  fallacies  in  this  assump¬ 
tion. 

First,  there  is  much  evidence  that 
hardware  expenditures  are  only  the  tip 
of  the  iceberg  in  terms  of  total  ownership 


costs.  A  Gartner  Group  study  of  client/ 
server  systems  indicates  that  hidden 
support  costs  (software,  training,  main¬ 
tenance,  etc.)  can  be  as  high  as  80%  of  to¬ 
tal  system  life  cycle  costs. 

While  this  percentage  will  undoubted¬ 
ly  decline  over  time,  we  are  still  in  a  tran¬ 
sitional  period  with  net¬ 
worked  small  systems 
still  on  the  learning 
curve.  We  simply  do  not 
yet  have  the  industrial- 
strength  infrastructure 
to  efficiently  support 
this  new  world  with  the 
same  levels  of  maintain¬ 
ability,  reliability,  availability  and 
management  control  that  we  have 
in  the  mainframe  environment. 

The  truth  is  that  getting  there 
won’t  be  cheap,  and  it  won’t  hap¬ 
pen  overnight.  And,  senior  manag¬ 
ers  who  weren’t  around  for  this  te¬ 
dious  sorting  out  process  during  the 
mainframe  era  and  take  IS  operational 
capability  for  granted  need  to  be  mindful 
of  it. 

Secondly,  this  transition  to  the  thor¬ 
oughly  networked  world  involves  a  far 
larger  scale  of  effort.  Today,  we  are  pro¬ 
viding  more  users  with  far  more  capabil¬ 
ities  and  linking  them  together  with  a 


greater  degree  of  interoperability  than 
ever  before.  As  we  draw  on  a  diverse 
range  of  options  from  a  greater  number 
of  vendors  in  doing  so,  the  complexities 
of  integration  expand  exponentially. 

These  considerations  erode  our  best 
efforts  to  contain  costs,  and  we 
cannot  presume  they  are  self- 
evident  in  corporate  budgetary 
decisions.  IS  executives  must 
help  senior  managers  under¬ 
stand  the  total  costs  of  systems 
ownership  and  weigh  those 
costs  against  the  value  that  en¬ 
hanced  systems  are  yielding 
across  the  enterprise. 

Moreover,  if  proposed  IS  bud¬ 
getary  constraints  preclude  technologi¬ 
cal  parity,  we  will  need  to  spell  out  the 
consequences  and  the  inevitable  cost  of 
fallingbehind  in  this  critical  arena.  Look¬ 
ing  ahead,  it’s  easy  to  envision  that  hap¬ 
pening. 

Unless  companies  invest  an  even 
greater  percentage  of  revenue  in  IS 
than  they  have  in  the  past,  they  may  soon 
be  marching  double-time  to  close  a 
costly  gap. 


Hopper,  former  chairman  of  AMR  Corp.’s  The 
Sabre  Group,  is  now  principal  of  The  Max  D. 
Hopper  Associates  consultancy  in  Dallas. 
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Computer  Associates  And  Delottte  &  Touche  LLP  Present 

A  free  Executive 
Briefing  On 
Client  Server 

Financial  Software. 

Join  leading  financial  experts  from  Deloitte  &  Touche  LLP  for  a  half-day  briefing  on  the  latest  in 
client/server  financial  software.  You’ll  also  have  the  opportunity  to  get  a  hands-on  demonstration 
of  CA-Masterpiece®/2000,  the  industry’s  leading  multi-platform,  multinational  financial  software. 


Anaheim,  CA 

Apr/12 

Chicago,  IL 

May/24 

Vancouver,  BC 

June/21 

Dallas,  TX 

Apr/26 

Atlanta,  GA 

May/31 

Detroit,  MI 

June/27 

New  York,  NY 

May/10 

Cherry  Hill,  NJ 

June/7 

Albuquerque,  NM 

July/12 

Washington,  DC 

May/17 

Cleveland,  OH 

June/15 

Call  1-800-340-7054  To  Register  Today. 

Fax  This  Form  To  Its  At  i-soo-56B-8852 To  Register  Today. 


□vest  Please  register  me  for  your  free  seminar.  City: 
□  No,  I  can’t  attend,  but  please  send  me  information. 

(Please  write  dearly.) 

Name: _ 

Company:  .  _ _ _ _ 

Address:  _ _ 

City:  _ _ 


Date: 


Title:. 


State: 


Zip: 


Telephone:  ( _ ) _ 

Please  include  the  following  colleagues: 

Name:  _______________ 

Name: _ 


Fax:  ( - ) 


Title:. 

Title:. 


Are  you  currently  evaluating  financial  management  systems?  Yes _ No. 

If  no,  are  you  planning  to  implement  in: 

0-3  mo. _ 3-6  mo. _ 6-9  mo. _ 9-12  mo. _ 

On  what  platform  do  you  plan  on  implementing  your  system? _ 


(Computer 

Associates 

Software  superior  by  design. 


O 1995  Computer  Associates  International.  Inc..  Islandia.  NY  11 788-7000.  All  product  names  referenced  herein  are  trademarks  of  their  respective  companies. 


98%  of  the  Fortune  500  compa¬ 
nies  have  reached  the  same 
decision  on  business  software: 
Computer  Associates. 


From  accounting  clerks  to  your  executive  work 
lorce.  Masterpiece  makes  everyone  more  pro¬ 
ductive.  With  a  graphical  interlace  that’s 
simply  the  easiest  thing  you’ve  ever  seen. 


Masterpiece  is  multi- 
currency,  multi-language 
andmuiti-company.  So  you 
can  consolidate  tinancials 
from  around  the  world. 


Multi-dimensional 

modeling 

Multi-platform 

GUI  client/server 
tool 

Query  and  reporting 
tools 

Mission-critical 

Industrial-strength 


CA90s 


CA90S  is  the  truly 
open  architecture  that 
lets  Masterpiece 
cross  virtually  every 
major  platform  and 
operating  system. 


Introducing  The  Only  Financial  Software 
That  Can  Produce  These  Statements. 


We  couldn’t  make  that  kind  of  statement  unless  CA-Masterpiece/2000 
could  back  it  up.  And  it  can.  Thanks  to  a  new  breed  of  client/server 
financial  software  that  delivers  on  everything  you’ve  been  waiting  for. 

Proven  client/server  technology  Distributed  and  cooperative  process¬ 
ing.  UNIX.  Windows.  A  common  user  interface.  Open  architecture. 

SQL.  WYSIWYG.  And  multi-dimensional  modeling. 

But  Masterpiece  is  not  merely  about  stunning  technology  It’s  about 
the  benefits  that  technology  provides.  Real-time  data  access.  Advanced 


Qomputer 

ASSOCIATES 

Software  superior  by  design. 


decision-support  tools.  Global  capabilities.  More  timely  and  accurate 
data.  And  increased  work  force  productivity.  Together,  it  all  adds  up  to 
greatly  lower  costs  for  your  business. 

For  More  Information  And  A  Free  Booklet. 

Call  1-800-225-5224.  Dept.  51102. 

We'll  show  you  even  more  reasons  why,  in  financial 
software,  Masterpiece  is  the  best  place  to  put  your  money 


CA-Masterpiece/2000 

Client/Server  Financial  Software 

©  Computer  Associates  International,  lnc„  lslandia,  NY  11788-  7DOO. 
All  other  product  names  referenced  herein  are  trademarks  of  their  respective  companies 


assistance  h  atiqn  •  perform  ancem^nagcivi 


Tyrus  Rudy  -  Computer  Systems  Engineer 


He’s  one  of  over  17,500  HP  service 
specialists  worldwide.  And  no  matter 
what  hardware,  software  or  network 
your  system  consists  of,  Tyrus  and 
his  team  are  there  to  take  care  of  it. 

Whatever  services  you  need,  you’ll 
find  that  HP  Service  and  Support  has 


little  to  do  with  our  hardware.  And 
everything  to  do  with  your  system. 

HP  works  on  your  side. 

Whpt  HEWLETT® 
mlHM  PACKARD 

Service  and  Support 


©  I 995  Ih-YvUfl-htrkanl  Company 


PCs  and  Software 
Portable  computers 


Advanced  OCR  software 

INCREASES  ACCURACY,  4 O 


Macintosh  vendors  improves  productivity 
try  to  boost  presence  with  CD-ROM  technology 


By  Lisa  Picarille 


While  industry  watchers  claim  that  the  dearth  of  choices  in 
the  Macintosh  database  market  may  prove  to  be  a  stumbling 
block  for  widespread  adoption  of  the  platform,  current  Mac¬ 
intosh  users  said  the  handful  of  available  database  offer¬ 
ings  meets  their  needs. 

However,  the  forthcoming  crop  of  Power  Macintoshes 
from  Apple  Computer,  Inc.  and  clone  vendors  provides  an 
opportunity  for  new  entries  in  the  Macintosh  database  mar¬ 
ket.  It  also  gives  current  leaders  a  chance  to  expand  their 
presence  by  offering  releases  that  target  large  businesses. 

Currently,  just  three  products  own  the  lion’s  share  of  the 
Macintosh  database  market.  At  the  high  end,  ACI  US,  Inc. 
offers  4D  Server,  and  the  midrange  level  is  dominated  by  Mi¬ 
crosoft  Corp.’s  FoxPro  and  Claris  Corp.’s  FileMaker  Pro. 

“The  serious  database  stuff  is  being  done  on  the  PC  be¬ 
cause  the  Mac  lacks  the  depth  of  product  offerings  and  is 
not  competitive  with  the  PC,”  said  David  Kelly,  a  senior  con¬ 
sultant  at  Hurwitz  Consulting  Group,  Inc.  in  Newton,  Mass. 
“There  are  some  excellent  products  on  the  Mac,  but  there  is 
more  energy  on  the  PC  side  just  because  the  market  is  so 
much  larger.” 

With  1994  worldwide  shipments  of  616,000  units,  the  Mac¬ 
intosh  database  market  is  about  one-tenth  the  size  of  the 
overall  PC  database  market,  according  to  Nicole  Roth,  an 

Database  market,  page  45 


1994  worldwide  Macintosh  database  market 


Company/product 

Shipments 

Share 

Revenue 

Share 

Claris  FileMaker  Pro 

385,000 

62.5% 

$5oM 

58.5% 

Microsoft  FoxPro 

120,000 

19.5% 

$ii.5M 

13.5% 

ACI  US  4D  Server 

37,000 

6% 

$12. 6M 

14.7% 

ACI  US  4D  First 

39,000 

6.3% 

$2.4M 

2.8% 

Other 

35,000 

5.7% 

$9M 

10.5% 

Source:  International  Data  Corp.,  Framingham,  Mass. 


By  Michael  Fitzgerald 


When  notebook  computer  makers 
started  building  CD-ROM  drives 
into  their  products,  most  observ¬ 
ers  thought  the  devices  would  ap¬ 
peal  only  to  a  select  fewusers. 

But  at  MCI  Communications 
Corp.,  the  built-in  CD-ROM  drive 
was  a  major  component  of  a  mas¬ 
sive  sales  force  automation  proj¬ 
ect  [CW,  April  10]. 

Three  of  the  four  notebooks  MCI 
considered  had  built-in  CD-ROM 
drives.  These  included  the  eventu¬ 
al  winner,  IBM  PC  Co.’s  ThinkPad 
755CD,  as  well  as  Panasonic  Com¬ 
puter  Corp.’s  V41  and 
Toshiba  America  In¬ 
formation  Systems, 

Inc.’s  Satellite 

2150CD.  MCI  also  con¬ 
sidered  Compaq  Com¬ 
puter  Corp.’s  LTE 
Elite  notebook,  which 
does  not  have  a  built- 
in  CD-ROM  drive. 

MCI  wanted  CD- 
ROM  drives  for  sever¬ 
al  reasons: 

•  To  improve  its  aver¬ 
age  sales  pitch  by  al¬ 
lowing  salespeople  to 
use  best-of-breed  pre¬ 
sentations  on  CD-ROM. 

•  To  eliminate  the  need  for  sales 
representatives  to  carry  paper 
documents. 


•  To  make  training  more  accessi¬ 
ble  and  user-driven  through  the 
use  of  custom  CD-ROM  applica¬ 
tions. 

Driving  the  move  to  CD-ROM 
technology  was  MCI’s  shifting  cor¬ 
porate  emphasis.  As  it  came  to 
market  with  products  such  as  Net¬ 
work  MCI  Business,  the  company 
recognized  that  its  focus  was  as 
much  on  software  and  services  as 
it  was  on  telecommunications  — 
and  the  new  emphasis  demanded 
new  technology. 

“The  market  dynamics  were 

changing _ The  assessment  we 

made  internally  was  . . .  we’d  like 
to  be  in  a  different 
business,”  said  Ra¬ 
him  Shah,  senior  proj¬ 
ect  manager  at  MCI. 

Guy  Woodlief,  an 
analyst  at  Dean  Wit¬ 
ter  Reynolds,  Inc.  in 
New  York,  confirmed 
that  the  telecommuni¬ 
cations  market  is 
changing.  Carriers 
are  trying  to  get  busi¬ 
nesses  to  use  their 
telephones  for  more 
than  just  conversa¬ 
tions. 

“MCI  is  trying  to 
create  an  environment  where  . . . 
minutes  have  higher  utility  to  the 
user  and  can  be  priced  at  a  premi¬ 
um  vs.  ordinary  voice  conversa- 


Simple  solutions 

Issue:  People  with  little  hands-on  ex¬ 
perience  with  technology  assigned  to 
sell  networked  services  and  othersoft- 
wa re-oriented  offerings. 

Solution:  Outfit  salespeople  with 
notebook  computers  and  sophisticat¬ 
ed  client/server  software  offerings. 
Issue:  Offer  full-motion  multimedia 
presentations  and  eliminate  the  need 
to  carry  reams  of  paperon  product  in¬ 
formation. 

Solution:  Use  notebooks  with  built-in 
telephony  features,  16-bit  audio  and 
built-in  CD-ROM  drives. 

Issue:  Improve  overall  sales  perfor¬ 
mance. 

Solution:  Take  best-of-breed  presen¬ 
tations  and  put  them  in  a  corporate 
library  accessible  to  all  MCI  sales¬ 
people. 

tions,”  Woodlief  said.  He  pointed 
to  a  number  of  MCI  initiatives, 
such  as  an  Internet  shopping  ser¬ 
vice,  that  propose  to  get  customers 
to  spend  more  time  on-line,  hence 
increasing  revenue  per  customer 
and  profits. 

But  as  its  focus  shifted,  MCI  re¬ 
alized  that  its  salespeople  were 
not  well  equipped  to  sell  technol¬ 
ogy.  For  starters,  “the  sales  force 
was  not  as  exposed  to  technology 
as  we  would  like,”  Shah  said. 

MCI,  page  49 


MCl’s  Rick  Ellenberger: 

7  require  less  admin¬ 
istrative  support  to 
do  a  much  better  job’ 


WE  GET  ALL  THE  AWARDS.  YOU  GET  ALL  THE  REWARDS. 
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Desktop  Computing 


High-end  AT&T  PCsiadd  messaging,  other  f^Kures 


sions  in  Norwell,  Mass.  “But  from  abroad 
perspective,  they  have  not  quite  made 
the  splash”  yet  that  Hewlett-Packard  Co. 
and  Digital  Equipment  Corp.  have  made 
in  the  desktop  market,  she  said. 

The  multimedia  systems  will  come  in 
at  the  top  of  AT&T  GIS’s  line  of  PC  and 
communications  products,  and  they  tap 
the  company’s  expertise  in  communica¬ 
tions  technologies  and  services,  said  Rob 
Hudson,  a  marketing  manager  at  AT&T 


PowerBook  prices  cut 

Apple  Computer,  Inc.  has 
dropped  the  price  on  its  popular 
PowerBook  150.  The  price  of  a  mod¬ 
el  configured  with  4M  bytes  of 
memory  and  a  120M-byte  hard  disk 
has  been  cut  to  $1 ,009  from  $1,489. 
Apple  is  also  offeringa  new  Power- 
Book  150  configuration  with  4M 
bytes  of  memory  and  a  250M-byte 
hard  disk  for  $  1 ,229. 


By  Jaikumar  Vijayan 


In  a  continuing  bid  to  leverage  the  core 
communications  capabilities  of  its  par¬ 
ent  organization,  AT&T  Global  Informa¬ 
tion  Solutions  last  week  announced  two 
PCs  featuring  preloaded  messaging  and 
document-sharingcapabilities. 

The  Globalyst  720  and  Globalyst  730 
systems,  which  AT&T  GIS  said  are  tar¬ 
geted  at  the  power  business  user,  feature 
Peripheral  Component  Interconnect 
(PCI)  technology  and  dual  Intel  Corp. 
Pentium  processors.  The  products  also 
include  AT&T  GIS’s  Notelt  and  Wireless 
MailFlash  messaging  software  and  Visti- 
um  Share  conferencing  software. 

The  announcements  come  at  a  time 
when  AT&T  GIS  has  slipped  out  of  the  list 
of  Top  10  U.S.  PC  vendors,  according  to 
figures  from  International  Data  Corp.  in 
Framingham,  Mass.  The  company 
dropped  from  the  list  despite  growth  of 
more  than  80%  last  year. 

AT&T  GIS’  “strategy  of  focusing  on 
communication  and  videoconferencing 
capabilities  has  given  them  some  differ¬ 
entiation  in  the  market,”  said  Margo 
Wald,  an  analyst  at  BIS  Strategic  Deci- 


GIS.  The  products  “deliver  on  AT&T’s  at¬ 
tempts  to  merge  computing  and  commu¬ 
nications”  on  the  desktop,  Hudson  said. 

The  Vistium  Share  document  confer¬ 
encing  software  allows  users  of  net¬ 
worked  PCs  in  different  locations  to  work 
in  real  time  on  the  same  document.  The 
Wireless  MailFlash  software  lets  users 
send  messages  from  a  desktop  to  remote 


alphanumeric  pagers.  A  new  messaging 
feature  called  Notelt  lets  users  leave 
password-protected  voice  or  typed  mes¬ 
sages  on  a  PC.  All  three  software  pack¬ 
ages  come  standard  with  the  Globalyst 
720  and  Globalyst  730. 

On  the  hardware  side,  the  dual-proces¬ 
sor  capable  systems  are  based  on  75-  and 
100-MHz  Pentium  processors  and  fea¬ 


ture  PCI  and  Industry  Standard  Archi¬ 
tecture.  The  Globalyst  720  system,  which 
has  a  desktop  form  factor,  has  four  ex¬ 
pansion  slots  and  three  drive  bays.  The 
Globalyst  730  has  eight  expansion  slots 
and  six  drive  bays. 

The  systems  also  feature  16-bit  audio, 
internal  speakers  and  64-bit  PCI  graph¬ 
ics  with  up  to  4M  bytes  of  video  RAM. 


‘Based  on  duty  cycle  of  20,000  pages  per  month  at  list  prices.  ©  1995  Kyocera  Electronics,  Inc.  Kyocera  is  a  registered  trademark  of  Kyocera  Corporation.  Energy  Star  does  not  represent  EPA  endorsements  of  any  product  or  service. 
All  other  product  or  service  names  mentioned  herein  may  be  trademarks  or  registered  trademarks  of  their  respective  owners. 


Kyocera  offers  a  broad  range 
of  “cartridge-free”  printers: 

■  300  and  600  dpi 
•4, 10  and  18  ppm 

•  Internal  NIC 

•  Multi-protocol  support 

*  Modular  paper-handling 

■  Duplexing 

*  Energy  Star  compliant 

■  Small  footprint 


AT&T  GIS’s  new  high-end  PC 
Globalyst  730  mini  tower  I 


Dual  100-MHz  Pentiums 

i6M-byte  RAM 

lM-byte  synchronous  cache 

>  2G-byte  SCSI  hard  drive 

6ooM-byte  SCSI  quad-speed  CD-ROM 

Bundled  with  Vistium  Share,  Wireless 
MailFlash  software 

:  Price:  $6,699 
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Database  market 

CONTINUED  FROM  PAGE  43 

analyst  at  International  Data  Corp.  in 
Mountain  View,  Calif.  That  market  share 
is  in  line  with  the  Macintosh’s  10%  to  13% 
share  of  the  overall  PC  market,  she  said. 

“There  is  nothing  intrinsically  lacking 
about  the  Mac  as  a  platform  for  database 
applications,”  said  Jeffrey  Tarter,  editor 


of  “Soft  Letter,”  a  software  newsletter  in 
Watertown,  Mass.  “But  there  is  a  histori¬ 
cal  perception  about  the  Mac,  and  users 
doing  serious  database  applications 
don’t  think  of  the  Mac  as  an  option.  And 
it’s  too  late  to  overcome  that.” 

But  some  users  said  that  a  Macintosh 
database  offers  advantages  in  terms  of 
development,  support,  training  and 
costs. 

“4D  gives  us  some  choices  we  would 
not  have  had  on  the  PC  side,”  said  Jeff 


Loewer,  manager  of  technology  informa¬ 
tion  systems  at  Colgate-Palmolive  Co.  in 
Piscataway,  N.J.  The  company  uses  4D 
and  has  more  than  1,000  Macintoshes. 
“We  are  able  to  develop  systems  on  one 
platform  for  both  the  server  and  clients, 
and  we  can  transition  stand-alone  appli¬ 
cations  to  client/server  applications  on 
the  Mac  also.” 

However,  Loewer  acknowledged  that 
the  absence  of  a  cross-platform  version 
has  been  an  issue  for  the  company,  which 


YOU’D  SMILE  TOO 

IF  YM  JUST  CUT 

yIurBetwOrk 

PRINTER  COSTS 

IN  HALF. 


INTRODUCING  THE  NEXT  GENERATION  OF 
“CARTRIDGE-FREE"  PRINTERS  FROM  KYOCERA. 

They’re  incredibly  fast.  Advanced.  And  reliable.  So  how  come 
they  cost  50%  less  to  operate  than  HP®and  Lexmark™  printers? 

Because  the  largest  printer  expense  isn’t  the  cost  of  the 
printer  —  but  the  cost  of  all  those  expensive  toner  cartridges 
you  have  to  buy.  Kyocera®  printers  are  the  first  —  and  only  — 
laser  printers  with  long-life  imaging  components,  so  you  never 
have  to  replace  expensive  cartridges. 

KYOCERA’S  “CARTRIDGE-FREE”  TECHNOLOGY 
REDUCES  PRINTING  COSTS  BY  50%. 

Over  time,  the  savings  can  be  enormous.  One  printer  alone 
could  save  you  $3,700*  the  first  year.  Depending  on  your 


network,  your  savings  could  be  hundreds  of  thousands,  even 
millions  of  dollars. 

That’s  not  all  you’ll  save.  Our  modular  paper-handling 
options  give  you  the  flexibility  to  upgrade  over  time,  as  you 
need  it.  You'll  even  save  space  with  our  extra 
small  footprint.  So  why  pay  more  for  the  same 
speed,  performance  and  reliability? 

CALL  1-800-232-6797,  EXT.  4333,  FOR  A  FREE 
DEMO:  “HOW  TO  CUT  YOUR  PRINTER  COSTS’.’ 

ASK  FOR  DEPT.  1003. 

Every  Kyocera  printer  is  backed  by  a  5  billion-dollar  company 
that’s  world-renowned  for  service,  support  and  leading-edge 
technology.  Call  today.  And  soon  you’ll  be  smiling,  too. 
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also  has  hundreds  of  PCs. 

“There  has  been  one  restriction  to  4D, 
and  that  is  we  can’t  support  the  Windows 
side  [as  a  client] .  Our  company  is  not  pre¬ 
dominantly  Mac,  just  our  division  is,  and 
having  a  Mac-only  solution  has  not  al¬ 
lowed  us  to  take  us  our  databases  enter¬ 
prisewide,”  he  said. 

ACI  plans  to  deliver  the  Windows  ver¬ 
sion  of  4D  in  July,  with  4D  Server  for  Win¬ 
dows  due  out  in  the  second  half  of  this 
year,  according  to  sources  briefed  on  the 
Cupertino,  Calif.,  company’s  plans. 

Observers  said  that  historically,  the 
Macintosh  has  had  to  provide  good  inte¬ 
gration  with  other  platforms,  a  circum¬ 
stance  that  has  been  both  good  and  bad 
for  the  adoption  of  the  Macintosh  as  a  da¬ 
tabase  server. 

“It’s  especially  getting  easier  to  inte¬ 
grate  non-Macs  into  Mac  environments,” 
Kelly  said.  “But  that  also  means  that  if 
there  is  a  new  database  development,  it 
is  likely  being  done  on  Windows  since  us¬ 
ers  can  do  it  on  a  PC  and  know  that  they 
can  access  it  from  the  Mac.” 

Easy  to  use 

Users  agreed  that  Macintosh  database 
integration  is  relatively  simple. 

“It’s  an  easy  way  for  us  to  migrate  into 
another  environment.  4D  meets  all  our 
cross-platform  scenarios,”  said  John 
Papa,  a  partner  at  The  Carson  Group,  a 
financial  services  and  consulting  firm  in 
New  York  with  slightly  fewer  than  100 
Macintoshes,  some  PCs  and  a  handful  of 
Sun  Microsystems,  Inc.  SPARCstations. 

Papa  said  he  finds  that  using  the  Mac¬ 
intosh  as  a  database  is  cost-effective. 

“Five  years  ago  as  a  start-up  we  didn’t 
want  to  spend  a  lot  of  time  and  money  on 
database  development  and  training.  The 
Mac  allowed  us  to  immediately  jump  into 
graphically  presentable  and  easy-to-use 
databases,”  Papa  said.  “We  didn’t  want 
to  spend  $50,000  to  $60,000  a  year  for  a 
systems  administrator.  We  set  up  a  sim¬ 
ple  solution  that  over  the  past  five  years 
has  been  scaled  up  to  a  very  large  data¬ 
base.” 

Some  observers  said  that  simple  tasks 
are  about  all  that  users  are  doing  with 
Macintosh  databases. 

“It’s  absolutely  incredible  that  the 
leading  Mac  database  product  [FileMak¬ 
er]  is  a  flat-file  manager  with  limited  fea¬ 
tures  and  no  programmability,”  Tarter 
said.  “What  does  it  say  about  the  market 
where  the  leadingproduct  is  a  toy?” 

Claris  is  addressing  those  issues  with 
FileMaker  Pro  3.0,  a  relational  version 
for  Windows  and  the  Macintosh  due  out 
later  this  year,  according  to  a  spokesman 
for  the  Santa  Clara,  Calif.,  developer. 
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Our  Newest  Servers  Are  Designed  To  Give 


SOLID  Support.  As  you’d  expect  from  the  world 

leader  in  networked  servers,  we’ve  engineered  our  newest 

I 

models  to  reliably  serve  in  a  NetWare  environment. 


Early  Warning  System.  Compaq  Insight  Manager 
monitors  hundreds  oj server  components  and  warns 
you  when  problems  are  merely  a  possibility. 


FLEXIBLE  Configuration.  SmartStart  revolutionizes  the  setup  process, 
automatically  configuring  and  optimizing  NetWare  on  your  server. 


Fewer  Aches  And  Pains.  Compaq  servers  are 
backed  by  our  three-year  on-site  warranty*  and  free  access  to  our 
24-hour  help  line  (with  additional  plans  available). 


Moves  Information  Fast.  Compaq’s  TriFlex/ PCI  architecture 
builds  upon  the  new  PCI  standardfor  even  higher  performance. 


Prevents  Unnecessary  Strains.  Our  Pre-Failure 
Warranty**  replaces  major  parts  at  no  cost  —  before  they 
can  interrupt  a  group’s  critical  work. 


People  are  born  with  one.  Businesses  have  to  build  them  from  scratch.  To  help  you  assemble  the 
most  reliable  information  backbone,  Compaq  announces  a  new  generation  of  servers.  They’re 
all  designed  to  faithfully'  serve  the  demands  of  workgroups  and  departments  —  from  the  expandable  ProSignia  line  to  the 
business -critical  ProLiant  family  (with  up  to  four  Pentium  processors).  And  they’re  all  engineered  to  do  what  every 


r  11,95  Compaq  Computer  Corporation.  All  rights  reserved.  Compaq  registered  U  S.  Patent  and  Trademark  Office.  ProSignia  and  TriFlex  are  trademarks  and  ProLiant,  SmartStart  and  Insight  Manage 
and  exclusions  apply.  Monitors,  battery  packs  and  certain  options  are  covered  by  a  one-year  warranty.  For  details,  call  the  Compaq  Customer  Support  Center  at  I  -800-  345- 1518.  “Applicable  only  to  disk  drive  ( 


Your  Company  The  Thing  It  Needs  Most. 


profitable  business  demands:  keep  running.  Compaq’s  CD-based  SmartStart  ensures  a  smooth,  integrated  installation,  and 
our  Insight  Manager  constantly  monitors  for  potential  problems  —  which,  if  encountered,  are  covered  by  the  Compaq 

Pre- Failure  Warranty.  For  more  information,  call  1-800-853-951 8  or  visit  our  Web  site  at  _ 

www.compaq.com.We  can  help  you  get  the  performance  you  need.  As  well  as  the  support.  w mm  Jr  I 


egistercd  trademarks  of  Compaq  Computer  Corporation.  NetWare  is  a  registered  trademark  of  Novell,  Inc.  Pentium  is  a  re 
ing  under  Compaq  IDA,  IDA-2  or  SMART  SCSI  Array  controllers  and  models  with  advanced  ECC  memory. 


gistercd  trademark  ol  Intel  Corporation.  'Limited  warranty.  Certain  restrictions 
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But  if  you’re  one  of  the  thousands  that  already  use 
Logic  Works  ERvw'n*  you’re  probably  not  surprised  at  all. 


Logic  Works?  We’re 
surprising  a  lot  of  people 
these  days.  But  then  so  is  the 
power  of  model-driven 
client/server  development. 

An  ERwm  database 
design  speeds  client/server 
development  by  creating 
quality  data  structures  for 
databases  like  Oracle,  SQL 
Server  and  Sybase. 

“Top  honors.  Easy 
to  learn ,  easy  to  use  and 
easy  to  understand.  ” 

—  InfoWorld,  9/26/94 

And  enforces  business  rules 
and  referential  integrity  on 
both  the  client  and  server  by 
synchronizing  your  database 
with  client-side  tools  like 


UwWate  , 

ERww 


“Logic  Works  has 
sprung  into  a  new  niche 
where  they  are  the 
absolute  leader.  ” 

—  Mike  Blechar,  Gartner  Group 

PowerBuilder,  Visual  Basic 
and  SQLWindows. 
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DBMS 


A1994-i\ 

DMA  BASED  | 


With  a  simple  point- 
and-click,  ERww  produces 
remarkable  results  at 
an  affordable  price. 
Generating  thou¬ 
sands  of  lines  of  trigger 
code.  And  creating  a  foun¬ 
dation  for  data  warehousing. 

So  maybe  it’s  not  sur¬ 
prising  that  DBMS  readers 
have  chosen  ER win  as  their 
favorite  design  tool  for  three 
straight  years.  Or  that  Logic 
Works  has  been  selected  as 
one  of  the  twelve  companies 
defining  the  direction  of  the 
entire  database  industry. 


DEMS 


See  the  power  of 
model-driven 
client/server 
development. 
Sign  up  for  one 
of  our  upcoming 
ER win  Demo  Days. 

Call  1-800-78-ERWIN. 
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Making  database  design 
easier  in  a  client/server  world.™ 

1060  Route  206,  Princeton,  NJ  08540 
Fax  (609)  252-1175 
Outside  the  U.S.,  call  (609)  252-1177 


ERui/t  is  a  trademark  of  Logic  Works,  Inc. 

All  other  products  mentioned  are  trademarks  of  their 
respective  companies.  ©Logic  Works,  1995. 
“Database  Programming  &  Design”  cover  and  copy. 
©  Miller  Freeman,  Inc.,  all  rights  reserved. 


You’re  invited  to  breakfast  with 
the  most  famous  name  in  modeling. 


Attend  a  FREE  Seminar  on  Model-Driven 
Client/Server  Development. 

Our  free  half-day  seminar  will  tell  you 
everything  you  need  to  know  about  data  and 
business  process  modeling,  and  how  it  can  make 
your  client/server  development  faster  and  easier. 
Sign  up  today;  spaces  are  limited. 

□  Sign  me  up  for  your  Model-Driven 
Client/Server  Development  seminar: 

City _ 

Date _ 

□  Send  me  information  on  model-driven 
development. 


Name _ 

Title _ 

Telephone _ 

Fax _ 

Company _ 

Address _ 

City _ 

State _ Zip _ 

Logic  Works,  Inc. 

1060  Route  206,  Princeton,  NJ  08540. 

Tel  1-800-78-ERWIN.  Fax  (609)  252-1175. 


ERw/'/f  Demo  Days  Seminar  Schedule 

Model-Driven  Client/Server  Development 


Princeton,  NJ . May  8 

Parsippany,  NJ . May  9 

Philadelphia,  PA . May  10 

Quebec,  Canada . May  1 1 

Montreal,  Canada . May  12 

Orlando,  FL . May  15 

Ottawa,  Canada . May  15 

Miami,  FL . May  16 

Toronto,  Canada . May  16 

Atlanta,  GA . May  17 

Boston,  MA . May  17 

Charlotte,  NC . May  18 

New  York,  NY . May  18 

New  York,  NY . May  19 


Nashville,  TN . May  19 

Montgomery,  AL . May  22 

Stamford,  CT . May  22 

Hartford,  CT . May  23 

Albany,  NY . May  24 

Pittsburgh,  PA . May  25 

Dayton,  OH . June  1 

Indianapolis,  IN . June  2 

Chicago,  IL . June  5 

Detroit,  MI . June  6 

Milwaukee,  WI . June  7 

St.  Paul/Minn.,  MN . June  8 

Denver,  CO . June  12 

Dallas,  TX . June  13 


San  Antonio,  TX . June  14 

Houston,  TX . June  15 

San  Francisco,  CA . June  19 

Santa  Clara,  CA . June  20 

Seattle/Tacoma,  WA . June  21 

Olympia,  WA . June  22 

Portland,  OR . June  23 

Los  Angeles,  CA . June  26 

San  Diego,  CA . June  27 

Washington,  DC . July  6 

Baltimore,  MD . July  7 

Calgary,  Canada . July  1 1 

Edmonton,  Canada . July  12 

Vancouver,  Canada . July  13 


Mail  this  card  or  call  1-800-78-ERWIN  today 
to  attend  a  FREE  model-driven 
development  seminar. 
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Desktop  Computing 


Desktop  proliferation 
creates  legacy  woes 

By  Steve  Moore 


For  many  information  systems  managers,  the  term  legacy 
still  conjures  up  images  of  older  mainframe  applications 
and  the  machines  they  were  written  for.  But  client/server 
computinghas  been  around  long  enough  to  generate  its  own 
legacy  of  older  hardware  and  software — a  legacy  that  could 
spell  trouble  for  IS  departments  that  ignore  it. 

Facing  continued  growth  in  the  number  of  different  desk¬ 
top  hardware  and  software  components  in  their  enterprise 
client/server  networks,  IS  managers  run  the  risk  of  tech¬ 
nology  gridlock  caused  by  multiple  incompatible  versions 
of  computers  and  applications. 

“It’s  a  monster  of  a  problem.  The  fact  is  that  a  lot  of  ma¬ 
chines  and  applications  in  corporate  environments  are  6  to 
8  years  old,”  said  Greg  Lewis,  president  of  Personal  Com¬ 
puter  Assets  Management  Institute,  Inc.  in  Rochester,  N.Y. 
Countingboth  legacy  and  newer  PC  hardware  and  software, 
there  are  more  than  1  billion  components  that  must  be  in¬ 
ventoried  and  managed  in  U.S.  corporate  computing  envi¬ 
ronments  ,  he  said.  _ 


But  many  users  are 
solving  legacy  PC 
problems  by  combin¬ 
ing  smart  procure¬ 
ment  policies  with  the 
latest  hardware  and 
software  inventory 
and  management 
techniques. 

“We’re  sending  386 
machines  home  with 
people  so  they  have 
home  computers,  and 
we’ve  been  getting  rid 
of  anything  older 
than  that,”  said  Kath¬ 
erine  Epes  Barrett,  a 
consultant  for  a  large 
Washington-based  fi¬ 
nancial  services  or¬ 
ganization.  For  new 
equipment,  “we  buy 

machines  with  components  that  can  be  stripped  out”  after 
the  machine  is  obsolete,  she  said. 


Monstrous  management 
challenge 


Managing  legacy  PC  hardware 
and  software  is  rapidly  becoming 
more  difficult 

6o  million  PCs  are  in  use  at  U.S. 
businesses  and  government 
agencies,  and  each  has  an  average 
of  seven  software  packages  and 
four  hardware  components  that 
must  be  inventoried  and  managed. 

Of  those,  io%  will  be  DMI- 
enabled  machines  by  the  end 
of  the  year. 

There  are  80,000  computer 
hardware  and  software  vendors 
in  the  U.S.,  including  mainframe, 
midrange  and  PC  makers. 


i 


Source:  The  Personal  Computer  Assets  Management 
Institute,  Inc.,  Rochester,  N.Y.;  the  Desktop 
Management  Task  Force,  Hillsboro,  Ore. 
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Eliminate  the  problem 

Another  manager  took  steps  to  stop  end  users  from  custom¬ 
izing  desktop  machines.  “We  eliminated  as  much  of  the 
board-swapping  as  we  could,  and  there  are  no  add-in 
boards  in  the  machines  we’re  buying  these  days,”  said  John 
Dubiel,  manager  of  technology  and  planning  at  utility  Bos¬ 
ton  Edison  Co. 

Legacy  PC  software  raises  still  other  issues.  It  is  a  mis¬ 
take  for  users  with  a  lot  of  legacy  PC  systems  to  “force-fit 
new  software  on  old  computers,”  said  Cheryl  Currid,  presi¬ 
dent  of  Currid  &  Co.  in  Houston.  But  if  two  corporate  depart¬ 
ments  have  different  versions  of  a  key  application,  that  can 
cause  problems  too  because  users  of  one  version  may  not 
be  able  to  read  the  file  format  of  another  version,  she  said. 

Another  mistake  some  users  make  is  to  take  asset  depre¬ 
ciation  schedules  too  literally,  said  Tom  Nolle,  president  of 
CIMI  Corp.  in  Voorhees,  N.J.  Even  though  most  organiza¬ 
tions  write  off  PC  systems  aggressively  so  that  they  can  con¬ 
tinue  investing  in  newer  systems,  they  do  not  have  to  throw 
away  those  systems  as  soon  as  they  are  written  off.  “Every 
dayyou  keep  them  thereafter  it’s  like  found  money.  There’s 
no  expense,  but  you  keep  using  them,”  he  said. 

Still,  the  elimination  of  older  systems  may  be  a  prerequi¬ 
site  for  broader  use  of  newly  emerging,  standards-based 
desktop  systems  management  applications,  he  said.  “Prob¬ 
lems  that  can’t  be  solved  universally  sometimes  aren’t 
worth  solvingpartially,”  he  said. 


OCR  software  hits  new  highs 

Advanced  releases  offer  improved  features,  greater  accuracy 


By  Tim  Ouellette 


Thanks  to  advances  in  optical  character  recognition 
(OCR)  software,  users  may  see  fewer  scrambled  char¬ 
acters  on  their  screens  after  a  scan  is  complete. 

OCR  vendors  have  released  products  that  move  be¬ 
yond  character  recognition  to  word  and  document 
recognition. 

Caere  Corp.,  fresh  from  its  acquisition  of  Calera 
Recognition  Systems,  Inc.,  has  released  WordScan 
Plus  4.0,  which  features  predictive  optical  word  rec¬ 
ognition  (POWR).  The  software  recognizes  a  whole 
word  without  first  having  to  recognize  each  individ¬ 
ual  character  by  homing  in  on  the 
most  mathematically  probable  in¬ 
terpretation  for  the  image. 

The  POWR  engine,  developed  by 
Calera,  builds  on  the  32-bit  adap¬ 
tive  recognition  technology  used 
in  previous  versions  of  WordScan. 

Los  Gatos,  Calif.-based  Caere 
claims  Version  4.0  increases  accu¬ 
racy  by  up  to  40%. 

Such  gains  are  important,  one 
analyst  noted.  “OCR  is  not  100% 
perfect.  But  OCR  needs  to  main¬ 
tain  the  integrity  of  the  document 
as  awhole,  so  users  can  recognize 
as  much  as  possible,”  said  Thom¬ 
as  Koulopoulos,  president  of  Del¬ 
phi  Consulting  Group,  Inc.  in  Bos¬ 
ton. 

In  a  similar  vein,  Ligature,  Inc.’s 
32-bit  CharacterEyes  for  Windows 


and  port  them  directly  into  word  processing  applica¬ 
tions  or  spreadsheets. 

On  the  productivity  side,  Caere’s  WordScan  adds 
an  Acquire  Text  command  to  the  file  menu  of  Windows 
applications.  And  a  Microsoft  Corp.  Word  button  lets 
users  perform  OCR,  convert  the  output  to  rich  text  for¬ 
mat  and  drop  it  into  Word  without  any  cutting  and 
pasting.  Xerox  places  a  TextBridge  OCR  button  in 
most  Windows  word  processing  applications. 

Adobe  Systems,  Inc.  in  Mountain  View,  Calif.,  is 
looking  to  provide  both  an  OCR  package  and  a  low- 
level  imaging  system  with  Acrobat  Capture.  The  soft¬ 
ware  recognizes  the  different  elements  of  a  page  and 


Can  you  see  what  I’m  saying? 


'  3 
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Recent  software  releases  improve  accuracy  and  integration 
of  OCR  technology  with  business  applications 


Vendor 

Adobe 

Caere 

Xerox 


Product 

Acrobat  Capture 


WordScan 
Plus  4.0 

TextBridge 


Ligature  CharacterEyes  2.5 


Feature 

Saves  entire  page  to  a  Portable  Document 
Format  file,  which  is  fully  searchable 


Predictive  Optical  Word 
Recognition  engine 


Document  and  data  table 
recomposition 

300  char./sec.  text  capture;  scanning 
from  colored  backgrounds 


Mitek 


Network 

Intelligent  Fax  Mail 


Hand-printed  and  machine-printed 
recognition  for  fax  routing 


2.5  passes  over  an  image  a  second  time  to  look  at  the 
characters  in  the  context  of  the  surrounding  charac¬ 
ters  and  words,  which  improves  accuracy  by  up  to 
25%,  according  to  the  Burlington,  Mass.,  company. 
Ligature  also  incorporates  Hewlett-Packard  Co.’s  Ac- 
cupage  technology,  which  allows  scans  from  colored 
or  stained  backgrounds. 

CharacterEyes  is  targeted  at  entry-level  and  low- 
volume  users.  Jo  Anne  Wang,  database  coordinator 
at  Health  Plus,  a  health  maintenance  organization  in 
Albuquerque,  N.M.,  uses  CharacterEyes  to  read  doc¬ 
uments  from  other  companies. 

“I  hate  working  with  paper,”  Wang  said,  notingthat 
the  software  is  easy  to  use.  Wang  added  that  it  fulfills 
her  basic  requirement  of  movingthe  documents  to  the 
screen,  though  she  has  trouble  readingPCX  files. 

Choosingto  address  the  overall  format  of  the  docu¬ 
ment,  Xerox  Corp.  in  Palo  Alto,  Calif.,  has  released 
TextBridge  Professional  Edition  3.0,  which  offers  full 
document  recomposition.  The  product  maintains  the 
characteristics  of  multiple  columns,  text  and  tables. 
Users  can  capture  the  tables  and  data  in  documents 


produces  an  exact  electronic  copy  in  its  Portable  Doc¬ 
ument  Format  (PDF).  The  file  can  then  be  viewed  or 
searched  by  users  on  any  platform.  Users  can  also 
perform  full  text  searches  across  multiple  PDF  docu¬ 
ments.  The  product  includes  Adobe’s  Acrobat  soft¬ 
ware  and  4 1  Adobe  fonts.  It  costs  $2,995. 

Mitek  Systems,  Inc.  in  San  Diego  moved  its  Quick- 
strokes  OCR  engine  into  a  specialized  area  —  fax 
routing.  Mitek’s  Network  Intelligent  Fax  Mail  identi¬ 
fies  hand-printed  characters  in  addition  to  typed 
characters,  but  it  cannot  read  cursive  handwriting. 

After  verifyingthe  recipient  of  a  fax,  the  Mitek  prod¬ 
uct  checks  the  name  against  a  database  and  forwards 
the  fax  over  the  network.  If  a  name  does  not  match  or 
the  writing  is  illegible,  the  fax  is  sent  to  the  network 
administrator’s  mailbox.  For  added  security,  the  ad¬ 
ministrator  can  read  only  the  cover  page  when  veri¬ 
fying  the  recipient  of  the  fax. 

Prices  for  Network  Intelligent  Fax  Mail  start  at  $295 
for  five  users.  Caere’s  WordScan  Plus  4.0  costs  $595, 
and  Xerox’s  TextBridge  Professional  costs  $349.  At 
the  low  end,  Ligature’s  CharacterEyes  costs  $49. 


MCI 

CONTINUED  FROM  PAGE  43 

The  typical  MCI  salesperson  had  limited  access  to 
desktop  computers.  MCI  had  roughly  one  PC  for  every 
10  employees  in  most  of  its  branch  offices,  meaning 
that  salespeople  often  had  to  wait  in  line  to  use  a  sys¬ 
tem.  MCI  hopes  to  change  that  by  giving  them  note¬ 
books  and  carefully  structuring  training. 

The  automation  project,  which  is  still  in  the  instal¬ 
lation  phase,  may  offer  MCI  other  benefits  such  as  the 
potential  to  cut  administrative  staff. 

Rick  Ellenberger,  senior  vice  president  of  world¬ 
wide  sales  for  the  Business  Markets  unit  in  Atlanta, 


no  longer  uses  support  staff  to  prepare  presentations 
and  file  information  and  reports. 

Since  being  outfitted  with  a  notebook  and  learning 
how  to  use  it,  “I  require  less  administrative  support 
to  do  a  much  better  job  than  I  used  to  do,  and  my  vice 
presidents  are  seeingthe  same  thing,”  he  said. 

Down  the  road,  MCI  has  even  bigger  hopes  for  the 
notebooks.  The  company  wants  to  use  the  machines 
as  platforms  for  videoconferencing  among  the  sales 
staff  and  even  as  a  means  to  get  personal  videocon¬ 
ferencing  broadly  accepted. 

One  reason  MCI  chose  IBM,  despite  the  price  of  its 
notebooks,  was  the  investment  protection  it  felt  it 
would  gain  through  features  such  as  an  integrated 
telephone.  The  ThinkPad  was  the  only  notebook  con¬ 
sidered  with  such  a  built-in  device. 
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Desktop  Computing 
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Connectix  Corp.  has  shipped  RAM  Dou¬ 
bler  for  Windows,  a  memory  manage¬ 
ment  utility. 

According  to  the  San  Mateo,  Calif., 
company,  RAM  Doubler  for  Windows 
compresses  infrequently  used  parts  of 
RAM,  cleans  up  conflicts  in  the  under  1M- 
byte  memory  space  and  eliminates  un¬ 


necessary  use  of  system  resources. 

RAM  Doubler  for  Windows  requires 
Windows  3.1  or  3. 11;  an  Intel  Corp.  80386, 
I486  or  Pentium  processor  and  4M  bytes 
of  RAM.  The  utility  costs  $99. 

^  Connectix 
(415)571-5100 


Sequent  Computer  Systems,  Inc.  has 
introduced  DecisionPoint  for  Financials, 
configurable  software  for  financial 
data  access. 


According  to  the  Beaverton,  Ore.,  com¬ 
pany,  DecisionPoint  for  Financials  inte¬ 
grates  data  stored  in  Oracle  Corp.’s 
Financials  with  other  internal  or  exter¬ 
nal  data  to  help  organizations  implement 
financial,  marketing  and  operational  de¬ 
cisions. 

Constructed  as  a  data  warehouse, 
DecisionPoint  for  Financials  runs  on  a 
system  separate  from  the  financial  pro¬ 
duction  systems.  It  includes  software  to 
sample  multidimensional  schemas  and 


to  scrub,  integrate,  aggregate  and  load 
extracted  data  into  the  warehouse.  It  al¬ 
so  has  a  graphical  security  administra¬ 
tion  tool,  report  templates  and  Simple 
Network  Management  Protocol  manage¬ 
ment. 

Pricing  for  DecisionPoint  for  Finan¬ 
cials  starts  at  $20,000. 

►  Sequent  Computer  Systems 

(503)  626-5700 


Summagraphics  Corp.  has  announced 
SummaFlex,  a  cordless,  pressure-sensi¬ 
tive  graphics  tablet,  and  Summa  Expres¬ 
sion,  a  small-format,  pressure-sensitive 
graphics  tablet. 

According  to  the  Austin,  Texas,  firm, 
SummaFlex  and  Summa  Expression  are 
flexible,  pressure-sensitive  digitizer  tab¬ 
lets  with  three-dimensional  graphic 
work  surfaces.  SummaFlex  measures  18 
in.  by  24  in.  and  was  designed  to  turn  a 
desktop  or  work  space  into  a  full-func¬ 
tioning  digitizer  tablet.  Summa  Expres¬ 
sion  was  designed  for  graphic  artists  and 
designers  with  small  work  areas  and 
measures  6  in.  by  8  in. 

The  SummaFlex  tablet  costs  $849,  and 
the  Summa  Expression  tablet  costs  $389. 

►  Summagraphics 

(512)835-0900 


Cadkey,  Inc.  has  introduced  Cadkey  for 
Windows,  an  integrated  two-  and  three- 
dimensional  computer-aided  design  and 
manufacturing  software  product. 

According  to  the  Windsor,  Conn.,  com¬ 
pany,  Cadkey  for  Windows  features  a 
pop-up  tool  bar,  accelerator  keys,  model- 
to-dimension  associativity,  hidden  line 
removal,  shading,  rendering  and  stereo¬ 
lithography  output  for  rapid  prototyping 
applications. 

Cadkey  for  Windows  rims  on  Microsoft 
Corp.  ’s  Windows  3.1 , 3. 1 1  or  Windows  NT 
3.5  and  costs  $495. 

► Cadkey 

(203)298-8888 


BusLogic,  Inc.  has  announced  two  wide, 
fast  bus  master  SCSI-2  host  adapters  for 
Extended  Industry  Standard  Architec¬ 
ture  systems:  the  BT-757C  with  single- 
ended  active  termination  and  the  BT- 
757CDwith  differential  termination. 

According  to  the  Santa  Clara,  Calif., 
company,  the  adapters  support  up  to  15 
SCSI  devices  without  the  need  for  device 
drivers.  They  also  let  users  run  8-  and  16- 
bit  SCSI  devices  simultaneously.  The 
adapters  double  the  transfer  rates 
across  the  SCSI  bus  from  10M  bit/sec.  to 
20M  bit/sec. 

The  BT-757C  adapter  costs  $509,  and 
the  BT-757CD  adapter  costs  $649. 

►  BusLogic 

(408)492-9090 

Product  short 


DataEase  International,  Inc.  has  an¬ 
nounced  DataEase  5  for  Windows,  a  PC 
database  system  for  developers  and 
business  people.  The  programmable  re¬ 
lational  database  management  system 
was  designed  for  information  systems 
departments  building  enterprise  sys¬ 
tems.  Cost:  $495.  DataEase  Internation¬ 
al,  Trumbull,  Conn.  (203)  374-8000. 
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W  “In  my  nightmare, 

’m  trapped 

inside  a  huge  document 
titled  ‘Files 


Mv  Staff  Can’t  Get  To 
Because 

The  MIS  Manager 
Bought  The 
Wrong 
Data  Storage 
System.  One  That 
Doesn't  Give 
The  Entire 
Company 

Continuous 
Access 

To  Information.’ 

Circling  me  are 
flowers  with  the  face 
of  the  MIS  Manager, 


scream  at  them 
to  let  me  out, 
but  they  just  say, 

‘1  don’t  hear 

anybody  talking. 

Do  you  hear  anybody  talking?”' 


rience'eT .workday  like  this,  even  i 
fvecrus  environment  of  diem  so 
fge  technology  and  managerne 
trough  redundam  1/0  paths  ant 
is  access  to  vital  information,  ar 
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We 

conceived 

it. 

We 

developed 

it. 

We 

perfected 

it. 

Let’s  see, 
who  should 
support 
it? 


By  definition,  groupware  affects  many 
people  in  your  company  and  beyond.  They  rely 
on  it  to  communicate,  to  share  information,  to 
be  competitive.  In  fact,  many  of  these  people  use 
Notes®  and  cc:Mail™  applications  for  the  most 
important  aspects  of  their  jobs.  You  can’t  trust 


Lotus  Groupware  For  Team  Computing. 


the  support  and  service  of  these  mission  critical 
applications  to  just  anyone.  So  it  goes  without 
saying  that  the  same  people  who  created  the 
category  of  groupware  should  be  the  same 
people  who  support  and  service  it.  Lotus®  and 
our  Lotus  Support  Partners. 

We’re  the  only  software  developer  offering  a 
truly  global  approach  to  support,  with  14  major 
support  centers  around  the  world  delivering 
consistent  programs  and  services.  Since  Lotus 
spent  years  developing  and  evolving  groupware, 
it  stands  to  reason  our  support  and  service 
professionals  are  knowledgeable  of  complex, 
cross-platform,  enterprise-wide  architectures. 

Lotus  is  also  the  clear  leader  in  electronic 
support,  working  closely  with  other  vendors 
through  the  Technical  Support  Alliance 
Network  (TSA  Net)  to  solve  complicated  tech¬ 
nical  problems  for  any 
product.  Need  to  find 
out  more?  Just  call  Working  Together* 
Lotus  at  1-800-872-3387,  ext.  A735*  or  contact 
your  nearest  reseller  or  Lotus  Support  Partner. 
Because  when  you  think  about  it,  there  isn’t 
anyone  else  you’d  want  to  call. 


Lotus 


•/«  Canada  call  1-800-GO- LOTUS.  C1995  Lotus  Development  Corporation, 

55  Cambridge  Parkway,  Cambridge,  MA  02142.  Lotus,  Lotus  Notes  and  NotesSuite  are 
registered  trademarks  and  ccMatl  is  a  trademark  of  Lotus  Development  Corporation. 


THANKS  TO  A  BUSINESS  CRITICAL  SERVER,  ONE  OF  THE 


LARGEST  FAST  FOOD  FRANCHISES  KNOWS  INSTANTLY  WHAT 


PROMOTIONS  WILL  BE  POPULAR  THAT  DAY. 


FOOD  TO  COOK. 


HOW  MUCH 


WHAT  ITEMS  NEED  TO  BE  ORDERED. 


THEY  MAINTAIN,  UPGRADE  AND  ACCESS  ALL  THEIR  SYSTEMS 


REMOTELY. 


COMPETITION. 


KEEP  THEIR  PRICES  DOWN. 


KILL  THE 


COULD  THEY  BE  HAVING  YOU  FOR  LUNCH? 


IF  YOU'RE  IN  THE  FAST  FOOD  BUSINESS,  YOU  KNOW  THERE'S  A  LOT  OF  COMPETITION  FOR  THE  FOOD  SERVICE  DOLLAR. 
THAT'S  WHY  SCO  BUILT  ONE  OF  THE  FIRST  AFFORDABLE  BUSINESS  CRITICAL  SERVERS  DESIGNED  TO  SUPPORT  THE 
MILLIONS  OF  TRANSACTION-BASED  FUNCTIONS  CRITICAL  TO  YOUR  BUSINESS.  THOUSANDS  OF  OUR  CUSTOMERS  HAVE 
PROVEN  OUR  SERVER  SOFTWARE  IS  RELIABLE,  REPLICATED  QUICKLY  AND  EASILY  SITE  TO  SITE,  AND  WORKS  ON  THE 
PLATFORMS  YOU  HAVE,  TODAY.  FIND  OUT  MORE  ABOUT  SCO  BUSINESS  CRITICAL  SERVER  SOFTWARE,  CALL  800-726-5738. 


SCO 


IT'S  BUSINESS  CRITICAL  IT'S  SCO. 


LANs 

Servers 

Software  for  groups 


Switches  make 

ENGINEERS 
‘ARMCHAIR 
ANALYZERS,*  57 


Chevron  plans  to  keep  people  talking 


By  Suruchi  Mohan 


As  the  novelty  of  electronic  mail  wears 
off  in  some  companies,  users  are  start¬ 
ing  to  demand  the  next  evolutionary  step 
—  information  sharing. 

Chevron  Corp.  in  San  Francisco  is  try¬ 
ing  to  meet  its  employees’  needs  by  tak¬ 
ing  them  into  the  information  age.  One  of 
the  ways  it  is  doing  so  is  through  a  discus¬ 
sion  database  technology  that  gives  staff 
a  forum  for  exchanging  ideas  and  infor¬ 
mation. 

Several  advantages 

Along  the  way,  the  company  hopes  to 
reap  many  benefits,  such  as  reduced 
travel  costs,  a  logical  order  to  group  dis¬ 
cussion  and  a  common  forum  for  sharing 
best  practices. 

“We  saw  that  groupware  could  change 
the  way  organizations  work,”  said 
George  Alameda,  information  technol¬ 
ogy  manager  at  Chevron  U.S.A.  Produc¬ 
tion  Co.  in  Houston.  “People  could  be  on 
very  diverse  teams  and  spread  out  geo¬ 
graphically.  Through  the  use  of  mail,  it 


became  intuitive  to  share  information 
and  manage  the  information  environ¬ 
ment  that  mail  was  givingus.” 

The  transition  to  a  discussion  data- 


Chevron’s  Jonathan  Simon  says  many  users 
wanted  Notes  capabilities  but  the  cost  and  fea¬ 
tures  ofCollabra ’s  Share  better  fit  his  compa¬ 
ny’s  blueprint 


base  started  in  August  of  last  year,  said 
Jonathan  Simon,  a  systems  analyst  in 
Houston.  The  company  had  already  stan¬ 
dardized  on  Microsoft  Corp.’s  Office 
suite  of  products,  and  some  of  the  more 


technologically  savvy  users 
were  clamoring  for  a  discus¬ 
sion  database. 

Chevron  had  pockets  of 
Lotus  Development 
Corp.’s  Notes  and 
“the  pressure  was 
great  from  users  who 
wanted  Notes-type 
capabilities.  But  it 
didn’t  fit  into  the  long¬ 
term  strategy  and 
was  too  costly,”  Si¬ 
mon  said.  “If  you  take 
Microsoft  applica¬ 
tions  and  put  in  a  lay¬ 
er  of  Notes,  you  lose 
seamless  operation.” 

With  Novell,  Inc.’s 
NetWare  as  the  LAN 
operating  system  of 
choice  and  the  adop¬ 
tion  of  Office  making  an  up¬ 
grade  to  Exchange  inevita¬ 
ble,  it  soon  became  clear 
that  the  company’s  solution 
lay  outside  Notes.  Besides, 


San  Francisco 


Challenge:  To  give 
employees  at  diverse 
locations  ways  to  share 
ideas  and  knowledge. 


Strategy:  Collabra’s 
Share  groupware  and 
Microsoft’s  Exchange 
running  over  high-speed 
networks. 


Goals:  To  facilitate 
information  sharing  and 
identify  the  best 
business  practices  while 
reducing  travel  costs. 


most  users  at  Chevron  did 
not  need  the  application  de¬ 
velopment  capabilities  of 
Notes,  so  it  seemed  a  waste 
to  put  Notes  on  every  desk¬ 
top  that  required  basic  col¬ 
laborative  computing. 

In  October,  Simon  started 
evaluating  Collabra  Soft¬ 
ware,  Inc.’s  Share  1.0.  In  No¬ 
vember,  he  negotiated  an 
agreement  with  the  compa¬ 
ny.  “We  looked  at  their  long¬ 
term  strategy;  what  im¬ 
pressed  us  was  that  they 
kept  adding  value  on  top  of 
Exchange.  We  didn’t  want  a 
throwaway  product,”  he 
said. 

This  agreement  was  fol¬ 
lowed  by  an  aggressive  pilot 
program,  with  250  users,  in 
the  beginning  of  January. 
“The  aggressive  thing  was 
to  prove  to  the  E-mail  group 
in  San  Ramon,  Calif.,  that 
Chevron,  page  5  7 


Lotus  builds  on  its  team  computing  strategy 


By  William  Brandel 


To  differentiate  its  desktop  applications  from  those  of 
its  competitors,  Lotus  Development  Corp.  will  use 
Comdex/Spring  ’95  in  Atlanta  this  week  to  launch  its 
team  computing  strategy. 

As  the  name  implies,  team  computing  focuses  on  the 
group  use  —  instead  of  personal  productivity  features 
—  of  its  desktop  applications.  Lotus  is  placing  its  hopes 
in  its  belief  that  users  will  demand  electronic  mail  and 
groupware  integration  in  their  next  generation  of  desk¬ 
top  applications. 

To  accommodate  this  perceived  demand,  Lotus  is 
pushing  team  computing  enhancements  in  all  its  desk¬ 
top  applications,  including  Ami  Pro,  1-2-3,  Freelance 
Graphics,  Approach  and  its  calendaring 
and  scheduling  product,  Organizer.  The 
technology  will  be  included  in  the  Smart- 
Suite  applications  suite  as  well  as  in  Notes¬ 
Suite,  a  bundle  that  comprises  SmartSuite 
and  a  Notes  client. 

Break  it  down 

Lotus’  team  computing  can  be  broken 
down  into  three  major  categories:  Team 
Consolidate,  Team  Review  and  Team  Show. 

Team  Consolidate  lets  users  consolidate 
contributions  from  different  users  into  one 
document.  For  example,  a  team  leader 
could  initiate  a  project  in  1-2-3  that  would 
include  contributions  from  other  1-2-3  users.  The  initia¬ 
tor  will  alert  potential  contributors  and  then  accept  or 
reject  contributions  and  edits  from  them. 

With  Team  Review,  the  initiator  can  determine  who 
will  be  included  in  a  team  effort  and  how  the  information 
will  be  distributed.  He  can  also  control  editing  rights. 

Team  Show  enables  the  user  to  perform  point-to- 


point  on-line  screen  shows. 

For  example,  a  Freelance  user 
could  present  a  screen  show  to 
a  remote  PC  user  running  the 
same  application  at  the  other 
end  of  the  phone  line. 

Team-enabled  applications 
from  Lotus  will  be  available  on 
16-bit  Windows,  Windows  95 
and  OS/2  platforms.  These  ap¬ 
plications  will  be  able  to  ex¬ 
ploit  transports  such  as  Notes, 
but  will  also  be  compatible 
with  Lotus’  Cc:Mail  and  No¬ 
vell,  Inc.’s  NetWare,  as  well  as 
Microsoft  Corp.’s 

Exchange  server  when  it  becomes  avail¬ 
able,  officials  said. 

Analysts  briefed  on  the  team  computing 
strategy  said  the  technology  is  impressive. 
However,  Lotus  has  its  work  cut  out  for  it 
in  positioningthe  product  for  users. 

“The  concept  is  good  and  the  new  Word 
Pro  [the  new  version  of  Ami  Pro]  is  hot,” 
said  Karl  Wong,  an  analyst  at  Dataquest, 
Inc.,  a  market  research  firm  in  San  Jose, 
Calif.  “However,  the  total  pitch  is  still  too 
vague  and  unclear  at  this  time.” 

“There’s  only  so  far  the  desktop  vendors 
can  go  in  pushing  the  individual  productiv¬ 
ity  focus,”  said  Bob  Flanagan,  an  analyst  at  the  Yankee 
Group,  a  consultancy  in  Boston.  “Including  workgroup 
capabilities  in  the  desktop  applications  is  the  next  logi¬ 
cal  step  for  Lotus.” 

However,  the  Lotus  plan  comes  with  limitations,  ana¬ 
lysts  said — namely,  that  users  have  to  be  in  an  all-Lotus 
desktop  environment  to  take  advantage  of  the  team 


computing  capabilities  of  the 
applications.  For  example,  to 
collaborate  on  a  word  pro¬ 
cessing  document,  all  the  us¬ 
ers  have  to  be  running  team- 
enabled  Ami  Pro. 

This  strategy  is  expected  to 
receive  a  warm  reception  at 
sites  that  have  standardized 
on  SmartSuite  or  NotesSuite 
running  in  conjunction  with 
Notes  and/or  Cc:Mail.  Howev¬ 
er,  this  scenario  represents  a 
small  fraction  of  user  sites, 
analysts  said. 

But  the  strategy  gives  Lotus 
better  footing  at  Notes  sites.  Some  of  the  team  comput¬ 
ing  aspects  specifically  leverage  and  require  Notes.  To 
further  push  this  position,  Lotus  officials  say  they  will 
offer  the  NotesSuite  bundle  for  $299.  This  has  some  ap¬ 
peal  at  Notes  sites. 

“We  made  our  original  suite  decision  before  Notes, 
and  now  wre  are  reassessing  it,”  said  a  user  at  a  major 
insurance  company  in  Maryland.  “We  want  things 
seamless,  whether  it  is  with  Notes,  the  Internet  or  how 
they  work  with  tools  like  Visual  Basic.” 

But,  the  allure  of  Notes  integration  is  not  lost  on  Lo¬ 
tus’  competitors.  Microsoft’s  Office  and  the  PerfectOf¬ 
fice  suite  from  WordPerfect,  the  Novell  Applications 
Group,  are  expected  to  include  field  exchange  via 
Notes/FXin  their  next  generation  of  applications. 

“Like  everyone  else,  we  have  legacy  applications  that 
our  end  users  have  grown  up  with  and  are  familiar 
with,”  said  Barry  McCurdy,  director  of  research  at  First 
Albany  Corp.  in  Albany,  N.Y.  “We  want  integration  with 
Notes,  but  if  an  investment  analyst  wants  Excel  and  it 
has  field  exchange,  we  will  give  them  Excel.  ” 


What’s  in  a 
name? 


With  the  introduction 
of  its  next  generation 
ofdesktop 

applications,  expected 
in  the  Windows  95  time 
frame,  Lotus  will 
rename  Ami  Pro  as 
Word  Pro. 


Ami  Pro  will  enable  team  computing  among 
users  of  the  word  processing  software 
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See  the  MIPS  RISC  processor  at  two  Windows  World  locations. 

NEC  Booth  #7653  and  MIPS  Booth  #7354 


TM 

MICROSOFT® 

WindowsNT™ 

Compatible 


Some  new  tires,  maybe  a  fuzzy  steering  wheel  cover,  and  you’ve 
got  yourself  a  spiffy  ride.  Hey,  no  one  said  life  is  fair.  Perfectly 
decent  people  make  mistakes  that  unravel  their  perfectly 

decent  lives.  Mistakes  like  choosing  a  Pentium  or  PowerPC™  system 
to  run  Windows  NT.  Well  there  is  a  way  to  avoid  the  heartache 
of  vinyl  bucket  seats.  Get  your  hands  on  as  much  information 
about  NEC’s  VR-Series  MIPS  RISC  microprocessors  as  quickly 
as  possible.  Here’s  some  of  what  you’ll  learn:  NEC’s  200 
MHz  VR4400™  runs  Windows  NT  nearly  three  times  as 
fast  as  the  90  MHz  Pentium  processor.  Look,  we’ve 
got  plenty  more  to  say.  So  call 
NEC  Electronics  Inc.  at 
T800-366-9782  and  ask  for 
Info  Pack  #182.  Pretty  soon,  you’ll 
be  haggling  with  those  snazzy 
dressers  at  the  new  car  dealership. 


J, 

Hjtft-'C'v.-- 


-j Gif ■del 
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©  1994  NEC  Electronics  Inc.  Microsoft  and  the  Windows  logo  are  registered  trademarks 
and  Windows  NT  is  a  trademark  of  Microsoft  Corporation.  Pentium  is  a  trademark  of  Intel 
Corporation.  All  other  registered  marks  and  trademarks  are  property  of  their  respective  holders. 
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Object  standards  accelerate 


Microsoft  blesses  emerging  standard 


IBM  pulls  mainframe  into  new  development  role 


By  McUada-Carol  Ballou _  mon  Object  Model  to  interoperate 

with  the  OMO'g  Common  Object 
Tile  Irish  Republican  Army  was  not  Request  Broker  Architecture, 

the  only  group  ottering  an  olive  COM  Is  the  object  model 

branch  In  Europe  Inst  week.  behind  Microsoft's  Object  Linking 

To  the  relief  of  many  and  Embedding,  so  the 

corporate  developers  '441  ■  .  IJ  specification  would  allow 

Microsoft  Coni  oflirlally  I  lit  I A  AT  H  OLE  and  CORHA  to  Inter 

ended  the  war  of  words  t-*J  operate 

with  the  Industry's  The  move  offers 

major  object  standards  nfnnramninfl  hope  to  beleaguered  pro- 

group.  The  desktop  IHvgHIllilWg  grammers  who  have  been 

behemoth  is  now  taking  facing  the  unpleasant 

part  In  the  standards  process.  task  of  Implementing  different 

At  an  Object  Management  Group  object  models  on  different  plat- 
meeting  In  Dublin.  Microsoft  threw  forms.  Until  last  week.  Microsoft 
Its  weight  behind  an  emerging  spec-  said  it  would  rely  on  other  vendors 
ificatlon  that  would  allow  its  Com-  Microsoft,  page  14 


>  Ed  Scaandl 


In  early  October,  IBM  will  roll  out  several  object-based  to 
designed  to  finally  and  fully  Involve  Ihe  mainframe  In  cor 

The  computer  giant  will  announce  versions  of  C  +  +. 
SOM-  objects,  Smalltalk  and  an  object-oriented  vi 
jr  its  MVS  mainframe  operating  system,  arc 
id  by  IBM.  The  company  will  also  anm 

le  Application  Class  Library  Sop- 
at  Is  tentatively  scheduled  for  Oct.  4. 
ie  tools  are  expected  to  be  available 
at  varying  dates  from  mid-  to  late  1995. 

Among  the  select  few  corporate  information  sy 
shops  that  have  examined  early  versions  of  the  pi 
most  believe  they  give  IBM  the  best  chance  yet  of 
deferred  dream  of  cross-platform  application 


IBM,  page  14 


Success  strains  SAP  Support 


By  Rosemary  Cofosso  for  Is  dealing  with  a  shortage  of 

OBLANPQ.  FLA _  consulting  expertise. 

The  German  company  Is  emerg- 
After  20  years  of  chugging  ingas  a  dominant  force  against 
alongside  other  conservative  main-  competitors  such  as  Oracle  Corp. 
frame  software  vendors,  SAP  AG  is  SAP  has  built  a  worldwide  eus- 
suddcnly  facing  the  fast-paced  tomer  base  of  1.800  for  Its  2-year- 
muslc  of  success  In  the  cllont/scrv-  old  R/3  client/server  suite  of  Inte- 
er  market.  Its  most  Jarring  note  so  grated  applications.  Its  Sapphire 


m 


SAP  announced 
that  Pacific  Gas  &  Electric  Co.  In 
San  Francisco  had  signed  a 
S8  million  contract  for  R/3. 

"Partly  what  we  were  looking 
for  was  a  client/server  business 
system  as  opposed  to  Just  a 
accounting  system."  Bald  Tom 
Long,  controller  at  PGAE.  "We 
were  looking  for  that  Integration, 
and  we  wanted  it  all  tied  together 
SAP  met  that  criteria." 

At  Foxmeyer  Corp..  a  pharma¬ 
ceutical  company  in  Carrollton. 
Texas.  CIO  Robert  Brown  said, 
"Wc  arc  betting  our  co 
this."  Foxmeyer  plans  tc 
mix  of  legacy  systems,  including 
IBM  DB2  mainframe  applications 
and  System/36s.  with  SAP  soft¬ 
ware  by  the  end  of  next  yc 

R/3  was  part  of  an  extensive 
evaluation  of  other  client/server 
application  offerings,  but  it  bested 
the  competition  in  volume  pi 
ing.  Brown  said. 


Servls'c  stretch 

The  downside  is  that  the  R/3 
market  bos  exploded  so  quickly 
that  SAP  and  its  consulting  part¬ 
ners  are  stretching  to  provide  ade¬ 
quate  Implementation  services. 
This  is  no  small  problem  because 
SAP,  page  129 


All  clears  for 
telecommuting 


Time  to  hit  the  accelerator  on  those  fledgling  plans  for  a 
telecommuting  program. 

By  Nov.  15,  large  companies  In  the  nation’s  smoggicsl 
cities  must  have  a  plan  for  cutting  employee  commuting  by 
5%  to  comply  with  the  latest  federal  dean  air  law 
The  requirement  will  have  an  Impact  on  an  estimated  13 
million  employees  In  such  metropolitan  areas  as  Los  Angeles, 
go,  Milwaukee.  Chicago.  Houston.  Philadelphia.  Balli- 
id  the  New  York/New  Jersey  region 
e  pioneering 
firms,  such  as  New¬ 
ark.  N.J.-based  Pru¬ 
dential  Insurance  Co. 
and  Palo  Alto.  Calif.- 
sed  Hewlett- 
Packard  Co.,  are 
gearing  up  to  Include 
telecommuting  as 
part  of  their  cornpll- 
.nce  plans. 

Prudential  has 
several  business 
units  where  computer 
programmers  and 
customer  service 
agents  now  work 
from  home  at  least 
one  day  a  week,  said 
Rita  Ru 

compliance  office.  Part  of  the  r 
Act,"  she  said. 

Environmental  regulations  are  getting  (business  units]  to 
start  pilot  programs,  but  then  they  s 
such  as  reduced  office  space  and  c 
,*  Russnmano  added. 

Telecommuting,  page  129 


Words  We  Live  By.  Words  You  Work  By. 


When  you  pick  up  a  copy  of  Computerworld,  you  know 
you’re  getting  the  most  objective,  unbiased  news  and 
information  in  IS.  Our  code  of  ethics  guarantees  it. 

Why  do  we  make  such  a  big  deal  out  of  editorial  integrity? 

Because  the  words  you  read  in  Computerworld  often 
have  a  dramatic  impact  on  your  business,  your  career, 
and  your  future. 

You  use  this  information  to  evaluate  new  products. 

To  get  a  candid  view  of  emerging  technologies.  To  find 
out  the  inside  story  on  corporate  strategies.  To  decide 
whether  to  jump  ship  or  stay  in  your  current  job. 

To  get  the  edge  on  your  competition. 

In  short,  Computemorld  is  filled  with  the  words 
IS  professionals  like  you  live  by. 


Week  in  and  week  out,  our  editors  and  reporters  call 
it  the  way  they  see  it  -  on  issues  ranging  from  network 
management  to  reengineering.  They  dig  deeply  to  bring 
you  the  most  accurate,  comprehensive  news  in  IS. 

It’s  no  wonder  over  140,000  IS  professionals  pay  to 
subscribe  to  Computemorld  every  week.  Shouldn’t  you? 
Order  today  and  you’ll  receive  51  information-packed 
issues.  Plus,  you’ll  get  our  special  bonus  publication, 

The  Premier  100,  an  annual  profile  of  the  leading 
companies  using  IS  technology. 

Call  us  toll-free  at  1-800-343-6474.  Or  use  the  postage- 
paid  subscription  card  bound  into  this  issue. 

You’ll  get  the  kind  of  straightforward,  impartial 
reporting  you  can  work  by.  You  have  our  word  on  it. 
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1.  BUSINESS/INDUSTRY  (Circle  one) 

10.  Manutacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 
Transportation 

70.  Mining/Constnjction/Petroleum/Refining/Agric. 

80.  Manutacturer  of  Computers,  Computer-Related 
Systems  or  Peripherals 

85.  Systems  Integrators,  VARs,  Computer  Service 
Bureaus.  Software  Planning  &  Consulting  Services 
90.  Computer/Peripheral  Dealer/Dist./Retailer 
95.  Other _ 

(Please  Specify) 


.  T1TLE/FUNCTION  (Circle  one) 

I  S/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/ Asst.  VP 
IS/MIS/DP  Management 

21 .  DirVMgr  MIS  Services,  Information  Center 

22.  Dir./Mgr.  Network  Sys.,  Data/Tele.  Comm., 

I_AN  Mgr.  /PC  Mgr.,  Tech  Planning,  Admin.  Services 

23.  DirVMgr.  Sys.  Development,  Sys.  Architecture 

31 .  Programming  Management,  Software  Developers 
41.  Engineering,  Scientific,  R&D,  Tech.  Management 
60.  Sys.  Integrators/VARs/Consulting  Management 
CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Manager 

12.  Vice  President,  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 


(a)  Solaris 

(b)  Netware 

(c)  OS/2 

(d)  Unix 
App.  Development  Products 

Networking  Products 
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Salary 
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DEPARTMENTAL  MANAGEMENT 

51 .  Sales  &  Mktg.  Management 
70.  Medical,  Legal,  Accounting  Management 
OTHER  PROFESSIONAL  MANAGEMENT 
80.  Information  Centers/Libraries, 

Educators,  Journalists,  Students 
90.  Other  Titled  Personnel 

3.  Do  you  use,  evaluate,  specify,  recommend,  purchase: 
(Circle  all  that  apply) 

Operating  Systems 

(e)  Mac  OS 

(f)  WindowsNT 

(g)  Windows 

(h)  NeXTStep 

□  Yes 

□  Yes 


□  No 

□  No 
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Ml 
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State  Zip 
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Please  complete  the  questions  below  to  qualify  for  this  special  rate. 


1.  BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 
Transportation 

70.  Mining/Construction/Petroleum/Refining/Agric. 

80.  Manufacturer  of  Computers,  Computer-Related 
Systems  or  Peripherals 

85.  Systems  Integrators,  VARs,  Computer  Service 
Bureaus.  Software  Planning  &  Consulting  Services 
90.  Computer/Peripheral  Dealer/Dist./Retailer 
95.  Other _ 

(Please  Specify) 


.  TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/ Asst.  VP 
IS/MIS/DP  Management 

21 .  Dir./Mgr.  MIS  Services,  Information  Center 

22.  DirVMgr.  Network  Sys.,  Data/Tele.  Comm., 

LAN  Mgr.  /PC  Mgr.,  Tech  Planning,  Admin.  Services 

23.  DirVMgr.  Sys.  Development,  Sys.  Architecture 

31 .  Programming  Management,  Software  Developers 
41.  Engineering,  Scientific,  R&D,  Tech.  Management 
60.  Sys.  Integrators/VARs/Consulting  Management 
CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Manager 

12.  Vice  President,  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 


DEPARTMENTAL  MANAGEMENT 

51 .  Sales  &  Mktg.  Management 
70.  Medical,  Legal,  Accounting  Management 
OTHER  PROFESSIONAL  MANAGEMENT 
80.  Information  Centers/Libraries, 

Educators,  Journalists,  Students 
90.  Other  Titled  Personnel 

3.  Do  you  use,  evaluate,  specify,  recommend,  purchase: 
(Circle  all  that  apply) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  OYes  ONo 

Networking  Products  □  Yes  □  No 
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Workgroup  Computing 


Two-minute  mysteries 


Analyzer  switch  lets 
technicians  investigate 
calls  fast,  user  says 

By  Patrick  Dryden 


Usually  only  the  most  critical  LANs  have 
their  own  protocol  analyzers  attached 
and  ready  for  emergency  troubleshoot- 
ingbecause  such  devices  are 
expensive.  That  means  busi¬ 
nesses  can  lose  transactions 
or  productivity  while  techni¬ 
cians  find,  transport,  con¬ 
nect  and  focus  an  analyzer 
on  a  problem  segment. 

Such  downtime  can  cost  a 
company  thousands  of  dol¬ 
lars  per  minute. 

To  speed  the  troubleshooting  process, 
an  Atlanta  start-up  has  developed  soft- 
ware-controlled  switches  that  let  techni¬ 
cians  quickly  check  any  of  several  sourc¬ 
es  using  a  single  analyzer.  Since  last  fall, 
LAN-hopper  Systems,  Inc.  has  built  mod¬ 
els  for  Ethernet  and  Token  Ring  LANs 
and  wide-area  links. 

Some  vendors  are  adding  test  ports  to 
hubs  and  switches  for  easier  diagnosis 
from  the  wire  closet,  but  LAN-hopper 
Systems  seeks  to  streamline  the  sam¬ 
pling  of  installed  networks. 

Because  the  company’s  switches  oper¬ 
ate  at  the  physical  level,  each  can  trans¬ 
parently  sample  the  data  stream  of  any 
network  segment  that  installers  attach 


to  its  ports,  regardless  of  the  protocols  in 
use,  said  Jim  Baugh,  the  firm’s  chief  tech¬ 
nical  officer. 

An  analyzer  or  other  test  device  plugs 
into  a  port,  and  control  software  runs  on 
a  local  PC.  This  menu-driven  program 
lets  technicians  assign  easily  recognized 
names  to  each  segment,  select  which  one 
to  test  and  define  a  scanning  and  report¬ 
ing  routine  that  switches  among  seg¬ 
ments. 

Troubleshooters  can  run 
the  LAN-hopper,  Ring-hop¬ 
per,  UTP-hopper  and  WAN- 
hopper  systems  remotely  as 
well. 

Options  can  include  mo¬ 
dem  access,  Simple  Network 
Management  Protocol 
(SNMP)  agents  or  support 
for  Distributed  Sniffer  software  from 
Network  General  Corp.  A  graphical  con¬ 
trol  interface  called  Pathmaster,  de¬ 
signed  to  simplify  connection  of  multiple 
analyzers  and  switches,  is  scheduled  for 
tests  in  May,  Baugh  said. 

Command  center  created 

The  first  models  of  the  switches  have 
helped  several  early  adopters  centralize 
their  protocol  analyzers  for  faster  trou¬ 
bleshooting,  and  some  have  found  addi¬ 
tional  test  benefits. 

Moody’s  Investor  Services  in  New  York 
brought  coaxial  and  unshielded  twisted¬ 
pair  cables  from  12  floors  into  one  com¬ 
mand  center  equipped  with  an  Ethernet 


LAN-hopper  and  a  Network  General 
Sniffer.  That  analyzer  used  to  sit  idle  or 
watch  just  one  LAN  and  required  from  15 
to  30  minutes  for  setup,  said  Frank  San¬ 
tiago,  manager  of  network  services. 

The  new  configuration  scans  all  12 
LANs  hourly  for  problems  such  as  dupli¬ 
cate  IP  addresses.  Technicians  can 
check  out  problem  calls  in  as  little  as  two 
minutes,  Santiago  said. 

“This  gives  me  the  equivalent  of  a 
Sniffer  on  every  floor,”  Santiago 
said,  noting  just  one  drawback: 
Technicians  can  analyze  only  one 
segment  at  a  time. 

At  The  New  England  life  insur¬ 
ance  company  in  Boston,  techni¬ 
cians  can  begin  testing  any  of  20 
Token  Ring  LANs  within  five  min¬ 
utes  instead  of  within  20  minutes 
or  more. 

Past  difficulties 

In  the  past,  Distributed  Sniffer 
analyzers  directed  their  reports 
to  a  central  management  console, 
but  technicians  frequently  had  to 
unplug  and  move  them  to  exam¬ 
ine  different  rings,  said  Tom  Fon- 
tanella,  assistant  vice  president  of  tele¬ 
communications  services  at  TNE/ 
Information  Services. 

Five  32-port  UTP-hoppers  equipped 
with  SNMP  agents  also  enable  central 
analysis  of  all  LANs  throughout  Hewlett- 
Packard  Co.’s  Atlanta-based  data  pro¬ 
cessing  center. 

Because  many  HP  LANs  actually  clus¬ 
ter  Unix  servers  for  remote  access  by  of¬ 
fices,  technicians  can  check  applications 
easily,  said  Mark  Conroy,  network  engi¬ 


neer  for  HP  production  engineering.  Us- 
ingHP  Open  View,  he  can  point  diagnostic 
tools  at  hub  ports  in  the  server  room  that 
would  be  hidden  by  bridges  and  internet¬ 
work  switches. 

“This  gives  me  armchair  analyzer  ca¬ 
pability  from  the  14th  floor,”  Conroy  said. 

One  evaluator  wants  LAN-hoppers 
specifically  to  maintain  manageability 
as  he  increases  aggregate  bandwidth  by 
adding  switches. 


“The  problem  is  very  real:  Ethernet 
switching  makes  your  network  manage¬ 
ment  tools  quite  blind,”  said  Jim  Ryan, 
information  resources  network  planner 
at  the  University  of  Massachusetts  Medi¬ 
cal  Center  in  Worcester,  Mass. 

Some  new  switches  Ryan  is  installing 
allow  probing  of  one  segment  at  a  time, 
but  he  said  the  LAN-hopper  Systems  ap¬ 
proach  looks  like  what  he  needs  to  retain 
the  visibility  of  segments  supported  by 
routers  and  older  switches. 


Switcheroo 


New  switch  software  from  LAN-hopper  will 
connect  an  analyzer  or  probe  to  multiple  sources 


Products 

LAN-hopper,  Ring-hopper,  WAN- 
hopper,  UTP-hopper 

Purpose 

Allows  network  troubleshooters  to 
focus  a  test  device  on  any  selected 
source,  independent  of  protocols, 
without  having  to  move  or  recable 

Benefits 

Speeds  evaluation,  spreads  the  cost 
of  analyzers  and  helps  monitor 
switched  segments 

Price 

$2,400  to  $9,900,  with  two  to 

32  ports 

Chevron 
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supports  the  Microsoft  Mail  network  that  we 
were  not  going  to  adversely  impact  the  Micro¬ 
soft  Mail  users  in  Chevron,”  Simon  said.  “What 
impact  would  replication  and  large  file  transfer 
have  on  the  network?”  The  network  used  Cisco 
Systems,  Inc.  routers  with  T1  and  switched  56K 
bit/sec.  telecommunications  lines. 

As  a  result,  one  person  in  the  San  Ramon  fa¬ 
cility  monitored  all  the  Collabra  Share  traffic 
that  went  over  the  Mail  network.  The  other  traf¬ 
fic  on  the  network  was  normal  Mail  traffic  as 
well  as  applications,  file  transfer  and  SQL  in¬ 
quiries.  Simon  tested  at  full  capacity.  He  repli¬ 
cated  20M-byte  databases  and  put  those  on 
continuous  replication  to  see  the  maximum 
traffic  he  could  generate.  “We  pushed  it  to  its 
limit,”  he  said. 

Information  sharing 

Users  in  five  states  shared  information  on  a  va¬ 
riety  of  subjects.  These  included  groups  such 
as  the  gas  integration  team,  which  shared  in¬ 
formation  with  teams  at  different  sites;  facili¬ 
ties  engineering;  and  quality  improvement, 
which  tried  to  leverage  best  practices. 

But  “the  real  problem  for  us  was  not  applica¬ 
tion  development  by  sharing  information  and 
sharing  it  faster  than  the  competitors,”  Simon 
said.  The  real  problem,  as  in  many  similar  cas¬ 
es,  was  cultural.  “We  stirred  up  a  lot  by  doing 
this  pilot.  Chevron  Information  Technology  Co. 


in  San  Ramon,  Calif.,  wants  Notes,  but  we  don’t 
need  those  capabilities.” 

Those  who  were  interested  in  Notes,  howev¬ 
er,  were  told  that  the  production  company  did 
not  want  to  put  that  on  every  desktop,  said  Tim 
Nagy,  a  production  engineering  adviser  in 
Houston  who  now  has  both  Notes  and  Share. 
But,  he  said,  apart  from  a  few  shortcomings, 
such  as  the  glaring  absence  of  a  spell  checker 
in  Version  1.0,  he  has  been  happy  with  the  dis¬ 
cussion  database  capabilities  of  Collabra. 

“People  have  been  very  receptive.  The  more 
remote  people  are,  the  more  enthusiastic 
they’ve  been.  It  almost  seems  to  be  a  function 
of  howfar  they  are,”  Nagy  said.  That  is  because 
it  is  often  hard  for  remote  employees  to  find  the 
expertise  they  need  on  a  particular  subject  lo¬ 
cally.  In  the  larger  offices,  it  may  not  be  all  that 
important. 

Despite  the  obvious  benefit  of  discussion 
databases,  managers  were  concerned  that 
they  could  be  a  distraction.  But  in  the  longterm, 
if  the  databases  reduced  the  mass  mailings  of 
messages  in  the  company,  then  they  would  be 
seen  as  a  definite  plus  by  managers. 

This  mind-set  is  keepingwith  analyst  predic¬ 
tions  about  the  popularity  of  discussion  data¬ 
bases.  For  example,  Michael  Bragen,  a  princi¬ 
pal  at  Business  Management  Consulting  in 
Lexington,  Mass.,  said  users  should  see  some 
of  the  benefits  of  discussion  database  software 
this  year.  “Lotus  has  done  a  good  job  of  showing 
the  importance,  but  the  market  has  been  hesi¬ 
tant  in  jumpingwith  both  feet,”  he  said. 

Companies  such  as  Chevron  may  w'ell  spear¬ 
head  the  movement  to  adopt  such  technology. 


AIIM  ’95  yields  alliances 


By  Tim  Ouellette 


Several  agreements  and  alliances 
announced  at  the  Association  for 
Information  and  Image  Manage¬ 
ment  (ABM)  ’95  show  have 
firms  integrating  their  various 
strengths  in  imaging  and  work- 
flow,  sales  channels  and  market 
position. 

•  Microsoft  Corp.  in  Redmond, 
Wash.,  will  integrate  basic  fea¬ 
tures  of  imaging  software  from 
Wang  Laboratories,  Inc.  in  Low¬ 
ell,  Mass.,  in  Windows  95  and  Win¬ 
dows  NT.  The  two  companies  will 
also  develop  openly  available 
workflow  application  program¬ 
ming  interfaces,  supported  by  Mi¬ 
crosoft’s  Exchange  and  Wang’s 
Open/Workflow: 

•  Eastman  Kodak  Co.  in  Roches¬ 
ter,  N.Y.,  will  use  Wang’s  Open/ 
Workflow  and  Open/Image  soft¬ 
ware  to  develop  customized  imag¬ 
ing  solutions.  The  companies  will 
also  develop  common  document 
imaging  architectures. 

•  Martin  Marietta  Information 
Systems  &  Technologies  in  King 
of  Prussia,  Pa.,  has  signed  market¬ 
ing,  sales  and  technology  ex¬ 
change  agreements  with  Network 


Imaging  Systems  Corp.  in  Hern¬ 
don,  Va.,  Sietec  Open  Systems  in 
Don  Mills,  Ontario  and  Wang  to 
use  each  firm’s  imagingand  work- 
flow  products.  Martin  Marietta 
will  combine  the  products  with  its 
systems  integration  and  program 
management  capabilities.  The  al¬ 
liance  targets  the  adoption  of  im¬ 
age  objects  in  enterprisewide  mis¬ 
sion-critical  applications  for  large 
corporate  customers. . 

•  Recognition  International,  Inc. 
in  Dallas  will  integrate  Profession¬ 
al  Edition  document  imaging  soft¬ 
ware  from  Watermark  Software, 
Inc.  in  Burlington,  Mass.,  with  its 
Plexus  production-level  imaging 
and  workfknv  server  software  to 
provide  enterprisewide  applica¬ 
tions. 

•  FileNet  Corp.  in  Costa  Mesa, 
Calif.,  and  Meta  Software  Corp.  in 
Cambridge,  Mass.,  will  jointly  de¬ 
velop  and  market  a  software  inter¬ 
face  between  Meta  Software's 
business  process  re-engineering 
tool,  Wo rkFlow  Analyzer,  and  File- 
Net’s  object-oriented  Visual  Work- 
Flo  software.  Expected  in  June, 
the  product  will  let  users  create  a 
business  model  and"  move  it  into 
the  w’orkflow. 
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The  introduction  of  Lotus®  NotesSuite™  promises  will  be  a  contributor,  a  collaborator,  a  true  colleague, 
to  make  life  a  whole  lot  easier  for  anyone  who  is  Imagine,  for  example,  being  able  to  expedite  the 
considering  productivity  software  for  their  budget  process  by  having  all  parties  work  on  the  same 
business.  NotesSuite  is  the  logical  combination  of  spreadsheet  simultaneously.  Or  being  able  to  create  a 
two  proven  technologies:  the  desktop  productivity  database  filled  with  new  product  information,  sales 


tools  of  Lotus  SmartSuite®  connected  to  the 


groupware  standard,  Lotus  Notes?  In  fact, 
Notes  is  already  delivering  an  average  R.O.I. 
of  189%t  at  companies  like  Burger  King? 
Compaq®  and  Timberland.® 


NotesSuite  For  Team  Computing 


B 


Lotus 


NotesSuite  is -1-2-3®  spreadsheet,  Ami  Pro®  word  processor; 
Approach®  database,  Freelance  Graphics®  and  Organizer' 
personal  information  manager,  integrated  with  Lotus  Notes  for 
the  needs  of  team  computing.  And  only  NotesSuite  is 
enhanced  by  the  NotesSuite  Application  Collection,  ten 
unique  applications  to  make  your  teams  more  productive  today. 


When  Notes  And  SmartSuite  Come  presentations  and  customer  profiles  that  can  be 
Together,  A  Powerful  Synergy  Occurs.  Notes  accessed  remotely  and  updated  continuously  by  mem- 
becomes  the  working  environment;  SmartSuite  bers  of  a  sales  team  no  matter  where  they  happen  to 
provides  the  working  tools.  NotesSuite  provides  a  be.  People  and  groups  of  people  will  feel  empowered, 
level  of  integration  that  makes  it  more  powerful  and  Because  for  the  first  time,  they  are  empowered. 


more  effective  than  any  desktop  suite  before  it,  and 


While  other  software  companies  can  only 


in  turn  your  company  becomes  more  productive.  promise  you  a  solution  for  your  team  collaboration 

And  with  the  addition  of  the  NotesSuite  Application  needs,  our  solution  is  available  today.  To  learn  more, 

Collection,  ten  unique  applications  designed  to  call  i-8oo-trade-up,  ext.  A753*  for  the  Lotus 

enhance  team  productivity,  the  benefits  of  team  Product  Gallery  CD,  explore  Lotus  on  the  World 


computing  increase  dramatically. 


With  The  Team  Computing  Benefits  Of 


NotesSuite  You  Will  Fully  Realize  The 


Wide  Web  at  www.lotus.com, 


Lotus 


or  contact  one  of  the  Lotus  Working  Together* 
Authorized  Resellers  below.  Your  company  can 


Potential  Of  Your  People.  Everyone,  at  every  level,  be  using  Lotus  NotesSuite  for  as  little  as  $299!+ 


*In  Canada  call  1-800-GO-LOTUS,  t  Source:  “ Lotus  Notes:  Agent  of  Change,”  International  Data  Corporation,  1994.  ft  $299  per  user  license  for  Lotus  NotesSuite  Desktop.  Minimum  purchase  of fifty  licenses 
required.  © 1995  Lotus  Development  Corporation,  55  Cambridge  Parkway,  Cambridge,  MA  02142.  All  rights  reserved.  Lotus,  Working  Together,  SmartSuite,  Lotus  Notes,  1-2-3,  Ami  Pro,  Freelance  Graphics 
and  Approach  are  registered  trademarks  and  NotesSuite  and  Organizer  are  trademarks  of  Lotus  Development  Corporation.  All  companies  are  registered  trademarks  of  their  respective  companies. 
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800-422-2383 


800-477-6479,  ext,  620 


Workgroup  Computing 


Micropolis  unveils  desktop  video-on-demand  server 


ByTerho  Uimonen 


Micropolis  Corp.  in  Chatsworth,  Calif., 
recently  announced  AV  Server  50,  which 
was  designed  to  provide  cost-effective 
desktop  video-on-demand  for  work¬ 
groups. 

Smaller  and  more  compact  than  its 


predecessors  in  the  AV  Server  line, 
which  provide  simultaneous  video  ac¬ 
cess  for  up  to  64  users,  the  AV  Server  50 
supports  up  to  16  simultaneous  analog 
video/audio  output  channels,  Micropolis 
said. 

With  the  forthcoming  proprietary 
VideoNet  and  VideoShare  software  man¬ 


agement  tools,  AV  Server  50  enables  vid¬ 
eo  server  accessibility  over  LANs  as  well 
as  accelerated  development  of  video 
server  applications,  officials  said. 

For  users  whose  PCs  have  third-party 
PC-TV  tuner  and  overlay  cards,  the  AV 
Server  line  offers  a  cost-effective  solu¬ 
tion  for  enabling  networked  computers 


to  display  analog  video  on  monitors  or 
external  televisions,  Micropolis  said. 
The  cost  for  the  cards  is  roughly  $150  per 
client,  officials  said. 

AV  Server  50  is  available  now. 

Pricingfor  AV  Server  50  with  the  Video- 
Net  network  manager  software  for  mul¬ 
tiuser  control,  which  ships  in  June,  will 
begin  at  $20,000.  Four  Motion  Picture  Ex¬ 
perts  Group-2  video  channels  and  6G 
bytes  of  storage  are  included. 

Library  available 

Also  shipping  in  June  is  VideoShare,  Mi¬ 
cropolis’  prepackaged  front-end  soft¬ 
ware,  which  will  let  users  build  video  li¬ 
braries,  officials  said. 

The  VideoShare  host,  which  houses 
the  video  library  application,  can  reside 
on  any  PC,  and  users  can  access  then 
library  using  the  VideoShare  Client 
browser. 

Suggested  pricing  for  VideoShare  is 
$595  for  one  library  and  five  clients.  Each 
additional  client  costs  $79. 

A  VideoShare  developer’s  kit  that  en¬ 
ables  value-added  resellers  and  systems 
integrators  to  create  customized  appli¬ 
cations  will  carry  a  list  price  of  $2,500, 
which  includes  licensing,  Micropolis 
said. 


U imonen  is  a  writer  at  the  IDG  News  Service. 


Briefs 


Manager  packages  united 

NetLabs,  Inc.  in  Los  Altos,  Calif., 
has  integrated  its  NetLabs/Asset 
Manager  2 .0  with  Horizons  Tech¬ 
nology,  Inc.’s  LANauditor  soft¬ 
ware  to  support  inventory  data  col¬ 
lection  from  various  operating 
systems.  Those  systems  include 
DOS,  OS/2,  Windows  and  Macin¬ 
tosh  PCs  in  addition  to  the  Unix 
systems  that  Asset  Manager  al¬ 
ready  supports.  Separately,  Hew¬ 
lett-Packard  Co.  licensed  San 
Diego-based  Horizons’  LANaudi¬ 
tor  for  integration  with  its  HP  As¬ 
set  Management  Service,  which 
previously  focused  on  Unix  envi¬ 
ronments. 

AST  gets  NetWare  bundle 

AST  Research,  Inc.  has  an¬ 
nounced  it  will  preload  Novell, 
Inc.’s  NetWare  4.1  on  selected 
models  of  its  Manhattan  server. 
The  NetWare  bundle  includes  pre¬ 
installed  software  for  network  and 
power  management  and  virus  pro¬ 
tection.  AST  also  said  it  is  offering 
an  uninterruptible  power  supply 
and  a  Peripheral  Component  Inter¬ 
connect  Ethernet  card  option  on 
the  Manhattan  servers.  The  com¬ 
pany  also  rolled  back  prices  by  1 3% 
to  22%  on  some  low-end  and  mid¬ 
range  Manhattan  servers. 


Project  management  is  an  uphill  battle. 


mv. 


P3  screens  provide  a  wealth  of  information  at  a  glance,  including  target 
comparisons,  resource  conflicts  and  task  relationships.  P3  even  allows  you  to 
embed  documents,  graphics  and  other  OLE  objects  directly  into  your  project 


Resolve  resource  conflicts  before  they  start. 

Define  resource  availability  that  changes  over  time. 
Collect  time  sheet  data  electronically.  Report 
progress  from  remote  sites  using  cc:Mail®  or 


Give  them  a 
fighting  chance,  i 

Now  you  and  your  team  can  plan  and  control 
multiple  projects,  even  with  limited  resources. 

Primavera  Project  Planner®  (P3®)  for  Windows™  is 
the  IS  manager’s  weapon  of  choice  for  managing 
multiple  projects  where  resources  are  scarce. 

No  other  software  helps  you  react  as  quickly  or 
as  intelligently  to  changes  in  schedules,  priorities, 
specifications,  feature  sets,  assignments  and  commit¬ 
ments.  It  doesn’t  matter  how  big  the  challenge  is,  P3 
supports  unlimited  master  and  subproject  structures. 

Microsoft®  Mail.  Then  use  P3’s  superior  analysis  tools 
to  forecast  problems,  test  alternative  solutions  and 
take  corrective  action  with  confidence. You’ll  get 
more  done  faster  because  P3  is  true  multiuser 
software  with  full  record  locking. 


Maintain  the  high  ground.  An  advanced 
WYSIWYG  report  writer  is  included  to  help  you 
prepare  persuasive  and  information-rich  reports 
and  graphics.  And  P3’s  database  is  ODBC-compliant 
for  integration  with  other  corporate  systems. 

If  you  love  the  thrill  of  victory,  start  managing 
your  projects  with  Primavera  Project  Planner. 

Call  1-800-423-0245  today. 


PRIMAVERA 

Hoxv  the  world  says  project  management 

Two  Bala  Plaza  •  Bala  Cynwyd,  PA  19004  •  USA 
(610)  667-8600  •  FAX:  (610)  667-7894 
Internet:  sales@primavera.com 


Pul  the  power  of  jP^iaverajto  work  in  your  organization. 
Call  for  your  free  video:  l-8(KM23-0245. 


Primavera  Project  Planner  and  P3  are  registered  trademarks  of  Primavera.  Third-party  names  and  trademarks  are  the  property  of  their  respective  holders. 
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The  New  Business  Pathfinder 


A 


The  Chinese  character  for  crisis  JfL  contains  the 


pictographs  for  “danger”  and  “opportunity. 


It’s  particularly  appropriate  in  these  uncertain  times. 


» 


For  businesses  challenged  to  integrate  people,  products  and 
processes,  we  are  the  premier  implementer  of  SAP’s  software,  which 
does  it  flawlessly. 


For  managers  focused  on  global  competition,  we’re 
in  the  world’s  major  marketplaces,  ready  to  help. 


And  CEOs  wondering  how  to  manage  the  changes 
their  strategic  vision  requires  will  find  in  us 
the  fresh  thinking  of  youth  and  the  insights 
of  long  experience. 


▼ 

The  merger  of  ICS  with  Deloitte  &  Touche  LLP 
adds  strength  to  strength. 


After  all,  no  one  knows  business  like  Deloitte  &  Touche. 
And  no  one  knows  SAP  like  ICS. 


IPC 

Deloitte 

A 


DeloitteTouche 

Tohmatsu 

International 


Chadds  Ford  Business  Campus,  Brandywine  5  Building,  Chadds  Ford,  PA  19317 
1 .800.868.5427;  Outside  N(/rth  America  -  1 .6 10.558.7235 


©  1 995,  Cognos  Corporation.  Axiant,  Cognos,  PowerPiay  and  Impromptu  ate  trademarks  of  Cognos  Corporation. 
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C  o  in  rn  untar  y 


Jeffrey  Henning 

Groupware 

dilemma 


When  it  comes  to  groupware,  there  are 
two  types  of  IS  managers.  IS  Manager 
Type  1  is  afraid  that  the  groupware  im¬ 
plementation  he  has  overseen  will  not 
meet  upper  management’s  need  to  radi¬ 
cally  transform  the  company.  IS  Manager 
Type  2  is  not  worried  in  the  least. 

What  is  the  secret  to  the  confidence  of 
all  those  IS  Manager  Type  2s?  Just  this: 
They  are  retiring  this  summer.  The  only 
groupware  in  their  future  is  a  tango  with 
the  social  director  at  Pleasant  Valley 


Retirement  Center. 

Those  of  you  whose  career 
planning  is  less  shrewd  may 
find  that  now  is  a  good  time  to 
take  that  sabbatical  you  al¬ 
ways  wanted.  If  you  don’t, 
you’ll  find  that  management 
has  latched  onto  groupware  as 
“The  Next  BigThing,”  sure  to  revolution 
ize  your  company  where  total  quality 
management,  empowerment  and  open- 
book  management  all  failed  before. 


Client? 


Server? 

Do  I  Need  Both? 


Building  core  applications  means  answering  some  tricky 
questions.  Is  your  application  too  big  or  important  to 
deploy  on  a  PC  alone?  Are  you  fully  leveraging  your 
server?  What  about  data  integrity? 

Axiant  is  client/server  application  development 
with  answers. 

Cognos  has  always  understood  the  power  of  the 
server.  So  unlike  other  client/server  development 
tools,  Axiant  gives  you  applications  with  optimized 
deployment  -  the  choice  of  deploying  on  client,  server, 
or  in  combination,  all  from  the  same  code  base. 

More  choices  mean  more  strength. 

Axiant  applications  can  be  simultaneously  deployed 
under  MS  Windows  and  on  terminals.  Mission-critical 
applications  like  data  entry,  OLTP  and  production 
reporting  can  reside  on  the  server.  While  decision  sup¬ 
port  applications  using  PowerPiay* and  Impromptu* 
our  reporting  and  analysis  tools,  can  run  on  a  PC. 


Get  answers  now!  Attend  our  Axiant  Workshop. 

At  the  full-day  Axiant  Answers  Workshop,  you’ll  get 
to  try  Axiant  for  yourself.  Plus,  you’ll  get  expert  instruc¬ 
tion  on  how  to  build  high-performance  transaction 
intensive  applications  and  -  _ 

interactive  decision  support  /rWne>  Ca 
environments.  It’s  all  part  of  Sc/,aumf>Urg  ApriI  26  0r27 

this  hands-on  workshop.  frvi'ig,  tx  ^ay  2  °r  3 

Discover  Axiant  and  the  PIeasant0n  <  A  Klay  4°rs 
best  of  both  deployment  SecauCUs>  ^  A*a>'  8  or  9 

worlds.  Sign  up  today!  Xlas°n,on  16  or  17  | 

May  1 9  / 


1-800-365-3968,  ext.  2203 


THE  AXIANT  WORKSHOP.  REGISTER  NOW! 


Tools  that  build  business 


For  some  of  you,  doubtless  in 
your  twenties  or  thirties,  early 
retirement  won’t  work.  Once 
your  IS  management  has  all  re¬ 
tired  and  left  you  in  charge, 
you’ll  realize  that  you’re  up 
next  to  take  on  the  groupware 
challenge.  Hey,  you  grew  up 
with  Jimmy  Carter’s  presidency,  New 
Coke  and  reruns  of  The  Brady  Bunch  — 
you’re  used  to  diminished  expectations. 
So  here’s  an  overview  of  the  groupware 
industry. 

The  leading  product  is,  of  course, 
Lotus’  Notes.  I  say  “of  course”  because 
whenever  you  ask  someone  what  group- 
ware  is,  he  always  says,  “You  mean  like 
Notes?”  rather  than  truthfully  answer¬ 
ing,  “I  couldn’t  tell  the  difference  be¬ 
tween  groupware  and  a  Monkees  group¬ 
ie.”  Notes  primarily  handles  electronic 
mail  and  database  management. 

Wait,  you  say,  don’t  I  have  E-mail  and  a 
database?  Yes,  but  Notes  purports  to 
combine  them  in  a  powerful,  transform¬ 
ingway.  Imagine  taking  four  mop-top 
wanna-bes  off  the  street,  hiringthebest 
songwriters  for  them,  teachingthem  to 
play  instruments  and  commissioning  a 
comic  script -writing  genius.  Bam,  it’s  the 
Monkees !  They’ve  been  transfer med  into 
a  musical  powerhouse.  Now  if  only  some¬ 
body  could  do  the  same  for  Notes. 

Groupware  technology 

Wait  a  minute,  some  of  you  might  be 
thinking.  Upper  management  wants  to 
transform  the  company  so  that  people 
work  together  better.  Isn’t  it  naive  to 
trust  technology  alone  to  accomplish 
this?  Wouldn’t  it  be  better  if  the  company 
engaged  in  team-buildingexercises? 

No,  if  these  upper  managers  can  rely 
on  a  technology  such  as  groupware  to 
transform  their  company,  then  it  is  your 
responsibility  to  carry  it  out.  So  nowyou 
see  why  so  many  of  your  fellow  IS  man¬ 
agers,  now  sunning  in  Florida,  realized 
that  Notes  would  never  solve  the  prob¬ 
lems  that  corporate  management  should 
have  been  addressingwith  a  broad  range 
of  initiatives. 

Well,  there  is  some  good  news  if  you 
don’t  like  Notes.  Microsoft  has  an¬ 
nounced  Exchange,  its  powerful  group- 
ware  product.  Microsoft  understands 
your  groupware  concerns.  That  is  why  it 
is  offering  a  special  promotional  offer  on 
Exchange  —  if  you  pay  for  it  now  (and 
promise  to  place  an  order  with  the  Home 
Shopping  Network  for  “The  Complete 
Episodes  of  The  Monkees”),  Microsoft 
will  guarantee  not  to  release  Exchange 
before  you  retire. 

So  if  senior  management  is  hell-bent 
on  transformingthe  firm  through  group- 
ware,  tell  them  to  wait  for  Microsoft  so 
you  can  thoroughly  evaluate  all  options. 
(No  one  was  ever  fired  for  waiting  on  Mi¬ 
crosoft.)  You  can  hope  that  by  the  time 
Exchange  is  released,  senior  manage¬ 
ment  will  have  moved  on  to  the  next  big 
thing  and  will  no  longer  be  looking  to 
groupware  as  a  cure-all,  or  you’ll  be  safe 
in  your  Florida  retirement  community. 

Henning  is  an  analyst  at  Constellation  Interna¬ 
tional,  a  consultancy  in  Norwell,  Mass.  He  can 
be  reached  on  CompuServe  at  74774,157. 
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THE  NUMBER 


WINDOWS  NT 
BACKUP  SOLUTION. 


Now  Introducing  Version  6. 

The  Only  Windows  NT  Glient/Server  Backup  You  can  Buy. 


You  don’t  get  to  be  NUMBER  ONE  overnight. 

Arcada  earned  its  reputation  as  ‘‘The  Authority 
in  Windows  NT  Backup”  by  providing  the 
most  automated  enterprise-wide,  32-bit  backup  for 
thousands  of  Windows  NT  customers  world-wide,  day- 
after-day,  with  unparalleled  reliability. 

With  its  exclusive  ExecView™  monitoring  console,  Backup 
Exec  allows  the  only  server  data  protection  with  comprehensive, 
centralized  administration  and  monitoring  for  Windows  NT. 

Only  Backup  Exec  supports  any  combination  of  clients  on 
your  NT  network.  Plus,  Backup  Exec  is  the  only  solution  to 


offer  complete,  integrated  support 
for  Microsoft  BackOffice. 


ffi 


MICROSOFT 

If  you’re  transitioning  to  Windows  NT,  comfmmt 

32-Bit  Application 

we  re  the  only  one  that  can  get  you  there 
immediately  and  without  risk  with  Microsoft  Tape  Format 
support  and  the  capability  to  read  Cheyenne  ARCserve  for 
NetWare  and  SyTOS  Plus  for  OS/2  tapes. 


Backup  Exec  -  the  only  Windows  NT  backup  you  can 
count  on.  Fora  full  working  30-day  Free  Evaluation 
copy  call  1-800-729-7894  today. 


Arcada 

The  Authority  In  Windows  NT  Backup 


Arcada  Software.  Inc..  37  Skyline  Drive.  Suite  1101.  Lake  Mary.  FL  32746  Tel:  1 -800-3ARCADA  •  (407)-333-7770 
©1995  Arcada  Software,  Inc.  All  trademarks  or  registered  trademarks  are  property  of  their  respective  owners 


You’ve  upgraded  just  about  every¬ 
thing  else.  Now  make  those  technology 
investments  really  pay  off 
by  upgrading  your  people 
with  the  right  training. 

All  it  takes  is  a  call  to 
ExecuTrain,  the  computer 
training  leader. 

While  millions  are 
spent  each  year  on  tech¬ 
nology  in  the  quest  for 
productivity,  training  is 
surfacing  as  the  missing  link  to  achieving 


greater  productivity  and  ROI.  In  fact, 
when  an  independently  conducted  study 
asked  business  decision  makers  about 
ways  to  increase  productivity,  more  than 
60%  rated  training  as  more  important 
than  business  process  redesign,  net¬ 
working,  more  powerful  hardware  and 
friendlier  software. 

Just  one  day  of  ExecuTrain  training 
can  increase  user  productivity  30% 
or  more.  And  our  unique,  easy-to- 
understand  courseware  and  outstand¬ 
ing  instructors  make  it  easy  to  pick  up 


new  computer  concepts.  Best  of  all, 
ExecuTrain  offers  free,  unlimited  tele¬ 
phone  support,  more  than  90  locations 
worldwide,  and  a  money-back  guarantee. 

So  make  sure  you  upgrade  the  “soft¬ 
ware”  that  can  make  the  biggest  difference 
in  your  productivity.  Call  ExecuTrain 
today  to  Upgrade  Your  People. 

®  ExecuTrain. 

The  Computer  Training  Leader 

1-800-535-9479 


Independent  studies 
of  ExecuTrain  clients 
show  one  day  of 
training  can  improve 
productivity  30%. 


®1994  ExecuT ram  Corporation.  All  Rights  Reserved.  ExecuTrain  and  the  ExecuTrain  logo  are  registered  trademarks  of  ExecuT rain  Corporation. 


Workgroup  Computing 


Ptech,  Inc.  has  announced  Framework 
3.1.11  for  business  process  design  and 
automation. 

According  to  the  Cambridge,  Mass., 
company,  Framework  3.1.11isasetof  ob¬ 
ject-oriented  modeling  tools  that  allow 
the  capture,  design,  prototyping,  cus¬ 
tomizing  and  automation  of  an  evolving 
business  process  of  a  company  or  divi¬ 
sion.  Each  user  shares  a  common  set 
of  definitions  and  symbols  that  let  the 
business  process  design  begin  at  any 
point. 

Framework  3.1.11  features  Ptech  Im¬ 
port/Export,  which  assigns  an  object 
identification  to  each  object  and  enables 
it  to  be  recognized  through  exchanges 
and  alterations. 

Framework  3. 1 . 1 1  is  available  for  U nix 
and  Microsoft  Corp.’s  Windows  NT  plat¬ 
forms. 

Framework  3.1.11  costs  $6,000  for  a 
Unix  version  and  $5,000  for  a  Windows 
NT  version. 

^  Ptech 

(617)577-7100 


Alantec  Corp.  has  announced  Power- 
Hub  6000,  an  intelligent  switching  hub 
for  high-end  workgroups  and  depart¬ 
ments. 

According  to  the  San  Jose,  Calif.,  com¬ 
pany,  PowerHub  6000  delivers  LAN  back¬ 
bone  switching  hub  technology  to  work¬ 
group  and  department  LANs.  It  includes 
multiprotocol  routing,  full-featured 
bridging,  Virtual  LAN  support,  Ethernet 
and  100M  bit/sec.  or  “fast”  Ethernet  sup¬ 
port,  and  a  Fiber  Distributed  Data  Inter¬ 
face  (FDDI). 

PowerHub  6000  supports  up  to  36 
Ethernet  ports  and  either  one  or  two 
“fast”  Ethernet  ports,  or  one  FDDI  ring. 

Pricing  starts  at  $9,950. 

^ Alantec 

(408)955-9000 


Keyfile  Corp.  has  announced  Keyfile 
Open  SQL  Gateway. 

According  to  the  Nashua,  N.H.,  compa¬ 
ny,  Keyfile  Open  SQL  Gateway  lets  Key- 
file  users  access  relational  databases 
with  standard  SQL  applications.  It  also 
lets  them  query  any  workflows,  docu¬ 
ments  and  folders  that  are  being  man¬ 
aged  through  the  product.  The  product 
gives  users  access  to  development  lan¬ 
guages  that  are  now  generating  SQL  que¬ 
ries. 

Keyfile  Open  SQL  Gateway  was  de¬ 
signed  to  provide  relational  databases 


I  INVITE 

TOP  13. 
STUDENTS 

to  work  for  your  organization 
in  Computerworld’s 
1995-96  Campus  Edition. 
Deadline:  Sept  15 

1-800-343-6474  x20l 


with  information  on  user  activities  such 
as  document  and  folder  properties, 
cross-references  to  documents  folders 
and  workflow  history  status. 

Keyfile  Open  SQL  Gateway  provides 
access  to  relational  databases  from  com¬ 
panies  such  as  Microsoft  Corp.,  Sybase, 
Inc.,  Informix  Corp.  and  Oracle  Corp. 

Keyfile  Open  SQL  Gateway  costs 
$2,495. 

^ Keyfile 
(603)883-3800 


Here's  What  You  Get  When  You  Subscribe 

Over  four  years  worth  of  full  text 
articles  from  COMPUTERWORLD. 
Selected  graphics  from  each  issue 
showing  industry  trends,  product 
comparisons  and  more. 

Articles  from  COMPUTERWORLD’s 
annual  Premier  100  and 
Computer  Careers  magazines. 
Detailed  information  from  the 
Premier  100  -  data  about  IS 
budgets,  profit  growth,  total  scores 
and  company  highlights  about  all 
the  Premier  100  companies. 

Over  five  years  worth  of  articles 
from  the  Journal  of  Information 
Systems  Education,  published  by 
DPMA’s  Special  Interest  Group  on 
Education  (EDSIG). 

1  Annual  subscription  includes  four 
discs  updated  quarterly. 


Maximum  Computer  Technologies, 
Inc.  has  announced  Doublevision  for  X 
Window  Systems,  workgroup  remote- 
control  software  for  Unix. 

According  to  the  Kennesaw,  Ga.,  com¬ 
pany,  Doublevision  for  X  Window  Sys¬ 
tems  allows  users  to  share  X  applica¬ 
tions  across  any  TCP/IP  network, 
including  those  that  offer  dial-up  proto¬ 
cols.  It  also  is  hardware  and  software  in¬ 
dependent. 

Users  can  share  applications,  regard- 


COMPUTERWORLD  CD  Helps  You: 

•  Search  comprehensive  product 
and  vendor  information  quickly. 

•  Follow  critical  technology  trends. 

•  Analyze  top  company  IS  profiles. 

•  Execute  key  word  searches  on 
any  topic  in  seconds. 

•  Eliminate  mass  paper  storage. 

COMPUTERWORLD  CD  operates 
on  PC  (DOS  and  OS/2),  Mac, 
and  Windows  environments. 

Subscribe  today  and  become  a 
charter  subscriber  for  just  $295. 

You  save  $100  off  the  regular 
annual  subscription  rate  of  $395. 

Don’t  miss  this  opportunity  to  have 
quick  access  to  the  most  powerful 
news  source  on  information  systems. 

To  order  call: 

1(800)285-3821 


less  of  display  type.  Doublevision  for  X 
Window  Systems  works  with  any  X  soft¬ 
ware  or  hardware  to  provide  automatic 
color,  resolution  and  font  translation.  It 
offers  support  for  user  conferencing  and 
security  to  prevent  unauthorized  access. 

Pricing  for  Doublevision  for  X  Window 
Systems  starts  at  $495  per  tw'o-user  li¬ 
cense. 

^  Maximum  Computer 

Technologies 

(404)428-5000 


What  users  like  about 
COMPUTERWORLD  CD= 

“It  can  look  up  products  and 
company  names... indispensable.  ” 

“. .  .finds  product  information  and 
client  information  quickly.  ” 

.  full  base  text ,  good  graphical 
start  for  each  article.  ” 

“Can  search  across  multiple  issues 
and find  the  thing  I'm  looking  for. 
Makes  life  easier.  ” 

“Tl)e  sheer  volume  of  what 's  in  it. 

Eas)>  access  without  having  to  go 
to  a  library  sendee.  ” 

“It  has  information  not  foutul  on 
Compu  ter  Select.  ” 

Source:  Survey  of  COMPUTERWORLD  CD 
subscribers,  Moy  1 993. 

AU  trademarks  are  property  of  their  respective  owners. 
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Emerging  Technology  Applications 

Attn.  Sales  Department 
1 1 1  Speen  Street,  Framingham,  MA  01701 


Announcing  COMPUTERWORLD  CD 


Search  Over  25,000  Articles 
in  30  Seconds  -  from 
Your  Desktop. 

The  editors  of  COMPUTERWORLD  are  pleased  to 
announce  the  arrival  of  COMPUTERWORLD  CD. 

Now,  all  the  valuable  information  that  you  rely 
on  every  week  is  available  through  the  exciting 
technology  of  CD-ROM.  Just  think,  four  years 
of  COMPUTERWORLD  at  your  fingertips ...  no 
more  piles  of  back  issues  in  the  corner,  no  more 
frantic  searches  through  pages  of  newsprint . . . 
years  of  COMPUTERWORLD  ready  for  searching, 
analyzing,  cross-indexing  and  competitive  analysis. 
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True  interoperability 
and  reliability  make 
the  RBX  200  the  winner 
in  remote  routing. 


’If  not  satisfied,  simply  return  the  RBX  200  within  30  days  of  purchase  for  a  full 
warranty  refund.  Call  S00-545-7464  for  full  terms  of  our  limited  warranty. 


At  under  $2,000,  the  award-winning 
RBX  200  provides  more  functionality 
at  less  cost  than  any  remote 
router  available. 


The  OpenROUTE  to  IP 


It  all  starts  with  IP.  If  a  remote  router  can’t 
do  it  right,  there’s  trouble  ahead.  Our  market-proven  IP  sends  your  data  via 
the  shortest,  most  economical  and  secure  paths  available.  And  reroutes  it  as 
conditions  change.  So  information  gets  where  it  needs  to  go  without  delay 
or  degradation.  And  our  Bandwidth  Reservation  and  WAN  Restoral  ensure 
your  data  gets  through.  It’s  all  part  of  Proteon’s  OpenROUTE™  internetwork¬ 
ing  software,  the  most  interoperable  ever  put  in  a  remote  router.  In  fact,  we 
guarantee  it  will  work  with  your  network*5.  ';v :  . 

The  RBX  200  is  also  available  with  our  award-winning  implementation  of 
Data  Link  Switching  (DLSw)  so  you  can  carry  SNA  traffic  across  TCP/IP  - 
reducing  communications  costs  up  to  50%.  Just  as  impor¬ 

tant,  installing  the  RBX  200  in  remote  sites  is  so  easy,  anyone  can  do  it.  And 
you  can  configure  and  manage  it  from  headquarters.  So  call  your  reseller  or 
call  Proteon  at  And  learn  how  the  RBX  200  can  per¬ 


form  for  you. 


proteon 


network 

"eriro 


©  1995  Proteon.  Inc. 
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Great  Western’s 
Jesse  King: 
Outsourcing  IS  will 

SAVE  MILLIONS,  72 


State  builds  budget  infobahn 


By  Mitch  Betts 

FRANKFORT.  KY. 


Iowa  floated  a  bond  issue  to  build  its  own 
fiber-optic  information  superhighway 
for  $100  million.  North  Carolina  got  leg¬ 
islative  appropriations  to  outsource  its 
$160  million  information  superhighway. 

Those  states  went  shopping  for  what 
observers  call  “Cadillac  networks.”  But 
the  commonwealth  of  Kentucky  is  taking 
an  approach  that  is  more  like  buying  a 
Chevy  on  the  installment  plan. 

The  so-called  information  highways 
typically  carry  voice,  data  and  video  traf¬ 
fic  —  using  Asynchronous  Transfer 
Mode  (ATM)  or  frame-relay  technology 
—  for  schools,  universities,  medical  cen¬ 
ters  and  state  and  local  government 
agencies.  Local  businesses  can  also  pig¬ 
gyback  on  the  networks. 

Last  December,  Kentucky  awarded  an 
information  highway  contract  worth  $8.7 
million  the  first  year  and  perhaps  $80 
million  over  its  10-year  life.  The  winning 
bid  came  from  a  team  of  local  exchange 
carriers  led  by  South  Central  Bell  Tele¬ 
phone  Co.  in  Louisville,  Ky.,  and  LCI  In¬ 
ternational,  Inc.,  a  McLean,  Va.-based 
long-distance  carrier. 


Commonwealth 
of  Kentucky 

Frankfort,  Ky. 


Challenge:  To  build  an 
affordable,  statewide 
information  super¬ 
highway  with  on-ramps 
in  120  counties. 


Strategy:  To  award  a 
10-year  contract,  with 
guaranteed  government 
traffic,  to  a  bidding  team 
led  by  local  exchange 
carriers. 


Results:  An  ATM 
network  that  will  save 
$1  million  a  year.  (But, 
the  losing  bidders  are 
protesting  the  contract.) 


However,  the  contract  is  on  hold  be¬ 
cause  the  three  losing  bidders  —  AT&T 
Corp.,  MCI  Communications  Corp.  and 
MFS  Communications  Co.  —  have  filed 
protests  complaining  that  the  local  ex¬ 
change  carriers  had  unfair  advantages 
in  the  competitive  bidding  process. 

David  A.  Ballard,  director  of  network 
services  at  Kentucky’s  Department  of  In¬ 
formation  Systems,  said  he  hopes  the 
dispute  will  be  resolved  by  July  1  so  that 
migration  from  the  state  government’s 
leased  lines  to  the  Kentucky  Information 
Highway  can  begin. 

Happy  with  price 

In  essence,  Kentucky  decided  to  pay  for 
the  new  network  out  of  its  regular  tele¬ 
communications  budget  because  getting 
additional  funds  from  the  legislature 
was  out  of  the  question. 

“One  reason  [for  the  pay-as-you-go  ap¬ 
proach]  is  that  we  don’t  have  any  mon¬ 
ey,”  quipped  Stephen  N.  Dooley,  commis¬ 
sioner  of  the  IS  department. 

“Our  goal  was  to  break  even  [with  the 
current  budget],  but  we  were  able  to  get 
significant  cost  savings.  We’re  ecstatic 
about  the  pricing,  ”  Ballard  said.  The  win- 
Kentucky,  page  72 
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Commonwealth  of  Kentucky 

Woild  Wide  Web  Services 

Welcome  to  the  Commonwealth  Data  Ceater  Web  Server 

You  are  oar  l047tftb  Vlritor. 

Out  gouts  an  to  daratop  tha  Common  wmltkY  public  actor  comaaaicotiots  nit  work  a  •  wwicty  acmsibte, 
■(fortUU*  InfmtUKUir*  root  ret  which  can  be  used  to  turn*  through  the  borrtrn  trartblonoljr  Imposed  by 
SPojrapky,  dcmofrapUo,  or  ibliity  to  pay.  Provtdt  the  capability  to  traaipon  tofonaartot  la  aay  electron  it  fora 
(wnir*,  virion,  data,  inuga  nr  radio)  among  pahtto  orfrv  agtar.tot,  erianatinaal  iewitaitoat,  mnanmlr  Oavainpmaar 
itttaratte  owl  gmtimwtmi  iarttatioM 

That  ole  Kentucky  home  page 


Kentucky  already  has  a  presence  on  the  World-Wide 
Web,  with  a  home  page  run  by  the  commonwealth’s 
Department  of  Information  Systems.  This  month, 
Kentucky  became  the  first  state  to  add  a  “virtual  tour” 
of  its  tourist  attractions  on  the  Web. 

The  next  step  is  for  the  state  government  to  get  its 
own  Internet  access  node. 

“We’re  beginning  to  swamp  our  university  connec¬ 
tion,  and  they  politely  asked  us  to  move  on,”  said  Ste¬ 
phen  N.  Dooley,  commissioner  of  the  IS  department. 

— Mitch  Betts 


Summit  addresses  growth, 
security  issues  for  Internet 


By  GaryH.  Anthes 

SAN  DIEGO 


A  small  cadre  of  networking  wizards 
who  have  guided  Internet  evolution  over 
the  years  said  the  ad  hoc  management 
practices  of  the  past  are  no  longer  ade¬ 
quate.  They  are  calling  on  users  and  ven¬ 
dors  to  increase  funding  for  the  Internet 
as  federal  support  is  withdrawn. 

They  also  said  users  and  vendors  must 
pay  more  attention  to  security  issues  if 
the  Internet  is  to  be 
used  for  electronic 
commerce. 

In  addition,  the 
group  is  urging  ven¬ 
dors  to  migrate  to  a 
new  version  of  IP,  but 
it  is  not  certain  if  the 
vendors  will  do  so, 
they  said. 

“The  Internet  is 
outgrowing  its  ad¬ 
ministrative  under¬ 
pinnings,”  said  Vin¬ 
ton  Cerf,  president  of 
the  Internet  Society, 
which  held  its  first 
Summit  conference 
here  recently.  “In 


1983,  there  were  200  machines  on  the 
’net,  and  in  1995  there  are  5  million. 
That’s  just  a  tad  scary.” 

Waiting  game 

Three  regional  bodies  that  register  IP 
addresses  and  perform  other  adminis¬ 
trative  chores  are  being  swamped  with 
requests,  and  that  has  led  to  delays  in 
some  users  getting  on  the  ’net. 

A  typical  wait  is  now  15  working  days 
when  theoretically  such  requests  could 
be  handled  in  a  day, 
said  Mark  Kosters, 
co-manager  of  Inter- 
NIC  Registration  Ser¬ 
vices  for  North  Amer¬ 
ica  at  Network 
Solutions,  Inc.  in 
Herndon,  Va.  “We  are 
getting  1,000  mes¬ 
sages  a  day,  with  700 
requests  for  new  or 
updated  domain 
names.  Growth  has 
far  exceeded  our  ex¬ 
pectations,”  he  said. 

Nevertheless, 
some  would  like  the 
three  registries  to 
take  on  new  and  de¬ 


The  Internet  at  a  crossroad 


Computers  attached  5  million 
to  the  Internet 

Countries  connected  94 
to  the  Internet 


Registered  Internet  100,000 
Protocol  networks  ■ 


World-Wide  Web 
sites 


37.ooo 


Rate  of  growth  9%  to  12% 

per  month 

Projected  computers  180  million 
attached  to  the 
Internet  in  2000 


Source:  Internet  Society.  Reston,  Va. 


manding  tasks  such  as  maintaining  di¬ 
rectories  of  Internet  users. 

U.S.-based  InterNIC  receives  its  fund¬ 
ing  from  the  federal  government;  that 
will  end  in  about  two  years  under  a  plan 
to  phase  out  government  support  for  the 
Internet.  Jon  Postel,  head  of  the  Internet 
Assigned  Numbers  Authority,  said  Inter¬ 
NIC  needs  more  funding, 
and  those  funds  should 
come  from  users  —  Internet 
access  providers  and  end 
users  who  come  to  InterNIC 
for  services. 

That  has  been  vital  to  suc¬ 
cessful  operation  in  Europe, 
where  InterNIC’s  counter¬ 
part  is  funded  by  138  service 
providers,  Postel  said. 

It  is  not  clear  how  great  an 
impact  registration  fees 
would  have  on  end  users, 
but  under  one  government 
proposal,  users  would  pay 
$100  per year  to  an  indepen¬ 
dent  registration  authority 
for  maintenance  of  a  domain 

Old  protocol 

On  the  technical  front,  the  Internet  com¬ 
munity  is  still  trying  to  decide  what  to  do 
about  an  aging  IP,  the  protocols  that 
route  data  packets  between  networks. 
The  IP’s  32-bit  address  space  is  running 
out  of  capacity  to  support  new  hosts,  and 
it  lacks  a  number  of  features,  such  as  se¬ 
curity,  optional  service  qualities  and 


more  flexible  routing. 

After  months  of  controversy,  a  commit¬ 
tee  of  the  Internet  Engineering  Task 
Force  (IETF)  recently  published  specifi¬ 
cations  for  IP  Version  6,  wi  th  a  1 6-byte  ad¬ 
dress  field  and  many  new  features  such 
as  encryption.  However,  there  is  some 
fear  that  vendors  and  users  will  not  move 
to  it  in  a  uniform  way. 

The  future  of  IP  Version  6 
depends  a  great  deal  on 
what  the  largest  vendors 
decide  to  do,  according  to 
Scott  Bradner,  co-chairman 
of  the  IETF  group  that  wrote 
the  IP  specification.  “Mov¬ 
ing  to  IP  Version  6  is  a  non¬ 
trivial  exercise,”  he  said. 
“Its  prospects  probably 
come  down  to  decisions  at  a 
few  big  companies  such  as 
Microsoft  and  the  cable  TV 
labs.” 

Jeffrey  Schiller,  area  di¬ 
rector  for  security  on  the  In¬ 
ternet  Engineering  Steering 
Group,  warned  that  security  threats  on 
the  ’net  will  increase.  “Now  it’s  mostly 
kids  joyriding  on  the  ’net,  but  as  money 
winds  up  on  the  ’net,  we’ll  see  real  espio¬ 
nage  types.” 

Schiller  warned  against  believing  that 
an  Internet  firewall  can  protect  corpo¬ 
rate  assets.  “If  your  only  defense  is  a  fire¬ 
wall  and  someone  figures  out  how  to  get 
through  it,  you  are  in  deep  doo-doo,’  he 
said.  “You  must  use  cryptography.” 


The  Internet  Society’s 
Vinton  Cerf:  The  num¬ 
ber  of  machines  on 


the  Internet  is  getting 
‘just  a  tad  scary  ’ 
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Network  management 


Common  interface  unites  management  suite 


By  Patrick  Dryden 


The  management  platform  war  has  escalated 
with  Bull  HN  Information  Systems’  announce¬ 
ment  that  its  software  for  controlling  enter¬ 
prise  networks,  systems  and  associated  func¬ 
tions  is  now  available  in  the  U.S. 

Bull’s  Integrated  Systems  Management 
(ISM)  platform  is  a  suite  of  network  manage¬ 
ment  applications  that  share  a  common  data¬ 
base  and  an  object-oriented  interface.  It  also 
represents  Bull’s  attempt  to  establish  a  beach¬ 
head  in  the  U.S.  market. 

ISM  is  a  mature  management  solution  that  is 
in  its  third  version.  The  platform  is  already  in 
use  at  roughly  400  sites  throughout  Europe, 
said  Claude  Derue,  product  marketing  director 
at  Bull,  whose  U.S.  office  is  in  Billerica,  Mass. 

Some  27  vendors,  including  Bay  Networks, 
Inc.  and  Cabletron  Systems,  Inc.,  said  they  will 
make  their  products  and  services  work  with 
ISM.  Novell,  Inc.  and  Microsoft  Corp.,  among 
others,  said  they  will  market  it,  and  Tandem 
Computers,  Inc.  has  adopted  ISM  as  an  option 
for  its  customers  worldwide. 

Bull  also  introduced  central  sign-on  and  ad¬ 
ministration  of  security  via  ISM  for  mainframe, 
U nix  and  network  operating  systems. 


ISM  lets  administrators  actively  manage  all 
elements  of  their  network  with  ease,  Derue 
said.  That  is  because  applications  in  six  do¬ 
mains  —  networks,  PC  stations,  systems,  data¬ 
bases,  security  and  telecommunications  — 


Supporting  Bull 


;  Groupe  Bull  is  seeking  support  for  its  object- 
|J  oriented  platform  to  manage  systems  and  networks. 
Partners  promising  pieces  for  the  ISM  framework 
include  the  following: 


S 


3Com,  Bay  Networks,  Cabletron  Systems 

Integrating  management  of  their  network  products,  jp 
Transcend,  Optivity,  Spectrum,  respectively 

Epoch  Systems,  MTI 

Providing  enterprise  backup/restore  toois 

Microsoft 

Allowing  ISM  to  access  Windows  NT  managers 

Novell 

Extending  server  manager  to  add  new  functions? 

Oracle 

Managing  Oracle  databases 

Remedy 

Integrating  help  desk  and  trouble  ticketing 


share  object  definitions  and  data,  with  integra¬ 
tion  agents  translating  among  the  myriad  pro¬ 
tocols,  he  said. 

With  Bull’s  system,  users  can  get  the  infor¬ 
mation  they  need  with  a  single  query,  said  Tim 
Wilson,  an  analyst  at  Decisis,  Inc.,  a  consultan¬ 
cy  in  Herndon,  Va. 

“Bull  has  the  technology  today,  ahead  of  the 
major  vendors,”  Wilson  said.  “But  the  down¬ 
side  is  that  they’re  not  even  a  blip  on  the  radar 
here.  They  have  a  major  uphill  battle  to  fight.” 

The  program  to  integrate  third-party  appli¬ 
cations  with  ISM  should  pave  the  way  for  ac¬ 
ceptance  in  the  U.S. 

Bull  will  add  extensions  to  Novell’s  server 
agent  to  enable  several  NetWare  management 
functions,  such  as  monitoring,  inventory,  soft¬ 
ware  distribution  and  security,  through  ISM, 
Derue  said. 

But  potential  users  may  still  balk  at  trusting 
everything  to  Bull,  Wilson  said.  “This  is  almost 
like  an  outsourcing  decision”  because  users 
must  commit  to  both  ISM’s  object  repository 
and  Bull’s  integration  services,  he  said. 

Pricing  for  ISM  modules  and  console  soft¬ 
ware  varies  by  network  configuration.  Access- 
Master,  for  example,  ranges  in  price  from  $100 
to  $350  peruser. 


Bull’s  suite 


Key  functions  include 
the  following: 
^-Systems:  Monitor 
and  automate  tasks 
such  as  job  scheduling 
and  backup 

►  Databases/ 
Applications:  Manage 
Oracle  and  other 
corporate  data 

^  Networks:  Manage 
multivendor,  mixed- 
protocol  networks 
(SNA,  SNMP,  CMIP) 

►  PCs/Workgroups: 
Manage  Novell, 
Microsoft  and  TCP/IP 
LANs  as  well  as 
software  distributions 
and  configuration 

^  Security:  Integrate 
authentication  and 
management  of  users 
networkwide 


Key  to  interactive  success:  Keep  it  simple 


By  Kim  S.  Nash  and  Ellis  Booker 


00k  out,  IS:  Couch  potatoes  are  going  to  change  the  way 
you  —  and  users  of  your  applications — work. 

However  complicated  interactive  TV  systems  are  be¬ 
hind  the  scenes,  the  various  cable,  telecommunications, 
software  and  entertainment  companies  must  make  them  look 
as  simple  as  pie  to  the  average  consumer. 

The  concept  seems  too  logical  not  to  carryover  into  business 
computing. 

“Sooner  rather  than  later,  we’ll  see  truly  usable 
GUIs  in  corporations  . . .  though  we  sure  aren’t 
swimming  in  them  now,”  said  one  Windows  devel¬ 
oper. 

Moreover,  consumer  applications  operated  by  re¬ 
mote  controls  in  the  hands  of  average  Joes  and  Jo¬ 
sephines  will  eventually  raise  the  bar  on  the  graph¬ 
ical  user  interfaces  (GUI)  we  use  at  work. 

Certainly,  there  are  basic  differences.  For  example, 
home  viewers  typically  sit  10  feet  away  from  their  screens, 
necessitating  the  use  of  icons  that  are  at  least  10  times  bigger 
than  those  we  see  on  the  job.  And  the  consumer  navigation  tool 
—  the  remote  control  —  is  far  more  limiting  than  the  key¬ 
board/mouse  combination  we  have  at  work. 

IS  developers  are  luckier  in  other  ways  as  well,  according  to 
Mike  Lasky,  director  of  a  digital  production  studio  at  Bell  At¬ 
lantic  in  Heston,  Va.  The  group  is  in  charge  of  creating  the  user 
interface  for  Bell  Atlantic’s  interactive  TV  venture  with  Nynex 
and  Pacific  Telesis. 

IS  developers  have  the  power  and  memory  of  a  PC,  w  hile  de¬ 
velopers  working  on  consumer  interfaces  must  make  them 
work  in  a  much  smaller  footprint.  They  have  to  cram  com¬ 
pressed  video  and  images,  netwox*k  interfaces,  a  runtime  oper¬ 
ating  system  and  individual  applications  into  the  2M  to  4M 


bytes  of  RAM  typical  of  today’s  set-top  boxes,  Lasky  said. 
“We’re  doing  a  lot  of  innovating  with  memory  management,” 
he  added. 

Lasky  declined  to  give  details  about  just  what  approach  his 
team  is  taking  to  make  managing  memory  more  efficient,  but 
he  said  he  expects  much  of  the  technique  and  new  technology 
being  created  for  interactive  TV  to  wash  up  on  business  shores. 

Take  cross-pollination.  For  its  user  interface  design  team, 
Bell  Atlantic  has  hired  all  sorts  of  professionals,  including 
graphic  artists,  on-air  graphics  experts,  documenta¬ 
ry  filmmakers  and  thinkers  from  the  MIT  Media  Lab. 
The  overriding  theme  for  these  people  is  simplic¬ 
ity,  Lasky  said.  Bell  Atlantic  has  to  put  together  an 
interface  that  is  so  easy  that  just  one  to  two  minutes 
of  training  is  needed. 

Of  course,  for  developers  of  business  applica¬ 
tions,  it  is  not  so  neat.  Corporate  users  need  to  accomplish 
a  greater  number  of  tasks  more  complicated  than  simply 

ordering  the  latest  Sly  Stallone  flick.  But  what  if  IS  develop¬ 
ers  designed  and  built  applications  with  similar  simplicity? 
Help  desk  workers  would  have  a  lot  more  time  on  their  hands. 

Bell  Atlantic  does  not  have  it  all  figured  out  either.  The  telco 
and  its  part  ners  this  month  began  alpha  testing  an  interactive 
TV  system  that  includes  home  shopping  and  video-on-demand 
applications.  Thirty  to  50  Bell  Atlantic  employees  are  acting  as 
guinea  pigs,  with  testing  to  be  expanded  to  several  hundred 
real  consumers  in  northern  Virginia  next  month,  according  to 
a  Bell  Atlantic  spokeswoman. 

“I  feel  like  we’re  the  Wright  brothers,”  Lasky  said  of  launch¬ 
ing  the  first  trials.  “I  know  that  we  will  get  to  747s  someday,  but 
now'  I’m  happy  that  the  airplane  gets  in  the  air  and  no  one  gets 
hurt.” 

This  is  an  occasional  series  about  the  lessons  that  the 
interactive  TV  trials  can  teach  IS. 


Briefs 


NetStar  adds  ATM 

NetStar,  Inc.  in  Minneapo¬ 
lis  plans  this  week  to  ship 
an  Asynchronous  Transfer 
Mode  (ATM)  adapter  card 
for  its  GigaRouter,  a  high- 
end  backbone  router  initial¬ 
ly  aimed  at  supercomputer 
networks.  The  router  can 
handle  up  to  16  of  the  155M 
bit/sec.  ATM  cards,  NetStar 
said.  The  first  customer 
for  the  ATM  devices  is  MCI 
Communications  Corp., 
which  is  using  GigaRouter 
as  part  of  a  project  for  link¬ 
ing  the  five  supercomput¬ 
ing  centers  funded  by  the 
National  Science  Founda¬ 
tion. 

WAN  app  touted 

Concord  Communica¬ 
tions,  Inc.  in  Marlboro, 
Mass.,  last  week  announced 
the  availability  of  its  new 
WAN  Health  application 
for  managing  wide-area 
network  bandwidth  utili¬ 
zation,  error  rates  and 
router  performance.  WAN 
Health  is  available  now  as 
a  stand-alone  product  for 
$20,000  or  as  a  module  of 
Concord’s  Trakker  network 
management  system  for 
$12,495. 
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Imagine  you’re  the  MIS  Director  of  a  major 
Wall  Street  brokerage  house.  You  know  that 
your  firm  depends  on  instant  access  to  ever- 
changing  market  information.  Even  minutes 
of  downtime  can  cost  the  firm  multi-millions 
in  lost  transactions.  Make  you  nervous? 

Not  if  you  have  a  complete  AT&T  SYSTEM  AX' 
Structured  Cabling  System  (SCS)  with  our 
new  multi-channel  384A  Video  Adapter.  This 
affordable  new  adapter  supports  a  minimum 
of  28  channels  of  broadband  video  with 
unmatched  reliability  And  since  it  does  the 
job  over  Category  5  Unshielded  Twisted  Pair, 
you  don’t  need  to  worry  about  installing 
coaxial  cable. 


To  run  broadband  video 
over  Unshielded  Twisted  Pair, 
major  brokerages  depend  on 
ultra-reliable  AT&T  SYSTIMAX® 
Structured  Cabling  Systems. 


As  always  with  SYSTIMAX  SCS,  you  get  the 
dependability  that  comes  only  with  the  world’s 
most  tested  cable  products.  Which  means  you’ll 
be  well  prepared  for  any  new  applications  now 
coming  your  way  What’s  more,  there’s  the  peace 
of  mind  that  everything’s  backed  by  Bell  Labs 
and  that  our  manufacturing  facilities  are 
ISO  9001  certified. 

So  whether  you’re  looking  at  a  new  installation 
or  a  retrofit  -  on  Wall  Street  or  off-  make  it 
future-proof  with  SYSTIMAX  SCS.  And  with  a 
certified  installation,  enjoy  the  protection  of  an 
unsurpassed  15-year  extended  product  and 
applications  assurance  warranty 

For  the  resellers  in  your  area  who  can  bring 
you  SYSTIMAX  SCS,  call  1  800  344-0223, 
ext.  5042.  Outside  the  U.S.,  call  602  233-5855. 


AT&T  SYSTIMAX  SCS 


THE  LAST  CABLING  SYSTEM 

YOU’LL  EVER  NEED 


AT&T 

Network  Systems 


WANT 


'-•'Wr'Vf'. 


g  WordPad 


YOU 


PLANNING  FACT 


xploring  -  Windows 


Bring  Windows  95  to  the  desktop  and  you 
can  bring  balance  to  your  organization. 
You  can  customize  and  automate  software 
installation.  You  can  control  nearly  everything  from 
your  desktop.  You  can  let  multiple  users  share  a 
single  PC.  Nobody's  the  wiser.  Everybody  wins. 


for  Windows  95,  you  can  access  the 
Registry  locally  and  remotely.  Windows  95 
comes  with  agents  for  many  management 
standards  such  as  Remote  Procedure  Call 
(RPC),  Simple  Network  Management 
Protocol  (SNMP)  and,  shortly  after  release, 
Desktop  Management  Interface  (DMI). 


want 

^  FREEDOM 

CONTROL. 


Crowd  Control 

You  control  network  access  from  a  single 
location,  where  validated  user  logon  is 
authenticated  by  the  security  structures 
of  Windows  NT™  Server  and  Novell® 
NetWare?  User  Profiles  allow  different 
users  to  log  onto  any  connected  PC  and 
see  "their  own"  desktop.  Each  name  and 
password  retrieves  a  user  profile  from 
the  Registry,  dictating  desktop  layout, 
fonts,  network  connections,  shared 
resources  and  access  privileges  to 
applications  and  data.  Users  can  work 
productively  anywhere  on  the  network. 


Centralized  Control 

Windows  95  gives  you  one  simplified, 
unified,  "mini-database"  for  all  your 
configuration  files.  The  system  Registry 
eliminates  the  confusion  of  config.sys, 
autoexec.bat,  .INI  files,  etc.  It  allows 
user-specific  settings,  such  as  personal 
desktop  preferences  and  network  access. 
It  includes  PC  hardware-specific  settings. 
It  includes  system  policies,  which  allow 
IS  professionals  to  control  configuration 
and  override  user  settings. 

Remote  Control 

Install  and  configure  the  Windows  95 
operating  system  on  your  users'  PCs 


without  leaving  your  desk.  Control  which 
parts  of  the  system  you  install,  and 
automate  the  procedure.  You  can  decide 
who  has  network  privileges,  access 
to  control  panels  and  even  which 
applications  users  have  access  to. 
The  Registry  lets  you  efficiently  manage 
and  support  each  of  your  user's 
desktops.  You  can  change  individual 
user  preferences  and  privileges.  You 
can  make  global  changes  that  affect 
all  users.  You  can  remotely  monitor 
systems  and  performance  for  more 
efficient  troubleshooting.  By  using  network 
management  applications  designed 


For  a  Closer  Look 

Look  no  further  than  WinNews.  It's 
the  on-line,  electronic  newsletter  that 
updates  you  with  the  very  latest 
information  on  everything  you  need  to 
know  about  making  the  move  to 
Windows  95.  To  subscribe  e-mail  us  at 
enews9@microsoft.nwnet.com  with  only 
the  words  Subscribe  WinNews  in  the 
text  of  your  message. 
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Great  Western  banks  on  outsourcing 


By  Neal  Weinberg 


Great  Western  Bank’s  recent  buying 
spree  stretched  its  information  systems 
department  to  the  point  where  the  Cali¬ 
fornia-based  thrift  has  decided  to  focus 
on  writing  loans  and  leave  wiring  LANs 
to  the  pros. 

After  an  abortive  attempt  to  expand 
the  company’s  information  technology 
infrastructure  in-house,  the  bank  is  now 


Jesse  King,  senior  V.P.,  says  Great  Western  will 
save  $4Mto  $5Ma  year  from  outsourcing 


in  the  midst  of  a  $325  million,  multiyear 
project  to  outsource  its  information  ser¬ 
vices  —  except  for  the  main  data  center 
in  Chatsworth,  Calif. 

The  goal  is  to  reduce  costs  and  im¬ 
prove  customer  service,  said  Jesse  L. 


King,  senior  vice  president  and  control¬ 
ler. 

King  said  he  figures  the  bank  will  save 
$4  million  to  $5  million  a  year  by  taking 
the  outsourcing  route.  Over  the  life  of  the 
seven-year  contract  with  AT&T  Global 
Information  Solutions,  that  comes  to 
about  $30  million. 

Plus,  the  bank  does  not  have  to  make  a 
capital  investment  in  the  equipment,  and 
it  hands  off  the  operation,  maintenance 
and  repair  of  the  network  to 
AT&T  GIS,  which  is  setting  up 
shop  at  the  bank’s  Chatsworth 
center. 

Missing  link 

Under  a  strict  timetable  laden 
with  severe  late  penalties,  AT&T 
GIS  is  installing  a  frame-relay 
network  linking  420  branches 
and  200  lending  offices  in  23 
states  to  the  main  hub  in  Califor¬ 
nia.  The  frame-relay  network  will 
provide  the  underlying,  high- 
bandwidth  structure  necessary 
for  the  bank  to  implement  an  en¬ 
tirely  new  deposit  system. 

The  $160  million  contract  with 
AT&T  GIS  was  signed  in  Novem¬ 
ber  1994,  and  the  entire  network 
must  be  up  and  running  by  April 
1996.  That  is  when  new  deposit 
software  from  Hogan  Systems, 
Inc.  goes  on-line. 

Already,  certain  pilot  branches  are  on 
the  frame-relay  system,  according  to 
King.  The  20-month  project  to  replace  the 
deposit  software  is  on  schedule,  he  add¬ 
ed.  Andersen  Consultingis  managingthe 
conversion. 


Great  Western 
Bank 

Chatsworth,  Calif. 


Problem:  Major 
acquisitions  have 
stretched  IS  department 
resources  to  the  limit. 


On  top  of  that,  Electronic  Data  Sys¬ 
tems  Corp.  is  puttingin  new  software  for 
check  processing. 

It  is  crucial  that  the  outsourcing  effort 
succeed  for  the  bank  to  re¬ 
main  an  independent 
player  in  a  time  of  intense 
industry  consolidation, 

King  and  other  observers 
said. 

Bruce  Harting,  an  ana¬ 
lyst  at  Salomon  Brothers, 

Inc.  in  New  York,  said  he 
applauds  Great  Western’s 
efforts,  noting  that  the 
bank  is  “overdue  on  ex¬ 
pense  reductions.” 

King  conceded,  howev¬ 
er,  that  the  upheaval  in¬ 
volved  in  an  outsourcing 
project  disrupts  people’s 
lives.  About  125  bank  em¬ 
ployees  became  EDS  em¬ 
ployees;  another  21  peo¬ 
ple  went  over  to  AT&T 
GIS.  And  the  information 
technology  department  is 
in  the  process  of  dropping 
from  about  770  people  to 
fewer  than  500. 

Even  with  all  the  chang¬ 
es,  however,  outsourcing 
the  main  data  center  was 
deemed  “too  big  a  step”  for  both  cultural 
and  financial  reasons.  The  bank  was  not 
ready  to  relinquish  control  of  its  central 
repository  of  financial  data,  King  said. 

Before  its  outsourcing  moves,  King  ex¬ 
plained,  the  bank  was  primarily  a  thrift 
institution  concentrating  on  writing 
mortgages.  But  then  Great  Western  em¬ 


Strategy:To  outsource 
major  bank  activities, 
including  a  new 
frame-relay  network  and 
check  processingand 
bank  deposit  systems. 


Results:  Anticipated 
savings  of  $4  million  to 
$5  million  peryear. 


barked  on  a  strategy  of  buying  the  depos¬ 
its  of  bankrupt  banks  that  had  been  tak¬ 
en  over  by  the  Resolution  Trust  Corp. 

For  example,  Great  Western  bought 
the  119  branches  and  $4.1  billion  in  as¬ 
sets  of  San  Diego’s  HomeFed  Bank  in  De¬ 
cember  1993  for  $151  million.  That  cata¬ 
pulted  Great  Western’s  deposits  to  $24 
billion,  making  it  the  third 
largest  financial  institution  in 
California. 

Out  of  its  league 

As  Great  Western  embarked 
on  its  acquisition  strategy  in 
the  early  1990s,  the  IS  depart¬ 
ment  attempted  to  handle  the 
increased  volume  in-house.  IS 
expenses  grew,  but  the  “skill 
sets”  did  not,  King  said. 

After  an  attempt  to  roll  out  a 
new  system  at  29  branches 
failed,  Great  Western  conclud¬ 
ed  that  it  should  stick  to  its 
core  competency  and  leave 
computingto  the  experts.  King 
was  hired  in  1993  to  slash  IS 
costs  and  upgrade  the  level  of 
service. 

David  Hochstim,  an  analyst 
at  Bear,  Stearns  &  Co.  in  New 
York,  said  Great  Western’s 
outsourcing  effort  could  have 
a  major  payback  in  terms  of 
cutting  costs  and  improving 
services. 

The  potential  downside  is 
getting  locked  into  a  long-term  contract 
that  reduces  the  bank’s  flexibility,  he 
said. 

King  looks  at  it  the  other  way.  By  not 
owning  the  equipment,  Great  Western 
will  have  an  easier  time  when  and  if  it 
wants  to  move  up  to  an  Asynchronous 
Transfer  Mode  network,  for  example. 


MEDICAL  ALERT... 

Unix  "vi"  Editor  Linked  to 
Premature  Baldness 

Stop  pulling  your  hair  out! 

Instead,  move  to  Unix  with 
the  mainframe  tools  you 
already  know  how  to  use. 

uni-SPF  ispf-style  Editor,  Browse, 
Utilities,  ....  even  Dialog  Mgmt! 

uni-XEDIT  cms-style  Editor  with 
Full  Macro  Support 

uni-REXX  Portable  System  Control 
and  Macro  Language 
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The  Workstation  Group M 
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Kentucky  building  budget  infobahn 


CONTINUED  FROM  PAGE  67 

ningbid  is  expected  to  cut  $1  million  from 
the  state’s  annual  $15  million  voice/data 
networking  bill. 

For  example,  a  56K  bit/sec.  line  under 
the  new  contract  will  cost  42%  less  than 
it  does  now,  and  aTl  line  will  be  55%  less, 
Ballard  said.  The  savings  will  stem  from 
the  length  of  the  10-year  contract  and  a 
guarantee  that  Kentucky’s  executive 
branch  agencies  will  use  the  network. 

Twelve  state  data  networks  will  be 
consolidated  into  one,  according  to  Bal¬ 
lard.  Also,  the  network  services  can  be 
marketed  to  the  private  sector  at  rates 
that  the  state  public  service  commission 
will  set. 

Source  of  contention 

“The  state’s  networking  business  had 
been  split  up,  but  a  consolidated  network 
with  guaranteed  government  traffic  is  a 
big  chunk  of  business.  So  it  is  not  surpris¬ 
ing  that  the  bidding  process  has  become 
contentious,”  observed  Milford  H. 
Spreeher,  an  analyst  who  tracks  the 
state  government  IS  market  for  Federal 
Sources,  Inc.  in  McLean,  Va. 


A  key  feature  of  the  state’s  request  for 
proposals  (RFP)  was  the  requirement  for 
a  network  access  point  in  each  of  the 
state’s  120  counties,  not  just  in  the  major 
cities.  With  such  access  points,  even  the 
state’s  most  rural  areas  would  not  face 
higher,  distance-sensitive  charges  for  ac¬ 
cess  to  the  backbone. 

“Kentucky  wanted  the  cost  of  access 
[to  be]  the  same  for  everybody,  even 
though  the  cost  of  service  is  higher  in  the 
boonies,”  Spreeher  said. 

Ballard  added  that  he  was  happy  that 
the  winning  bid  promises  to  provide  ATM 
service  within  six  months.  The  RFP  had 
required  ATM  service  only  within  two 
years  of  the  contract  award. 

For  states  trying  to  attract  new  busi¬ 
nesses,  building  a  showpiece  informa¬ 
tion  highway  is  becoming  a  competitive 
necessity. 

“When  companies  are  looking  at 
where  to  go,  they’re  not  just  looking  at 
water,  transportation  and  power  any¬ 
more.  Telecommunications  facilities  are 
the  new  infrastructure  issue,”  Dooley 
said. 
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Applications 
For  Windows 


Network  Your  Desktop  To  The  M 

World  with  Chameleon.  ^ 


BEST  VALUE. 

Chameleon  is  a  TCP/IP  Windows  desktop 
that  offers  more  applications  than  any  other 
product.  It  provides  you  with  a  comprehensive 
Windows  solution  for  TCP/IP  networking. 

SIX  INTEGRATED  SOLUTION 
SUITES. 

Chameleon  desktop  applications  are  integrated 
for  powerful  cross-functional  capabilities. 
Drag-and-drop  any  information  on  the  network 
between  applications  at  the  click  of  a  button. 


mainframes,  minicomputers,  PC-based  LANs 
and  WANs,  and  the  Internet. 

OFFICE,  HOME,  AND  REMOTE 
NETWORK  ACCESS. 

Connect  to  your  network  and  the  Internet  via 
LAN  or  dialup  access  with  one  easy-to-use 
software  package.  Send  and  retrieve  email, 
download  files,  print  documents,  login  to 
remote  hosts,  and  run  client/server 
applications.  Connect  your  PC  to  the  world 
with  Chameleon. 


OVER  40  FULLY 

INTEGRATED 

APPLICATIONS  INCLUDED: 

Host  Access 

Telnet:  VT100,  VT220,  VT320,  TVI, 
Wyse,  TN3270,  TN5250,  Visual  Script 
Editor  &  Player,  X  Windows* 

File  &  Printer  Sharing 
NFS  Client  &  Server* 

FTP  Client  &  Server 
LPR/LPD 

Electronic  Mail  &  Messaging 
SMTP  Mail  with  MIME 
IBM  PROFS 
Phone  Tag,  Tag  It 
Calendar/Scheduler 

Internet  Access 

WWW  Client  &  Server 

Gopher 

Newsreader 

Archie 

Whois 

Group  Collaboration 
ECCO  Personal  &  Group 
Information  Management* 
InPerson  Network  Whiteboard 

Desktop  Management 

Ping,  Finger,  Name  Resolver 
DNS  Client  &  Server 
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PC  Net  Time 

TCP/IP  Communications 
Winsock 

100%  DLL  TCP/IP  Stack 
LAN:  Ethernet,  Token  Ring 
Dialup:  SLIP,  CSLIP,  PPP  &  ISDN 

And  More... 


SEAMLESS  ACCESS  TO 
CORPORATE  INFORMATION 
RESOURCES. 


NetManage  Chameleon  includes  WinSock 
TCP/IP  and  is  100%  DLL/VXD.  Chameleon 


•Optional 

UPGRADE  TO  4.5  FOR  ONLY  $95! 


Chameleon  includes  more  applications  requires  only  6KB  memory  and  configures  in 

that  allow  you  to  access  information  on  Unix,  just  5  minutes. 


Microsoft® 

Windows,- 

COMIWIBLH 


NetWare 
Tested  and 
Approved 


Sept.  1994  Sept.  1994  Sept.1994 


Data  Comm 

MAGAZINE 


TESTERS 

CHOICE 


w 


INDOWS 


1  995  WIN  1  OO 


BQNetMamge" 

Network  Your  Desktop  To  The  World 

(408)  973-7171 

e-mail:  sales@netmanage.com 


©  1995  NetManage  Inc..  10725  North  De  Anza  Boulevard,  Cupertino.  Calilomia  95014.  U.S.A.  Fax:  (408)  257-6405  U  K.:  +44  (0)  1483  302333:  Israel:  +972-4-550234.  Germany  +49-8165-923  428: 
France:  +33-1-47  72  08  08.  Specifications  are  subject  lo  change  without  notice.  All  trademarks  are  property  ol  their  respective  companies. 


World  Wide  Web:  www.netmanage.com 


Enterprise  Networking 


r  he  t i  \i  e  r o  no  it  ri g  ii  t 


Stan  Schatt 

Which  switch: 
Stay  tuned 


In  the  not  too  distant  future,  TV  shows  at 
2  a.m.  will  be  more  entertaining  for  net¬ 
work  managers  than  the  current  late- 
night  crop. 

Of  course,  there  will  still  be  the  com¬ 
mercials  for  personal  injury  lawyers 
(“Don’t  pay  until  we  collect!”),  vocation¬ 
al  schools  (“Learn  how  to  be  a  brain  sur¬ 
geon  in  the  comfort  of  your  own  home”) 
and  psychics  (“Let  Madame  Polly  discov¬ 
er  when  you  will  meet  the  woman  of  your 
dreams”). 


But  soon  there  will  also  be 
commercials  for  Ethernet  and 
Token  Ring  switches.  These 
devices  are  becoming  so  prev¬ 
alent  and  inexpensive  that 
they  are  bound  to  become  a 
commodity  item.  Snappy  TV 
spots  are  sure  to  follow. 

Last  year,  I  surveyed  network  manag¬ 
ers  at  large  sites  and  discovered  that 
more  than  40%  have  an  interest  in  some 
sort  of  switch.  We  asked  about  Ethernet 
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j  superior  client/server  solutions. 


While  other  companies  have  rushed  head-long  to 
market  with  bits  and  pieces  of  "almost  there" 
technology,  Ross  has  quietly  gone  about  the  business 
of  building  a  superior  client/server  architecture.  And 
producing  a  full  suite  of  robust  open  systems  solutions 
that  run  on  HP,  Digital  and  IBM  platforms,  using  popu¬ 
lar  databases  like  Oracle,  Sybase,  Rdb  and  Ingres. 


If  You  Haven’t  Heard  From  Us  In  The  Last  Few  Months, 
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These  carefully  designed  client/server  systems 
offer  one  critical  advantage: 

They  work. 

The  benefits  to  you  are  simple.  Implementation 
time  is  shorter.  People  come  up  to  speed  faster  - 
with  less  training.  And,  since  we  took  the  time  to 


have  the  vital  functions  your  company  needs  to  max 
out  productivity. 

If  you're  a  high-growth  company,  you  can 
appreciate  the  fact  that  our  solutions  are  well  thought 
out  and  ready  to  start  giving  your  entire  organization 
quick  access  to  information.  With  no  endless  imple¬ 
mentations.  And  no  delay  in  ROI. 

So  find  out  the  difference  between  software 
done  fast  and  software  done  right.  Call  Ross  at 
1-404-851-1872,  ext.  3400.  Then  watch  your  mailbox. 
We've  been  too  busy  to  write.. .but  you're  going  to 
hear  from  i 
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and  Token  Ring  switches,  even 
imSSn  though  the  latterwas  not  readi- 
ifKJlIlf  available,  and  we  found  tre- 
mendous  interest  in  both. 
fJjBif  It’s  not  too  difficult  to  figure 
%Jjrf  out  why  users  are  so  interested. 

The  average  number  of  nodes 
per  LAN  continues  to  grow  rap¬ 
idly.  LANs  based  on  Banyan  Systems’ 
Vines  are  averaging  close  to  50  nodes 
each,  while  Digital’s  Pathworks  LAN s  are 
about  to  crack  the  magic  100-node  barri¬ 
er. 

When  we  examine  the  135,000  estab¬ 
lishments  in  Computer  Intelligence  Info- 
Corp’s  database,  we  discover  an  ever- 
increasing  number  of  network  traffic¬ 
intensive  applicationBnigratingdown  to 
the  LAN. 

Bit-mapped  applications,  particularly 
those  for  the  financial  and  insurance  in¬ 
dustries,  are  proliferating  like  phony 
Rolex  watches  in  Hong  Kong. 

Remember, 

Ethernet  was 
developed  for 
bursty  traffic. 

But  nowadays, 

LAN  traffic  is 
more  likely  to 
resemble  the 
steady,  heavy 
traffic  found  on 
a  Los  Angeles 
freeway  any 
time  of  the  day. 

Have  you  watched  the  red  light  indica¬ 
tors  on  your  intelligent  hubs  lately?  Uti¬ 
lization  is  clearly  start ingto  drift  into  the 
danger  zone  despite  LAN  segmentation. 

Switches  offer  a  cost-effective  way  to 
address  a  traffic  problem  at  its  work¬ 
group  source.  Why  upgrade  the  entire 
LAN  backbone  when  the  real  problem  is 
performance  among  a  group  of  five  or  six 
heavy  data  users?  Alantec  in  San  Jose, 
Calif.,  has  some  very  sophisticated 
switches  with  built-in  routing  capabili¬ 
ties  that  enable  the  LAN  as  well  as  the 
workgroup  to  run  efficiently. 

The  one  product  that  really  excites  me 
is  a  switch  from  Whitetree  Network  Tech¬ 
nologies  in  Palo  Alto,  Calif.,  with  the 
catchy  name  WS3000. 1  would  have  pre¬ 
ferred  something  more  memorable,  such 
as  The  Desktop  Jetstream.  This  stack- 
able  switch  automatically  adapts  to  han¬ 
dle  Ethernet  and  25M  bit/sec.  Asynchro¬ 
nous  Transfer  Mode  (ATM)  traffic. 

Present  and  future  solutions 

What  is  so  appealing  about  this  product 
is  that  it  solves  an  immediate  problem 
while  providing  a  migration  path  to  the 
next  performance  level. 

No  one  wants  to  buy  a  product  that  is 
going  to  be  declared  a  dinosaur  the  fol- 
lowingyear.  (Do  you  hear  that,  Microsoft 
and  Intel?)  I  think  more  and  more  LAN 
products  will  be  evaluated  on  whether  or 
not  they  offer  a  smooth  migration  path  to 
the  next  evolving  technology. 

As  far  as  I’m  concerned.  I’d  rather  buy 
a  switch,  particularly  a  switch  with  a  mi¬ 
gration  path  to  ATM,  than  fight  LAN  traf¬ 
fic  congestion. 


No  one  wants  to 
buy  a  product 
that  is  going  to 
be  declared  a 
dinosaurthe 
following  year. 
(Do  you  hear 
that,  Microsoft 
and  Intel?) 


74  COMPUTERWORLD  APRIL  24,  1995 


Schatt  is  a  LAN  service  director  at  Computer 
Intelligence  InfoCorp  in  La  Jolla,  Calif. 
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The  Better. 


Introducing  Solstice™  It's  the  single  solution  for  managing  all 
your  systems  and  your  whole  network,  too.  No  matter  how  big, 
gnarly,  or  heterogeneous  the  whole  thing  gets.  Unlike  the  competition. 
Solstice  gives  you  fully-integrated  system  and  network  management. 
From  PCs  to  routers  all  the  way  to  the  data  center.  And  Solstice  is 
fully  scalable,  from  a  few  nodes  up  to  tens  of  thousands  worldwide. 


It  works  with  your  existing  hardware  and  software,  which  is  just  one 
way  it  lowers  your  operating  costs.  And  best  of  all,  Solstice  actually 
exists.  Right  now.  Find  out  more.  Call  1 -800-SUNSOFT,  or  see  us  on 
the  Internet  at  http:/^www.sun.com/sunsoft/ 

And  do  it  soon.  Before  the  whole  enterprise  gets 
the  better  of  you.  SunSoft  Software  Products 


The  Network  Is  The  Computer™ 


SEE  US  AT  SUNWORLD  '95  •  BOOTH  #1020  •  MAY  23-25 


©  1 995  Sun  Microsystems.  Inc.  Sun.  the  Sun  logo.  SunSoft.  Solstice  and  Solaris  are  trademarks  of  Sun  Microsystems.  Inc.  All  other  trademarks  are  property  of  their  respective  owners 
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The  difference  between 
running  a  network  and  having 
a  network  run  you. 


Ask  people  who  manage  networks  what  they  want  in  a  PC  server 
and  everybody  says  the  same  thing:  “Something  to  make  life  easier.” 
So  here  they  are— the  new  line  of  IBM  PC  Servers. 

Along  with  the  IBM  PC  Server  300  for  small  LANs  and  the  500 
for  enterprise  networks,  we  introduce  the  IBM  PC  Server  320  with 
increased  flexibility  for  expanding  networks,  and  the  720,  a  superserver 
with  highly  advanced  and  easy-to-upgrade  1-  to  6-way  SMP. 

So  how  do  they  make  managing  your  network  more  manageable? 
First,  with  our  new  PC  Server  Start-Up  support1— a  part  of 
Help  Ware®—  you  can  call  us  for  free  for  the  first  90  days  and  we’ll 
handle  any  IBM  and  non-IBM  installation  or  configuration  problems. 
There’s  Server  Guide,  our  CD-ROM  software  that  streamlines  setup 
and  automatically  fine-tunes  for  optimum  performance.  And  finally, 
DMI-compliant  NetFinity,™  our  industry-leading  software  that  manages 
both  your  PC  server  and  PCs.2 

That’s  making  life  easier.  For  complete  details,  call  1  800  IBM-4  FAX 
(enter  #3529).  Or  visit  your  IBM  Authorized  Business  Partner. 


IBM  PC  Server  300: 

Intel ®  486DX2/66MHz  processor  or  60MHz 
Pentium* processor,  EISA/PCI,  8MB parity 
memory  expandable  to  128MB,  728MB  hard 
drive,  8  open  slots,  9  bays. 

IBM  PC  Server  320: 

Intel  90MHz  Pentium  processor,  multiprocessor 
enabled,  EISA/PCI,  16MB  parity  memory 
expandable  to  256MB,  ECC  on  SIMM  optional, 
256KB  of  L2  cache,  SCSI-2  fast  and  wide, 

6  open  slots,  9  bays,  standard  CD-ROM. 

IBM  PC  Server  500: 

Intel  90MHz  Pentium  processor,  MCA,  32MB 
ECC  memory  expandable  to  256MB,  256KB  of 
L2  cache,  SCSI-2  fast  and  wide,  6  open  slots, 

18  bays  for  hot-swappable  drives,  RAID-0,  1,  5 
enabled,  standard  CD-ROM. 

IBM  PC  Server  720: 

Intel  100MHz  Pentium  processor,  1-  to  6-way 
SMP,  MCA/PCI,  64MB  ECC  memory  expandable 
to  1 GB,  512KB  of  L2  cache  and  224B  of  L3 
cache,  SCSI-2  fast  and  wide,  7  MCA/PCI 
combination  slots,  18  bays  for  hot-swappable 
drives,  RAID-0,  1,  5  enabled,  standard  CD-ROM. 

All  Models: 

30-day  money-back  guarantee,  3-year 
on-site  warranty'  (same-day  service  on  500 
and  720,  next-day  on  300  and  320). 


There  is  a  difference™ 


'Copies  of  IBM's  Statement  of  Limited  Warranty.  PC  Server  Start-Up  support  and  30-day  money-back  guarantee  are  available  by  calling  1 800  772-2227.  'NetFinity  is  a  member  of  the  SystemView®  family.  Server  Guide  and 
NetFinity  available  as  options  on  PC  Server  300,  standard  on  all  others.  MB=  million  bytes.  IBM,  HelpWare  and  SystemView  are  registered  trademarks  and  NetFinity  and  There  is  a  difference  are  trademarks  of  International 
Business  Machines  Corporation.  Intel  is  a  registered  trademark  and  Pentium  is  a  trademark  of  Intel  Corp.  ©  1995  IBM  Corporation. 
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Ascend  Communications,  Inc.  has  an¬ 
nounced  Max  4000,  a  wide-area  network 
access  switch  for  analog,  Integrated  Ser¬ 
vices  Digital  Network  (ISDN),  switched 
digital  and  frame-relay  dial-in  traffic 
concentration. 

According  to  the  Alemeda,  Calif.,  com¬ 
pany,  Max  4000  concentrates  simulta¬ 


neous  dial-in  calls  from  analog,  ISDN  and 
frame-relay  circuits  onto  a  single  high¬ 
speed  digital  line.  This  lets  users  replace 
adapters,  routers,  terminal  servers  and 
modem  racks  with  high-speed  digital 
trunks. 

Max  4000  is  designed  to  support  up  to 
48  V34  analog  modem  users  at  speeds  of 
up  to  28.8K  bit/sec. 

Pricing  starts  at  $18,500. 

► Ascend  Communications 

(510)  769-6001 


Security  Dynamics  Technologies,  Inc. 
has  announced  upgraded  hardware 
access  control  modules  (ACM)  that  pro¬ 
vide  security  for  the  new  generation  of 
high-speed  modems  with  rates  of  up  to 
115K  bit/sec. 

According  to  the  Cambridge,  Mass., 
company,  the  high-speed  hardware  mod¬ 
ules  work  with  Security  Dynamics’ 
SecurlD  Card  to  provide  user  authentica¬ 
tion  technology  to  remote  users.  This  is 
achieved  via  secure  two-factor  authenti- 


Gel  the 

router  that  pays 

for  itself 
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You  just  can't  afford  an  ordinary  router 


Our  new  NetRunner® 
Integration  Router  not 
only  routes  IP  and  IPX 
traffic,  it  also  carries 
your  remote  legacy 

data,  fax  and 
phone  calls 
free  of  charge! 
You’ll  save 
hundreds, 
even  thousands  a 
month  in  communica¬ 
tion  costs. 


NetWare 
Tested  and 
Approved 


Here's  how  our  router  saves  you  thousands 


technology  which  auto¬ 
matically  handles  all 
remote  LAN  user  reloca¬ 
tions.  Even  better, 
EasyRouter  technology 
eliminates  the  need  to 
build  routing  tables  and 
set  gateway  configura¬ 
tions.  And,  the  NetRunner 
with  EasyRouter 
technology  is  fully 
compatible  with  other 
vendors’  routers. 


Ordinary  routers  can  connect  your  remote  LANs  and 
some  even  offer  legacy  data  integration  for  an 
additional  charge.  But  your  phone  and  fax 
communications  remain  separate— and  costly. 
NetRunner  multiprotocol  1-Routers  send  it  all  for  free 
over  a  single  connection,  saving  you  money  every  time 
the  network  is  used.  Legacy  data,  phone  and  fax 
charges  are  completely  eliminated. 

Save  Again. 

We’ve  designed  the  NetRunner  Integration  Router  for 
hassle-free  remote  IAN  administration,  saving  you  even 
more  money.  All  NetRunners  feature  EasyRouter 


Call  (800)  MIC0M  U.S.  [642-6687],  extension  1034  or 
(805)  583-8600,  extension  1034  to  start  your  savings. 
Ask  for  a  live  demonstration  of  voice  with  LAN/WAN 
and  a  schedule  of  our  free  nationwide  Voice  LANAVAN 
Integration  seminars.  Fax  (800)  343-0329. 

Look  into  NetRunner  today,  because  your  company  just 
can’t  afford  ordinary  routers. 

NetRunner.  The  Router  That  Pays  for  Itself. 


cation  through  a  one-step  log-on. 

The  modules  connect  directly  with  any 
RS-232  asynchronous  host  and  provide 
access  through  leased  lines,  dial-up  mo¬ 
dems,  workstations  or  terminals. 

Pricing  for  the  modules  starts  at  $650. 
SecurlD  Cards  start  at  $34  per  card. 

►  Security  Dynamics 
(617)547-7820 


McAfee  Associates,  Inc.  has  released 
BrightWorks  2.0,  an  integrated  enter¬ 
prise  network  management  suite  for  No¬ 
vell,  Inc.  NetWare  3.x  and  4.x  networks. 

According  to  the  Santa  Clara,  Calif., 
company,  BrightWorks  2.0  contains  mod¬ 
ules  for  server  monitoring,  server  perfor¬ 
mance  tuning,  advanced  scripting,  en¬ 
terprise  metering,  inventory  and  soft¬ 
ware  distribution.  The  product  also  has 
a  help  desk. 

Two-year  subscription  fees  for  Bright¬ 
Works  2.0  start  at  $42  per  node  for  50 
nodes. 

^  McAfee  Associates 

(408)988-3832 


Symantec  Corp.  has  announced  Norton 
Antivirus  for  Novell,  Inc.  NetWare  2.0. 

According  the  Cupertino,  Calif.,  com¬ 
pany,  Norton  AntiVirus  for  NetWare  2.0 
protects  NetWare  servers  and  lets  ad¬ 
ministrators  manage  workstation  and 
server  virus  protection  across  DOS,  Win¬ 
dows  and  Macintosh  platforms. 

The  product  features  cross-platform 
virus  alerts  and  reports  as  well  as  custo¬ 
mizable  virus  protection.  It  supports  Net¬ 
Ware  Directory  Services,  NetWare  4.1 
and  Windows  95. 

Pricing  ranges  from  $599  to  $2,799,  de¬ 
pending  on  the  number  of  users. 

► Symantec 

(408)253-9600 


XCD,  Inc.  has  announced  XJet  IVPlus,  an 
Ethernet  interface  card  for  connecting 
Hewlett-Packard  Co.’s  Modular  I/O  print¬ 
ers  and  plotters  to  LANs. 

According  to  the  Tustin,  Calif.,  compa¬ 
ny,  XJet  IV  Plus  plugs  into  the  Modular 
I/O  slot  on  HP  printers  and  connects 
directly  to  the  high-speed  internal  bus 
of  the  printer.  This  lets  it  operate  at  a 
high  speed  without  external  boxes  or  ca¬ 
bling. 

XJet  IV  Plus  supports  many  operating 
systems:  Unix  TCP/IP,  Novell,  Inc.’s  Net¬ 
Ware,  Digital  Equipment  Corp.’s  LAT,  Ap¬ 
ple  Computer,  Inc.’s  AppleTalk,  Micro¬ 
soft  Corp.’s  Windows  NT  3.5  and  Banyan 
Systems,  Inc.’s  Vines. 

XJet  IVPlus  costs  $495. 

►XCD 

(714)573-7055 


MONEY  RECRUITING  STAFF 

Advertise  in 
Computerworld’s 
regional  Careers  pages. 
They  Work. 

1-800-343-6474,  x20i 

Call  for  our  free 
Guide  to  IS  Recruiting  Tools! 
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BEFORE  YOU  LET  ANYONE 

INTO  YOUR  BACKOFFICE 


sag 


XT1 


Y'VE  BEEN  THROUGH  OURS 


You’ve  chosen  Microsoft®  BackOffice  technology.  Now,  how  can  you  be  certain  the  people  running  it  are  up  to  speed?  Simple.  Make  sure 
they're  Microsoft  Certified  Systems  Engineers.  This  certification  ensures  that  your  IT  professionals  are  able  to  plan,  implement,  and  support 
solutions  with  Microsoft  BackOffice  technology,  as  well  as  get  the  utmost  performance  from  it. 

In  order  to  become  a  Microsoft  Certified  Systems  Engineer,  candidates  must  pass  a  series  of  rigorous  exams  that  test  their  proficiency  with 
the  latest  Microsoft  BackOffice  products,  including  the  Windows  NT™  Server  operating  system.  Exams  are  performance-based,  requiring  a  true 
understanding  of  the  technology  and  an  ability  to  apply  these  skills  to  real-world  situations. 

Microsoft  certification  makes  your  IT  professionals  more  valuable  to  you  and  your  company.  They’ll  provide  improved  sen/ice  and  superior 
productivity.  Which  means  that  by  investing  in  Microsoft  certification,  you’re  not  only  making  the  most 
of  your  technology,  you’re  getting  the  most  out  of  the  people  running  it 

For  information  on  the  Microsoft  Certified  Systems  Engineer  credential  and  certification  training 
available  at  Microsoft  Authorized  Technical  Education  Centers,  call  (800)  636-7544,  Dept.  UGQ. 


Microsoft 


CERTIFIED  PROFESSIONAL 


Systems  Engineer 


©  1995  Microsoft  Corporator.  All  ngbts  reserved.  Microsoft  and  Windows  NT  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries. 
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PC/TCP 

OnNet 

for  DOS/Windows 


THE  WORLD'S  MOST  ADVANCED 
SUITE  OF  WINDOWS  TCP/IP 
APPLICATIONS  IS  ALSO  THE 
EASIEST  TO  USE. 

PC/TCP®  OnNet',"  an  integrated 
suite  of  VxD-based,  point-and- 
click  software  from  the  world’s 
leading  supplier  of  TCP/IP,  is 


designed  to  keep  your  PC 
interconnectivity  chores  from 
becoming  a  circus.  QnNet’s  built- 
in  applications  help  you  link 
mobile  users,  workgroups,  or  your 
entire  global  enterprise,  hassle  free. 

SIMPLE  TO  INSTALL. 

In  five  minutes,  you’re  ready  to  go 
anywhere,  thanks  to  our  intuitive 
installation  that  recognizes  existing 
network  configurations.  From  a 
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centralized  serve);  you  can  quick¬ 
ly  install  OnNet  across  large 
networks,  even  from  remote  sites. 

SIMPLE  TO  USE. 

PC/TCP  OnNet  puts  dozens 
of  easy-to-use  Windows 
applications  at  users'  fingertips, 
from  e-mail  to  file  transfer  to 
terminal  emulatioa  Connect  to  the 
Internet  from  anywhere  in  the 
world  with  our  advanced  serial  line 
Windows  Dialer.  And  nobody 
offers  more  comprehensive  techni¬ 
cal  support  than  FTP  Software. 

SIMPLE  TO  ADMINISTER. 

Our  DHCP  server  automatically 
assigns  IP  addresses  and  other 
configuration  information. 


G 


ANY 

WHERE 


It  also  keeps  track 
of  who  is  where,  so 
you  spend  less  time 
administering  and 
more  time  being 
productive. 

You  can  use  OnNet  today  over 
Windows  3.1  or  Windows  for 
Workgroups.  Plus,  we’re  ready  for 
Windows  ‘95. . .  are  you? 

1-800-282-4FTP,  ext.  420 
e-mail:  lnfo@ftp.com 
WWW:  http://www.ftp.com 
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•  Qualified  U  S 
Customers  Only 


Opening  Windows 
To  Productivity. 


FTP  Software,  100  Brickstone  Square,  Andover,  MA  01810  (508)  685-3300. 

PC/TCP  is  a  registered  trademark  and  OnNet  is  a  trademark  of  FTP  Software,  Inc.  Other  tradenames,  trademarks,  or  registered  trademarks  are  the  property  of  their  respective  holders. 


Hardware 


Software 

Corporate  Strategies 


In  search  of  100% 
uptime,  88 

New  products ,  89 


Alpha  lures  database  makers  to  port 


By  Neal  Weinberg 


Oracle  Corp.  was  the  first,  but  the  other 
major  database  vendors  are  running 
hard  to  port  their  software  to  Digital 
Equipment  Corp.’s  64-bit  Alpha  plat¬ 
form. 

Sybase,  Inc.,  Computer  Associates  In¬ 
ternational,  Inc.  and  Informix  Corp.  are 
all  planning  to  make  their  databases 
available  on  the  64-bit  Alpha 
systems. 

Andrew  Allison,  editor  of  the 
newsletter  “Inside  the  New 
Computer  Industry”  in  Carmel, 

Calif.,  said  it  is  not  surprising 
that  all  the  database  compa¬ 
nies  are  jumping  on  the  Alpha 
bandwagon.  “The  performance  gains 
are  literally  irresistible,”  he  said. 

The  64-bit  databases  are  expected  to 
be  used  for  data  warehousing,  highly 
technical  applications  and  decision  sup¬ 
port.  But  not  everybody  needs  that  kind 
of  power. 

“It’s  just  like  anything  else,”  said  Den¬ 
nis  Cottle,  a  systems  analyst  at  Carolina 
Power  &  Light  Co.  in  Raleigh,  N.C.  “When 
does  everybody  need  that  33rd  bit?  How 
much  power  do  you  really  need?” 

With  20G  bytes  of  data  stored  in  his 


system  and  an  upgrade  looming,  Cottle 
is  a  candidate  for  the  64-bit  database.  He 
said  the  decision  will  come  down  to  one 
factor:  cost. 

Recently,  Redwood  Shores,  Calif.- 
based  Oracle  came  out  with  a  Very  Large 
Memory  (VLM)  option  for  its  Oracle7 
database,  and  the  VLM  option  was  de¬ 
signed  specifically  for  Digital’s  new  Tur- 
boLaser  enterprise  server  [CW,  April 


17],  This  option  breaks  through  the  mem¬ 
ory  limitations  of  32-bit  systems. 

Oracle  President  and  Chief  Executive 
Officer  Larry  Ellison  said  that  with  32-bit 
systems,  the  largest  amount  of  data  that 
can  be  stored  in  memory  is  2G bytes.  But 
the  VLM  option  uses  64-bit  addressingto 
shatter  that  limit.  If  users  choose  the 
VLM  option,  up  to  14G  bytes  of  data  can 
reside  in  memory.  Accessing  data  that  is 
already  in  memory  is  much  faster  than 
pulling  the  data  back  from  disk. 

“I  think  it’s  pretty  slick,”  said  Larry 


Burwell,  data  processing  manager  at  At¬ 
lantic  Federal  Credit  Union  in  Dallas. 
“I  think  it’s  going  to  be  a  pretty  hot  prod¬ 
uct. 

With  a  6G-byte  database,  Atlantic  Fed¬ 
eral  might  be  looking  at  the  Digital/Ora¬ 
cle  system  in  the  next  12  to  18  months, 
Burwell  said. 

Burwell  does  have  concerns  about  the 
reliability  of  the  in-memory  database, 
such  as  what  happens  to  the 
data  if  the  system  goes  down. 

The  lineup 

For  Digital,  the  Oracle  an¬ 
nouncement  represented  the 
first  significant  commercial  ap¬ 
plication  of  its  64-bit  technol¬ 
ogy,  accordingto  Terry  Shannon,  an  ana¬ 
lyst  at  Illuminata  in  Hollis,  N.H.  But  it  will 
not  be  the  last. 

CA  has  been  actively  developing  an  Al¬ 
pha  port  for  its  Ingres  database  software 
for  about  a  year,  said  Alan  Paller,  director 
of  open  systems  at  the  Islandia,  N.Y., 
company.  He  declined  to  say  when  the 
software  will  be  available. 

“Taking  advantage  of  Alpha’s  larger 
address  space  dwarfs  the  performance 
from  other  methods,”  Paller  said.  When 
an  entire  database  is  stored  in  memory, 


the  improvement  is  measured  in  orders 
of  magnitude,  he  added. 

CA  is  also  working  to  take  advantage 
of  Alpha’s  clustering  capability  and  is 
moving  to  integrate  higher  availability 
and  improved  security  features,  Paller 
said. 

Sybase  is  developing  an  Alpha  port  of 
its  Interactive  Query  Accelerator,  ac¬ 
cording  to  Erin  Kinikin,  manager  of  data 
warehousing  at  the  Emeryville,  Calif., 
company.  Sybase  expects  to  have  a  beta 
version  available  in  the  current  quarter 
and  a  final  version  out  in  the  third  quar¬ 
ter  of  this  year. 

Sybase  is  taking  a  different  approach. 
The  company  is  using  64-bit  addressing 
to  “take  out  the  I/O  bottleneck.”  But  most 
of  the  data  stays  on  disk.  Sybase  said  it 
is  a  more  cost-effective  and  flexible  solu¬ 
tion  that  “won’t  be  using  up  all  the  mem¬ 
ory  on  the  first  query.” 

Informix  is  working  on  an  Alpha  port 
that  will  be  included  in  its  next  release  of 
Informix  On-Line  Dynamic  Server,  said 
David  Watson,  manager  of  database  mar¬ 
keting  at  the  Menlo  Park,  Calif.,  company. 

He  said  the  64-bit  technology  will  let 
users  build  giant  databases  of  hundreds 
of  gigabytes  and  keep  the  key  5%  to  10% 
in  memory  for  fast  access. 
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Hitachi:  Users  to  pay  heavy 
price  for  IBM’s  software 


By  Craig  Stedman 

The  Skyline  Series  mainframes  introduced  this  month 
by  Hitachi  Ltd.  are  the  unequivocal  leaders  of  the  Sys¬ 
tem/390  pack  in  throughput.  But  the  Hitachi  systems  al¬ 
so  are  likely  to  be  out  in  front  in  the  less  favorable  cate¬ 
gory  of  highest  software  cost  when  they  start  shipping 
in  the  fourth  quarter. 

Users  can  expect  to  pay  more  to  run  their  software  on 
the  Skyline  machines  than  on  current  ES/9000-class 
systems.  IBM  tied  new,  higher  pricing  for  MVS  and  its 
other  System/390  software  to  Skyline.  Several  other 
mainframe  software  vendors  said  they  also  expect  to 
charge  increased  licensingfees  to  put  their  products  on 
the  Hitachi  hardware. 

A  typical  grouping  of  major  IBM  software  that  costs 
$118,000  per  month  on  the  biggest  ES/9000  would  be 
$148,680  per  month  on  a  full-size  Skyline,  a  26%  premi¬ 
um,  according  to  an  analysis  by  Meta  Group,  Inc.  in 
Stamford,  Conn.  The  premium  for  Skyline  would  in¬ 
crease  to  68%  if  the  ES/9000  were  covered  under  IBM’s 
multiple-system  discount,  which  lowers  the  software 
price  on  that  machine  to  $88,500  per  month. 

With  non-IBM  products  accountingfor  more  than  50% 
of  the  software  spending  at  a  typical  mainframe  shop, 
the  IBM  increases  could  be  only  the  beginning,  accord¬ 
ing  to  Michael  Egan,  an  analyst  at  Meta  Group.  “The 
real  rat’s  nest  is  going  to  be  what  some  of  the 


Some  good,  some  bad 


Expected  impact  of  IBM’s  software  pricing  model  on  Hitachi’s  Skyline  systems 


Source:  Industry  analysts 


[other  vendors]  do,”  he  said. 

On  the  other  hand,  Egan  said  a  full 
780  MIPS  Skyline  offers  nearly  two- 
thirds  more  processing  power  than  the 
top-of-the-line  ES/9000,  which  peaks  at 
468  MIPS.  The  IBM  software  would  ac¬ 
tually  be  up  to  28%  less  expensive  on  the  Skyline  than 
on  a  combination  of  ES/9000s  that  matched  its  through¬ 
put,  he  said. 

Heavy  consideration 

Potential  Skyline  buyers  said  software  cost  is  one  of  the 
top  factors  they  will  weigh  in  evaluating  the  Hitachi  be¬ 
hemoths,  which  are  based  on  a  124  MIPS  processor.  The 
ES/9000  line  and  compatible  systems  from  Hitachi  and 
Amdahl  Corp.  use  62  MIPS  engines  [CW,  April  10] . 

“What  that  delta  [between  current  systems  and  Sky¬ 
line]  is  going  to  cost  us  is  definitely  an  issue,”  said  A1 
Alioto,  director  of  resource  management  at  Kaiser  Per- 
manente  Health  Plan,  Inc.’s  Northern  California  data 
center  in  Walnut  Creek. 

The  facility  plans  to  expand  its  mainframe  process¬ 
ing  capacity  in  the  first  half  of  next  year,  Alioto  said.  It 
expects  to  weigh  a  Skyline  purchase  against  upgrading 
an  installed  seven-processor  ES/9000  to  the  largest  10- 
CPU  configuration,  he  said. 

Software  pricing  is  a  large  part  of  the  cost  of  owner¬ 
ship  equation,  agreed  Mike  Maggs,  vice  president  of 


MVS  and  other  software  will 
cost  less  on  Skyline  than  on 
an  equivalent  pair  of 
ES/9000-class  machines 

Pricing  is  based  on  IBM's 
parallel  Sysplex  curve,  which 
discounts  rates  as  processor 
capacity  increases 


Skyline  software  pricing  will 
be  more  expensive  than  any 
other  single  high-end 
mainframe 

Customers  will  not  be  able 
to  aggregate  the  capacity 
of  multiple  Skylines  to 
qualify  for  bigger  discounts 


technology  at  Bell  Sygma,  Inc.  in  Toronto,  the  informa¬ 
tion  systems  and  outsourcing  arm  of  Bell  Canada,  Inc. 
Bell  Sygma  pays  about  $1.5  million  annually  in  software 
costs  for  each  of  its  three  MVS  mainframes,  he  said. 

The  company  is  in  the  midst  of  evaluating  Skyline 
against  an  ES/9000  upgrade  or  a  high-end  Amdahl  sys¬ 
tem,  Maggs  said.  Skyline  “may  increase  the  software 
price  somewhat  but  not  as  much  as  buying  two  separate 
[ES/9000-class]  engines”  to  get  equivalent  perfor¬ 
mance,  he  added. 

IBM’s  software  pricing  previously  was  the  same  on 
all  System/390  machines  rated  at  217  MIPS  and  above. 
However,  it  created  a  new  pricing  model  for  Skyline  that 
increases  with  the  number  of  processors,  although  the 
rise  is  relatively  gradual  compared  with  IBM's  tradi¬ 
tional  pricing  tiers. 

IBM’s  Skyline  pricing  “is  not  terribly  onerous  [for 
Hitachi],  but  it  is  kind  of  onerous,”  said  Charlie  Burns, 
an  analyst  at  Gartner  Group,  Inc.  in  Stamford,  Conn. 
However,  Skyline’s  performance  advantages  made 
grouping  it  with  existing  high-end  machines  unfeasible 
from  a  competitive  standpoint.  Burns  added. 
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Security  demands  fuel  growing  industry 


Bank  turns  to  third-party  expert  system 
to  combat  skyrocketing  credit-card  fraud 


By  Thomas  Hoffman 


■  While  most  top-tier  U.S.  banks 
have  been  applying  neural  net¬ 
work  technologies  to  stop  credit- 
card  fraud,  Canada  Trust  has  tried 
a  somewhat  different  approach: 
an  expert  system. 

The  $163  billion  savings  and 
loan  used  Trinzic  Corp.’s  knowl¬ 
edge-based  Aion  De¬ 
velopment  System  to 
develop  an  expert 
system  with  more 
than  250  rules  that 
calculate  and  analyze 
credit-card  transac¬ 
tion  patterns. 

The  system  has 
worked.  Since  the  ex¬ 
pert  system  went  into 
production  in  July 
1993,  Canada  Trust 
has  eliminated  its  use 
of  reports  from  Mas¬ 
terCard  Internation¬ 
al,  Inc.  More  impor¬ 
tant,  the  bank  has 
saved  more  than  $1.2 
million  in  MasterCard 
losses  since  the  soft¬ 
ware  was  installed. 

Out  of  control 

Credit-card  fraud  is  rampant,  and 
the  losses  continue  to  spiral.  Mas¬ 
terCard  issuers  reported  more 
than  $450  billion  in  worldwide 
losses  in  1993  —  the  last  full  year 
statistics  were  available  —  and 
the  numbers  continue 
to  climb. 

“It’s  still  a  very  se¬ 
rious  problem,  and 
the  numbers  aren’t 
going  down,”  said  Da¬ 
vid  Medeiros,  an  ana¬ 
lyst  at  The  Tower 
Group,  a  Wellesley, 

Mass.,  banking  and 
technology  consul¬ 
tancy. 

To  combat  this, 

Canada  Trust  uses 
Cobol  and  SAS  Insti¬ 
tute,  Inc.  software  to 
extract  data  from  its 
IBM  E  S/9000  main¬ 
frame-based  credit- 
card  authorization 
records.  Data  is  ex¬ 
tracted  every  two 
hours  during  the  busi¬ 
ness  day  and  once 
nightly. 

The  Trinzic-based  expert  sys¬ 
tem  then  automates  the  search  for 
deviations  from  a  customer’s  pro¬ 
file,  such  as  big-ticket  purchases 
outside  the  customer’s  normal 


purchasing  patterns  and  transac¬ 
tions  such  as  cash  advances  or 
jewelry  or  electronic  purchases, 
which  are  frequent  targets  of 
fraud. 

The  expert  system  then  assigns 
an  overall  score  to  a  transaction 
incident  based  on  the  likelihood  of 
fraud  and  routes  the  data  to  the 
bank’s  fraud  department  for  anal¬ 
ysis.  For  example,  the  system  iden¬ 
tified  a  Canada  Trust 
MasterCard  custom¬ 
er  who  had  not  used 
his  credit  card  for 
three  months  but 
whose  account  sud¬ 
denly  showed  a  large 
jewelry  purchase. 
The  purchase  turned 
out  to  be  fraudulent. 


The  old  way 

Prior  to  the  develop¬ 
ment  of  the  expert 
system,  Canada  Trust 
relied  on  “velocity  re¬ 
ports,”  or  credit-card 
usage  reports,  from 
MasterCard  to  ana¬ 
lyze  suspected  fraud¬ 
ulent  activity.  But  the 
data  was  two  to  three 
days  old  before  Canada  Trust 
fraud  experts  could  begin  analyz¬ 
ing  it,  and  the  bank  wanted  to  be 
able  to  detect  fraudulent  activity 
before  customer  statements  were 
produced,  according  to  Paul  Mar- 
tinello,  audit  information  analyst 
at  the  bank’s  London,  Ontario, 
office. 

Canada  Trust 
spent  $9,000  for  IBM 
OS/2-based  versions 
of  AionDS  and  ap¬ 
proximately  $45,000 
for  the  IBM  MVS  com¬ 
ponent.  The  bank  re¬ 
ceived  a  return  on  in¬ 
vestment  after  half  a 
month  of  using  the 
software,  Martinello 
said. 

According  to  Mas¬ 
terCard  figures,  cred¬ 
it-card  fraud  in  Cana¬ 
da  rose  46.4%  in  1993. 
Although  there  are  no 
fail-safe  credit-card 
fraud  detection  tech¬ 
nologies  on  the  mar¬ 
ket,  Canada  Trust’s 
expert  system  has 
helped  the  bank  re¬ 
duce  its  credit-card  fraud  to  an  an¬ 
nual  rate  of  less  than  25%,  Marti¬ 
nello  said.  “We  can’t  cover 
everything,  but  we’re  running 
well  below  industry  average,”  he 
added. 


Canada  Trust  has 
installed  an  expert 
system  to  detect 
credit-card  fraud.  Since 
the  software  was 
installed  in  1993,  the 
bank  has  saved  more 
than  $1.2  million  in 
MasterCard  losses. 


Long  shot 


Consumer  credit-card 
fraud  is  very  difficult  to 
detect  with  any 
certainty,  even  when 
using  the  most 
advanced  techniques 
on  card  transaction 
data.  At  best,  the  most 
effective  neural 
network  models 
cannot  provide  more 
than  a  25%  to  33% 
certainty  of  actual 
fraud,  according  to 
David  Medeiros,  an 
analyst  at  The  Tower 
Group,  a  Wellesley, 
Mass.,  consultancy. 


Association’s  membership  swells  as  tide  of  concern  rises 


By  Gary  H.  Anthes 

CARLISLE.  PA. 


On  a  narrow  back  street  behind  a  drab  store¬ 
front  in  this  sleepy  town  lies  an  organization 
that  is  beginning  to  make  waves  in  the  infor¬ 
mation  security  community. 

The  National  Computer  Security  Association 
(NCSA),  which  had  a  staff  of  10  people  in  Janu¬ 
ary,  now  employs  20  and  expects  to  double  its 
size  again  by  the  end  of  the  year.  “Six  months 
ago,  we  didn’t  need  titles  or  organization 
charts,”  said  executive  director  Robert  Bales. 
“Nowwe  do.” 

Indeed,  at  a  time  when  many  associations  re¬ 
port  flagging  membership,  the  NCSA  seems  to 
be  on  a  roll.  The  association  had  50  members  in 
1990;  it  currently  has  2,000  and  expects  10,000 
by  the  end  of  next  year.  In  addition,  in  the  past 
six  months,  25,000  subscribers  have  tuned  in 
to  its  CompuServe  forum,  which  allows  associ¬ 
ation  members  and  other  users  to  exchange  in¬ 
formation  on  dozens  of  security  issues. 


Hot  spot 


A  lot  going  on 

Several  forces  have  converged  to  put  the  NCSA 
on  computer  professionals’  radar  screens. 
“Trade  publications  and  others  are  publishing 

stories  on  security,” 
said  Peter  S.  Tippett, 
the  NCSA’s  new  presi¬ 
dent.  “Security  is  be¬ 
coming  a  mainstream 
issue.” 

Information  securi¬ 
ty  risks  are  increas¬ 
ing  for  several  rea¬ 
sons,  Tippett  said; 
PCs  are  becoming 
more  widely  net¬ 
worked  and  therefore  more  exposed  to  intru¬ 
sion  from  outside;  corporations  are  opening 
their  networks  to  the  Internet,  and  more  people 
are  turning  to  electronic  commerce. 

“And  [systems]  are  so  complex,  no  one  can 


In  the  past  six  months, 
25,000  people  have 
visited  the  NCSA’s 
CompuServe  forum.  To 
get  there,  type  “GO 
NCSA.” 


comprehend  the  complexity,”  Tippett  said.  “It 
can  be  proved  that  as  complexity  increases,  se¬ 
curity  risks  increase  even  faster.” 

Meanwhile,  there  are  more  bad  guys,  and 
they  are  getting  more  organized  and  more  so¬ 
phisticated  at  their  craft,  often  employingauto- 
mated  network  cracking  tools,  Tippett  said. 


Wider  focus 

Driven  by  these  forces,  the  6-year-old  NCSA  — 
which  at  one  time  dealt  mostly  with  computer 

virus  prevention  and 
detection  —  has  be¬ 
gun  to  diversify  and 
offer  services  such  as 
surveillance  of  the 
computer  under¬ 
ground  (see  story  be¬ 
low),  product  testing 
and  certification, 
training  and  publish¬ 
ing. 

“They  are  definite¬ 
ly  on  the  move,”  said 
an  information  sys¬ 
tems  manager  at  a 
large  insurance  com¬ 
pany.  “We  use  them  a 
lot  for  information 
contacts  and  referrals  and  product  recommen¬ 
dations.” 

The  IS  manager  said  he  was  especially  im¬ 
pressed  with  the  NCSA’s  recent  hiring  of  Rich¬ 
ard  Ford,  former  editor  of  the  “Virus  Bulletin,” 
as  director  of  research.  “He’s  very  knowledge¬ 
able.  I’m  impressed,”  he  said. 

The  NCSA’s  software  laboratory  now  tests 
and  certifies  antivirus  products  from  17  ven¬ 
dors.  The  association  is  expanding  that  con¬ 
cept  through  a  consortium  of  Internet  security 
product  developers  to  include  the  testing  of 
products  such  as  firewalls  and  browsers.  The 
consortium  will  serve  as  a  forum  for  conveying 
end  users’  security  requirements  to  vendors, 
Tippett  said. 


NCSA  President  PeterS. 
Tippet:  “As  complex¬ 
ity  increases,  securi¬ 
ty  r  isks  increase  even 
faster" 


’net  stalkers 


The  NCSA  recently  launched  its 

Underground  Reconnaissance  ser¬ 
vice,  through  which  NCSA  staff 
cruise  Internet  bulletin  boards  and 
other  hacker  hangouts  looking  for  infor¬ 
mation  about  computer  threats  and  vulner¬ 
abilities. 

“To  do  this,  we  have  to  be  ‘net  snoops.’ 

We  have  to  masquerade,”  said  NCSA  execu¬ 
tive  director  Robert  Bales.  “We  pretend  to 
be  hackers.” 

Bales  said  the  NCSA  has  three  staffers  de¬ 
voted  to  this  activity  full-time  in  addition  to 
several  people  on  the  outside  who  do  under¬ 
ground  work  for  their  companies  and  share 
the  results  with  the  NCSA. 

One  such  person  is  Frank  Tirado,  IS  secu¬ 
rity  manager  at  the  Economic  Research  Ser¬ 
vice  at  the  U.S.  Department  of  Agriculture. 
“I’ve  been  on  virus  and  hacker  bulletin 
boards  for  three  years,”  he  said.  “I  keep  [the 


NCSA]  informed  of  the  stuff  I  find  on  the  un¬ 
derground,  and  they  can  disseminate  it  to 
other  people. 

“They  have  come  a  longway  from  their 
humble  beginnings.  There  is  such  a  lack 
of  security  awareness,  and  they  are  doing 
a  tremendous  job  of  spreading  the  mes¬ 
sage.” 

Bales  said  the  association  collects 
70M  bytes  of  information  a  month  gleaned 
from  underground  sources  includingmaga- 
zines,  Internet  newsgroups  and  list  servers, 
hacker  bulletin  boards,  government  agen¬ 
cies  and  other  security  organizations.  The 
information  is  indexed  and  put  on-line  for 
access  by  subscribers.  It  is  also  saved  on 
CD-ROM. 

The  Underground  Reconnaissance  ser¬ 
vice  costs  $4,800  per  year  and  currently  has 
seven  subscribers,  Bales  said. 

— Gary  H.  A  nthes 
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Mobile  Pentium. 


Portable  Maximum. 


Indeo  video 

INTEL  VIDEO  TECHNOLOGY  bolstered  ity 

the  75MHz 

mobile  Pentium  provides  smooth  playback 
of  full-motion  and  full-screen  video. 


The  built-in  sound  system 
includes  a  microphone  and 
speaker,  plus  ports  for  an  external 
microphone  and  speakers  or  headphones. 


Dual  PCMCIA  expansion  slots 
(Type  II  and  Type  Ill)  run  simultan¬ 
eously -for  connection  to  your 
faxlmodem ,  and  more. 


Dock  into  the  optional  Desk  Station  IV  for  instant 
connection  to  your  monitor, 
fud-size  keyboard,  printer,  and 
network.  The  T4900CT  with 
the  Desk  Station  IV  is  all  the 
computer  you  need. 

"dCS®?- 


The  10.4"  color  active  ^ 

matrix  screen  displays  1A  ^1! 
65,536  (64K)  JLU/ldia. 

simultaneous  colors  for 

stunningly  realistic  images  and  brilliant  graphics. 
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Take  all  your  files  with  you,  including  full- 
motion  video  and  multimedia  with  the  810 
million  bytes  (=772 MB)  hard  disk  drive. 


MILLION 

BYTES 


INTRODUCING  THE  T4900CT  PENTIUM  NOTEBOOK. 

The  75MHz  mobile  Pentium"  processor  from  Intel  is  designed  specifically  for  notebooks.  Engineered  to  perform  every  function 
you  need,  faster.  See  and  hear  this  Pentium-powered  touring  machine  today.  Call  1-800-457-7777  for  the  dealer  nearest  you. 


T4900CT  FEATURES: 

•  75MHz  Intel  Pentium™ 

3.3  volt  processor,  16KB  cache 

•  10.4"  dia.  color  SVGA  TFT-LCD 
active  matrix  display 

•  8MB  RAM  expandable  to  40MB 


•  VL  local-bus  video 

•  Audio  jacks:  headphone/speakers 
and  microphone 

•  Integrated  graphics  accelerator 

•  Accupoint™  integrated  pointing  device 

•  NiMH  battery  for  extended  life 


•  Pre-installed  software:  DOS, 
Windows  for  Workgroups!® 
Windows  Sound  System™ 
Run  Time  Video  for 
Windows,™  Fn-esse™ 
software,  and  Indeo™  video 


•  Toll-free  Technical 
Support — 7  days  a  week, 
24  hours  a  day 


Pentium 

■processor 


In  Touch  with  Tomorrow 

TOSHIBA 


©  1994  Toshiba  America  Information  Systems,  Inc.  All  products  indicated  by  trademark  symbols  are  trademarked  and/or  registered  by  rheir  respective  companies. 

The  Intel  Inside,  Pentium,  and  Indeo  video  logos  are  trademarks  of  Intel  Corporation. 


YOU'RE 
LOOKING  AT 
EVERY 
SYSTEM 
DEVELOPED 
EXCLUSIVELY 
FOR 

WINDOWS  NT, 


KISl  server,  RISC  station.  Set.  I  Iw  ami  Feel  tlw  Dtmrcncc  arc  I  ratio  marts  of  NEC  Technologies,  Inc.  IVntium  is  a  trademark  of  Intel  Corp.  All  other  trademarks  and  registered  trademarks  are  the  property 
of  their  respective  owners.  For  information  via  Fast  Facts™  call  1-800-366-0476.  For  RISCserver  information,  request  doc.  #97774721.  For  RISC station  information,  request  doc.  #74720000. 
©  1995  NEC  Technologies,  Inc.  NEC  GSA  #(  ISCM  )K94.\(  >S324  1 . 


NEC  RISCstation  2000  NEC  Express  RISCserver 


You  can  look  around  all  you  like, 
but  you  won  t  find  a  system  tbat 
can  run  Windows  NT  ™  like  NEC  s 
RISCstation  20001'1  or  Express 
RISCserver?  Tbe  reason  is  simple. 
While  other  workstations  and 
servers  are  designed  with 
multiple  operating  sys¬ 
tems  in  mind,  ours  were  designed 
exclusively  for  Windows  NT  (both 
are  optimized  for  NT  ri  ght  dow  n  to 
the  ASIC  leve  1).  Th  e  result  is 
speed.  Up  to  two  times  the  speed  of 
Pentium™  processor  systems.  With 
superior  floating  point  accuracy.  If 
you’re  interested  in  that  kind  ol 
performance,  call  1-800-709-3434 
for  more  hard  facts. 

After  all,  if  you've  MICROSOFT. 

Windows  NT. 

decided  on  Wind  ows  NT,  why  not 
consider  the  RISC  systems  that  gel 
more  out  of  Windows  NT. 


SEE.  HEAR 

AND  FEEL  THE 

difference: 


Large  Systems 


Same  as  it 
ever  was 


After  a  decade  of  “distributed,”  “client/ 
server,”  “open”  and  “network-oriented” 
computing,  has  the  information  technol¬ 
ogy  bureaucracy  learned  something? 

Is  it  more  prepared  to  nurture  the  use 
of  technology  to  support  profitability, 
flexibility,  efficiency  and  aggressive¬ 
ness  in  the  enterprise?  Or  is  it  still  fixat¬ 
ed  on  using  DASD,  creating  content- 
free  architectures  and  protectingobso- 
lete  equipment  and  programs,  as  it 
waswhen  the  3390  and  MVS  were  the 


glories  of  their  time? 

The  unhappy  report  is  that 
where  practices  are  unsavory, 
they  are  as  unsavory  as  they 
have  always  been.  The  more 
things  change,  the  more  they 
stay  the  same.  By  and  large,  the 
heart  of  the  beast  is  as  it  was. 


Information  technology  re¬ 
mains  insensitive  to  benefits, 
as  opposed  to  costs,  and  lacks  formal 
procedures  for  quantifying  per-user 


some  processes  for  assessing 
costs  and  the  type  of  methods 
for  assessing  investment  and 
commitment  risks  that  might 
constitute  the  “due  diligence” 
a  company  should  expect. 

The  budgets,  although 
stressed  by  arbitrary  ad  hoc 
cuts,  are  effectively  out  of  con¬ 
trol.  There  are  levels  of  waste  and  built- 
in  fat  that  come  from  continued  basic 


benefits.  It  also  lacks  whole- 


DATA  GENERAL’S 


UNIX  IS 


NUMBER 


(Admitting  you’d  like  to  buy 
Data  General  is  now  officially  okay.) 


Lmmmhmmmi 


When  it  comes  to  UNIX®  operating  systems  for 
commercial  computing,  there  is  none  better 
than  DG/UX"!  The  technology  assessment  firm, 
Illuminata*  ranked  DG/UX  best  out  of  five  leading 
UNIX  operating  systems.  That’s  against:  Hewlett- 
Packard,  IBM,  Sun  and  Digital.  Strengths  in  high 
availability,  storage  management,  multi¬ 
processing  and  security  make  DG/UX 
the  number  one  choice. 

You  see,  in  today’s  open  comput¬ 
ing  environment,  Data  General  is  an 
ideal  choice  for  organizations  with  large 
numbers  of  users,  high  volumes  of  trans- 

’“UNIX  Products:  An  Analyst's  Scoreca/d.*  November  7,  1994.  Illuminata. 
AVhON  and  CLAReON  are  registered  trademarks  and  DG/UX  is  a  trademark  of 
Data  General  Corporation  UNIX  is  a  registered  trademark  of  Novell  Inc. 

©1995  Data  General 

The  Common  Sense  Connection  is  a  service  mark  of  Data  General  Corporation. 


actions,  large  databases  and  a  strong  need  for 
continuous  access  to  critical  information. 

We  combine  the  DG/UX  operating  system 
with  high  performance  AViiON®  servers, 
advanced  CLARiiON®  data  storage  systems, 
systems  integration,  customer  services,  and 
business  software  to  give  you  everything  you 
need  to  run  your  business  successfully. 

Just  call  1-800-DATA  GEN,  or  e.mail  us 
at  commonsense@dg.com,  or  simply  log 
on  to  The  Common  Sense  Connection1"  at 
www.dg.com  or  gopher.dg.com,  for  our  free 
guide  to  corporate  computing. 

iw  Data  General 

Bringing  Common  Sense  to  Computing 


misunderstandings  about  what  is  worth 
managing,  what  is  manageable  and  what 
costs  more  to  manage  than  to  leave 
alone. 

Enormous  sums  are  spent  on  enter¬ 
prise  architectures  that  have  little  or  no 
effect  on  development  projects  or  tech¬ 
nology  acquisitions  because  they  do  not 
properly  define  components  in  away 
that  might  guide  or  constrain  invest¬ 
ment.  By  and  large,  information  technol¬ 
ogy  leaders  are  not  sufficiently  technical 
to  recognize  or  assess  the  levels  of  so¬ 
phistication  of  their  staffs  and  the  degree 
to  which  technical  staff  understand  best- 
industry  practices.  Lackingthat  under¬ 
standing,  they  are  unable  to  properly  dis¬ 
cipline  and  guide  the  budget. 

Many  have  been  busy  being  “proac¬ 
tive”  in  the  business,  leavingno  one  to 
watch  the  multimillion-dollar  technology 
investments  that  still  appear  to  busi¬ 
nessmen  as  barriers,  not  facilitators,  to 
strategic  opportunity. 

The  technical  staff  has  been  little 
changed  by  a  decade  of  presentations 
about  “integration,”  “open  computing” 
and  “interoperability.”  The  concept  of 
“do  it  now”  prevails  as  strongly  as  ever 
at  the  expense  of  “do  it  right.” 

Decisions  are  made  about  security,  re¬ 
covery,  objects  and  storage  management 
without  regard  to  the  overarching  sys¬ 
tems  management  frameworks  in  which 
these  functions  must  exist  and  coexist. 
The  dysfunctional  compartments  of 
1970s  industry  are  still  largely  in  place. 

There  has  been  little  patient  invest¬ 
ment  in  the  integrated  CASE  environ¬ 
ments  that  have  maximum  payback  but 
that  are  hard  to  introduce  into  the  cul¬ 
ture.  Those  moves  require  longpayback 
periods  before  providing  the  reuse  that 
pays  the  bills. 

Unhappily,  the  members  of  informa¬ 
tion  technology  know  either  too  much  or 
too  little  about  information  technology. 
Some  are  unable  to  see  the  trees,  and  oth¬ 
ers  unable  to  see  the  forest. 

Of  course,  there  are  organizations 
whose  information  technology  struc¬ 
tures  and  processes  have  matured,  and 
there  have  been  dramatic  incidents  of 
“gettingit  right.”  Those  leading  organi¬ 
zations  have  moved  to  new  technologies 
at  the  proper  time  and  on  a  proper  cost 
curve.  However,  billions  of  dollars  re¬ 
main  under  the  control  of  staffs  for  whom 
time  has  not  changed.  They  have  the 
technological  and  organizational  atti¬ 
tudes  of  a  decade  ago,  and  their  misman¬ 
agement  of  this  resource  is  a  disserv  ice 
to  their  companies  and  stockholders. 


Lorin  is  an  author,  principal  consultant  at  the 
Manticore  Consultancy  in  New  York  and  senior 
adjunct  professor  at  Hofstra  University. 
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EACH  BLINK  of  an  eye 

IS  BARRAGEDWITH  CHOICE. 


FORTUNATELY,  with  MICROSOFT  BACKOFFICE  TRAINING, 

THERE’S  ONLY  ONE  WAY  TO  GO. 


w  You  make  decisions  every  second  of  every  day.  From  breakfast  cereal  to  staffing  needs.  And  now  that  you’ve  made  a  smart  one 
selecting  Microsoft  technology,  why  not  follow  it  with  the  only  logical  place  for  training,  Microsoft®  Authorized  Technical  Education 
Centers  (ATEC)?  ATECs  are  the  exclusive  providers  of  Microsoft  Official  Curriculum,  developed  by  Microsoft  developers  and 
support  engineers.  They’ve  researched  what  people  need  to  develop,  install  and  support  solutions  using  Microsoft  technologies.  And 
with  more  than  80  courses  in  8  languages,  all  your  Microsoft  training  needs  can  be  met  From  development  tools  to  operating  systems. 

When  you  need  training,  the  quality  of  instructors  is  critical,  so  ATECs  use  only  Microsoft  Certified  Trainers.  Frequent  testing  ensures 
they’re  knowledgeable,  credible  and  current.  And  since  they  use  real-world  skills-based  training,  your  employees  actually  come  back  to 
work,  ready  to  work,  wr  In  addition,  ATECs  offer  the  best  way  to  prepare  for  MS  Certified  Professional  exams.  Employees  directly 
responsible  for  implementation  and  support  can  attain  the  Microsoft  Certified  Systems  Engineer  credential.  And  software  developers 
building  custom  applications  using  Microsoft  development  tools  can  pursue  the  Microsoft 
Certified  Solution  Developer  certification.  To  find  your  nearest  ATEC  or  to  get  a  copy 
of  the  Microsoft  Education  and  Certification  Roadmap,  call  (800)  SOL-PROV,  Dept.  UVX. 

Now  that  we’ve  helped  make  this  decision  an  easy  one,  get  on  with  those  more  difficult  ones.  Authorized  Technical 

Education  Center 


Microsoft 


SOLUTION  PROVIDER 


©  1 995  Microsoft  Corporation.  All  nghts  reserved.  Microsoft  is  a  registered  trademark  of  Microsoft  Corporation. 


Large  Systems 


In  search  of  100%  uptime 


By  Neal  Weinberg 


The  residential  voice-mail  system  that 
Ray  Kelchner  manages  for  Pacific  Bell 
Information  Services  runs  at  99.7%  to 
99.8%  efficiency. 

But  Kelchner  is  not  a  happy  man. 

“Our  objective  is  to  be  up  100%  of  the 
time,”  Kelchner  said.  Being  extremely 
close  is  “not  good  enough.” 

Kelchner,  director  of  technical  sup¬ 
port  for  the  voice-mail  service,  man¬ 
ages  two  identical  sys¬ 
tems  covering  Northern 
and  Southern  California. 

That  is  a  total  of 
500,000  mailboxes  and  an 
average  of  2.75  million 
calls  a  day.  That  spells 
mainframe. 

Kelchner  looked  at  all 
the  major  vendors  when 
the  service  was  initiated 
in  1990.  He  selected  Uni¬ 
sys  Corp.  for  its  main¬ 
frame  technology  and 
level  of  service  and  sup¬ 
port. 

The  relationship  has 
had  its  ups  and  downs 
during  the  years,  but 
Kelchner  is  basically  sat¬ 
isfied  with  his  decision  to 
go  mainframe  and  with 
his  choice  of  Unisys. 

He  said  he  likes  the  fact 
that  Unisys  service  peo¬ 
ple  are  stationed  at  the 
Alhambra  and  Pleasant 
Hills,  Calif.,  locations. 


And  the  mainframe’s  ability  to  accept 
and  store  vast  amounts  of  data  is  pre¬ 
cisely  what  is  needed  for  this  type  of 
system,  Kelchner  said. 

But  the  tough  taskmaster  has  some 
bones  to  pick  with  his  vendor.  He  said 
he  replaced  his  original  Unisys  A17 
mainframes  last  June  because  he  was 
running  out  of  capacity,  and  he  want¬ 
ed  even  more  reliability. 

The  new  A1 8  models  have  a  capacity 
of  320,000  mailboxes  each,  so  Kelch¬ 
ner  has  allowed  plenty  of 
room  for  customer 
growth.  And  he  bought  a 
three-processor  system, 
with  two  processors  run¬ 
ning  and  one  as  a  spare. 

He  said  he  wants  Uni¬ 
sys  to  develop  better  re¬ 
covery  tools  so  that  he  can 
be  back  up  in  15  minutes 
or  less  if  problems  should 
occur.  Kelchner  also  said 
he  does  not  like  the  fact 
that  he  is  required  to  take 
the  system  down  to  install 
new  software  releases. 

And  occasionally  an  ap¬ 
plication  will  simply  stop 
running,  Kelchner  said. 

But  Kelchner  said  that 
despite  his  complaints, 
he  is  generally  satisfied 
with  the  way  things  are 
unfolding  and  that  Unisys 
is  responding  to  his  con¬ 
cerns. 

In  fact,  Kelchner  is  one 
of  the  few  Californians 


who  lacks  a  systems  horror  story  from 
Jan.  17, 1994,  the  day  a  powerful  earth¬ 
quake  hit  the  area,  killing  61  people 
and  causing  $20  billion  in  damage.  His 
operation  never  missed  a  ring.  The 
Southern  California  service  hit  an 
all-time  record  1  million  calls,  and  it 
has  not  dropped  below  that  figure 
since. 

The  service  has  grown  to  1.3  million 
calls  a  day  in  the  northern  part  of  the 
state  and  1.4millionto  1.5  million  calls 
a  day  in  the  southern  part. 

The  storage  of  voice  messages  re¬ 
quires  massive  amounts  of  capacity 
that  can  be  provided  only  by  a  main¬ 
frame,  said  Brian  Jeffrey,  an  industry 
analyst  at  International  Technology 
Group  in  Mountain  View,  C  alif .  And  the 
Unisys  solution,  which  includes  its 
specialized  network  application  plat¬ 
form  software,  is  “going  like  gang- 
busters,”  Jeffrey  said. 


B  riefs 


Serving  subscribers 

Datapro  Information  Services  Group 

in  Delran,  N.  J.,  last  week  announced  a 
CD-ROM  information  service  that  will 
provide  subscribers  with  results  of  lab¬ 
oratory  tests  on  various  information 
technologies  conducted  by  National 
Software  TestingLaboratories.  Updated 
monthly,  the  service  costs  $695.  Sub- 


Pacific  Bell 
Information 
Services 

Alhambra,  Calif. 


Challenge:  To  build  a 
voice  mailbox  system 
that  can  accept  andstore 
millions  of  calls  a  day. 


Strategy:  Select  an 
experienced  mainframe 
company  for  storage 
capacity  and  reliability, 
maintenance  and 
service. 


Choice:  Unisys’  Ai8 
model  mainframe. 


scribers  will  also  have  access  to  Data¬ 
pro’ s  product  and  technology  overviews, 
including  summaries  of  specific  technol¬ 
ogies,  markets,  vendors  and  products. 

Tandem  boosts  support 

Tandem  Computers,  Inc.  in  Cupertino, 
Calif.,  announced  it  will  support  both  Mi¬ 
cro  Focus,  Inc.’s  CICS  Option  and  Novell, 
Inc.’s  Tuxedo  transaction  processing 
monitors  on  its  Integrity  FT  fault-toler¬ 
ant  Unix  servers  starting  in  the  second 
quarter  of  this  year. 


Speedware  Corporation  is  an  international  organization  with  25  offices  around  the  world,  thousands  of  satisfied  customers,  and  products  with  a  proven  track  record. 
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James  Kraus 


Are  you  getting  instant  access  to  the 
information  you  need  to  make  critical 
business  decisions  easily  and  accurately? 

Introducing  Media™:  The  best  Executive  Information  System  and  Data  Warehousing 
solution  that  gives  you  the  ability  to  visualize,  customize,  analyze  and  organize 
important  information,  no  matter  what  the  source,  in  exactly  the  way  you  want  to  see  it. 

Name: _ Title: _ 

Company: _ Address: _ 


City: 


State: 


Zip: 


Phone: _ 

I  understand  the  need  for  speed.  Please  rush  me  the: 
O  demo  diskette  D  send  me  information 
□  have  some  one  call  me  immediately 


Fax: 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO.  452  SAN  RAMON,  CA 
POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 


SPEEDWARE  USA,  INC. 

MARKETING  DEPARTMENT 

3000  EXECUTIVE  PARKWAY  -  SUITE  1 1 1 

SAN  RAMON,  CA  94583-9667 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


Large  Systems 


Storage  Dimensions,  Inc.  has  an¬ 
nounced  MegaFlex,  a  four-bay,  fault-tol¬ 
erant  enclosure  incorporating  5V4-in. 
disk  and  tape  drives. 

MegaFlex  was  designed  for  large  ca¬ 
pacity  applications  with  high-density 
data  in  a  multiple  host  and  operating  sys¬ 
tems  environment. 

According  to  the  Milpitas,  Calif.,  com¬ 
pany,  MegaFlex’s  modular  design  ac¬ 
commodates  growth  in  9G-byte  incre¬ 
ments  (36G  bytes  per  enclosure)  and 
allows  uninterrupted  access  to  informa¬ 
tion  through  redundant,  hot-swappable 
hardware  components.  It  was  designed 
with  rugged  drive  and  tape  modules  and 
dual  redundant  load-sharing  power  sup¬ 
plies,  dual  main  power  inputs  with  cable 
lock  guards  and  three  fan-cooling  mod¬ 
ules. 

Pricing  for  MegaFlex  starts  at  $9,330. 

^  Storage  Dimensions 

(408)954-0710 


UniKix  Technologies  has  announced 
UniKix  4.1,  a  CICS  transaction  process¬ 
ing  monitor  for  Unix  platforms. 

Accordingto  the  Billerica,  Mass.,  com¬ 
pany,  UniKix  4.1  provides  a  full  set  of  ap¬ 
plication  services  needed  to  build  inte¬ 
grated  application  systems  across  a 
heterogeneous  distributed  network  of 
mainframes  and  Unix  systems.  It  also  in¬ 
cludes  an  external  presentation  inter¬ 
face  with  extended  capabilities  for  con¬ 
necting  CICS  applications  to  outside 
devices  and  applications. 

UniKix  is  available  for  platforms  from 
AT&T  Corp.,  Bull  HN  Information  Sys¬ 
tems,  Inc.,  Data  General  Corp.,  Hewlett- 
Packard  Co.,  Pyramid  Technology  Corp., 


Sequent  Computer  Systems,  Inc.  and  Sun 
Microsystems,  Inc.  as  well  as  the  IBM 
RS/6000  and  Unisys  Corp.’s  Unix. 

UniKix  4.1  is  priced  according  to  the 
number  of  concurrent  users.  Pricing 
starts  at  $1,000  per  user. 

^  UniKix  Technologies 
(508)  663-4176 


Axent  Technologies  has  released  Omni- 
Guard/Enterprise  Access  Control  for 
Unix  (OmniGuard/EAC),  security  man¬ 
agement  for  large-scale  open  systems 
environments. 

According  to  the  Rockville,  Md.,  com¬ 
pany,  OmniGuard/EAC  helps  defend 
open  systems  environments  against  un¬ 
authorized  access  by  internal  users  or 
external  users  on  public  networks.  It 
gives  security  administrators  control 
over  user  accounts  and  system  access 
rights  and  passwords.  It  also  has  a 
graphical  user  interface  for  creating  a 
profile  of  each  authorized  user  and 
group. 

OmniGuard/EAC  generates  audit  logs 
of  security  events  to  track  security  activ¬ 
ity,  account  access  and  attempted  break- 
ins. 

OmniGuard/EAC  conforms  to  open 
systems  standards  and  is  available  for 
Sun  Microsystems,  Inc.’s  SunOS  and  Sol¬ 
aris,  Hewlett-Packard  Co.’s  HP-UX  and 
IBM’s  AIX  operating  systems. 

Pricing  begins  at  $395  per  worksta¬ 
tion. 

^  Axent  Technologies 

(301)258-2620 


American  Digital  Systems,  Inc.  has  in¬ 
troduced  RPS  (Redundant  Power  Sys¬ 
tems),  a  system  for  strengthening  the 
power  supply  in  disk  subsystems.  RPS 
supports  each  disk  in  a  subsystem  with 
its  own  dedicated  power  supply. 


According  to  the  Sudbury,  Mass.,  com¬ 
pany,  the  combination  of  multiple  power 
supplies  with  inherently  reliable  disk 
drives  achieves  high  fault-tolerance  lev¬ 
els  without  the  expense  of  RAID  imple¬ 
mentation.  A  redundant  power  supply  is 
also  provided  to  take  over  if  one  of  the 
dedicated  power  supplies  fails. 

RPS  is  available  in  a  four-disk  system 
bundle  starting  at  $2,995.  Components 
are  also  available  separately. 
^■American Digital  Systems 
(508)  443-7711 


WizSoft,  Inc.  has  released  WizRule  for 
Windows,  a  database  auditingtool. 

WizRule  directly  reads  Borland  Inter¬ 
national,  Inc.’s  dBase  and  Paradox,  Mi¬ 
crosoft  Corp.’s  FoxPro  and  Computer  As¬ 
sociates  International,  Inc.’s  Clipper  and 
can  indirectly  read  most  Open  Database 
Connectivity-compliant  databases. 

According  to  the  Framingham,  Mass., 
company,  WizRule  reads  the  contents  of 
a  database  and  discovers  its  rules  and 
errors  without  prior  rule  instruction. 
From  this  reading,  it  produces  a  report 
listing  the  database’s  statistical  rules 
and  deviations. 

WizRule  for  Windows  costs  $495. 

^  WizSoft 

(508)  620-4554 


Acorn  Software,  Inc.  has  joined  with 
Pioneer  Electronics  Corp.  to  announce 
VirtualBranches,  data  storage  and  re¬ 
trieval  for  Digital  Equipment  Corp.’s 
Open  VMS  environment. 

Accordingto  the  Acton,  Mass.,  compa¬ 
ny,  VirtualBranches  brings  plug-and- 
play  convenience  to  large  volumes  of 
data  storage  and  retrieval.  Users  can 
view  a  CD-ROM  library  as  multiple  virtu¬ 
al  volumes  on-line.  It  is  also  accessible  as 
clusterwide  mounted  disk  volumes. 


Pricing  for  VirtualBranches  systems 
start  at  $2,445  for  a  six-disk  library  and 
$3,740  for  an  18-disk  library. 

Acorn  Software 
(508)568-1618 


Heroix  Corp.  has  introduced  RoboMon 
Investigator,  a  problem  troubleshooter 
and  resource  manager  for  multiple  Unix 
systems. 

According  to  the  Newton,  Mass.,  com¬ 
pany,  RoboMon  Investigator  can  collect 
200  statistics  directly  from  a  Unix  sys¬ 
tem  and  organize  them  into  summary 
files.  These  files  are  then  scanned  for 
overly  large  files,  storage  allocation  is¬ 
sues,  file  systems  not  mounted  or  run¬ 
ning  out  of  space,  zombie  processes,  ex¬ 
cessive  network  traffic  and  missing 
critical  processes.  An  administrator 
views  this  information  through  an  Open 
Software  Foundation  Motif-based  graph¬ 
ical  user  interface. 

Systems  administrators  can  use  Robo¬ 
Mon  Investigator  to  view  and  manage  a 
Unix  system  or  a  system  subset.  Users 
can  control  and  process  their  own  files. 

RoboMon  Investigator  is  available  on 
the  following  Unix  platforms:  IBM’s  AIX, 
Digital  Equipment  Corp.’s  Digital  Unix, 
Hewlett-Packard  Co.’s  HP-UX  and  Sun 
Mircosystems,  Inc.’s  SunOS  and  Solaris. 

Pricing  for  RoboMon  Investigator  be¬ 
gins  at  $395. 

^  Heroix 

(617)527-1550 

Product  short 


EMC  Corp.  has  released  the  Harmonix 
HX3SRRAID  storage  subsystem  with  2G- 
and  4G-byte  drives  and  new  microcode. 
Cost:  $32,800  to  $72,500,  depending  on 
configuration.  EMC  Corp.,  Hopkinton, 
Mass.  (508)  435-1000. 
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If  you  believe  Oracle’s 
latest  ad,  explain  why 
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customers  still  choose 
PowerBuilder  over 


D  eveloper  /  2000. 


Thousands  of  Oracle®  devel¬ 
opers  choose  PowerBuilder® 
over  Developer/2000™.  Why? 
Because  from  the  beginning, 
PowerBuilder  was  architected 
as  a  graphical,  object-oriented 
development  environment.  And 
rebundling  CDE  ™and  renaming 


it  Developer/2000  will  never 
change  the  fact  that  its  roots  lie 
in  the  procedural  and  character- 
based  minicomputer  world.  Not 
to  mention  that  PowerBuilder 
is  more  integrated  and  open 
because  it  was  designed  that 
way.  Making  PowerBuilder 


more  powerful,  flexible  and 
productive  than  Developer/2000. 
Which  is  why  PowerBuilder  is 
the  proven  choice  in  client/server 
development.  Call  Powersoft 
at  1-800-395-3525. 

Powersoft 

Building  on  the  power  of  people. 


Powersoft  Corporation,  (508)  287-1500.  All  trademarks  and  registered  trademarks  are  property  of  their  respective  owners. 


CASE 

Languages 


Users  like  their 
SAS  tools,  92 


Tools 


Application  Development 


New  products,  ?§ 


Skills  assessment  software 

Packages  help  managers 
figure  out  who  can  do  what 


SkillView’s  skills  assessment  software  helps  IS 
managers  keep  a  track  of  their  staffs  ’  capabil¬ 
ities  and  training 


By  Julia  King 


Just  as  many  large  companies 
have  lost  track  of  how  many  and 
what  kind  of  PCs  they  own,  they 
are  also  in  the  dark  about  who 
knows  what  in  their  information 
systems  organizations. 

As  a  result,  managers  say,  com¬ 
panies  are  hiring  employees  with 
skills  that  are  redundant  with 
those  of  existing  staffers . 

The  lack  of  necessary  informa¬ 
tion  has  also  made  assembling 
project  teams  costly  and  time-con¬ 
suming.  Moreover,  employees  are 
often  being  trained  with  little  re¬ 
gard  for  how  their  new  skills  will 
be  put  to  use  in  their  companies. 

Take  Continental 
Insurance  Corp.  in 
Neptune,  N.J.  Until 
about  18  months 
ago,  the  company  re¬ 
quired  all  700  of  its 
IS  staffers  to  take  10 
days  of  training  an¬ 
nually. 

“But  we  were  fill¬ 
ing  the  require¬ 
ments  without 
knowing  if  the  train¬ 
ing  was  actually  be¬ 
ing  used  on  the  job,” 
said  Barbara  Stru- 
gala,  assistant  vice 


president  of  informa¬ 
tion  technology. 

Today,  by  contrast, 

Continental  Insur¬ 
ance  provides  just-in- 
time  training  as  pro¬ 
jects  come  up.  The 
company  also  now 
has  concrete  infor¬ 
mation  on  which  IS 
skills  it  will  require  a 
year  from  now  and 
what  kind  of  training 
it  needs  to  provide  to 
bringemployees  up  to 
speed  on  those  skills. 

Meanwhile,  at  a 
large  Wall  Street  financial  services 
company,  it  now  takes  days  rather 
than  weeks  to  orga¬ 
nize  the  company’s 
800  IS  staffers  into 
project  teams. 

What  has  made 
the  difference  at 
both  firms  are  auto¬ 
mated  skills  asset 
management  sys¬ 
tems,  which  more 
and  more  large  com¬ 
panies  are  imple¬ 
menting  to  cut  costs 
and  keep  closer  tabs 
on  ever-shifting  IS 
skills  requirements 
and  resources. 


“At  an  average  cost  of  $60,000 
per  person  per  year,  every  IS  orga¬ 
nization  has  a  massive  annual  la¬ 
bor  line  item  on  their  budget,  yet  it 
just  hasn’t  been  managed  with  any 
rigor,”  said  Hank  Riehl,  president 
of  SkillView  Technologies,  Inc.  in 
Hampstead,  N.H. 

In  addition  to  SkillView,  compa¬ 
nies  with  systems  on  the  market 
include  Bensu,  Inc.  in  San  Francis¬ 
co  and  People  Sciences,  Inc.  in  Ma¬ 
plewood,  N.J. 

All  three  companies  offer  stand¬ 
alone  PC-based  software  as  well  as 
client/server-based  versions. 

Northrop  Grumman  Corp.’s 
Data  Systems  and  Services  Divi- 
Skills,  page  98 


Human  resource  or¬ 
ganizations  “typical¬ 
ly  don’t  understand 
technical  skill  re¬ 
quirements.  They 
think  bridges  and 
routers  are  some¬ 
thing  you  drive  over, 
thatC++  is  some¬ 
thing  teachers  give 
outand  thatUnix 
are  employees  of  a 
harem.” 

—  Howard  Cook, 
Northrop  Grumman  Corp. 


Network  info  gains 
guaranteed  delivery 


By  Elizabeth  Heichler 


Thanks  to  a  new  kind  of  software 
just  beginning  to  emerge,  compa¬ 
nies  will  be  able  to  take  advantage 
of  both  higher-performing  sys¬ 
tems  and  easier  application  pro¬ 
gramming. 

One  of  the  first  of  this  new  breed 
made  its  debut  last  week  when 
Teknekron  Software  Systems,  Inc. 
unveiled  a  module  that  rides  on  top 
of  its  Teknekron  Information  Bus 
communications  software.  This 
module,  called  the  Transaction 
Express,  guarantees  that  informa¬ 
tion  sent  over  the  network  arrives 
where  it  is  needed. 

Teknekron  is  taking  a  new  ap¬ 
proach  to  the  problem  known  as 
transaction  processing:  Its  soft¬ 
ware  is  based  on  communications 
software  rather  than  database 
software. 

The  usual  way 

Currently,  most  systems  guaran¬ 
tee  that  updates  to  databases  are 
correct  and  complete  through  the 
use  of  a  transaction-processing 
monitor.  This  monitor  observes 
each  update,  or  transaction,  and 
permits  the  update  to  the  data¬ 
base  to  be  finalized.  Monitors  that 
observe  the  transaction  from  both 
the  originating  side  and  the  desti¬ 
nation  side  —  and  do  not  permit 
the  transaction  to  be  finalized  un¬ 
til  all  appears  to  have  gone  prop- 
Network  info,  page  9  7 


Catching  the 
Teknekron  Bus 


The  Teknekron 
Information  Bus  is 
messaging 
middleware  that 
allows  information  to 
be  passed  around  a 
distributed  enterprise 
via  TCP/IP  networks. 

The  bus  is  based  on 
a  publish-and- 
subscribe  architecture. 
This  means 
applications  need  not 
be  aware  of  the 
network  to  be  able  to 
send  or  retrieve 
information.  Data 
objects  are  labeled 
with  descriptions  of 
theirsubjectandcan 
be  automatically 
retrieved  by  users  who 
“subscribe”  to  that 
subject. 


Make  your  favorite  database  reporting  tool  understand  English! 


English  Wizard™  lets  you  ask 
ordinary  English  questions  to 
retrieve  information  from  your 
database.  Use  any  English 
phrasing  you  like,  and  English 
Wizard  automatically  displays 
the  answers  in  your  favorite 
reporting  tool. 


Works  with  most  ODBC  Compliant 
reporting  tools  and  databases: 

•  Microsoft  Access  •  PowerBuilder 

•  Microsoft  Excel  •  Forest  &  Trees 

&  Query  •  Q+£ 

•  Impromptu  •  InfoMoker 

•  R&R  Report  Writer  •  ReportSmith 


Imagine  being  able  to  ask:  What  customers  didn't  hove  any  orders  last  month ? 


Select  Query:  English  Wizard  Query 


►  |  Drinks  etc..  Inc. 

Jefferson  Ealerie* 
Food  Sup  / 
Cactu*  Cc 
GtHCoi 
Food  Syrr 
The  Gale 
Carson  As 
Good  las 
Entertare 
Savory  Si 
Caterng  I- 


English  Wizard  Query  Ruilder 


What  customers  didn't  have  any  orders  last  month? 


L  at  ©trig  r  CMieois  Woidt. 

World vvkJ.  as 


Table*  and  Coknara: 


English  Wizard 
instantly 
generates  the 
SQL  shown 
and  then 
answers 
the  question 


bSM 


Fnglish  Wizard’s  Interpretation 


SELECT  [CUSTOMERS|-[LAST_NAMEI  a*  (Lett  Na»e|. 
(CUSTOMERS). (EIRST_NAME|  as  [Fa*  Na»e|. 
[CUSTOMERSnCOMPANY_NAME]  a*  [Company  N«m| 

.  FROM  (CUSTOMERS] 

WHERE  not  e»«tt(SEL£CT  -  FROM  [ORDERSI  WHERE 
J*°  MontNIORDER  DATED-?  •«*  Yea»([ORDER  OATED-1995  and 
?°1fl  [CUSTOMERSJ.ICUST  ID|  -  [ORDERSUCUST  IDD 


Linguistic  Technology  Corporation 


English  Wizard  Features: 

Fully  Automatic  Setup-English  Wizard  will  look  at  your 
database  for  a  minute  then  you  can  immediately  start 
asking  English  questions. 

Built-In  Thesaurus-so  English  Wizard  knows  that 
words  like  pay  &  wages  are  synonyms  of  salary. 
Customizable  dictionary- so  you  can  personalize  your 
terminology. 

Instantaneous  Translation- so  fast  it’s  almost  like  magic! 
Asks  for  Clarification- if  your  question  is  ambiguous. 
Interpretation  Echo-so  you  can  see  how  English 
Wizard  interpreted  your  question. 


Introductory  Price  $99* 
800-425-8200 


SDK  for  PowerBuilder,  Visual  Basic  and  C/C++  is  priced  at  $149 
•plus  shipping  &  handling;  add  applicable  sales  tax 


©I99S  Linguistic  Technology  Corporation,  all  nghts  reserved.  All  product  names  are  trademarks  or  registered  trademarks  of  their  respect >lC den 
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Application  Development 


SAS  Institute’s  customers  keep  the  faith 


By  Rosemary  Cafasso 


When  it  comes  to  the  mainstream  appli¬ 
cation  development  market,  SAS  Insti¬ 
tute,  Inc.  is  probably  not  on  many  users’ 
radar  screens. 

But  for  many  SAS  customers,  the  Cary, 
N.C.,  company  is  providing  the  tools  they 
need. 

In  some  cases,  SAS  customers  do  not 
even  seriously  reviewother  development 
tools  because  SAS’s  offerings  match 
their  requirements.  The  tools  integrate 


well  with  other  SAS  products  and,  by  se¬ 
lecting  them,  the  users  keep  the  number 
of  vendors  they  work  with  to  a  minimum. 

Choosing  SAS  application  develop¬ 
ment  tools  “was  just  automatic  because 


we  knew  we  could  do  it  in  SAS,”  said  Mi¬ 
chael  Durbin,  an  information  systems  su¬ 
pervisor  at  Purina  Mills,  Inc.  in  St.  Louis. 
“Having  been  on  the  Internet  and 
watched  people  go  back  and  forth  on 
PowerBuilder  and  Visual  Basic,  it  seems 
like  SAS  may  be  a  little  harder  to  use  but 
a  lot  more  flexible.” 

Full  tool  box 

SAS,  a  20-year-old  software  company 
that  got  its  start  in  mainframe  statistical 
software,  provides  a  set  of  application 
development  tools  to 
create  end-user  and 
data  access  applica¬ 
tions  (see  chart).  Us¬ 
ers  need  to  purchase 
the  base  SAS  system, 
which  is  not  a  full 
database  manage¬ 
ment  system  but  pro¬ 
vides  data  manage¬ 
ment  and  a  data  ma¬ 
nipulation  function. 

Customers  can  then 
add  a  number  of  tools 
to  build  applications 
for  SAS.  These  include 
the  company’s  core 
development  tool, 
SAS/Application  Fa¬ 
cility  (SAS/AF),  which 
can  build  graphical  user  interface-based 
front-end  programs  for  data  access  as 
well  as  full-scale  client/server  systems 
with  pieces  of  an  application  partitioned 
and  running  on  different  processors. 


Of  the  $482  million  in  revenue  SAS 
made  last  year,  about  23%  came  from  ap¬ 
plication  development  tools  sales,  said 
Wink  Swain,  general  manager  of  new 
market  development  at  SAS.  About  80% 
of  these  sales  came  from  its  installed 
base,  with  the  remaining  20%  generated 
from  new  customers,  Swain  added. 

SAS  has  about  29,000  customer  sites 
and  3  million  users. 

Diane  Brown,  director  of  clinical  sys¬ 
tems  at  Athena  of  North  America,  Inc.  in 
Indianapolis,  said  her  staff  selected 
SAS/AF  because  “we  wanted  to  stay  with 
a  company  that  could  provide  all  the 
tools.” 

Brown’s  team  is  using  SAS/AF  to  cre¬ 
ate  decision-support  applications  that 
will  access  a  SAS-based  data  warehouse. 
“We  didn’t  really  analyze  other  tools  at 
the  time,”  Brown  said.  “We  are  so  famil¬ 
iar  with  SAS.” 

Durbin  said  Purina  Mills  is  also  using 
SAS’s  development  tools  to  build  data 
warehouse  applications.  With  SAS/AF, 
Durbin  created  a  menu-driven  system  for 
ad  hoc  reporting  in  “about  a  month  and  a 
half.” 

From  host  to  client/server 

Tony  Picardi,  an  analyst  at  International 
Data  Corp.  in  Framingham,  Mass.,  said 
SAS’s  tool  set  fits  well  with  many  users 
who  are  moving  their  SAS  environments 
from  primarily  host-based  systems  to 
more  graphical  client/server  platforms. 
As  a  result,  they  need  tools  to  design 
front-end,  graphical-based  applications 


to  work  with  the  SAS  data. 

“You  never  hear  of  [a  leading  company 
such  as]  Powersoft  saying  that  SAS  is  one 
of  their  competitors,”  Picardi  said.  Yet,  if 
all  SAS  did  was  sell  to  its  installed  base, 
“they  would  still  have  a  very  nice  busi¬ 
ness,”  he  added. 


SAS  graded  well 


In  its  recently  released  evaluation 
of  more  than  a  dozen  application 
development  and  fourth-genera¬ 
tion  language  tools,  Ovum  Ltd. 

gave  the  SAS  system  over¬ 
all  good  marks.  The  Lon- 
don-based  re¬ 
search  house 
found  SAS’s  ap¬ 
plication  devel¬ 
opment  tools  to 
be  average  or 
above  average 
in  areas  such  as 
supported  operating  systems,  da¬ 
ta  access  services  and  application 
partitioning  functionality. 

Ovum  said  one  weak  spot  in  the 
SAS  tool  kit  was  its  change  cycle 
support,  which  Ovum  defined  as 
the  development  phase  that  in¬ 
cludes  editing,  debugging,  testing, 
versioning  and  change  manage¬ 
ment. 


SAS  applications  development  tool  set 


'  Requirement  The  base  SAS  system 

Options 

•  SAS/Application  Facility,  a  client/server 
development  tool 

•  SAS/EIS,  assembles  an  executive  information 
system 

•  SAS/Assist,  creates  point-and-click  data 
access 

•  SAS/Access,  interfaces  to  a  variety  of 
non-SAS  databases 

Platforms 

supported 

40  platforms,  including  multiple  Unix  flavors, 

IBM  mainframe,  Windows  and  Macintosh 

Standards 

supported 

Microsoft’s  Open  Database  Connectivity  and 

OLE 

Price 

Starts  at  $985  per  user.  A  fully  loaded 
application  development  package  starts  at 
$1,575  per  seat  for  a  10-user  configuration. 

Systems  bring  Toronto’s  disabled  patrons  better  transit  service 


Toronto  Transit’s  George  Procunierf far  left )  and 
Agnes  Csorsz  (second  from  right)  say  the  sys¬ 
tem  saves  money  and  a  ids  disabledpasse?igers 


By  Thomas  Hoffman 


Mass  transit  can  be  a  challenging  mode 
of  travel  for  many  urbanites,  but  it  can 
be  particularly  vexing  for  handicapped 
people.  However,  the  city  of  Toronto’s 
30,000-plus  disabled  residents  should 
have  an  easier  time  of  it  thanks  to  a  new 
$7  million  scheduling  and  dispatch  sys¬ 
tem  recently  developed  by  the  Toronto 
Transit  Commission  (TTC). 

Before  the  system  was 
rolled  out  in  January,  Toron¬ 
to’s  disabled  residents 
had  to  call  the  TTC  four  days 
in  advance  to  reserve  a  ride 
on  a  bus  or  a  shared  taxi. 

Then  would-be  passengers 
had  to  call  back  the  day  be¬ 
fore  the  scheduled  ride  to 
confirm  its  estimated  time 
of  arrival. 

But  with  5,000  daily  trips 
to  manage  on  its  outdated 
scheduling  system,  the  TTC 
was  forced  to  reject  25%  to  30%  of  its 
would-be  passengers  the  day  before 
their  scheduled  departure. 

Using  the  new  system,  called  the 
Wheel  Trans  Info  System  (WTIS),  the 
TTC  can  guarantee  rides  for  up  to  6,000 
passengers  the  day  before  their  planned 


trip  within  a  30-minute  window  of 
arrival  or  departure.  And  the  TTC 
has  reduced  its  rejection  rate  to 
5%. 

The  TTC  developed  WTIS  with 
Computer  Associates  Internation¬ 
al,  Inc.’s  CA-OpenRoad  and  CA-In- 
gres  relational  database  manage¬ 
ment  software. 

The  WTIS  server  software  runs 
on  two  Hewlett-Packard  Co.  HP 
9000  Unix  servers, 
and  the  client  graphi¬ 
cal  user  interface 
processing  is  done  on  six 
smaller  HP  9000  machines. 

By  creating  30-minute 
scheduling  windows  for  its 
passengers,  “we  can  get 
more  productivity  and  effi¬ 
ciencies  by  squeezing  in  oth¬ 
er  customers  for  pickups 
and  drop-offs,”  said  George 
Procunier,  a  data  adminis¬ 
trator  at  the  TTC. 

Less  taxi  use 

The  TTC  used  to  provide  most  of  its  am¬ 
bulatory  patrons  —  such  as  elderly  peo¬ 
ple  who  walk  with  canes  —  with  taxi  ser¬ 
vice  because  its  130  handicapped- 
accessible  buses  were  being  used  solely 


for  passengers  who  use  wheelchairs.  But 
many  of  the  bus  seats  were  being  left  va¬ 
cant,  and  the  TTC  was  swallowing  the  in¬ 
cremental  costs  of  the  taxi  service. 

With  the  new  scheduling  system  in 
place,  the  TTC  —  which  derives  67%  of 
its  $600  million-plus  in  revenue  from  its 
fare  boxes  —  now  fills  up  its  bus  seats 
first  and  maximizes  its  fixed  costs,  Pro¬ 
cunier  said. 

The  TTC  also  implemented  a  Comput¬ 
er  Talk,  Inc.  interactive  voice  telephone 
system  in  November  1994  to  handle  ap¬ 
proximately  3,000  calls  per  day.  The 
voice-response  system  provides  pro¬ 
spective  riders  with  more  precise  arrival 
times. 

“Calling  four  days  in  advance  and  not 


knowing  if  you  had  a  ride  for  another 
three  days  made  senior  citizens  anx¬ 
ious,”  Procunier  said. 

Based  on  the  TTC’s  first-quarter 
scheduling  figures,  the  agency  expects 
to  be  able  to  carry  200,000  more  disabled 
passengers  this  year  at  no  additional 
cost.  This  represents  a  $4  million  to 
$6  million  savings  to  the  TTC,  according 
to  Agnes  Csorsz,  WTIS  project  manager 
for  the  TTC. 

Per-passenger  costs 

In  1994,  it  cost  the  TTC  $40  per  passenger 
carried,  based  on  fuel  costs,  driver  sala¬ 
ries  and  other  related  overhead.  After 
three  months  of  using  the  WTIS  system, 
the  TTC  reduced  those  costs  to  $29  per 
person,  Csorsz  said. 

Giro,  a  Montreal-based  consultancy, 
was  hired  by  the  TTC  for  $800,000  to  de¬ 
velop  a  scheduling  algorithm  used  with 
the  system.  Further  refinements  to  the 
system  are  planned  during  the  next  18 
months,  including  the  introduction  of 
electronic  connections  to  the  major  taxi 
companies  with  which  the  TTC  con¬ 
tracts.  The  electronic  gateways,  which 
should  be  installed  by  early  next  year, 
would  enable  the  TTC  to  send  taxi  com¬ 
panies  electronic,  rather  than  printed, 
passenger  pickup  schedules. 


Automation 

savings 


By  automating  its 
scheduling  functions, 
the  TTC  was  able  to 
reduce  its  scheduling 
stafffrom29toi9, 
resulting  in  an 
additional  $500,000  in 
staff  savings. 
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Outperforms 
the  Competition. 

PC  Magazine  Database  Benchmark 


-,'V  ,  ■. 


RANDOM  WRITE  TRANSACTION  MIX 

(on  60  active  workstations) 

WORST  BEST 


0rade7 
Microsoft  SQL  Server 
Sybase  SQL  Server 
Informix  OnLine 


BLOB  RETRIEVAL 

(on  60  active  workstations) 
WORST 

0rade7 
Sybase  SQL  Server 
Microsoft  SQL  Server 

(Informix  OnLine  not  tested)  Megabytes  per  second 


0rade7 
Sybase  SQL  Server 
Microsoft  SQL  Server 
Informix  OnLine 


AD  HOC  QUERY 

WORST 

HKgg 


"The  best  performer  on  this  extremely 

demanding  test *  was  Oracle7... 

The  engine  ran  error  free  and  required 

■0FaegJ:  48  per  sec 

very  little  tuning  to  achieve  the 

measured  performance." 

PC  Magazine 
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Oracle7  Server  for 
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LOAD  AND  INDEX 

WORST 

Orode7 


Sybase  SQL  Server 
Informix  OnLine 
Microsoft  SQL  Server 


0rade7 
Informix  OnLine 
Sybase  SQL  Server 
Microsoft  SQL  Server 


5:28  hrs. 


1 2:00  min. 


5:22  min. 


18:1 1  min. 


N  Grea'  Leap 
forward 


53:00  min. 


For  complete  PC  Magazine  results 
call  1-800-633-1071  Ext.  8132 


©1994  Oracle  Corp.  These  are  not  all  the 
tests  that  PC  Magazine  conducted  before 
choosing  Oracle7  as  'Editors  Choice'. 


How  to  Simplify 

Data  Warehouse  Construction 


{We'll  give  you  the  blueprint  free} 


I 


SAS  Institute  Inc. 


The  Key  Building  Blocks 


Only  the  SAS  System  integrates  all  of  the  core  technologies  for  data 
warehousing — from  back-end  access  to  your  operational  systems  to 
desktop  decision  support  to  help  people  make  better,  more  informed 
business  decisions.  For  managing  the  warehouse,  you  get  powerful 
capabilities  for  combining  different  data  sources  and  transforming 
them  into  a  common  relational  form.  And  for  organizing  your  warehouse, 
we  even  provide  the  relational  storage  you  need — at  a  fraction  of  the 
cost  (and  overhead)  of  traditional  DBMSs.  With  SAS  Institute  as  your 
architect  and  partner,  you'll  get  a  comprehensive  front-end  to 
back-end  solution. 

Subcontractors  Welcome 

Or  with  our  "open  warehouse"  architecture,  you  can  seamlessly  integrate 
other  warehouse  component  products  from  a  variety  of  vendors — 
including  your  existing  data  base  management  systems  or  your 
desktop  personal  productivity  tools. 


t 


7q 


On  Time,  On  Budget 


Whichever  approach  you  choose,  with  the  SAS  System  as 
the  foundation,  you  can  reduce  the  cost  and  complexity 
of  data  warehousing  simply  by  reducing  the  number  of 
different  products  you'll  need  to  integrate.  And  you'll 
have  the  backing  of  one  of  the  world's  leading  software  and 
service  companies  to  help  you  succeed  on  time  and  within  budget, 


A  Free  Blueprint 


To  help  you  get  started,  we've  written  "A  Blueprint  for  Data  Warehousing 
Success,"  a  detailed  plan  for  assessing  your 
company's  data  warehousing  requirements. 

For  your  free  copy — plus  a  free  video 
conversation  with  warehouse  expert 
Bill  Inmon — give  us  a  call,  visit 
us  on  the  World  Wide  Web  at 
http://www.sas.com  or  send  us 
email  at  cw@sas.sas.com 
In  Canada:  1-800-363-8397. 


Telephone:  919-677-8200  Fax  919-677-4444 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc. 
Copyright  ©  1995  by  SAS  Institute  Inc. 


CLIENT/SERVER 

EXCELLENCE 


Client/server.  Where’s  it  at  in  the  real  world?  You’ll 
find  out  in  a  special  June  15  edition  of  Computerworld 
Client/Server  Journal.  With  the  expertise  of  Cambridge 
Technology  Partners,  a  world  renowned  client/server 
consultancy,  we  surveyed  more  than  250  North  American 
organizations  to  gauge  their  client/server  prowess.  Our 
special  issue  will  list  the  20  most  effective  users  of 

client/server  technology  by  measuring  their: 

•  Investment  in  infrastructure. 

•  Application  architecture  and  deployment. 

•  Applications  ’  hard  and  soft  benefits. 

•  Technology/business  strategy  alignment. 

•  IT  management  philosophy  and  culture. 


The  Event 

On  June  15,  at  DCI’s  Database 
&  Client/Server  World  in  Boston, 
you’re  invited  to  a  panel  discussion 
at  9:30  that  includes  representatives 
from  several  of  the  Top  20  companies, 
the  survey  judges  and  moderator 
Alan  Alper,  editor  of  Computerworld 
Client/Server  Journal.  Hear  firsthand 
what  went  into  selecting  the  Top  20 
and  how  these  organizations  made 
client/server  work  for  them. 

For  more  information  on  this  panel, 
call  (508)  470-3880. 


Event  Sponsor 


Digital  Consulting  Inc. 


Research  Partners 

r  > — 

Cambridge  Technology  Partners 


COMPUTERWORLD 

CLIENT/SERVER 

JOURNAL 


COMPUTERWORLD 


Where  distributed  computing  meets  business  objectives 


Take  a  slice  off  the  price  of 
COMPUTERWORLD. 
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1.  BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 
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2.  TITLE/FUNCTION  (Circle  one) 

I  S/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/ Asst.  VP 
IS/MIS/DP  Management 

21 .  DirVMgr.  MIS  Services,  Information  Center 

22.  Dir./Mgr.  Network  Sys.,  Data/Tele.  Comm., 
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23.  DirVMgr.  Sys.  Development,  Sys.  Architecture 

31 .  Programming  Management,  Software  Developers 
41.  Engineering,  Scientific,  R&D,  Tech.  Management 
60.  Sys.  Integrators/VARs/Consulting  Management 
CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Manager 

12.  Vice  President,  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 
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(b)  Netware 
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DEPARTMENTAL  MANAGEMENT 

51 .  Sales  &  Mktg.  Management 
70.  Medical,  Legal,  Accounting  Management 
OTHER  PROFESSIONAL  MANAGEMENT 
80.  Information  Centers/Libraries, 

Educators,  Journalists,  Students 
90.  Other  Titled  Personnel 

3.  Do  you  use,  evaluate,  specify,  recommend,  purchase: 
(Circle  all  that  apply) 

Operating  Systems 

(e)  Mac  OS 

(f)  Windows  NT 

(g)  Windows 

(h)  NeXTStep 

□  Yes 

□  Yes 


□  No 

□  No 
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Title 

Company 

Address 

City 
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BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Sen/ice  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 
Transportation 

70.  Mining/Construction/Petroleum/Refining/Agric. 

80.  Manufacturer  of  Computers,  Computer-Related 
Systems  or  Peripherals 

85.  Systems  Integrators,  VARs,  Computer  Service 
Bureaus,  Software  Planning  &  Consulting  Sen/ices 
90.  Computer/Peripheral  Dealer/Dist./Retailer 
95.  Other _ 

(Please  Specify) 


Central/South  America  $150,  Europe  $295,  all  other  countries  $295.  Foreign  orders  must  be  prepaid  in  U.S. 

complete  the  questions  below  to  qualify  for  this  special  rate. 

s)  2.  TITLE/FUNCTION  (Circle  one)  DEPARTMENTAL  MANAGEIV 

uteri  IS/MIS/DP  MANAGEMENT  51 .  Sales  &  Mkto.  Manaoemen 


2.  TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/  Asst.  VP 
IS/MIS/DP  Management 

21 .  Dir./Mgr.  MIS  Services,  Information  Center 

22.  Dir./Mgr.  Network  Sys.,  Data/Tele.  Comm., 

LAN  Mgr.  /PC  Mgr.,  Tech  Planning,  Admin.  Services 

23.  DirVMgr.  Sys.  Development,  Sys.  Architecture 
31 .  Programming  Management,  Software  Developers 
41.  Engineering,  Scientific,  R&D,  Tech.  Management 
60.  Sys.  Integrators/VARs/Consulting  Management 
CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Manager 

12.  Vice  President,  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 


DEPARTMENTAL  MANAGEMENT 

51 .  Sales  &  Mktg.  Management 
70.  Medical,  Legal,  Accounting  Management 
OTHER  PROFESSIONAL  MANAGEMENT 
80.  Information  Centers/Libraries, 

Educators.  Journalists,  Students 
90,  Other  Titled  Personnel 

3.  Do  you  use,  evaluate,  specify,  recommend,  purchase: 
(Circle  all  that  apply) 

Operating  Systems 

(e)  Mac  OS 

(f)  WindowsNT 

(g)  Windows 

(h)  NeXTStep 

□  Yes 

□  Yes 


(a)  Solaris 

(b)  Netware 

(c)  OS/2 

(d)  Unix 
App.  Development  Products 

Networking  Products 


□  No 

□  No 
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erly  on  both  sides  —  use  a  popular  tech¬ 
nology  called  two-phase  commit. 

Two-phase  commit  causes  delays 
when  transactions  between  two  systems 
fail  to  complete.  This  causes  all  records 
to  be  locked  on  one  of  the  systems,  ex¬ 
plained  John  Mann,  research  director  for 
client/server  computing  at  The  Yankee 
Group  in  Boston. 

“This  is  a  much  more  efficient  model 
for  transaction 
processing 
than  two-phase 
commit,  and  I 
think  this  is  the 
way  the  indus¬ 
try  is  going,” 

Mann  said. 

The  Teknek- 
ron  software 
comprises  an 
architecture 
called  TP-TIB. 

The  first  TP-TIB  module,  Transaction  Ex¬ 
press,  extends  the  Teknekron  Informa¬ 
tion  Bus  with  support  for  asynchronous 
communications,  providing  throughput 
of  up  to  100  messages  per  second,  the 
firm  said.  The  Transaction  Express  Node 
server  sits  between  the  data  publisher 
and  data  subscriber  on  a  network  and 
guarantees  delivery  of  a  message  even  if 
client  applications  are  unavailable. 

Transaction  Express  resulted  from  re¬ 
quests  by  a  Teknekron  customer  —  se¬ 
curities  firm  Nomura  International  PLC 
in  London.  Nomura  was  looking  for  an 
additional  piece  of  infrastructure  to  pass 
data  with  guaranteed  delivery  between 
front,  middle  and  back  offices  located 
around  the  world,  according  to  Geoff 
Doubleday,  Nomura’s  managing  director 
for  information  technology. 

Nomura  is  implementing  a  distributed 
trading  system  using  Sun  Microsystems, 
Inc.  SPARC  workstations  and  servers 
and  is  building  applications  that  use  Tek- 
nekron’s  messaging  technology.  The  new 
trading  system  will  replace  an  IBM  main- 
frame-based  system.  It  is  scheduled  to  go 
into  production  late  this  year,  with  the 
mainframe  slated  for  shutdown  next 
March,  Doubleday  said. 

“The  elegance  of  [TP-TIB]  is  that  it’s 
scalable,”  Doubleday  said.  He  character¬ 
ized  TP-TIB  as  “far  more  than  just  a  TP 
monitor.”  He  added  that  he  expects  all 
transaction-processing  systems  to  use  a 
similar  model  in  the  future.  “There’s 
been  a  lot  of  talk  about  this,  but  nobody’s 


“There’s  been  a 
lot  of  talk  about 
this,  but 
nobody’s  really 
gotten  their  act 
together”  except 
for  Teknekron. 

—Geoff  Doubleday, 
Nomura  International 
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really  gotten  their  act  together  in  terms 
of  marketable  products”  except  for  Tek¬ 
nekron,  Doubleday  said. 

Teknekron’s  technology  is  compatible 
with  Object  Management  Group  (OMG) 
standards  such  as  Common  Object  Re¬ 
quest  Broker  Architecture  (CORBA),  and 
it  uses  a  CORBA-compliant  object  re¬ 
quest  broker  on  top  of  its  messaging  bus. 
By  year’s  end,  the  new  product  will  fully 
comply  with  a  standard  for  object  ser¬ 
vices  recently  defined  by  the  OMG, 


according  to  Kieran  Harty,  manager 
of  Teknekron’s  advanced  technology 
group. 

The  advantage  of  usingCORBA’s  inter¬ 
face  for  transaction-processing  services 
is  that  it  gives  users  portability  of  trans- 
action-processingmonitors  and  makes  it 
easier  to  distribute  applications,  OMG 
President  Chris  Stone  said. 

IBM  is  moving  in  a  similar  technical  di¬ 
rection,  confirmed  Ed  Cobb,  senior  tech¬ 
nical  staff  member  at  IBM’s  Santa  Teresa 


Laboratory  in  San  Jose,  Calif.  “I  believe 
transaction  processing  and  object  tech¬ 
nology  come  together  very  nicely,  with 
object  technology  providing  an  easier 
way  to  build  applications,”  Cobb  said. 

IBM  participated  in  defining  the  OMG’s 
transaction-processingservice  and  later 
this  year  “will  be  rolling  out  the  begin¬ 
nings  of  that  technology”  in  System  Ob¬ 
ject  Model  for  OS/2  and  AIX,  Cobb  said. 
There  are  also  plans  to  do  the  same  for 
the  AS/400  and  MVS,  he  added. 
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Mew  Prod  ids 


Sales  Vision,  Inc.  recently  introduced 
Sales  Vision  Framework  1.1,  a  sales  and 
marketing  application  development  tool 
for  PowerBuilder.  Framework  1.1  fea¬ 
tures  a  vertical  framework  of  object  li¬ 
brary  templates. 

According  to  the  Charlotte,  N.C.,  com¬ 
pany,  Framework  1.  l’s  vertical  library  of 


templates  provides  reusable  data  and 
manipulation  tools.  These  features  let 
developers  create  prototypes  quickly 
from  prefabricated  components  without 
erodingthe  software  architecture. 

Framework  1.1  features  working  sales 
and  marketing  models,  integrated  activ¬ 
ity  management,  a  customizable  soft- 
copy  data  model  and  PowerBuilder 
source  code  for  all  objects.  PowerBuilder 
is  from  Sybase,  Inc.  subsidiary  Power¬ 
soft. 


Pricing  starts  at  $25,000. 
►  Sales  Vision 
(704)549-0609 


Logic  Works,  Inc.  has  announced  ER- 
win/ERX  for  SQL  Windows,  a  database 
design  tool. 

According  to  the  Princeton,  N.J.,  com¬ 
pany,  ERwin/ERX  for  SQL  Windows  lets 
developers  create  graphical  entity-rela¬ 
tionship  diagrams  of  data.  It  also  lets 
them  specify  SQL  Windows  extended  at- 


Free  Seminar  on  CD-ROM, 
Multimedia,  and  Online  Publishing 


Call  1-800-229-8055  to  attend  a  remarkable  half-day 
seminar  that  gives  you  a  closer  look  at  real  world 
applications,  benefits,  costs  and  shows  you  how  to 
evaluate  and  get  started  in  these  exciting  technologies. 


Now  you  can  get  an  inside  look  at  the 
latest  in  electronic  publishing  using 
CD-ROM,  multimedia,  and  online. 

The  seminar  is  sponsored  by 
Dataware  Technologies,  Inc.,  the 
world  leader  in  CD-ROM  and  online 
text  management  software  and  ser¬ 
vices  for  electronic  information  pub¬ 
lishers;  and  CD  Solutions,  Inc.,  the 
CD-ROM  publishing  unit  of  IDG,  the 
world  leader  in  providing  informa¬ 
tion  on  information  technology. 

Sponsors  also  include  Sony  Disc 
Manufacturing,  the  premier  provider 
of  CD-ROM  manufacturing  and  relat¬ 
ed  services;  Microboards,  Inc.  show¬ 
ing  the  PlayWrite  4000;  TDK,  a  lead¬ 
ing  manufacturer  of  CD-Recordable 
media;  and  Toshiba  America  Infor¬ 
mation  Systems,  Inc.,  a  leading  sup¬ 
plier  of  portable  computers,  including 
notebook,  mobile  multimedia  and 
pen  tablet  computers. 

Look  at  real  world  applications 

You'll  see  exactly  how  leading  com¬ 
panies  are  making  money,  and  saving 
money,  using  these  technologies  to 
their  competitive  advantage.  And 
gain  a  better  understanding  of  how 


to  re-engineer  information  delivery, 
reducing  access  time  to  critical  infor¬ 
mation  -  from  days  to  seconds. 

You'll  learn  how  to  get  started; 
when  to  outsource  and  when  to 
develop  in-house;  whether  CD-ROM 
or  online  is  best  for  your  application; 
and  how  CD-ROM  and  online  com¬ 
pliment  each  other. 

Look  at  new  technologies 
You'll  learn  what  the  primary  multi- 
media  applications  are  and  how  to 
make  sales  and  profits  with  portable 
multimedia.  You'll  learn  why 
CD-Recordable  is  booming.  You'll 
see  the  advantages  of  integrating 
advanced  text  management  with 
relational  databases  for  managing 
documents  online.  Plus  see  new  sys¬ 
tems  for  publishing  online,  on 
CD-ROM,  and  on  the  Internet. 

Look  at  interactive  demonstrations 

You'll  see  detailed  demonstrations 
and  view  popular  CD-ROM  and 
multimedia  applications,  as  well  as 
new  online  solutions. 


Seminar  Reservation  Form 


Look  at  all  you'll  get 

You'll  take  home  a  free  demonstration 
CD-ROM,  with  samples  of  real  life 
applications  from  organizations 
around  the  world.  And  the  Guide  to 
CD-ROM  Publishing,  a  38-page  indus¬ 
try  report  which  shows  you  how  elec¬ 
tronic  publishing  can  benefit  your 
organization,  how  to  estimate  costs, 
application  development,  hardware 
selection,  and  more. 

Look  at  your  schedule 

The  seminars  are  absolutely  free. 
Simply  call  Dataware  Technologies  at 
1-800-229-8055  and  ask  for  the 
Seminar  Desk.  Or,  check  the  seminar 
you  wish  to  attend  on  the  form  below, 
and  fax  it  to  1-617-494-0740. 


FREE!  Computerworld  CD 

Now  get  a  chance  to 
sample  the  power  of 
CD-ROM  with  unlimited 
access  to  over  1,000  fully 
indexed  articles  from  recent 
issues  of  Computerworld,  the  weekly 
newspaper  for  Information  Systems. 
Computerworld  CD  is  a  compre¬ 
hensive  source  of  news,  graphics, 
vendor  and  product  information, 
and  surveys.  The  Computerworld 
CD  sampler  is  yours  free  when 
you  attend  the  seminar. 
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Date 
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April  26 
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□  Phoenix 

April  27 

□  Atlanta 

May  11 
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May  2 

□  Toronto 

May  11 

□  Chicago 

May  3 

□  Boston 

May  16 

□  Tulsa 

May  3 

□  Columbus 

May  16 

□  Minneapolis 

May  4 

□  New  York  City 

May  17 

□  Miami 

May  4 

□  Nashville 

May  17 

□  Philadelphia 

May  9 

□  Charlotte 

May  18 

□  Ottawa 

May  9 

□  Stamford,  CT 

May  18 

O  Yes,  please  reserve  a  place  for  me  at  the  seminar  I  have  checked. 
□  No,  I  cannot  attend  the  seminar,  but  I  am  interested.  Please  have 
a  representative  call  me. 
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COMPUTERWORLD 


&TDK 


In  Touch  with  Tomorrow 

TOSHIBA 


CD  Sttlulions,  Inc. 
An  I  DC  Com/hwy 


l  MCR0B0ARD5 

Sony  Disc  Manufacturing  81  DATAWARE 

TECHNOLOGIES 

All  brands  and  product  names,  trademarks  or  registered  trademarks  are  the  properties  of  their  respective  companies. 


tributes  (class  style,  client-side  valida¬ 
tion,  initial  value)  indicatinghow  column 
values  should  be  edited  as  well  as  server- 
side  values  (data  type,  column  name, 
server-side  validation)  that  describe  at¬ 
tributes  in  the  data  model. 

ERwin/ERX  for  SQL  Windows  features 
a  repository  for  SQL  Windows  extended 
attributes,  ERwin  Quickstyles,  domains, 
database  migration  and  platform  inde¬ 
pendence. 

ERwin  for  SQL  Windows  costs  $3,495. 

►  Logic  Works 

(609)252-1177 
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sion  uses  Bensu’s  system  to  track  not  on¬ 
ly  what  skills  its  staffers  have  but  which 
ones  the  company  needs  as  it  steadily 
moves  forward  with  distributed  technol¬ 
ogies.  All  that  information  is  entered  into 
an  Oracle  Corp.  database,  which  the  Ben- 
su  system  analyzes  to  identify  gaps. 

Using  the  system,  IS  managers  can 
quickly  locate  people  with  the  skills  they 
require  as  well  as  develop  the  right  train- 
ingprograms. 

“As  we  flatten  the  organization,  we 
have  managers  responsible  for  between 
25  and  30  people,  all  of  whom  are  geo¬ 
graphically  dispersed.  This  works  as  an 
on-line  management  tool  to  quickly  find 
the  people  with  the  right  skills,”  said 
Howard  Cook,  manager  of  skills  and 
training. 

In  addition  to  definingskills  needed  for 
individual  positions,  skills  inventory  sys¬ 
tems  also  function  as  performance  as¬ 
sessment  and  career  development  tools 
for  individual  IS  staffers. 

The  People  Sciences  system,  for  in¬ 
stance,  gives  staffers  on-line  access  to 
managers’  assessments  of  their  skills, 
plus  a  list  of  which  of  the  150  core  compe¬ 
tencies  are  necessary  to  move  into  other 
IS  jobs.  The  system  also  provides  train¬ 
ing  information,  including  on-line  course 
registration  and  a  summary  of  job  post¬ 
ings  and  descriptions. 

One  point  on  which  experts  disagree  is 
where  IS  skills  management  systems 
should  fit  within  the  company. 

Barbara  Noti,  an  analyst  at  Meta 
Group,  Inc.  in  Stamford,  Conn.,  said  they 
may  best  fit  under  an  enterprisewide  hu¬ 
man  resources  system.  “Because  the 
software  looks  at  training,  position  plan¬ 
ning  and  position  control,  there  is  a  logic 
to  its  being  part  of  an  enterprisewide  hu¬ 
man  resource  system  rather  than  a  de¬ 
partmental  system,”  she  said. 

But  Cook  said  IS  groups  should  main¬ 
tain  their  own  skills  management  sys¬ 
tems.  “The  reason  is  because  human  re¬ 
source  organizations  typically  don’t  un¬ 
derstand  technical  skill  requirements,” 
he  said.  “They  think  bridges  and  routers 
are  something  you  drive  over,  that  C  +  + 
is  something  teachers  give  out  and  that 
Unix  are  employees  of  a  harem.” 

All  three  vendors  noted  that  their  sys¬ 
tems  could  be  used  to  track  skills  in  other 
departments.  However,  the  vast  majority 
of  installations  are  within  IS  groups. 
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“...gives  us  the  ability  to  be  more 
proactive. . .” 

Susan  Holloway,  IS  Process  Specialist 
Southwestern  Bell  Telephone 

“...[NetFinity]... enables  us  to  remotely 
diagnose  and  resolve  [problems]...” 

Pat  Ryan.  Systems  Analyst 
PFS,  PepsiCo,  Inc. 

“...utilities  that  we  have  not  been 
able  to  find  in  other  products.” 

Ron  Blankenship,  Systems  Engineer 
Integrated  Data  Systems 


“...all  necessary  data  on  hardware... 
at  the  push  of  a  button...” 

Carl  S.  Norman,  Manager,  PC  Systems  and  Services 
Titleist  and  Footjoy  Worldwide 

“...the  key  to  successful  systems 
management  and  troubleshooting.” 

Ron  Carnicom,  LAN  Administrator 
Pall  Corporation 

“...save[s]  our  network  administrator 
an  incredible  amount  of  time.” 

Al  Pruitt,  Network  Specialist 
Missouri  Dept,  of  Conservation 


corrected 
And  that’s 


The  latest  word  on  asset 
management  from  the  people  who 
started  the  conversation. 


With  the  introduction  of  NetFinity™  2.01*-part  of  the  SystemView®  family-on  our  PC  servers, 

i _  PC  300s  and  700s  last  fall,  we  gave  IS  administrators  a  powerful  new  way  to  troubleshoot  a  networked 

system.  Now,  your  servers  and  PCs  can  be  managed  remotely.  And  failures  waiting  to  happen  can  be 
in  advance.  The  idea  is  to  make  PCs  and  servers  easier  to  manage,  so  you  get  the  most  out  of  your  investment, 
what  asset  management  is  really  all  about.  For  more  information,  call  IBM  at  1 800  IBM-4FAX  (key  in  1 D#  8252509). 


There  is  a  difference™ 


BUSINESS 


REALITY 


Find  the  perfect  solution 
for  your  business  and  the 
problem  will  change. 


No  company  is  a  stranger  to  change. 
Whether  or  not  change  is  a  liability,  however, 
depends  on  the  flexibility  of  your  information 
system.  Therein  lies  the  beauty  of  Sybase. 

We’ve  been  the  fastest  growing  company 
in  the  relational  database  industry  because 
of  a  simple  but  profound  idea:  Information 
systems  that  adapt  to  change  give  your 
company  a  sustainable  business  advantage. 

You  see,  other  companies  sell  you  a 
short-term  fix  with  a  long-term  drawback. 
You  get  locked  into  doing  things  their  way. 

Sybase,  on  the  other  hand,  solves  your 
immediate  needs  within  an  adaptable  architec¬ 
ture  that’s  prepared  to  handle  future  change. 

Sybase  further  lets  you  do  business  your 
way  with  a  full  line  of  high-performance  data¬ 
base  servers,  development  tools,  interoperability 
products,  and  best-of-breed  applications  from 
leading  software  partners. 

That  explains  why  companies  like  Federal 
Express,  MCI,  and  Avis  have  selected  Sybase. 
Call  1-800-SYBASE-l,  ext.  6810  to  learn  more. 

It  ’ll  be  well  worth  your  time.  Because 
tomorrow,  everything  will  change. 

ISybase 

T he  Architecture  for  Change" 


Outside  the  US.  call  4I0-U4-«W4.  ©  1995  Sybase,  Inc. 
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If  you  want  to  align  IS  with 
your  business,  why  not  run  IS 
like  a  business?  Because  the  same 
market  incentives  that  propel 
free  enterprise  can  alienate 
line  managers  and  users.  But  there 
are  ways  to  overcome  .  .  . 


PARADOX 


By  Allan  E. 


ax  Hopper  is  among 
the  best  known  of  all  ClO-pre- 
neurs.  In  the  past  20  years,  he 
has  gone  from  marketing 
American  Airlines’  Sabre  res¬ 
ervation  system  to  developing 
an  information  systems  ser¬ 
vices  business  for  AMR  Corp., 
its  parent  company.  And  last 
year  he  launched  AMR’s  IS  or¬ 
ganization,  The  Sabre  Group,  a  “full-fledged  profit  center 
measured  on  its  own  revenues  and  earnings.” 

Not  only  has  AMR  gained  additional  revenue,  but  both 
internal  and  external  “customers  got  better  service  and 
lower  costs  because  we  had  to  find  less  expensive  ways 
to  do  things”  to  compete  successfully,  Hopper  says. 

But  even  in  retirement,  Hopper  still  remembers  the 


pain.  SellinglS  services  can  in¬ 
spire  fear,  jealousy  and  envy 
among  non-IS  managers.  If  IS 
had  not  won  top  management 
support  by  bringing  in  so  much 
I  revenue,  such  resentment 

o 

|  would  probably  have  been 

«/) 

overwhelming,  he  says.  In  fact, 
even  though  IS  has  been  bring- 
inghome  the  bacon  at  AMR  for 
two  decades,  not  everyone  there  “totally  agrees  that 
should  be  done.” 

Those  skeptical  AMR  executives  have  lots  of  company. 

The  notion  of  operating  IS  as  an  independent  business 

in  a  market  economy,  instead  of  as  a  centrally  planned 

staff  function  budgeted  as  a  cost  center,  is  making  little 

Profit  center  paradox,  page  1 03 


The  price  of  profit  center  status  is  eternal  vigilance, 
says  Max  Hopper,  AMR’s  former  CIO 
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Does  it  seem  like  your  application 
development  process  is  all  over  the  map? 


FOUNDATION'S®  METHOD/1® 
provides  clear  direction  for 
reaching  your  destination  on 
course,  on  budget,  and  on  time. 

METHOD/  l's  proven  methodology 
and  robust  project  management  tools 


help  you  gain  control  of  your  application 
development  process.  Our  new,  easy- 
to-use  methodology  browser  guides 
project  teams  of  any  size  through 
multiple  development  approaches, 
including  rapid  development,  client/ 
server,  host,  and  packaged  systems. 


Find  out  how  METHOD  / 1  can 
help  you  improve  your  systems 
delivery  performance. 

For  directions,  call  (800)  458-8851 
or  use  the  coupon  below. 


Choose 

foundation: 


Please  mail  completed  coupon, 

reply  by  fax  (312)  507-0802  or  call  (800)  458-8851. 

Outside  the  U.S.  and  Canada,  call  (312)  507-6784. 

□  Please  send  me  product  literature  regarding  METHOD/ 1. 
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□  I'd  also  like  to  receive  your  white  paper  regarding 
client/ server  methodology. 
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headway  in  the  marketplace  of  ideas.  The  con¬ 
cept  was  advocated  in  a  January  1987  Harvard 
Business  School  article  by  Brandt  Allen,  a 
University  of  Virginia  business  professor;  its 
roots  are  in  the  old  practice  of  mainframe  time¬ 
sharing. 

Many  companies,  including  Banc  One  Corp., 
Weyerhaeuser  Co.  and  Kimberly-Clark  Corp., 
have  tried  and  quietly  abandoned  IS  profit  cen¬ 
ters.  Nearly  all  banks  have  ended  the  practice 
of  running  the  IS  organization  as  a  profit  cen¬ 
ter,  says  M.  Arthur  Gillis,  a  veteran  IS  banking 
consultant  in  New  Orleans.  Practitioners  say 
they  hear  of  more  companies  abandoning  the 
approach  than  adopting  it. 

But  is  this  agingfadbeingburied  premature¬ 
ly?  Now  that  IS  executives  can  benefit  from  a 
decade  of  experience  with  IS  profit  centers,  can 
this  paradigm  be  saved? 

Pros  and  cons 

It  is  hard  to  ignore  the  die-hard  advocates,  suc¬ 
cess  stories  and  theoretical  attractions  of  the 
IS  profit  center. 

Proponents  say  not  only  can  it  earn  income, 
but  it  can  achieve  IS/business  alignment,  help 
users  understand  the  value  of  information  sys¬ 
tems  and  win  respect  for  the  IS  organization  — 
the  same  goals  sought  by  advocates  of  IS  gov¬ 
ernance,  a  new  management  model  for  IS  [CW, 
Nov.  28,  1994],  Becoming  a  profit  center  forces 
IS  to  compete  with  outside  vendors,  negotiate 
competitive  and  comprehensible  rates  and  de¬ 
velop  the  mind-set  of  a  market-driven  service 
company,  advocates  say. 

Richard  Lennon,  vice  president  and  chief  in¬ 
formation  officer  at  Brown-Forman  Corp.  in 
Louisville,  Ky.,  has  run  his  IS  operation  since 
1 99 1  as  what  canbebestdescribedasa  not-for- 
profit  profit  center.  While  he  has  no  external 
clients,  the  disciplines  of  competing  with  out¬ 
sourcers  and  competitive  pricing  have  proved 
beneficial  at  the  $1.7  billion  distillery  and  con¬ 
sumer  goods  company,  known  for  Jack  Daniel’s 
whiskey  and  Lenox  crystal. 


“In  theory,  it’s  beautiful.  Clients 
make  sensible  purchasing 
decisions:  They  only  buy  stuff 
if  it’s  worth  it.  Clients  have 
absolute  control  over  priorities, 
and  IS  can  be  innovative  and 
entrepreneurial.  Both  parties 
can  be  empowered.” 

N.  Dean  Meyer, 
president,  N.  Dean  Meyer  and  Associates, 
Ridgefield,  Conn. 


The  move  to  profit  center  status  has  reined  in 
IS  costs,  as  Lennon  predicted  it  would  when  he 
first  proposed  the  idea  to  his  boss.  From  1985 
to  1991,  Brown-Forman’ s  IS  expenses  climbed 
an  average  of  10.5%  a  year.  Since  then,  ex¬ 
penses  have  grown  a  total  of  $70,000  —  1%  over 
five  years,  or  .2%  each  year,  Lennon  says. 

“The  good  news  is  we  made  some  remark¬ 
able  turnarounds  in  terms  of  the  technology  we 
used.  That  means  both  the  customers  and  our¬ 
selves  have  focused  much  better  on  how  we 
used  the  money.  We  have  invested  in  LANs, 
WANs,  client/server,  workstations  and  execu¬ 
tive  information  systems.  We’re  not  wantingfor 
anything,”  Lennon  says. 

Now,  “I’d  never  go  back.  I  can’t  imagine  run- 
ningan  IS  department  any  differently,”  he  says. 

“In  theory,  it’s  beautiful.  Clients  make  sensi¬ 
ble  purchasing  decisions:  They  only  buy  stuff  if 
it’s  worth  it.  Clients  have  absolute  control  over 
priorities,  and  IS  can  be  innovative  and  entre¬ 
preneurial.  Both  parties  can  be  empowered,” 
says  N.  Dean  Meyer,  president  of  N.  Dean  Meyer 
and  Associates,  a  consultancy  in  Ridgefield, 
Conn. 

And  it  also  beats  the  tar  out  of  traditional  IS 
financing  approaches,  say  Lennon  and  John 
Diesem,  managing  director  and  chief  operating 
officer  at  Beta  Systems,  Inc.  in  Brookfield,  Wis. 
Beta  Systems  offers  data  processing  services 
to  financial  services  firms  and  provides  inter¬ 
nal  IS  services  to  its  parent  company,  Kemper 
Securities  Holdings,  Inc. 

According  to  Diesem,  cost  center  budgeting 
leads  non-IS  managers  to  kill  important  corpo¬ 
ratewide  IS  projects  out  of  self-in¬ 
terest  and  provides  IS  managers 
no  financial  incentives  to  lower 
costs  or  move  away  from  old  tech¬ 
nology.  Diesem  also  says  tradi¬ 
tional  chargeback  measures,  such 
as  MIPS  or  CPU  cycles,  obscure 
the  value  IS  delivers  to  users. 

“If  your  peers  are  profit  center 
managers,  it’s  much  easier  to  deal 
with  them  when  you’re  making  a 
profit  yourself  and  running  IS  like 
a  business  rather  than  like  a  staff 
function.  And  when  you’re  not, 
then  all  you  are  is  a  pesky  staff 
person,”  Diesem  says. 

Whose  side  are  you  on? 

If  the  IS  profit  center  sounds  so 
good,  why  have  so  many  grown 
skeptical? 

For  starters,  the  concept  of  IS 
profit  centers  has  come  to  mean 
just  about  anything  anyone  wants 
it  to  mean  (see  “In  it  for  the  mon¬ 
ey,”  above). 

“Over  90%  of  the  companies  I’ve 


run  across  that  set  up  IS  as  a  profit  center  do 
not  build  a  profit  into  their  rates.  They  are  still 
a  full  cost-recovery  kind  of  environment,”  says 
Terry  Quinlan,  executive  director  of  the  Finan¬ 
cial  Management  of  Data  Processing  Associa¬ 
tion  in  San  Francisco.  At  many  of  these  firms, 
the  concept  has  degenerated  into  an  excuse  to 
evade  the  financial  responsibilities  of  cost  cen¬ 
ters  ora  buzzword  to  “give  the  perception”  that 
IS  will  be  more  efficient  and  effective  than  be¬ 
fore,  he  says. 

And  one  CIO,  who  asked  to  remain  anony¬ 
mous,  says  his  company  operates  its  IS  profit 
center  primarily  to  reduce  corporate  taxes. 

Then  there’s  the  FUD  (fear,  uncertainty  and 
doubt)  factor. 


In  it  for  tlie  money? 


Free  market  purists,  beware:  In  the  real  world,  many  IS 
organizations  call  themselves  profit  centers— including  many 
that  are  not  allowed  to  make  a  profit.  Which  one  your  unit  is 
depends  on  how  you  answer  the  following  questions. 

Who  is  the  customer?  Some  companies,  such  as  AMR  and  CBS, 
allow  their  IS  organizations  to  seek  external  customers  and  provide 
them  with  IS  services  for  profit.  At  others,  such  as  Brown-Forman, 
the  customer  is  strictly  internal. 

How  do  you  charge  customers?  Traditional  chargebacks  are 
based  on  computer  usage,  such  as  CPU  cycles  used  or  lines  of 
code  written.  But  Kemper  Securities  and  Brown-Forman  charge 
a  set  fee  per  business  activity,  such  as  purchase  orders 
processed  or  units  manufactured. 

Are  you  allowed  to  charge  above  cost?  In  the  free  market, 
companies  charge  whatever  the  market  will  bear;  IS  organizations 
rarely  do  so  with  internal  customers.  For  example,  before  it  was 
absorbed  into  BankAmerica  Corp.,  Security  Pacific  Automation  Co. 
charged  only  2%  to  5%  above  cost. 

Can  IS  keep  the  profits?  Some  organizations,  such  as  CBS,  sell 
IS  services  at  a  profit  only  to  outside  companies.  Others,  such  as 
AMR’s  The  Sabre  Group,  provide  IS  services  at  a  profit  to  both 
internal  and  external  customers.  But  many,  if  not  most,  aim  to 
break  even  and  return  any  profits  to  their  internal  customers. 

Source:  Company  officials 


Non-IS  managers  fear  the  company  will  lose 
control  of  IS,  Hopper  says.  They  worry  that 
their  computing  priorities  will  take  second 
place  to  external  customers,  that  the  IS  organi¬ 
zation  will  have  a  different  mission  than  the 
rest  of  the  company  and  that  IS  will  give  away 
competitive  know-how  wrhen  they  sell  their  ser¬ 
vices  (see  “No!  No!  No!,”  page  105).  Non-IS 
peers  can  become  jealous  of  the  independence 
IS  managers  enjoy  and  envious  when  IS  execu¬ 
tives  receive  bonuses  for  meeting  their  busi¬ 
ness  plan  while  other  executives  go  without. 

“We  ran  into . . .  questions  of  allocation  of  re¬ 
sources,  priorities,  whether  or  not  we  should 
even  be  serving  that  market  segment.  We  were 
under  extreme  scrutiny,  more  than  normal 
scrutiny  by  the  finance  organization  and  oth¬ 
ers,”  Hopper  says. 

And  when  AMR  expanded  its  IS-related  busi¬ 
nesses  in  the  1980s  and  Hopper  began  to  hire 
people  from  outside  AMR,  he  found  he  had  to 
ameliorate  a  culture  clash  between  the  entre¬ 
preneurial  newcomers  and  the  old  airline  cul¬ 
ture. 

Sometimes,  standard  corporate  practices 
get  in  the  way. 

“Oftentimes  IS  groups  are  told  to  compete, 
and  then  [they]  have  their  hands  tied”  says 
Profit  center  paradox,  page  105 


Profit  center  success  factors 


It  takes  more  than  determined  support  from  your  CEO  to  successfully 
run  IS  as  a  profit  center. 

Success  is  more  likely  if  your  IS  organization  . . . 

I  Is  not  the  only  former  cost  center  to  operate  as  a  profit  center, 
t  Develops  distinctive  competencies  at  a  price  competitors  cannot  match, 
t  Hires  publicists  and  salespeople  to  explain  the  concept  and  make  deals. 

+  Makes  sure  all  internal  costs  are  covered  by  its  fees. 

+  Takes  the  time  necessary  to  go  up  the  learning  and  acceptance  curves. 

+  Teaches  users  how  and  why  they  should  operate  in  a  profit  center  world. 

%  Sets  fees  and  sends  bills  that  customers  can  understand. 

|  Brings  in  a  large,  steady  stream  of  revenue  from  the  outside. 

Jealousy  and  suspicion  can  undermine  an  IS  profit  center  as  surely 
as  can  misunderstanding  the  value  of  information  systems. 

Failure  is  more  likely  if  non-IS  managers  believe  IS  is _ 

t  Too  busy  with  external  customers  to  serve  their  needs. 

|  Profiting  unfairly  at  their  expense. 

>  Selling  the  company’s  intellectual  assets. 

|  Getting  beyond  the  company’s  control. 

|  Plunging  their  departments  into  the  red  with  the  new  fee  structure. 

|  Being  rewarded  differently  than  other  departments, 
t  Failing  to  be  cost-competitive  with  outside  IS  service  firms. 
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Richard  Swanborg,  a  principal  at  Trade  Winds, 
an  IS  management  consultancy  in  Cohasset, 
Mass.  For  example,  corporate  policies  may  pre¬ 
vent  IS  from  offering  competitive  salaries  and 
raises  or  from  moving  out  of  a  company-owned 
building  to  lower-priced  facilities. 

In  addition,  IS  organizations  that  become 
profit  centers  must  learn  how  to  triumph  in  the 
marketplace. 

That  means  they  need  to  develop  products, 
build  a  marketing  force  to  sell  them  and  be  will¬ 
ing  to  take  risks,  says  George  F.  Sekely,  the  re¬ 
cently  retired  president  of  CSX  Technology,  Inc. 
in  Jacksonville,  Fla.,  the  IS  subsidiary  of  trans¬ 
portation  giant  CSX  Corp.  Even  so,  the  market 
for  IS  services  can  disappear  as  technologies 
change,  and  big  competitors,  such  as  Electron¬ 
ic  Data  Systems  Corp.,  can  make  life  miserable, 
observers  say.  To  compete,  IS  organizations 
run  as  profit  centers  are  tempted  to  deliver 
short-term  solutions  that  shortchange  their 
company’s  long-term  infrastructure  require¬ 
ments,  Swanborg  says. 

An  experiment  gone  bad 

Tom  Lodahl,  chairman  of  CogniTech  Services 
Corp.,  an  IS  consultancy  in  Columbus,  S.C.,  re¬ 
calls  one  company’s  failed  attempt  to  set  up  an 
IS  profit  center.  The  IS  group  sought  external 
customers  while  charging  internal  customers 
above  cost. 

“The  [internal]  clients  said,  ‘I’m  not  in  busi¬ 
ness  to  make  profits  for  IS.  Besides,  they  are 
not  very  good.’  The  result  was  [that]  the  client 
community  began  to  avoid  central  IS  and  began 
doing  ‘bootleg’  IS,”  Lodahl  says. 

Meanwhile,  IS  got  the  green  light  to  take  on 
as  much  outside  business  as  it  wanted.  “What 
[IS]  discovered  was  [that]  they  didn’t  knowhow 
to  market.  They  had  no  idea  how  to  sell  their 
services  outside.” 

In  a  year  and  a  half,  the  IS  organization  “lost 
a  fair  amount  of  inside  work  to  bootleg  shops 
and  failed  to  get  more  outside  work.  The  profit 
center  experiment 
was  considered  a  fail¬ 
ure”  and  ended,  Lo¬ 
dahl  says. 

The  CIO  in  this  case 
was  transferred.  But 
other  CIOs  and  their 
IS  organizations  may 
not  be  so  lucky.  “If 
you  try  to  be  a  profit 
center  and  aren’t 
competitive,  then 
people  say,  ‘let’s  out¬ 
source  them,’  ”  Lo¬ 
dahl  says.  After  all, 
it’s  a  small  step  from  outside  service  provider 
to  outsourcer. 

Successful  contrarians 

Over  in  Secaucus,  N.  J.,  the  CIO  at  Walter  Cron- 
kite’s  old  outfit,  CBS,  Inc.,  has  had  better  luck. 

CBS  Data  Services,  the  broadcaster’s  2'k- 
year-old  outsoureingbusiness,  has  a  dozen  ma¬ 
jor  clients,  has  achieved  profitability  and 
brings  in  33%  of  CBS’s  IS  budget,  up  from  15% 
the  previous  fiscal  year,  according  to  John  M. 
Lalli,  vice  president  of  MIS  operations. 

What  has  Lalli  been  doing  right? 


“If  your  peers  are  profit  center 
managers,  it's  much  easier  to 
deal  with  them  when  you're 
making  a  profit  yourself  and 
running  IS  like  a  business  rather 
than  like  a  staff  function.  And 
when  you're  not,  then  all  you 
are  is  a  pesky  staff  person." 

John  Diesem, 

managing  director  and  chief  operating  officer, 
Beta  Systems,  Inc.,  Brookfield,  Wis. 


First,  a  few  things  made  his  proposal  palat¬ 
able  to  his  line  management.  IS  was  not  alone: 
Another  staff  function,  television  studio  opera¬ 
tions,  was  already  working  on  the  same  prem¬ 
ise,  leasing  studios  and  studio  operations  staff 
to  other  broadcasters  and  producers.  Lalli  also 
minimized  any  financial  risk  to  CBS  by  giving 
each  customer  its  own  dedicated 
facility.  “All  costs  are  sheddable  if 
the  outside  clients  disappear.  The 
engagement  pays  for  itself,”  he 
says. 

Second,  Lalli  says  there  is 
strength  in  being  a  small,  niche 
player,  and  his  unit  tends  to  at¬ 
tract  customers  who  agree.  Many 
of  his  customers  are  companies 
that  no  longer  wish  to  do  business 
with  big  outsourcers.  Lalli  keeps 
his  client  base  to  a  small,  manage¬ 
able  number.  And  he  sticks  to  a 
particular  area  that  is  not  labor- 
intensive:  on-line,  real-time  trans¬ 
action  processing  services  on  leg¬ 
acy  mainframe  systems. 

That’s  the  way  it  is  at  CBS  Data 
Services:  It  is  succeeding  in  large 
part  because  it  is  not  the  sole  ex¬ 
ception,  is  not  growing  too  big,  is 
not  asking  for  additional  funding 
and  is  not  drawing  computing  re¬ 
sources  from  the  IS  support  func¬ 
tion. 

At  Brown-Forman,  Lennon  has  found  other 
ways  to  make  his  IS 
profit  center  work. 

First,  don’t  let  IS 
look  like  a  price-goug- 
er.  Lennon  brings  in 
outside  auditors  to 
determine  the  actual 
cost  of  the  IS  services 
and  then  charges  be¬ 
low  cost  overall.  “We 
refer  to  that  as  our 
‘stretch’.  It’s  been  as 
high  as  $850,000,” 
Lennon  says.  Excep¬ 
tions  are  services 
that  IS  is  tryingto  discourage  by  charginghigh- 
er  prices.  Accidental  profits  are  returned,  us¬ 
ers  are  free  to  go  outside,  and  prices  and  ser¬ 
vice  levels  are  negotiated  up  front. 

Users  are  billed  in  plain  English  for  services 
they  understand  and  need.  They  are  not 
charged  for  CPU  cycles  or  maintenance  hours 
but  “things  you  can  touch  and  feel.  We  charge 
[a  fee]  per  checks  mailed,  paychecks  cut,  cases 
of  whiskey  shipped,  orders  taken,  phone  calls 
made,”  Lennon  says. 

Lennon  had  no  illusions  that  his  IS  organiza¬ 
tion  could  educate  users  by  itself.  He  hired  a 


public  relations  firm  to  help  explain  the  bene¬ 
fits  of  becoming  a  profit  center.  Lennon  also 
paid  attention  to  the  fears  of  his  own  IS  employ¬ 
ees,  who  worried  that  users  would  go  else¬ 
where  for  IS  services. 

But  perhaps  most  important  of  all  were  the 
days  of  off-site  meetings  with  his  managers  to 
hammer  out  IS’s  newbusiness,  Lennon  says. 

“They’d  have  to  stand  up  to  the  whole  group 
and  explain  what  products  they  would  sell, 
how  they  would  define  them  and  what  the 
units  of  measure  were,”  Lennon  says.  “That 
was  interesting.  Someone  would  say,  ‘I’m 
going  to  sell  a  phone  connection,’  and  people 
would  boo.  Some  people  would  say,  ‘No  one 
wants  to  buy  a  phone  connection;  they  want  a 
phone  service.’  So  we  went  back  and  forth  on 
all  our  products.  What  did  customers  really 
want  to  buy?  What  would  really  motivate  their 
behavior?” 


Can  this  paradigm  be  saved? 

Like  other  management  approaches,  the  IS 
profit  center  concept  should  not  be  regarded 
as  a  cure-all  but  rather  a  practice  that  can  work 
if  the  conditions  are  right  or  can  be  made  right. 

If  it  remains  strictly  an  internal,  not-for-prof¬ 
it  affair,  you  can  derive  most  of  the  benefits  of 
IS  profit  centers.  But  you  need  to  define  prod¬ 
ucts  carefully,  work  hard  to  reduce  costs  and 
leave  users  with  the  feeling  they  have  more  con¬ 
trol  over  IS  expenditures  than  before,  not  less. 

Once  you  attempt  to  market  your  serv  ices  to 
the  outside  world,  it’s  much  harder  to  succeed. 

How  did  Max  Hopper  do  it? 

Part  of  the  answer  is  that  The  Sabre  Group 
evolved  in  a  slow,  step-by-step  process.  Also, 
Sabre’s  prices  remain  competitive:  It  charges 
at  market  rates,  as  long  as  the  market  isn’t 
charging  excessive  rates. 

But  perhaps  the  real  secret  was  Hopper’s 
own  skepticism.  “I  was  one  of  the  folks  that  re¬ 
sisted  for  a  very  longtime,”  he  says. 

“If  there’s  anything  I’ve  learned  in  trying  to 
create  a  lot  of  business  units  in  the  last  10 
years,  it’s  that  there  are  an  awful  lot  of  ways 
you  can  fall  out  of  bed.”  ■ 


Alter  is  Computer  world's  senior  editor,  management. . 
His  Internet  address  is  aalter@cw.com. 


“Over  90%  of  the  companies 
I've  run  across  that  set  up  IS 
as  a  profit  center  do  not  build 
a  profit  into  their  rates.  They 
are  still  a  full  cost-recovery  kind 
of  environment." 

Terry  Quinlan, 

Executive  director,  Financial  Management  of 
Data  Processing  Association,  San  Francisco 


No!  No!  No! 


Should  IS  organizations  be  allowed  to  make  money  selling  IS  services  to  other 
companies?  This  is  how  three  CEOs  responded  to  this  question  at  the  University 
of  California  at  Los  Angeles  I/S  Associates  Symposium  on  May  u,  1994. 

Thomas  E.  Epley,  chairman  and  CEO,  Technicolor,  Inc.,  Los  Angeles: 

“It  stinks.” 

Michael  E.  Rossi,  vice  chairman,  BankAmerica  Corp.,  San  Francisco: 

“I  agree.  I  don’t  want  to  sell  my  competition  my  product.” 

Epley: 

“An  organization  needs  a  high  degree  of  focus  to  get  things  done.  It’s 
hard  to  focus  on  two,  three  or  four  business  principles.  That  just  creates 
so  much  divisiveness.  It  doesn’t  work.  It  doesn’t  ring.  If  you  have  excess 
people  and  capability,  then  shrink  the  IS  department." 

Thomas  V.  McKernan  Jr.,  president  and  CEO,  Automobile  Club  of  Southern 
California,  Los  Angeles: 

“I  agree  with  you. . .  .  It’s  foolish  to  put  advanced  technology  in  the 
hands  of  your  competitor.  But  even  if  you  don’t .  . .  stick  to  your  knitting. 
[To  do  otherwise]  will  distract  [your  IS  organization].” 
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A  return  to  the 


IS  executives  find  that  revisiting  the 
classroom  for  summer  executive 


By  Leslie  Goff 


■ 


development  programs  is  Rewarding, 
Rejuvenating  and  Rigorously  challenging 


The  trees  are  budding,  the  tem¬ 
perature  is  risingone  day  and 
falling  the  next  and  everyone 
on  staff  —  you  included  —  seems  to  be 
operating  with  a  missing  part  or  two.  It’s 
spring  and  time  to  plan  this  summer’s 
family  vacations,  weekend  cookouts  and 
. . .  executive  development  programs. 

The  summer  offers  ample  opportuni¬ 
ties  for  information  systems  managers 
and  executives  to  return  to  the  class¬ 
room  for  lectures,  examinations  of  case 
studies  and  discussion  groups.  Topics 
range  from  change  management  to  the 
21st  century  organization  to  human  re¬ 
sources  issues  in  telecommunications. 

The  most  comprehensive  programs 
are  sponsored  by  executive  education  of¬ 
fices  at  major  colleges  and  universities; 
quick  hitters  take  the  form  of  two-  and 
three-day  seminars  hosted  by  research 
centers  and  professional  organizations. 

Many  classes  bring  together  both  se¬ 
nior  IS  and  general  managers  to  discuss 
technology  issues  from  an  organization¬ 
al  point  ofview.  Other  courses  target  spe¬ 
cific  job  functions,  and  some  are  indus¬ 
try-oriented,  aimed  at  IS  executives  in 
government  computing  or  higher  educa¬ 
tion,  for  example. 

There  are  plenty  of  classes  from  which 
to  choose.  More  than  700  short-term  ex¬ 
ecutive  development  programs  are  of¬ 
fered  nationwide  by  colleges,  universi¬ 
ties  and  nonprofit  organizations, 
according  to  Brickers  International 
Directory:  University -Based  Execu¬ 
tive  Programs ,  published  by  Peterson’s 
Guides,  Inc.  in  Princeton,  N.J.  Of  the  720 
programs  profiled,  26  are  offered  in  tech¬ 
nology  management,  100  in  leadership, 


74  in  business  strategy  and  190  in  busi¬ 
ness  management. 

Of  the  40,000  executives  who  attended 
such  programs  in  1993,  11.8%  attended 
technology  management  programs,  ac¬ 
cording  to  a  survey  Peterson’s  Guides 
conducted  last  spring  and  published  in 
Brickers  last  fall.  The  survey  projects 
that  the  number  of  executives  enrolling 
in  development  programs  will  increase 
by  50%  during  the  next  five  years. 

What’s  the  reason  for  the  growing 
numbers?  Executives  say  they  find  re- 
turningto  campus  rewarding,  rejuvenat¬ 
ing  and  rigorously  challenging. 

Rich  Dlesk,  program  manager  of  cor¬ 
porate  sales  and  marketing  systems  at 
Allied  Signal,  Inc.  in  Morristown,  N.J., 
says  he  attended  a  course  at  Harvard 
University  last  summer  “to  hear  from 
other  people  who  were  general  manag¬ 
ers  and  IS  managers  in  other  industries 
about  how  they  were  dealing  with  some 
of  the  issues  we’re  facing  —  contempo¬ 
rary  issues  like  outsourcing  and  busi¬ 
ness  process  re-engineering. 

“The  course  was  heavily  attended  by 
international  executives  —  about  30%  — 
so  I  got  a  much  better  perspective  on  the 
unique  problems  and  challenges  that 
managers  in  the  Far  East  and  Europe 
were  dealing  with  and  the  common  prob¬ 
lems  we  share,”  Dlesk  says. 

A  word  of  warning:  Participants  face  a 
grueling  schedule,  covering  40  to  50  in- 
depth  case  studies  in  12  days.  Classes 
are  held  all  day,  followed  by  evening  dis¬ 
cussion  groups  and  preparation  for  the 
next  day’s  case  studies.  ■ 


Goff  is  a  freelance  writer  in  New  York. 


Guides  to  summer  offerings 


Further  information  on  summer 
executive  development  programs  is 
available  in  specialized  college  guides 
via  the  Internet  and  by  calling  your 
local  college  or  university. 

®  Peterson’s  Brickers  International 
Directory:  University-Based  Executive 
Programs  profiles  more  than  700 
executive  development  programs  in 
the  U.S.  To  order  the  1995  edition, 
call  Peterson's  customer  service 
department  at  (800)  338-3282,  Ext. 
440.  The  1,012-page  directory  costs 
$295.  (You  can  also  try  your  local 
public  or  university  library.)  Peterson's 
also  hosts  an  Education  Center  on  the 
World-Wide  Web  server  via  tne  Internet 
(http://www.petersons.r;om).  Each 


college  or  university  participating  in 
the  Education  Center  has  its  own  Web 
site  that  lists  programs,  application 
requirements  and  other  downloadable 
information.  Career  information  and 
job  listings  will  be  available  on  the 
center  later  this  year. 

•  Cause,  the  association  for  managing 
and  using  information  resources  in 
higher  education,  based  in  Boulder, 
Colo.,  also  publishes  on-line 
information  about  professional 
development  seminars,  workshops, 
conferences  and  publications  for  IS 
executives  in  higher  education.  This 
information  attracts  executives  in  other 
fields  as  well. 

To  access  the  Cause  listings  via  the 


Internet,  use  the  Cause  gopher  server 
(gopher://causegopher.colorado.ed 
u/)  or  the  World-Wide  Web  server 
(http://causewww.colorado.edu/). 

Calling  universities  blindly  and  trying 
to  navigate  through  various 
departments  and  academic  paper- 
pushers  -  who  although  helpful  are 
not  always  well  informed  -  can  prove 
frustrating  and  unproductive.  Ask  for 
the  executive  education  office;  if  there 
isn’t  one,  it's  likely  the  school  doesn't 
have  a  summer  course,  but  you  can 
also  try  asking  for  the  business  school 
or  the  continuing  education - 
department. 


Hot  summer  sessions 


A  variety  of  executive  development  programs  is  available  on  top  technology  issues,  from 
leveraging  IS  assets  to  managing  IS  projects 


•  Current  Issues  in  Managing 
Information  Technology:  Restructuring 
IT  Assets  for  Business  Value 

The  four-day  seminar  addresses  critical 


managers  in  federal,  state  and  local 
government  will  explore  reforms  in  IS 
products  and  services  procurement  as 
_weLUs_ways.ttiaLE.san  better  support 


issues  in  restructuring  the  IS  function  the  procurement  process.  Cosponsored 

,lQJeverage.key.assets-inclu£ltng.slafL _ by.theJlatioaalAssodationjclSlate„ 

technology  infrastructure  and  business  Information  Resource  Executives  and 

senior  IS  managers  and  general  Purchasing  Officials.  Faculty  is  from 

managers  wno  make  decisions  related1 — the  jonrv  F.  Kennedy  schodrur-  — — 
to  the  use  of  IS.  Topics  include  Government  at  Harvard  University. 


Program  for  Managers  and  Directors 
of  Information  Resources  in  Higher 
Education 

_  Separate  programs  are  offered  for _ 

managers  and  directors  to  explore  IS 

management  issues  in  higher _ 

education.  The  manager  program 
focuses  on  issues  such  as  qtmitty  eftd 
service,  organizing  principles,  personnel 

management  andcareertrendSTn - 

information  technology.  The  director 


managing  IS  resources  as  a  value 
center,  inventing  the  organizations  of 
the  21st  century  and  adopting  object 

.technology.  Faculty,  includes. John  _ . 

Rockart,  Michael  Treacy  and  Judith 

-QuiHarth - - - 

DATES/ LOCATION:  June  12-15,  Hyatt 
•  Regency  Cambridge,  Cambridge,  Mass; 
FEE:  $2,400,  including  materials, 

'  'luncheons;  receptions  and  banquet;  ~ 
Early  registration  is  advised. 

CONTACT:  Center  for  IS  Research,  Sloan 
School  of  Management,  MIT, 

77  Massachusetts  Ave.,  E40-182, 
Cambridge,  Mass.  02139 


DATES/LOCATION:  June  1-2,  Taubman 
Building,  The  Kennedy  School,  Harvard 
University,  Cambridge,  Mass. 

FEES;  $660  for  attendees  from  public 
agencies,  $1,350  for  attendees  from 
-private  firms:  Fee-is-due-by  May26: 
CONTACT:  Strategic  Computing  and 

Kennedy  School  of  Government, 

Cambridge,  Mass.  02138  (617)  495- 
~30 36.  FAX :  (6 17)4 9 64722." internetr 
stratcom@ksgrsch.harvard.edu. _ 


program  focuses  on  issues  such  as 
creativity  and  innovation,  process  re¬ 
engineering  and  change  management. 

Ernst  and  Jan  Baltzer. 

director  program,  August  13-17  for 

University  of  Colorado,  Boulder,  Colo. 

$1,425  for  nonmembers,  including 
materials,  most  meals  and  lodging  at 
the  Best  Western  Boulder  Inn  (shared 


(617)  253-2348. 

9  Delivering  Information  Services 

-The  two-week  workshop-is  for  senior  - 
executives  at  companies  with 


•  The  MIT  Executive  Short  Course 
for  Chief  Network  Officers:  Managing 

the  IT  Network  for  Global _ 

Competitiveness 

Tho  fiv/p  Httv  rnu rep  frrn  iqpq  An  thn  rnlp 
1 1 1“  ttvtr-uay  tA/Uroc  tv/vuoTTo  uft  ttft;  tutu 

of  IS  as  a  strategic  tool  and  the  roles 


occupancy;  add  $150  for  private  room; 
subtract  $150  if  providing  your  own 


accommodations). 

CONTACT:  Chris  Vinall. 

4840  Pearl  East  Circle,  Suite  302E, 

R/uilrior  Pnln  QA1A1  / OAO\  fiOfi  not c 
‘  OUUtuCf,  uUlu.  Ouuui  \vJUU/ t7JLF  uOTJ 

FAX:  (303)  440-0461.  Internet: 


The  program  centers  on  lectures, 
discussion  and  study  grSups  and  uses 
real  case  studies.  Topics  include 
business  process  redesign",  managing 

the  networked  company,  organization _ 

transformation  and  outsourcing.  Faculty  Topics  include  IS  management  in  21st 
includes  F.  Warren  McFarlan,  Lynda  century  organizations,  the  shared 
Applegate  and  Richard  Nolan.  network  infrastructure,  network  and 

.  DATES/ LOCATION;  July.  16July  28. _ 


of  the  infrastructure,  as  both  technical 
^ufu'ancTBuariessexecutiveJUsescase 
studies  to  consider  key  management 
ariffTecRridlogfTssuesrfacmg  cRTeT 
network  officers  and  their  organizations. 


9  Project  Management  Institute 
Regional  Seminar  on  Project 
Management 

Several  sessions  deal  with  project 


Harvard  Business  School,  Cambridge, 
Mass. 

FEE:  $9,000,  including  books  and 
maleTTaTs,'  private  suite  arid  meaTs 
(except  weekend  evenings).  Registration 
is  required  six  weeks  before  start  of 
program.  Fee  is  due  30  days  in 
advance. 

CONTACT:  Executive  Education  Program, 


applications  of  network  technologies 

management.  Faculty  includes  John 
Rockart,  Jeanne  Rbss'aritr  Stuart 
Madnick. 


DATES/LOCATION:  July  10-14,  Sloan 
School  of  Management,  MIT, 


management  in  software  development 
and  telecommunications.  Topics  include 
managing  project  risk,  managing  remote 

-..teams-  estimating  software _ 

development  projects,  project  team 

telecommunications  project 
management,  hurrian  behavior  issues 
in  telecommunications  and  advanced 
telecommunications  project 
management.  Day-long  sessions  will 


77  Massachusetts  Ave.,  Cambridge, 
Mass. 


center  on  case  studies  and  exercises. 
Instructors  are  professional  project 


Harvard  Business  School,  Harvard  FEE:  $4,500,  including  materials  and 


Hall,  Room  200,  Boston,  Mass.  02163-  CONTACT:  Center  for  IS  Research,  Sloan 
9986(617/495-6226.  fax:  J617)495-  Sehoel-ef  Management, -Mff-, 

6999.  Internet:  77  Massachusetts  Ave.,  E40-182, 

PYArutiuA  aHi irjTtiAntiaJhtvr  hT/A/Airl  Ariti  PamhririrtA  Macc  AOl^Q  _ . .  __ 

UAUUuUTU UuUv  CT  HUT  Tver  ruj.r  ftJT  VUTU.UUU.  VuTTTUT  tutv ,  mujb .  Vt  lu? 

(617)  253-2348.  Internet: 

9  Information  Technologies  and 
Procurement  Reform:  Better  Quality? 

Lower  Cost?  Electronic  Commerce?  9  The  CAUSE  Management  Institute: 

The  "diagnostic  workshop"  for  IS  The  Professional  Development _ 


managers  and  project  management 

trainers _ 

DATES/LOCATION:  July  17-19,  Crown 
Plaza- Ravinia,  Atlanta. - — — - 


FEES:  Range  from  $325  to  $375.  Early 


CONTACT:  Project  Management  Institute, 

19082  (610)  734-3330  or  (800)  734- 
4843  after  May  15.  Fax:  (610)  734- 
3766. 
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The  PC  servers 

that  require  the  least  service 

are  backed  by 

the  best  service 


in 


the  business. 


Go  figure. 


INTRODUCING 

DIGITAL  PRIORIS"  PC  SERVERS 

What  three  things  do  people  want  most  in 
a  PC  server?  Reliability.  Reliability.  And 
reliability.  Which  is  why  we  created  the  new 
Digital  Prioris  line  of  PC  servers. 

Take  our  HX  models,  for  example, 
which  have  fault  tolerance 
features  like  drive  arrays,  ECC 


memory,  redundant  cooling  systems  and 
power  supplies.  And  we  didn’t  stop  there. 

To  ensure  you  can  count  on  every  Prioris 
PC  server  now  and  well  into  the  future, 
individual  components — and  the  entire 
system — are  painstakingly  tested  and  then 
tested  some  more. 

What’s  more,  every  Prioris  model  is  certified 
to  run  the  leading  network  operating  systems 
You  even  get  a  comprehensive  three-year 


on-site  warranty  backed  by  the  best  service 
and  support  organization.  Not  that  we  think 
you’ll  ever  need  it. 

Call  1-800-DIGITAL  for  your  nearest 
reseller. 
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Two  heads  better  than  one 

To  achieve  high  performance  in  informa¬ 
tion  systems,  many  large  companies 
may  need  two  chief  information  officers: 
one  to  focus  on  technology  infrastruc¬ 
ture  and  the  other  to  focus  on  people 
skills.  That  is  the  conclusion  of  Richard 
D.  Buchanan  in  his  report  “High  Perfor¬ 
mance  IT”  from  Forrester  Research,  Inc. 

Buchanan  said  although  many  large 
companies  have  “learned  to  roll  out  dis¬ 
tributed  systems  with  predictable  re¬ 
sults,”  too  often  they  “cannot  leverage 
these  systems  because  they  have  ne¬ 
glected  the  ‘soft’  issues  —  the  skills  gap, 
retraining,  management  and  visionary 
leadership.” 

The  result,  Buchanan  said,  is  that  “the 
competitive  game  is  moving  to  a  higher 
level,  and  most  MIS  organizations  are 
woefully  prepared  to  compete  under  the 
new  rules. 

“MIS  has  often  paid  lip  service  to  the 
idea  of  helping  the  corporation  achieve  a 
competitive  advantage.  Now,  CEOs  are 
beginning  to  call  in  the  chips.  CIOs  who 
have  failed  to  invest  in  human  capital  will 
find  that  low  computing  costs  are  a  pale 
substitute  for  all-around  excellence. 
Many  companies  will  find  that  one  CIO  is 
not  enough.  To  achieve  high-perfor¬ 
mance  [information  technology],  they 
may  need  a  two-headed  CIO  —  one  to  fo¬ 
cus  on  infrastructure  and  one  to  focus  on 
mastery.” 

What  would  this  two-headed  CIO  look 
like?  Buchanan  said  the  infrastructure 
CIO  would  focus  on  standardizing  tech¬ 
nology  and  making  it  work.  The  individ¬ 
ual  would  come  from  a  systems  opera¬ 
tions  and  development  background.  His 
favorite  saying,  Buchanan  said,  might 
be,  “Let’s  focus  on  technology  that  mat¬ 
ters.” 

In  contrast,  the  mastery  CIO  would  be 
responsible  for  hiring  great  people  and 
training,  inspiring  and  leading  them. 
This  CIO  would  come  from  a  general  busi¬ 
ness  management  background.  His  fa¬ 
vorite  saying  might  be,  “Let’s  win  every 
company  award.” 

Hitting  the  security  alarm 

IS  executives  are  increasingly  worried 


about  the  security  of  their  information 
assets,  and  the  greatest  threat  to  that  se¬ 
curity  maybe  their  employees. 

According  to  a  recent  survey  of  95  in¬ 
formation  security  managers  attending 
the  Annual  Computer  Security  Institute 
Conference  in  Washington,  more  than 
90%  of  the  respondents  said  corpora¬ 
tions  face  a  greater  security  risk  than 
they  did  a  year  ago.  The  most  significant 
threats  to  information  systems  reported 
were  disgruntled  employees  (95%),  elec¬ 
tronic-mail  breaches  (92%),  hackers  and 
unauthorized  outsiders  (91%)  and  unau¬ 
thorized  dial-up  access  (83%).  And  the 
biggest  obstacles  to  combating  the 
threats  include  insufficient  IS  budgets 
(55%)  and  senior  management’s  lack  of 
concern  for  security  issues  (48%). 

More  than  half  of  the  respondents  cit¬ 
ed  the  threat  of  unauthorized  access 
over  the  Internet  as  a  security  risk,  with 
31%  calling  the  risk  significant.  More 
than  half  of  the  respondents  said  their 
companies  have  no  Internet  security  in 
place,  and  32%  said  the  threat  of  unau¬ 
thorized  access  via  the  Internet  prevents 
their  organizations  from  expanding 
their  Internet  access. 

Nearly  half  (45%)  of  the  respondents 
said  they  are  aware  of  unauthorized  ac¬ 
cess  to  their  networks.  In  addition,  11% 
said  their  organizations  reported  signif¬ 
icant  financial  losses  (amounting  to  at 
least  $100,000)  from  network  break-ins. 

Do  your  salaries  stack  up? 

Want  to  know  if  you’re  salary  and  bonus 
plans  are  competitive?  A  new  book  from 
the  Data  Processing  Management  Asso¬ 
ciation  and  the  Association  for  Systems 
Management  can  help.  Compensation 
in  the  MIS/dp  field,  12th  Edition,  looks 
at  the  salary  and  bonus  levels  of  IS  man¬ 
agers,  supervisors  and  professional  and 
nonprofessional  employees. 

The  687-page  book  takes  a  statistical 
look  at  91  separate  job  functions,  from  ju¬ 
nior  data  entry  operator  to  director  of 
MIS/data  processing.  Salaries,  salary 
ranges  and  total  cash  compensation  are 
broken  down  by  type  of  employer,  size  of 
organization,  total  IS  budget,  level  of 
computer  hardware  and  use  of  telecom¬ 
munications  and  batch/on-line  process¬ 
ing.  They  are  also  broken  down  accord¬ 
ing  to  the  number  of  programmers  and 
systems  analysts  on  staff,  operating  sys¬ 
tems,  geographic  location  (region,  state 
and  metropolitan  area),  education,  expe¬ 


rience  and  supervisory  responsibility. 

The  book  is  available  for  $750  from  Ab¬ 
bott,  Langer  &  Associates,  Dept.  DO,  548 
First  St.,  Crete,  Ill.  60417.  For  smaller  cor¬ 
porations,  Compensation  in  Smaller 
MIS/dp  Organizations  is  available  for 
$250.  This  book  looks  at  26  benchmark 
jobs  in  organizations  with  fewer  than  10 
programmers  and  systems  analysts. 

Honoring  the  best  in  IS 

The  best  and  the  brightest  in  IS  are  being 
sought  for  the  Seventh  Awards  for 
Achievement  in  Managing  Information 
Technology.  The  awards  are  cospon¬ 
sored  by  American  Management  Sys¬ 
tems  (AMS)  and  the  Graduate  School  of 
Industrial  Administration  at  Carnegie 
Mellon  University. 

The  annual  awards  recognize  senior 
executives  and  professionals  who  have 
made  outstanding  contributions  to  their 
organizations,  and  often  their  indus¬ 
tries,  through  effective  use  of  informa¬ 
tion  technology. 

“In  today’s  competitive  environment, 
senior  executives  and  professionals  con¬ 
tinue  to  look  to  the  promise  of  informa¬ 
tion  technology  to  help  achieve  break¬ 
through  performance  within  their 
organizations,”  said  Charles  O.  Rossotti, 
chairman  of  AMS.  “In  seeking  candi¬ 
dates  for  the  Seventh  Awards  program, 
our  goal  is  to  recognize  individuals  who 
have  developed  the  technology  vision 
and  provided  the  leadership  to  turn  that 
vision  into  reality.” 

Nominations  for  the  Seventh  Awards 
can  be  made  by  chief  executive  officers 
and  other  top  executives  at  private  and 
public  organizations.  Nominations  are 
due  May  31.  The  awards  will  be  present¬ 
ed  in  November.  For  more  information, 
contact  Jan  Dodson,  AMS,  4050  Legato 
Road,  Fairfax,  Va.  22033,  (703)  267-5043. 

Better  benchmarking 

An  instructional  booklet  from  the  Ameri¬ 
can  Compensation  Association  offers 
advice  on  improving  reward  systems 
through  benchmarking  as  well  as  avoid¬ 
ing  pitfalls  that  can  distort  results  and 
cause  an  organization  to  make  unfavor¬ 
able  changes  in  its  practices. 

In  Benchmarking  Rewards  Sys¬ 
tems:  An  Approach  to  Identifying  and 
Applying  Best  Practices  to  Facilitate 
Organizational  Change,  authors  Doug¬ 
las  G.  Shaw  and  Craig  Eric  Schneier  offer 
sample  topics  and  questions  that  can 


help  ensure  effectiveness  for  a  bench¬ 
marking  team.  They  also  offer  sources  to 
help  identify  rewards  practices,  an  inter¬ 
view  guide  and  action  plan  and  a  case 
study  that  demonstrates  the  effective¬ 
ness  of  the  process.  They  say  managers 
and  team  leaders  can  avoid  pitfalls 
through  advance  planning,  careful  anal¬ 
ysis  and  plenty  of  communication. 

The  booklet  costs  $19.95  for  ACA  mem¬ 
bers  and  $24.95  for  nonmembers.  It  can 
be  ordered  from  ACA  Publications  Or¬ 
ders,  P.O.  Box  29312,  Phoenix,  Ariz. 
85038-9312. 

Name  change  for  AIIM 

The  Association  for  Information  and  Im¬ 
age  Management  has  officially  changed 
its  name  to  AIIM  International.  The  name 
change  reflects  the  association’s  inter¬ 
national  outreach,  which  includes  the 
opening  of  an  office  in  Europe,  the  found¬ 
ing  of  chapters  outside  of  the  U.S.  and  the 
addition  of  several  new  shows. 

“The  document  management  revolu¬ 
tion  is  in  a  transnational  phenomenon,” 
said  AIIM  President  Sue  Wolk.  “To  limit 
the  association  that  serves  the  industry 
to  one  country  would  be  artificial.  Our 
new  name  more  accurately  reflects  the 
fact  that  we  already  have  members  in 
over  150  countries.”  AIIM  International 
has  9,000  individual  members  and  630 
corporate  members  worldwide. 

On  time,  some  of  the  time 

Although  on-time  deliveries  are  improv¬ 
ing  overall  among  high-tech  companies, 
late  deliveries  still  plague  the  average 
high-tech  company  four  to  five  times 
more  than  top  performingcompetitors  in 
all  industries.  That  is  the  finding  of  the 
Third  Supply-Chain  Performance  Study 
of  160  manufacturing  companies  con¬ 
ducted  recently  by  Pittiglio  Rabin  Todd 
&  McGrath  in  Weston,  Mass.  The  good 
news  is  that  the  study  also  found  that 
high-tech  companies  that  are  re-engi- 
neeringtheir  supply  chain  processes  can 
respond  to  last-minute  customer  de¬ 
mands  twice  as  fast  as  their  competitors. 

Video  looks  at  technologies 

The  value  of  several  new  technologies 
for  increasing  productivity  and  improv¬ 
ing  service  is  examined  in  the  new  video 
“The  Information  Partnership:  Embrac¬ 
ing  New  Technology,”  available  for  $15 
by  calling  Billie  Saunders  at  Lexis-Nexis, 
(800)  426-7675. 


Legent  Corp.  in  Herndon,  Va.,  a  supplier  of  software 
and  services  forthe  management  of  distributed  com¬ 
puting,  has  announced  the  appointment  of  Glenn  C. 
Hazard  as  vice  president  of  business  transformation 
and  chief  information  officer.  He  will  be  responsible  for 
leadingthe  company’s  business  and  quality  processes, 
the  Legent  Data  Center  and  worldwide  network  and 
business  application  development. 

Prior  to  his  appointment.  Hazard  was  senior  vice 
president  of  business  transformation  at  AT&TGlobal 
Information  Solutions.  In  that  position,  he  was  account¬ 


able  for  all  short-term  profit  improvement  initiatives, 
re-engineeringefforts,  customer  satisfaction,  profit¬ 
able  growth  and  shareholder  value. 

Prior  to  that,  Hazard  was  senior  vice  president 
of  business  process  engineering  at  AT&T  GIS  and 
AT&T  Global  Business  Communications  Systems  Divi¬ 
sion.  He  has  directed  re-engineeringefforts  since  April 
1990. 

Staten  Island  University  Hospital  in  Staten  Island, 
N.Y.,  has  announced  the  appointment  of  Patrick  B. 
Carney  as  vice  president  and  CIO.  Carney  replaces 
Don  Muir,  who  became  vice  president  of  business 
development. 

Prior  to  his  appointment,  Carney  was  director  of  in¬ 
formation  systems  at  ABB  Power  Generation,  Inc.  in 
North  Brunswick,  N.J. 


CSX  Technology,  Inc.  in  Jacksonville,  Fla.,  announced 
that  President  George  F.  Sekely  has  retired.  John  F. 
Andrews,  vice  president  of  applications  systems,  has 
been  named  to  replace  him. 

Longtime  IS  executive  William  L.  Belew  recently 
joined  a  small  and  select  group  of  CIOs  w'ho  have  gone 
on  to  become  chief  executives.  Belew  recently  assumed 
the  top  post  at  TransQuest  Information  Solutions,  a 
joint  venture  between  Delta  Air  Lines  and  AT&T  GIS. 
Belew  will  direct  TransQuest’s  mission  to  furnish  IS 
services  to  Delta  as  wrell  as  sell  software  and  services  to 
other  airlines. 

Prior  to  his  appointment,  Belewwas  CIO  at  W.  R. 
Grace  &  Co.,  a  specialty  chemicals  company  in  Boca  Ra¬ 
ton,  Fla.  Prior  to  that,  he  was  an  IS  executive  at  railroad 
giant  CSX  Corp. 
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Simply  put,  AT&T  Paradyne  is 
about  one  thing  and  one  thing 
only.  Giving  you  access  to  the 
network.  The  public  network,  the 
private  network,  any  network. 
Even  the  network  of  the  future. 
From  where  you  are  right  now. 
Take  our  modems.  We  have  a 
range  that  can  put  you  in  touch 
with  the  rest  of  the  world.  And 
each  one  is  rigorously  tested. 
Proven  reliable.  Supported  by 
AT&T.  And  competitively  priced. 
No  one  but  AT&T  Paradyne  gives 
you  more  ways,  or  more  cost- 
efficient  ways  to  access  the  globe. 


COMSPHERE®  3800I3800PIUS 
Modems  -  V32bis/14.4  Kbps  and 
V34/33.6 Kbps,  from  S 650.00 

COMSPHERE  3900  Modems  - 

For  leased  line  applications, 
V32bis/14.4  Kbps  and  192  Kbps, 
from  $1995.00 

DotaPort  lDotaPort  Express 
Modems  -  Data/fax,  14.4  or  28.8 
Kbps,  from  $ 12900 

KeepinTouch™  Cellular 
Modem  -  PCMCIA  data/fax,  14.4 
or  28.8  Kbps.  Direct  connect  cable 
and  ETC™  from  $349.00 

KeepinToucH  Express 
Modem  -  PCMCIA  dala/fax,  14.4 
or  28.8  Kbps,  from  $23900 


irr  tfse  v..  tyv- 


ext.  744  today.  Get  your  1995 
AT&T  Paradyne  Interactive 
Product  Catalog?  play  the 
exciting  game  “Access  the  Globe 
and  find  out  if  you’ve  won. 


AT&T  Paradyne 


/W5  AT&T  C(  )M SPHERE  and  DatalSnt  are  registered  trademarks  of  AT&T.  KeeplnToucb  and  TIC  are  trademarks  of  AT&T.  AH  other  products  or  sent 
trademarks  or  service  marks,  registered  trademarks  or  registered  service  marks  of  their  respective  ouviers.  Prices  shown  are  recommended  list  prit 
* Interactive  catalog  and  game  available  until  5  .>7  /95  or  white  supplies  last  Xo  purchase  necessary.  Void  where  prohibited.  Open  only  to  LS  reside 
are  21  » ears  of  age  or  older  ami  are  (tuners  users  of  ftersnnal  computers,  with  the  exception  of  AT&T  employees  or  their  families.  Complete  rules,  by  i 
hound  contained  on  response  disk,  l  imit  one  response  disk  per  person.  Sweepstakes  ends  and  prices  must  be  claimed  by  3T95- 


Management 


Calendar 


MAY  7-13 


Navigating  IT  and  Policy  Crosscurrents:  Strate¬ 
gies  for  Better  Government.  Williamsburg,  Va., 
May  7-9  —  Keynote  speakers:  Ellen  Brown,  pro¬ 
curement  counsel.  Committee  on  Reform  and 
Oversights,  U.S.  House  of  Representatives;  Bill 
Greenwalt,  chief  investigator.  Senate  Commit¬ 


tee  on  Government  Affairs,  Oversight  of  Govern¬ 
ment  Subcommittee;  Cynthia  Kendall,  deputy 
assistant  secretary,  information  management, 
Department  of  Defense;  Steve  LeCompte,  vice 
president.  International  Data  Corp.  (IDC)  Gov¬ 
ernment  Market  Services;  David  Moschella,  se¬ 
nior  vice  president,  Worldwide  Research,  IDC. 
Contact:  IDC  Government  Market  Services, 


falls  Church,  Va.  (703)  876-5055. 

Computer/Human  Interaction  ’95:  Association 
for  Computing  Machinery’s  Conference  on  Hu¬ 
man  Factors  in  Computing  Systems.  Denver,  May 
7-11  —  Contact:  Terry  Roberts,  US  West  Ad¬ 
vanced  Technology,  Boulder,  Colo.  (303)  541- 
6602. 

Benchmarking  High-Performance  Work  Teams: 
Strategic  Approaches  for  Increasing  Productivity 
and  Customer  Satisfaction.  Washington,  May 


"Typically,  when  we  had  an 
important  event  coming  up,  we  would  rely  on 
a  mailing  to  our  own  database  as  the  prime 
vehicle  for  getting  the  information  to  the 
people  we  had  targeted. 

This  time,  with  our  Enterprise 
Application  Development  &  Executive 
Strategy  Conference,  we  knew  we  had  to 
have  a  marketing  approach  that  would  jump- 
start  awareness  for  the  conference  and 
educate  the  audience  on  Hewlett-Packard's 
Enterprise  Application  Development 
Program.  We  really  felt  we  needed  to  create 
our  own  publication.  A  piece  tailored  to 
deliver  information  of  real  value  to  the 
customer.  That,  if  they're  building  a  business- 
critical  application,  the  best  platforms  for 
their  development  are  the  HP  9000 
Workstations  and  Servers. 

Another  important  consideration 
was  using  a  publication  with  a  very  broad- 
based  appeal  in  the  information  systems 
arena.  That's  Computerworld.  We  know, 
because  we  asked  our  customers. 

As  a  result,  here  we  are 
months  later,  and  we're  still  using  several 
thousand  reprints  of  the  custom  publication 
as  a  sales  tool  for  the  field,  in  a  customer- 
deliverable  format. 

It  worked  very  effectively  in 
creating  awareness  of  the  conference  and 
building  preference  for  Hewlett-Packard 
programs." 


“My  goals  were  to 

create  awareness  and  build  a  preference  for 
Hewlett-Packard  in  application  development. 
The  custom  publication 
we  created  certainly  did  that  for  us.” 


Custom^ Publications  from  Computerworld 


Your  Technology  Solution  Showcase. 


Roberta  Anslow 

Program  Manager 

Hewlett-Packard 

Enterprise  Application  Development 


For  more  information,  contact  Carolyn  Novack,  Publishing  Services  Director,  Boston  1-800-343-6474 


8-10 — Fees:  S895,  orS795  each  for  three  or  more 
people.  Contact:  Kay  James,  Clemson  Universi¬ 
ty  Office  of  Professional  Development,  Clemson, 
S.C.  (803)  656-2200. 

DECUS  *95.  Washington,  May  9-11  —  Contact: 
Digital  Equipment  Computer  Users  Society 
(DECUS),  Shrewsbury,  Mass.  (800)  332-8755. 

Joint  Application  Development  (JAD)  Session 
Leader  Workshop.  Stamford,  Conn.,  May  9-11  — 
Focus  is  on  how  to  manage  and  facilitate  JAD 
projects.  Workshop  provides  training  in  facili¬ 
tation  skills  and  techniques  needed  for  captur¬ 
ing  the  deliverables  for  the  JAD  life  cycle,  infor¬ 
mation  strategy  planning,  business  area 
analysis  and  business  system  design.  The  work¬ 
shop  also  demonstrates  the  role  of  JAD  in  rapid 
application  development  projects.  Each  partici¬ 
pant  receives  a  JAD  session  leaderworkshop  kit 
and  a  seminar  handbook.  Fee:  $1,275.  Contact: 
Pierson  Applications  Development,  Inc.,  Stam¬ 
ford,  Conn.  (203)  322-1606. 

Electronic  Commerce:  Paving  the  Way  for  the 
Information  Superhighway.  Los  Angeles,  May 
10  —  Sponsored  by  Information  Systems 
Associates  of  the  John  E.  Anderson  Graduate 
School  of  Management.  Contact:  Ginny  Hyatt, 
UCLA,  Los  Angeles,  Calif.  (310)  825-1879. 

Electronic  Banking  ’95:  Develop  a  Strategic  Vision 
to  Maximize  Your  Market  Share  and  Profit  Poten¬ 
tial  on  the  Electronic  Banking  Superhighway. 

Washington,  May  1 1-12  —  Contact:  Conference 
Administrator  Institute,  New  York,  N.Y.  (212) 
661-8740. 

Consumer  Electronics  Group  Interactive.  Philadel¬ 
phia,  May  1 1-13 — Sponsored  by  the  Electronics 
Industries  Association’s  Consumer  Electronics 
Group.  Contact:  Jonathan  Thompson.  Electron¬ 
ic  Industries  Association,  Washington,  D.C. 
(202)  457-8728. 

MAY  14-20 


Interactive  ’95.  Anaheim,  Calif.,  May  14-17  — 
Topics:  “Design  Methodology  and  Resources,” 
“The  State  of  the  Art  of  Multimedia  Technology,” 
“Research  and  Implementation  Strategies.” 
Contact:  Ziff  Institute,  Medford,  Mass.  (800) 
348-7246. 

Enterprise  Product  Data  Management:  The  Next 
Generation.  Boston,  May  15-16  —  Learn  howto 
access  and  satisfy  your  organization’s  product 
data  management  needs,  add  systems  as  your 
requirements  change,  what  to  expect  after  the 
pilot  phase  and  the  potential  time  and  cost  sav¬ 
ings  of  data  management .  Contact:  The  Manage¬ 
ment  Roundtable,  Boston,  Mass.  (617)  232- 
8080. 


Calendar  announcements  should  be 
submitted  at  least  six  weeks  prior 
to  the  event  and  include  the  title  of 
the  event,  dates,  location,  theme  or 
focus,  keynote  or  major  speakers, 
principal  topics  and  a  contact  person, 
organization  and  phone  number. 


Send  announcements  to: 


David  Weldon,  Associate 
Editor/Management,  Computerworld, 
375  Cochituate  Road,  Framingham,  Mass. 
01701.  Fax:  (508)  875-8931. 
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From  Smart  Boxes, 
To  Smart  Networks. 


Smart  People 
center  stage  at 

NETWORLD  +  INTEROP  ’95. 


The  Two 
Show  Stoppers! 

Thank  you  for  making 
Chipcom  center  stage. 

Now  for  an  ONcore... 

We’re  so  proud  of  our  ATM  technology  that  we’ll 
send  you  an  ONcore®  Switching  System  — 
at  no  obligation.* 


Contact  Chipcom  today  for  details  about  our 
ATM-ready  Test-flight  Program. 


Smart  Networks 
center  stage  at 

NETWORLD  +  INTEROP  ’95. 


Get  ready  for  a  Smart  Network. 

Tel:  1-800-228-9930  Fax:  508-490-5696 
Internet:  info@chipcom.com 


«£  CHIPCOM 


*  Further  details  apply.  Offer  expires  April  30,  1995. 
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For  1200  dpi  printing 
there’s  really  only 
one  choice. 
There  are,  however, 
several  options. 


The  new  Optra  family 
from  Lexmark. 


At  Lexmark,  we  don’t  limit  top-of-the-line  features 
to  our  top-of-the-line  printers. 

The  new  Optra™  family  is  the  first  full  line  of  network- 
ready,  desktop  laser  printers  capable  of  true  1200x1200 
dpi*printing.  Each  Optra  laser  printer,  from 
the  extremely  affordable  12  ppm  Optra  R  to  the 
NetWare*  extremely  powerful  16  ppm  Optra  Lxi,  delivers 
four  times  the  sharpness  of  ordinary  600  dpi  printers. 

No  matter  which  option  you  choose,  our  break¬ 
through  MarkVision™  printer  utility  is  standard.  Users 
and  LAN  managers  can  control  and  configure  every 
Optra  on  the  network,  and  monitor  job  statistics,  right 
from  Windows™  or  Macintosh  workstations. 


PostScript™  Level  2  and  enhanced  PCL®  5  emulations 
are  also  standard.  Which  means  that  every  Optra  prints 
incredibly  sharp  graphics  and  beautiful,  crisp  text  from 
virtually  any  of  your  applications. 

All  this  value  and  innovation  from  Lexmark,  a 
former  division  of  IBM.  For  more  information,  call  us 
at  1  800  891-0399,  ext.  110. 

Thanks  to  the  new  Optra  family,  you  can  choose 
the  best  printer,  rather  than  the  best  compromise. 

Lexmark 

Advancing  The  Art  Of  Printing 


. — — . 


*  '  .  00  dp*  requires  additional  memory  for  complex  files.  Lexmark  products  are  manufactured  under  the  ISO  9002  approved  quality  process.  The  Energy  Star  emblem  does  not  represent  EFA  endorsement  of  any  product  or  service.  Lexmark.  Optra  and  MarkVisen  are 
t  -».)(  •  arks  of  Lexmark  International,  Inc  NetWare  is  a  registered  trademark  of  Novell,  Inc  Windows  is  a  trademark  of  Microsoft  Corporation  Macintosh  is  a  registered  trademark  of  Apple  Computer,  Inc.  PostScript  is  a  trademark  of  Adobe  Systems  incorporated,  which 
may  be  registered  m  certain  jurisdictions  PCL  is  a  registered  tradenwk  of  Hewlett-Packard  Company  ©  1995  Lexmark  International.  Inc. 


BY  KEVIN  BURDEN 


LIKE  Coke  vs.  Pepsi,  the  battle  for  the  next- 

generation  desktop  operating  system  comes 
down  to  a  matter  of  taste.  Connoisseurs  are 
absolutely  convinced  that  one  is  better  than  the  oth¬ 
er.  The  rest  of  us  can’t  tell  the  difference. 


Today,  the  key  distinction  be¬ 
tween  operating  systems  for  Intel 
Corp.-based  PCs  is  16-bitvs.  32-bit. 
Microsoft  Corp.’s  familiar  DOS  and 
Windows  3.1  are  16-bit  operating 
systems.  Microsoft’s  next  version 
of  Windows,  Windows  95  (formerly 
called  Chicago)  and  IBM’s  OS/2  are 
32-bit  products. 

Sixteen-bit  operating 
systems  use  segmented 
memory,  which  limits  the 
amount  of  memory  an  ap¬ 
plication  or  component  can 
access  to  64K  bytes. 

Thirty  two-bit  operating  sys¬ 
tems  use  a  different  memory  mod¬ 
el  that  allows  an  application  or 
component  to  access  up  to  4G 
bytes  of  memory.  The  32-bit  memo¬ 
ry  model  removes  16-bit  perfor¬ 
mance  penalties  and  allows  true 
multitasking. 

A  finer  distinction  that  informa¬ 
tion  systems  organizations  must 
examine  is  which  vendor’s  32-bit 
implementation  best  suits  their 
needs.  The  decision  must  also  take 
into  account  the  market  position  of 
competitors.  Applications  for  the 
most  popular  platform  will  be 
available  first. 

Although  IBM  is  ahead  of  its 
competitors  with  a  32-bit  platform 
in  OS/2,  its  installed  base  of  8  mil¬ 
lion  is  only  a  fraction  of  Windows’ 
60  million  to  80  million  users. 

This  is  confirmed  by  IS  organi¬ 
zations’  desire  to  upgrade  to 
Windows  95  rather  than  switch  to 
the  new  OS/2  environment  (see 
story,  page  116). 

Despite  upgrade  costs  estimat¬ 
ed  at  $1,000  per  desktop  and  OS/2 
Warp’s  higher  user  satisfaction 
scores  for  multitasking,  failure  re¬ 


covery  and  technical  support,  the 
majority  of  users  seem  poised  to 
jump  on  the  Windows  95  bandwag¬ 
on  (see  story,  page  1 18). 

To  examine  the  key  differences 
between  the  Windows  95  beta  and 
OS/2  Warp,  we  interviewed  four 
large  IS  shops  that  are  evaluating 
both  products.  These  are  their 
site  profiles: 

Large  oil  and  gas  firm: 
The  company  has  more 
than  25,000  client  desktops 
—  80%  run  Windows  and 
20%  run  either  OS/2  or  Unix.  If 
the  OS/2  applications  can  be  port¬ 
ed  back  to  Windows,  there  is  a 
chance  the  OS/2  users  will  also  up¬ 
grade  to  Windows  95.  Complete  mi¬ 
gration  to  Windows  95  is  expected 
to  take  a  year. 

Health  care  company:  The  or¬ 
ganization  has  more  than  60,000 
client  desktops  —  70%  run  Win¬ 
dows  or  DOS  and  30%  run  OS/2. 
Ninety  percent  of  all  mission-criti¬ 
cal  client  desktops  run  OS/2  be¬ 
cause  of  its  robustness  and  multi¬ 
threaded  applications.  OS/2  users 
are  rapidly  upgrading  to  OS/2 
Warp.  Windows  users  will  migrate 
to  Windows  95  eventually. 

University:  The  university  has 
approximately  2,000  client  desk¬ 
tops.  Two  hundred  run  OS/2,  and 
the  rest  run  Windows.  All  users 
will  upgrade  their  respective  oper¬ 
ating  systems,  but  slowly.  RAM 
and  processor  upgrades  will  cost 
the  university  between  $400  and 
$  1 ,000  per  desktop. 

Utility:  The  company  has  nearly 
30,000  client  desktops  —  85%  run 
Windows,  15%  run  OS/2.  Upgrad¬ 
ing  to  Windows  95  will  be  slow. 

32-bit  desktop,  page  114 


Windows  95  (BetaM8) 

Microsoft  Corp.,  Redmond,  Wash.,  (800)  426-9400 


Windows  95’s  interface  looks  familiar,  but  it  wll  be  clear  to  users 
that  they  are  in  a  new  environment.  The  most  common  functions, 
such  as  launching  an  application,  task  switching  or  file  searching, 
are  now  handled  by  the  push-button  task  bar  along  the  bottom  of  the 
screen. 

OS/2  Warp 

IBM,  Armonk,  NY,  (800)  426-3333 


OS/2  Warp  Connect,  the  next  version  of  Warp,  will  rectify  the  current 
version's  chief  deficiency  by  adding  built-in  networking  capabilities. 
Its  interface,  shown  above,  will  not  change  from  today's  look. 
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OS/2  Warp 

Oil  and 
gas  firm 

Univer¬ 

sity 

Health 
care  firm 

Ease  of  use 

Warp’s  pure  object  orientation  makes  certain 
tasks  easier. 

6 

7 

6 

LAN  connectivity 

Scores  suffered  from  no  built-in  network 
support  or  plug  and  play  capabilities.  Warp 
Connect  will  at  least  fix  the  networking. 

3 

4 

8 

Performance 

OS/2  is  still  the  best  choice  for  mission- 
critical  applications  where  reliability  really 
counts. 

7 

7 

8 

Memory  management 

Memory  allocation  was  easy  for  mission- 
critical  applications  where  reliability  really 
counts. 

6 

8 

8 

Applications  breadth 

Lack  of  native  applications  killed  scores, 
but  running  custom  mission-critical 
applications  is  most  important. 

5 

— 

4 

Multitasking 

Time  savings  is  the  most  useful  benefit  of 
Warp’s  true  pre-emptive  multitasking. 

8 

7 

8 

Windows  95 

Oil  and 
gas  firm 

Univer¬ 

sity 

Utility 

Ease  of  use 

The  new  interface  won  users  over.  The 
registry  caught  the  eye  of  administrators. 

8 

6 

8 

LAN  connectivity 

Windows  95  has  loads  of  built-in  networking 
aqd  slick  plug  and  play,  making  setup  and 
remote  connections  easy. 

9 

7 

7 

Performance 

Evaluators  said  Windows  95  was  as  much 
as  40%  faster  than  Version  3.1  under 
normal  load  conditions,  but  still  not  as 
stable  as  NT  or  OS/2. 

8 

8 

7 

Memory  management 

Evaluators  did  not  experience  the  memory 
consumption  problem  that  reportedly  occurs 
when  several  32-bit  applications  are 
opened. 

8 

8 

7 

Applications  breadth 

Windows  95  inherits  the  mounds  of  16-bit 
applications,  but  users  are  impatient  for 
32-bit  applications. 

5 

4 

3 

Multitasking 

Greatly  improved  over  Windows  3.1,  but 
not  to  the  level  of  OS/2  Warp. 

8 

5 

6 

Ratings  are  based  on  a  l-to-10  scale  where  10  represents  extremely  high  satisfaction  and  1  represents  not  satisfied  at  all.  If  the  evaluators  felt  they  did  not  have 
the  experience  to  comment,  (  —  )  replaces  a  score. 


32-bit  desktop 

CONTINUED  FROM  PAGE  1 13 

Choice  pockets  of  users  will  up¬ 
grade  in  the  next  two  to  three 
years  based  on  whether  they  can 
benefit  from  32-bit  applications. 
OS/2  users  will  move  to  Warp. 

Key  differences  cited  by  evalua¬ 
tors  included  the  following: 

•  LAN  connectivity:  Windows  95, 
due  out  in  August,  had  the  upper 
hand  with  its  superior  plug  and 
play  capability,  while  IBM  has  been 
slow  to  introduce  a  version  of 
Warp  (Warp  Connect)  that  in¬ 
cludes  corporate  networking  ca¬ 
pabilities. 

•  Performance:  OS/2  Warp’s  supe¬ 
rior  multitasking  and  stability  (it 
is  a  delivered  product)  and  Win¬ 
dows  95’s  limitations  (it  has  to  in¬ 
corporate  16-bit  legacy  code)  were 
points  in  OS/2’s  favor. 

•  Memory  management:  Be¬ 
cause  beta  testers  had  trouble 
with  Windows  95  running  multiple 
32-bit  applications,  they  favored 
OS/2.  However,  Windows  95  users 
said  they  fully  expect  the  product 
to  improve  in  its  final  form. 

•  Applications  breadth:  The  one 


Microsoft  responds 

Performance:  Windows  95,  even  in 
the  beta  version,  runs  16-bit  applica¬ 
tions  much  faster  than  OS/2.  In  the 
final  version,  performance  will  likely 
be  even  faster.  Because  Windows  NT 
only  requires  16-bit  code  to  maintain 
compatibility  with  existing  applica¬ 
tions,  it  offers  a  more  stable  platform 
for  running  16-bit  applications  than 
Windows  3.1. 

32-bit  multithreading  bugs:  Our  feed- 
backfrom  users — 50,000  beta  test¬ 
ers  and  approximately  400,000  pre¬ 
view  program  customers  —  is  that 
the  vast  majority  are  running  multiple 
32-bit  applications  under  Windows 
95  without  problems. 

clear  advantage  for  Windows  95 
was  breadth  of  application  sup¬ 
port.  As  the  progeny  of  Microsoft, 
Windows  95  already  has  the  alle¬ 
giance  of  most  major  commercial 
applications  vendors.  OS/2  has 
more  than  2,500  applications,  but 
it’s  still  second  choice. 

LAN  connectivity 

The  distinction  in  this  category 
will  be  largely  moot  once  IBM  ships 
Warp  Connect,  the  next  Warp  ver- 


IBM  responds 

LAN  connectivity  ( plug  and  play):  Plug 
and  play  is  a  hardware  and  software 
combination  requiring  PCMCIA  or  Pe¬ 
ripheral  Component  Interconnect 
(PCI)  bus  hardware  for  implementa¬ 
tion.  OS/2  Warp  offers  plug  and  play 
for  PCMCIA  modem  memory  and 
hard  drives.  Future  versions  of  OS/2 
Warp  will  add  plug  and  play  support 
for  PCI  bus  systems. 

Conversion:  OS/2  Warp  Connect  will 
be  available  with  and  without  built-in 
Win-OS/2  support,  and  there  will  be 
an  upgrade  path  for  each.  OS/2  Warp 
users  with  Wi  n-OS/2  or  OS/2  Version 
2.11  will  be  able  to  upgrade  their 
OS/2  to  add  Warp  Connect. 

sion  that  integrates  enterprise, 
peer-to-peer  and  remote  network- 
ingcapabilities.  But  its  lack  of  plug 
and  play  is  still  a  problem.  True 
plug  and  play  means  the  system 
automatically  reconfigures  itself, 
allowing  for  easier  set  up. 

“Warp  has  plug  and  tell,  not 
play,”  the  health  care  company 
says. 

Performance 

Despite  its  32 -bit  design,  Windows 


95  is  hampered  by  the  need  to  be 
backward  compatible  with  Win¬ 
dows  3.1  applications,  making  it 
susceptible  to  familiar  3.1  crash¬ 
es. 

Pre-emptive  multitasking  lets 
Warp  run  DOS,  32-bit  and  16-bit 
Windows  applications  concur¬ 
rently  without  a  drop  in  perfor¬ 
mance,  the  health  care  user  ex¬ 
plains.  “Our  mission-critical 
machines  (imaging,  data  entry, 
customer  service  systems)  run 
Warp  because  of  the  time  saved 
and  performance  we  get  by  multi¬ 
tasking  and  multithreading.” 

Both  IBM  and  Microsoft  say  their 
respective  operating  systems  re¬ 
quire  only  4M  bytes  of  memory,  and 
they  are  right,  the  evaluators  say. 

However,  “We’d  really  be  limit¬ 
ing  ourselves  if  we  only  used  4M 
bytes  [for  Warp],  I  mean,  using  on¬ 
ly  4M  bytes  is  like  throwingyour  in¬ 
vestment  away.  We  wouldn’t  be 
able  to  do  the  things  we  upgraded 
for,”  the  utility  says.  ■ 

Burden  is  Computerworld’s  senior  re¬ 
searcher,  Scoreeard/Kiring  Line. 


^  See  Guide  continued  on  the 
following  pages  for  more  on  32- 
bit  operating  system  choices. 
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break  through  the  barriers  that  keep  you  from 
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We  ll  also  feature  a  panel  and  sessions  by  sev¬ 
eral  high  tech  industry  analysts,  including  Herbert 
Edelstein,  Jeffrey  Tash,  and  Colin  White. 

The  75,000  square  foot  exhibit  hall  features 
more  than  100  companies.  You’ll  see  the  latest  tech¬ 
nology  from  Informix’s  key  business  partners  — 
including  Hewlett-Packard,  SAP  America,  and 
Sun  Microsystems. 
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includes  conference  keynote 
Marc  Andreessen,  co-creator  of 
NCSA  Mosaic  and  co-founder 
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new  companies,  Netscape 
Communications.  Marc  Andreessen 
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BY  CHERYL  GERBER 

Memory  and  multitasking  problems  in  the  latest 
beta  release  of  Microsoft  Corp.’s  Windows  95 
are  causing  information  systems  managers  to 
adopt  a  cautious,  wait-to-buy  attitude.  But  most  users  in¬ 
terviewed  seem  happy  enough  with  Microsoft’s  current 
products  — Windows  3.11,  Windows  NT  and  key  desktop 
applications  —  that  they  are  willing  to  wait  for  Windows 
95  to  grow  into  a  good  version. 


However,  they  are  not  willing  to 
wait  too  long.  Having  grown  more 
computer  literate  and  market  savvy 
with  each  passing  year,  users  carry 
high  expectations  of  Microsoft.  Al¬ 
though  they  have  developed  brand 
loyalty,  users  expect  the  world’s  larg¬ 
est  software  company  to  make  good 
on  its  promises. 

“We’re  a  Windows  shop,  and  we’ve 
already  put  a  Windows 
95  upgrade  in  the  bud¬ 
get,”  says  Peter  Ba¬ 
rone,  database  admin¬ 
istrator  for  the  city  of 
Buffalo,  N.Y.  “When  it 
finally  gets  released, 
we’ll  get  a  couple  of 
copies  and  see  if  the 
benefits  they  are  claim¬ 
ing  are  truly  there. 

Windows  95  still  con¬ 
tains  a  lot  of  coding  for 
16-bit.  Since  it  isn’t  tru¬ 
ly  all  32-bit,  it  may  not 
be  all  the  speed  and 
performance  they  have 
promised.” 

The  bit-ter  truth 

Even  though  other  32- 
bit  operating  systems 
such  as  IBM’s  OS/2 
have  been  out  longer,  are  streamlined 
and  run  Windows  well,  most  users 
say  that  either  they  or  their  company 
has  chosen  Windows  95  as  the  way  to 
match  their  current  Windows  envi¬ 
ronment  (see  charts). 

“Windows  16-bit  applications  are 
faster  on  OS/2  Warp  than  they  are  on 
Windows  NT  3.5  machines,  but  Micro¬ 
soft  owns  the  desktop  with  Windows 
3.x.  Plus,  there  aren’t  enough  compat¬ 
ible  drivers  for  OS/2,”  says  Robert 
Hollow  ay,  senior  systems  analyst  at 
Westinghouse  Electric  Corp.  in  Sun¬ 
nyvale,  Calif. 

Westinghouse  has  had  OS/2  in- 
house  for  the  past  five  years,  but  it 


still  chose  to  go  with  Windows  NT.  One 
of  the  main  reasons,  Holloway  says, 
is  that  NT’s  final  release  form  —  un¬ 
like  its  beta  versions  —  contained  a 
more  solid  implementation  of  TCP/IP 
than  OS/2.  Westinghouse’s  confi¬ 
dence  in  NT  and  other  Microsoft  soft¬ 
ware  has  led  to  an  earlier  and  easier 
acceptance  of  Windows  95  than  oth¬ 
erwise  might  have  occurred. 

Vendor  agenda? 

Both  users  and  ana¬ 
lysts  feel  the  push  to 
upgrade  desktops  to 
32-bit  operating  sys¬ 
tems  is  more  vendor- 
than  user-driven. 

“Vendors  push  new 
operating  system  re¬ 
leases  very  hard,”  says 
Jonathan  Eunice,  re¬ 
search  director  at  Mu- 
minata  in  Hollis,  N.H. 
“That  doesn’t  make  it 
the  best  user  decision. 
There’s  no  reason  to  be 
pulled  along  by  the  ven¬ 
dors  and  jump  to  Win¬ 
dows  95  this  year.” 

Unlike  the  32-  or  64- 
bit  operating  systems 
in  the  server  world  that 
perform  far  better  with  complicated 
applications  such  as  database  man¬ 
agers,  32-bit  operating  systems  pro¬ 
vide  desktop  users  with  less  of  an  ad¬ 
vantage. 

“Right  now,  1  don’t  see  the  benefit 
in  jumping  to  Windows  95,”  Eunice 
says.  “Users  should  hang  on  for  a 
year  or  two  and  let  other  people  find 
the  bugs.  Windows  3.11  runs  produc¬ 
tivity  applications  pretty  well.  There 
is  no  major  advantage  for  desktop  us¬ 
ers  just  running  a  word  processor,  a 
spreadsheet  and  a  communications 
package.” 

Many  users  feel  pushed  by  Micro¬ 
soft  to  go  to  a  32-bit  operating  system 


“We’re  only  going  to  go  to 
Windows  95  because  that’s 
where  the  industry  is  going, 
and  we’d  be  left  out  in  the 
cold  if  we  didn’t.” 

— John  Harder,  assistant 
director  of  IS,  New  York 
State  Nurses  Association, 
Guilderland,  N.  Y. 


Windows  95  lags  NT  and  OS/2  in 
satisfaction  ... 


Microsoft  Windows  NT  Server  3.5 

Latest  release  of  Windows  NT  appears  to  be  more  solid 

7.7 

IBM  OS/2  Warp  Full  Pack  7.6 

Warp  with  Windows  included.  This  package  is  used  primarily  as  a  server. 

Novell  NetWare  4.1  7.4 

The  de  facto  file  and  print  server  standard,  but  still  tied  to  its  DOS  roots 

IBM  OS/2  Warp 

A  desktop  client  that  runs  with  Windows 

7.4 

Sun  Solaris  2.4  7.3 

Relatively  new  to  Intel  platform,  Solaris  has  its  best  chance  in  Sun  shops 

Novell  UnixWare  2.0  Server 

Novell’s  acquired  Unix  suffers  from  unclear  positioning  with  NetWare 

7.3 

Microsoft  Windows  NT  Workstation  3.5 

The  desktop  NT  appeals  to  engineers  and  workstation  users 

7.2 

Microsoft  Windows  95  beta  (multiple  versions) 

Users  are  willing  to  wait  until  this  beta  matures 

7.0 

SCO  Unix 

6.9 

The  longtime  Unix  leader  on  Intel  faces  new  challengers  such  as  Sun 

Based  on  a  l-to-10  scale  where  10  is  most  satisfied.  Survey  base:  50  users  per  product. 


on  the  desktop.  “We’re  only  going  to 
go  to  Windows  95  because  that’s 
where  the  industry  is  going,  and  we’d 
be  left  out  in  the  cold  if  we  didn’t,” 
says  John  Harder,  assistant  director 
of  IS  at  the  New  York  State  Nurses  As¬ 
sociation  in  Guilderland,  N.Y. 

For  most,  the  issues  surrounding 
the  move  to  Windows  95  are  more 
about  timing  than  anything  else. 

“In  the  long  run,  the  upsides  of  mov¬ 
ing  to  Windows  95  will  outweigh  the 
downsides.  But  in  the  short  run,  there 
will  be  a  lot  of  cost  and  compatibility 
problems,”  says  Dean  Andrews,  mas¬ 
ter  instructor  of  computer  science 
technology  at  Texas  State  Technical 
College  in  Sweetwater. 

One  change  at  a  time 

Some  users  will  wait  before  facing  the 
pain  of  the  big  change  because  they 
are  already  dealing  with  a  big  switch 
to  client/server.  They  want  to  portion 
out  their  changes  and  manage  one  at 
a  time. 

Buffalo,  for  example,  is  in  the  mid¬ 
dle  of  a  four-year  conversion  from 
mainframe  to  client/server  comput¬ 
ing.  The  city  built  its  foundation  on  Mi¬ 


crosoft  client/server  products.  Al¬ 
though  Barone  and  others  do  not  yet 
take  Windows  95  seriously  as  a  full- 
fledged  operating  system,  they  have 
had  enough  positive  experiences  with 
other  Microsoft  products  to  feel  some 
brand  loyalty. 

Those  in  the  medical  world  feel  sim¬ 
ilarly.  “I  don’t  see  the  big  advantage 
of  a  32-bit  operating  system  on  the 
desktop  at  this  point  in  time,”  says 
Robert  Hoenig,  systems  analyst  at 
Beth  Israel  Medical  Center  in  New 
York.  “There’s  nothing  it  can  do  right 
now  that  a  16-bit  can’t.” 

In  several  cases,  the  growing  dis¬ 
satisfaction  with  OS/2  spurred  a 
switch  to  Windows  95.  “Until  Warp, 
there  were  hardware  incompatibil¬ 
ities  and  poor  software  selection  with 
OS/2,”  Harder  says.  “Warp  solved 
some  of  the  hardware  problems,  but 
it  still  hasn’t  encouraged  the  amount 
of  software  writing  as  it  should  rela¬ 
tive  to  Windows.  I  have  had  to  tweak 
OS/2  settings  more  than  Windows 
3.11.  Half  of  that  is  because  Windows 
has  every  possible  driver  there  is.” 

“I’ve  evaluated  OS/2,  and  it’s  now  a 
solid  product.  But  OS/2  2.1  was  so 
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If  Windows  95  can  match  high 
expectations,  users  say  it  will 
be  the  32-bit  desktop  king 


...  but  Windows9  position  as  the 
installed  base  leader ... 

The  majority  of  users  chose  their  32 -bit  operating  system  based  on 
the  system  they  already  had 


MICROSOFT 


NOVELL 


IBM 


SUN 


SCO 


Reason  for 
purchase 

Windows 

95  (beta) 

Windows 
NT  Server 

NetWare 

4.1 

UnixWare 
2.0  Server 

OS/2 

Warp 

OS/2 
Full  Pack 

SunSoft 

Solaris 

SCO 

Unix 

Matches 

base 

40% 

32% 

55% 

24% 

26% 

35% 

38% 

24% 

Price 

6% 

6% 

2% 

12% 

26% 

7% 

6% 

16% 

Ease  of  use 

6% 

14% 

5% 

8% 

10% 

12% 

8% 

2% 

Application 

support 

12% 

16% 

11% 

10% 

8% 

12% 

12% 

30% 

Application 

tools 

8% 

4% 

4% 

2% 

4% 

7% 

8% 

0% 

Interoper¬ 

ability 

6% 

6% 

7% 

14% 

4% 

12% 

6% 

2% 

Other* 

4% 

12% 

7% 

8% 

8% 

5% 

6% 

8% 

Don’t  know 

18% 

10% 

9% 

22% 

14% 

10% 

16% 

18% 

Base:  400  users  (50  per  product) 


♦Other  reasons  include  speed,  scalability,  security  and  technical  support 


...  will  lead  users  to 
32 -bit  applieations 

The  advent  of  Windows  95  and  OS/2  Warp  as  well  as 
new  versions  of  desktop  Unix  systems  will  shift  the 
majority  of  applications  to  32-bit  platforms 


I  Today  ■  A  year  from  now 


Percent  of  users  with  mainly 
16-bit  applications 


Don’t  know 


Base:  450  users  of  IBM,  Microsoft,  Novell,  Sun  and  SCO  desktop  and 
server  operating  systems 


Source:  Buyers'  Satisfaction  Scorecard 

complicated  that  the  ordinary  clerk- 
type  user  would  have  had  a  hard  time 
with  it.  It’s  just  not  industry  standard, 
and  it  never  will  be,”  says  Gary  Rose, 
information  technology  manager  at 
Osram  Sylvania,  Inc.  in  Versilles,  Ky. 

Like  Harder,  Rose  has  chosen  to  fol¬ 
low  Microsoft.  In  anticipation  of  Win¬ 
dows  95,  Osram  Sylvania  has  started 
to  upgrade  its  hardware  to  64-bit  Intel 
Corp.  Pentiums.  The  company  uses 
NT’s  TCP/IP  across  its  wide-area  net¬ 
work  exclusively  but  does  not  use  NT 
on  the  desktop.  “I  love  NT  as  a  server 
but  hate  it  as  a  desktop,”  Rose  says. 

OS/2  disillusionment 

Even  in  the  academic  world,  the  disil¬ 
lusionment  with  OS/2  may  have  led 
computer  scientists  to  Microsoft. 
“OS/2  Warp  won’t  run  IEF,  Texas  In¬ 
strument’s  CASE  tool.  When  we 
talked  to  IBM,  they  said  it  was  a  T1 
problem,”  Andrews  says. 

Although  Microsoft  seems  to  be  dic¬ 
tating  the  move  to  a  32-bit  desktop, 
many  users  feel  it  is  a  necessary,  al¬ 
beit  painful,  move. 

“We  will  upgrade  to  Windows  95  on 


Source:  Buyers'  Satisfaction  Scorecard 


the  desktop  as  soon  as  it  comes  out,” 
says  Kenneth  Witt,  data  processing 
manager  at  Timber  Truss,  Inc.,  a  Sa¬ 
lem,  Va.,  housing  component  manu¬ 
facturer.  “From  compiler  design  to 
application  programming,  the  flat 
memory  of  32 -bit  has  tremendous  ad¬ 
vantages  over  the  segmented  memo¬ 
ry  model  of  16-bit.  But  we’re  going  to 
have  headaches  for  years  to  come 
running  16-bit  legacy  applications.” 

Rosemary  Hughes,  a  management 
method  analyst  for  the  city  of  Tampa, 
Fla.,  says  the  move  to  32-bit  is  needed 
to  resolve  the  memory  problems  and 
subsequent  insecurity  of  DOS/Win- 
dows.  “We  think  the  advantages  will 
outweigh  the  disadvantages.  Memory 
management  in  DOS/Windows  has 
been  a  problem,”  she  says. 

The  memory  management  prob¬ 
lems  of  DOS/Windows  are  caused  in 
part  by  its  underlying  fixed  memory 
structure,  which  requires  reconfigur¬ 
ing  the  machine  for  each  applica¬ 
tion’s  large  or  small  memory  needs, 
then  rebooting  the  PC  to  implement 
the  change.  If  a  program  uses  just  a 
small  amount  of  memory,  large  sec¬ 


tions  of  RAM  are  wasted  that  could 
speed  up  hard  drive  operations  if  that 
memory  were  reassigned. 

It’s  long  been  known  that  the  real 
memory  mode  of  16-bit  is  far  less  se¬ 
cure  than  the  protected  memory 
mode  of  the  32-bit  environment.  Be¬ 
cause  there  is  no  memory  protection 
in  real  mode,  ill-behaved  programs 
that  access  memory  not  belonging  to 
them  can  crash  the  system  or  destroy 
other  applications.  When  a  processor 
runs  in  protected  mode,  it  protects 
the  memory  in  all  applications. 

Awkward  stage 

The  pain  of  the  transition  to  32-bit  will 
come  in  large  part  from  the  awkward 
coexistence  of  the  different  16-  and 
32-bit  memoiy  modes. 

“There  will  be  software  support 
problems  because  of  the  mixed  mem¬ 
ory  modes.  When  Windows  uses  the 
underlying  DOS  environment,  like  ac¬ 
cessing  the  hard  drive,  it  drops  into 
16-bit  real  mode  where  there  are  all 
sorts  of  potential  for  memory  corrup¬ 
tion,”  Witt  says. 

Users  dread  the  high  cost  of  up- 


gradingall  hardware  and  16-bit  appli¬ 
cations  to  32-bit,  along  with  the  cost 
of  retraining  staff  in  the  32-bit  envi¬ 
ronment.  Yet  why  bother  to  go  to  a  32- 
bit  operating  system  if  you  don’t  up¬ 
grade? 

“The  training  doesn’t  worry  us  so 
much  because  we’ll  do  our  owm.  It’s 
the  applications  we  keep  having'to  up¬ 
grade.  If  your  application  doesn’t 
match  the  operating  system,  then 
what  have  you  gained?”  Barone  asks. 

Clearly  there  will  be  no  gain  with¬ 
out  pain.  And  many  users  are  portion¬ 
ing  out  their  upgrade  plans,  doing  on¬ 
ly  a  little  at  a  time  to  avoid  the  one  big 
hit  of  an  overall  upgrade.  Still,  most 
are  confident  that  the  pain  will  be 
worth  the  gain. 

Andrew's  says,  “History  shows  me 
that  we’ve  always  been  able  to  con¬ 
quer  the  initial  problems  that  crop  up 
in  computer  technology.”  « 

Gerber  is  a  freelance  writer  in  Kingston,  N.Y. 

^  See  Guide  continued  on  page  118 
for  more  on  user  satisfaction  with 
32-bit  operating  systems. 
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Lack  of  applications 
breadth  still  a  sore 
spot 

The  latest  version  of  IBM’s 
OS/2  appears  to  be  win¬ 
ning  the  battle  for  user 
satisfaction  based  on  its  technical 
merits,  according  to  our  Buyers’ 
Satisfaction  Scorecard  survey  of 
450  users  of  desktop  and  server 
operating  systems  for  Intel  Corp.- 
based  platforms. 

But  the  edge  OS/2  Warp  pos¬ 
sesses  in  certain  key  areas,  such 
as  multitasking,  technical  support 
and  memory  management  (see 
“Desktop  sweep”  chart) ,  will  likely 
not  be  enough  to  persuade  users  to 
buy  OS/2  instead  of  Microsoft 
Corp.’s  forthcoming  Windows  95. 

“The  fact  that  Windows  is  bun¬ 
dled  with  the  majority  of  personal 
computer  hardware  makes  it  an 
easy  choice,”  says  Jonathan  Eu¬ 
nice,  research  director  at  Illumin- 
ata  in  Hollis,  N.H.  “Right  now,  us¬ 
ers  would  have  to  actively  choose 
not  to  use  Windows  and  seek  out 
OS/2  instead.” 

Users  still  see  application 
support  for  OS/2  as  a  glaring 
weakness,  even  though  OS/2  is 
stronger  than  ever  with  more  than 
2,500  applications  vendors.  OS/2 
does  not  support  market  leaders 
such  as  Word,  Excel,  Visual  Basic 
and  Access  —  all  Microsoft  prod¬ 
ucts. 

“No  matter  what  IBM  does,  OS/2 
is  still  not  the  preferred  platform 
for  commercially  generic  applica¬ 
tions.  This  makes  a  big  difference 
for  desktop  users  when  it  comes  to 
getting  the  latest  version  from 
their  applications  vendors.  They 
don’t  want  to  be  using  a  secondary 
platform,”  says  Rob  Enderle,  se¬ 
nior  industry  analyst  for  client/ 
server  softw  are  at  Dataquest,  Inc. 
in  San  Jose,  Calif. 

Few  distinctions 

Beyond  the  basic  market  issues, 
OS/2’s  technical  edge  is  not  great 
enough  to  overcome  the  obstacles 
it  faces.  “The  survey  results  show 
that  there  is  surprisingly  little 
spread  in  satisfaction  from  one 
product  to  the  next.  Everyone  is 
reasonably  happy  but  not  ecstat¬ 
ic,"  Eunice  says.  “If  OS/2  isn’t  de¬ 
monstrably  and  unequivocally 


Desktop  sweep 

OS/2  Warp  outpoints  Windows  in  multitasking,  technical  support,  ease  of 
use  and  memory  management 

IBM 

OS/2 

Warp 

Microsoft 
Windows  NT 
Workstation  3.5 

Microsoft 
Windows  95 

(Beta  version  ) 

Reliability 

7.1 

7.4 

6.2 

Recovery  from  failure 

6.5 

6.6 

5.8 

Multitasking 

8.0 

7.4 

6.5 

Speed 

7.3 

7.2 

7.0 

Technical  support 

7.0 

6.2 

5.8 

Ease  of  use 

7.7 

7.0 

7.3 

Applications  breadth 

5.0 

6.0 

6.5 

Memory  management 

7.4 

6.8 

6.6 

Average  rating 

7.0 

6.8 

6.5 

Ratings  are  based  on  a  l-to-10  scale  where  10  represents  greatest  satisfaction. 
Ratings  are  in  order  of  importance  to  server  operating  system  users.  Fifty  users  of 
each  product  were  interviewed  about  the  product  they  use. 


OS/2’s  server  edge 

These  32-bit  operating  systems  are  used  as  file  and  print  servers  by  the 
majority  of  users  surveyed.  Strengths  in  multitasking,  failure  recovery  and 
technical  support  carry  OS/2  to  the  top. 

IBM  OS/2 

Full  Pack 

Novell 

NetWare  4.1 

Microsoft 
Windows  NT  3.5 

Reliability 

8.0 

7.9 

8.0 

Multitasking 

8.4 

6.7 

7.5 

Speed 

7.7 

7.3 

6.9 

Recovery  from  failures 

7.5 

6.9 

6.9 

Ease  of  use 

7.6 

7.0 

7.7 

Server  capability 

7.0 

7.5 

7.6 

Technical  support 

7.2 

6.0 

6.0 

Applications  breadth 

5.4 

7.3 

5.5 

Average  rating 

7.4 

7.1 

7.0 

Unix  matchup 

The  Unix  32-bit  operating  systems  for  Intel  platforms  are  used  as  application 
and  database  servers  by  the  majority  of  users  surveyed.  Solaris  edges 
UnixWare  and  SCO  Unix  with  high  ratings  in  multitasking,  applications  support 

and  speed.  _  _  ^ 

The  Santa  Cruz 

SunSoft  Novell  Operation 

Solaris  2.4  UnixWare  2.0  SCO  Unix  4.2 

Reliability 

7.2 

7.4 

7.6 

Recovery  from  failure 

7.1 

6.8 

6.4 

Ease  of  use 

6.4 

6.7 

5.7 

Multitasking 

8.1 

6.9 

7.2 

Applications  breadth 

7.0 

6.4 

6.5 

Ease  of  configuration 

5.9 

6.5 

5.6 

Interoperability 

7.0 

6.7 

6.3 

Speed 

7.3 

7.1 

6.9 

Average  rating 

7.0 

6.8 

6.5 

better,  then  users  will  go  with  the 
standard  as  long  as  it  works.  De¬ 
spite  some  weaknesses,  Windows 
95  works  even  in  beta.” 

Server  parity 

OS/2’s  technical  prowess  also 
shows  on  the  server  side  —  partic¬ 
ularly  in  speed  and  technical  sup¬ 
port  (see  “OS/2’s  server  edge” 
chart).  However,  a  stable  Windows 
NT,  havingmatured  after  a  few  ver¬ 
sions,  is  providing  parity. 

Both  OS/2  and  NT  suffer  from 
marginal  application  allegiance 
compared  with  the  dominant  serv¬ 
er  products  —  Novell,  Inc.’s  Net¬ 
Ware  for  file  and 
print  servers  and 
Unix  for  non-Intel- 
based  database  and 
applications  serv¬ 
ers. 

“NetWare  is 
aimed  at  a  different 
environment.  It  is 
not  an  advanced  op¬ 
erating  system.  Its 
means  it’s  better  at  running  one 
application  per  server.  NT  is  gain¬ 
ing  some  headway  against  it,”  En¬ 
derle  says. 

Unix — the  second  tier 

The  Santa  Cruz  Operation’s  SCO 
Unix  —  long  the  dominant  Unix- 
on-Intel  product  —  is  showing 
some  weaknesses  against  its  new 
competition  from  SunSoft,  Inc.  and 
Novell  (see  “Unix  matchup” 
chart). 

“SCO  is  not  a  technology  leader. 
They  don’t  sell  on  that  issue,”  Eu¬ 
nice  says. 

SCO’s  offerings  have  tradition¬ 
ally  been  low-cost,  reliable  appli¬ 
cation  platform  alternatives  to 
classic  minicomputer  installa¬ 
tions.  SunSoft’s  Solaris  and  No¬ 
vell’s  UnixWare  are  sold  on  their 
technical  merits  and  target  users 
familiar  with  Unix  on  non-Intel 
workstations. 

This  positioning  often  brings 
SCO  Unix  into  environments 
where  customized  proprietary 
systems  or  generic  Windows  appli¬ 
cations  are  the  dominant  installed 
base.  Users  unfamiliar  with  Unix 
rate  the  product  low  in  ease  of  use 
and  configuration  compared  with 
the  other  platforms.  ■ 


A 


BUYERS’ 
SATISFACTION 
SCOR  ARD 


DOS  base 


Sullivan-Trainor  is  Computerworld’s 
senior  editor,  CW  Guide. 
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ATM  ready.  ■  So  how  can  you  afford  not  to  get  a  Passport  network?  ■  Together,  we  can 


realize  your  vision.  For  ATM  networks  and  a  free  payback  analysis  kit,  reach  us  at 


i-8oo-4  NORTEL  (ext  679)  or  on  the  Internet  at  http://www.nortel.com. 


northern 

fclccum 


Enterprise  Networks  •  Wireless  Networks  •  Broadband  Networks 
Switching  Networks  •  Network  Applications 


_ 


©  1995  Nonhem  Telecom  Magellan  is  a  trademark  of  Nonhem  Telecom 


■  With  a  Magellan  Passport  network,  pocket  change  is  about  all  it  takes, 
because  it  practically  pays  for  itself  in  lower  network  costs.  ■  Passport  dynamically 
allocates  bandwidth  to  voice,  data  and  video  traffic,  so  it  is  significantly  more  cost-efficient 
than  Ti  multiplexers, while  improving  network  performance.  And  it  makes  your  network 
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ere  will  you  find  the 
money  for  a  new  ATM 
network? 


fry  your  pocket. 


TECHNOLOGY 


For  l 

Registration 
information,  Cali: 

1-800-477-8920 
312-644-6642 

Within  Illinoi. 
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LEGENT 


from  SIM  International  &  Computerworld 


Where  top  IS  executives  meet  to  get  answers  on: 


Client/Server  Technology 
Mobile/Wireless  Computing 
Next  Generation  Databases 


48  Hours 

Designed  by  IS  executives, 
for  IS  executives.  Forty-eight 
hours  of  the  most  exclusive 
technology  action  of  the 
year.  You  can’t  get  better 
information  faster. 

Practitioners  Forum 

Get  straight  talk,  from  real 
practitioners.  Four  provoca¬ 
tive  sessions  of  hard-hitting, 
high-impact  interaction.  In¬ 
dustry  leaders  start  right  into 
your  toughest  questions. 


Emerging  Technologies 

William  J.  Caffery,  Vice 
President,  Advance  Tech¬ 
nology  Strategies,  The 
Gartner  Group,  talks  about 
integrating  new  technologies 
into  existing  applications. 

He  tackles  how  to  assess 
strategic  benefits  and  justify 
purchases  by  bottom-line 
results. 


Futurist 

Joe  Coates,  President  of 
Coates  &  Jarratt,  Inc.,  looks 
at  the  future  of  Information 
Technology.  Coates  takes  you 
on  a  stimulating  journey  into 
the  near  and  far  future,  fol¬ 
lowed  by  an  invigorating, 
highly  interactive  questions 
and  answers  session. 


Solution  Labs 

Ten  interactive  labs  where 
you  can  put  leading  IT  com¬ 
panies  and  their  products 
through  their  paces  with  your 
peers.  Your  customized  selec¬ 
tion  of  these  labs  will  provide 
you  with  opportunities  to 
scrutinize  working  products 
on  your  own  terms  and  come 
face-to-face  with  real  practi¬ 
tioners  who  know  the  cost  of 
making  their  decisions  work. 


May  3-5 

The  Pointe  at  Tapatio  Cliffs, 
Phoenix  Arizona 


The  Summit  sponsors  are: 


Networks  That  Go  the  Distance  " 


The  Summit 


Microsoft 


lYtce  Waterhouse  llp 


PROGRESS 

SOFTWARE 


SEOUEnT 


Our  Business  Is  Your  Success 


i  Sybase 

The  Enterprise  Ctieni/Server  Company  m 


The  Practitioners  Forum 


Client/Server  Technology 


Leader: 

Howard  Anderson,  Managing 
Director,  The  Yankee  Group 

Panel: 

Steve  Brooks, 

Executive  Director  of  IS, 

Walt  Disney  Company 

Tom  Robben,  V.P.,  Application/ 
Strategic  Architect,  Core  Cash  & 
Security  Systems,  J.P.  Morgan 

David  P.  Rodgers,  Vice 
President,  Corporate  Architecture, 
Sequent  Computer  Systems,  Inc. 

Clifford  Rushton,  MIS  Director, 
Federal  Paper  Board, 

Customer  of  Progress  Software  Co. 


Client/Server  Technology 


Leader: 

Alan  Alper,  Editor, 

Computerworld, 

Client/Server  Journal 

Panel: 

Thomas  E.  Furey,  Jr.,  General 
Manager,  IBM  Worldwide  Open 
C/S  Strategy  and  Integration 

Tsvi  Gal,  Senior  Vice  President, 
Client/Server  Systems, 

Bank  of  America 

Dale  Gentsch, 

Partner, 

Price  Waterhouse  LLP 

Robert  Yellin, 

Chief  Technology  Officer, 

Legent  Corporation 

William  Zeitz, 

President, 

Zeitz  &  Associates 


Mobile/Wireless  Computing 


Leader: 

Andrew  M.  Seybold, 

Editor-in-chief,  The  Outlook  on 
Mobile  &  Professional  Computing 

Panel: 

Enrique  Crespo,  Manager 
of  Corporate  Sales  Systems, 

The  Torrington  Company 

Chuck  Parrish, 

General  Manager, 

Mobile  Data,  GTE 

Mike  Radigan,  Program 
Manager,  USCO  market-to- 
collections, 

Xerox  Corporation 

Sandy  Sully, 

Vice  President  of  MIS, 

3Com  Corporation 


Next  Generation  Databases 


Leader: 

Richard  Finkelstein, 

President, 

Performance  Computing 
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Michael  Abbey,  Database 
Administrator,  Auditor 
General’s  Office  of  Canada 

Ronald  S.  Elkin, 

Program  Manager, 

Battelle  Memorial  Institute 

David  Lambkin,  V  P.,  Informa¬ 
tion  Systems,  CNA  Insurance  Co., 
Customer  of  Sybase,  Inc. 

Britt  Mayo,  Director,  Infor¬ 
mation  Technology,  Pennzoil, 
Customer  of  Microsoft  Corp. 
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Give  me 
best  of  breed! 


BY  TERRY  BREWSTER 

If  you  believe  all  the  marketing  hype,  software  suites  will  end 
all  your  troubles  and  immediately  make  you  an  unbelievably 
productive  media  whiz. 

Bunk!  Why  would  you  want  someone  else  telling  you  what 
software  to  use?  You  get  the  feeling  you’re  being  told  you  don’t 
have  enough  sense  to  decide  what  you  like.  I  guess  users  are 
supposed  to  throw  away  all  the  software  applications  they’ve 
been  using  for  years  and  learn  something  new  just  because  it 
is  all  “perfectly  integrated  into  one  package.” 

I  won’t  throw  away  my  Paradox  database  from  Borland  In¬ 
ternational,  Inc.  just  because  it  isn’t  part  of  a  suite.  Nor  will  I 
jettison  Software  Publishing  Corp.’s  Harvard  Graphics  pro¬ 
gram,  which  I’ve  been  usingfor  sixyears  and  five  releases.  I’ve 
been  with  both  packages  since  they  were  available  only  in  DOS 
versions. 

Today,  both  Paradox  and  Harvard  Graphics  are  available  in 
robust  Windows  versions  that  I  am  quite  comfortable  with  and 
know  how  to  use  very  well. 

Every  week  I  have  numerous  charts,  graphs,  documents,  let¬ 
ters  (I  haven’t  even  touched  electronic-mail  applications  yet!) 
and  so  on  that  I  have  to 


The  hubbub  over  software  suites  is  the 
result  of  slick  marketing,  says  one  IS 
pro;  picking  and  choosing  individual 
software  packages  is  the  only  way  to  go. 
Suites  are  the  best  business  decision, 
a  colleague  counters,  because  they  of¬ 
fer  fully  integrated  programs  at  reduced 
support  and  purchase  costs. 


produce  —  and  still  do  my 
other  five  jobs.  If  I  am  us¬ 
ing  software  apphcations 
Breed,  page  122 


Brewster  is  a  communications 

DiPaulo  Is  corporate  network 

engineer  at  AT  AT  Corp.  in  Vien- 

1 

manager  at  Curtice-Bums 

na,  Va. 

Foods,  Inc.  in  Rochester,  N.Y. 

Several  years  ago,  if  you  had  decided  to  standardize  company¬ 
wide  on  a  business  application  suite,  you  would  have  been  the 
sad  victim  of  vendor  promises  —  expecting  an  integrated  suite 
andreceivinglittlemorethanamarketingbundle. 

Today,  those  promises  are  a  reality.  If  you  haven’t  standard¬ 
ized  on  a  suite  or  have  no  plans  to,  beware.  Your  competitors 
are  probably  already  enjoying  the  increased  productivity  and 
decreased  cost  of  ownership  that  suites  offer. 

At  Curtice-Burns  Foods,  Inc.  in  Rochester,  N.Y.,  we  make  our 
information  systems  decisions  not  on  technical  or  emotional 
biases  but  by  answeringthe  question,  “Is  this  the  best  business 
decision?”  Because  the  food  industry  is  extremely  competitive, 
I’m  thrilled  when  I  can  offer  technology  that  will  not  only  in¬ 
crease  employee  productivity  but  also  require  less  support  and 
be  more  cost-effective  than  other  options. 

We  began  selective  user  testing  of  Microsoft  Corp.’s  Office 
suite  nine  months  ago,  and  started  a  formal  rollout  to  corporate 
headquarters  two  months  ago.  We’re  converting  a  45-person 
Novell,  Inc.  NetWare  3.12  LAN  from  DOS,  Lotus  Development 
Corp.  1-2-3  Version  3.1  and  WordPerfect  5.1  from  WordPerfect 

to  Windows  for  Work¬ 
groups  using  Microsoft’s 
Office  4.2  or  4.3.  We’U  be 
rolling  out  suites  to  our  di- . 
Suites,  page  122 
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Give  me 
suites ! 
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that  I’m  experienced  in,  then  I  can  get  my  work  done  without 
wastinga  lot  of  time.  (Don’t  forget  those  other  five  jobs  the  boss 
would  like  for  me  to  start.) 

My  philosophy  is  to  choose  the  best  there  is  —  not  the  “easi¬ 
est  to  use  for  all  you  morons.”  Unfortunately,  many  companies 
go  for  suites  because  they’re  right  for  the  lowest  common  de¬ 
nominator  of  users. 

I  pick  and  choose  my  software  based  on  years  of  experience, 
not  on  what  someone  else  says  is  best  for  me.  That’s  why  I  pre¬ 
fer  to  use  Paradox  even  though  Microsoft  Corp.’s  Office  suite, 
including  the  Access  database,  is  loaded  on  my  machine. 

Certainly,  some  of  the  office  product  suites  have  incorporat¬ 
ed  excellent  packages.  But  the  fact  of  the  matter  is,  a  suite  con¬ 
sists  of  a  handful  of  applications,  not  all  of  which  are  created 
equal.  You  may  get  a  great  word  processingpackage  and  agood 
spreadsheet  package,  but  then  a  sorry  graphics  application. 
Or  you  may  get  the  best  graphics  package  around  but  an  in¬ 
comprehensible  spreadsheet  and  a  useless  word  processor. 

One  reason  companies  may  go  to  suites  is  the  cost  savings  of 
having  packages  bundled  for  one  price.  But  in  reality,  when  you 
factor  in  the  time  wasted  by  business  users  who 
aren’t  working  with  the  best  tools  possible  or  who  have  to  be 
trained  on  a  new  package  when  they  were  perfectly  happy  with 
the  one  they  had,  those  savings  diminish.  Not  to  mention  that 
most  people  who  use  suites  end  up  using  only  one  or  two  of  the 
applications.  Any  cost-effectiveness  goes  out  the  window. 

As  for  the  “seamless  integration”  of  suites,  that’s  not  much 
of  a  plus,  either.  Most  of  the  best-of-breed  software  packages 
comply  with  Microsoft’s  OLE  and  Dynamic  Data  Exchange 
(DDE),  which,  among  other  things,  enable  data  to  be  collected 
and  presented  across  applications. 

Let’s  say  I’m  using  Microsoft’s  Word  for  Windows.  If  I  want 

to  insert  a  data¬ 
base  directly  into 
my  document,  I 
don’t  need  Micro¬ 
soft’s  Access  to  do 
it.  OLE  and  DDE  let 
me  just  as  easily 
insert  a  Paradox 
database,  Micro¬ 
soft’s  FoxPro,  Bor¬ 
land’s  dBase  or 
whatever  data¬ 
base  makes  the 
most  sense  for  me 
and  my  company. 

I  also  have  a  pro¬ 
gram  that  uses 
Digital  Communi¬ 
cations  Asso¬ 
ciates,  Inc.’s 
Crosstalk  for  Win¬ 
dows  communica¬ 
tions  application 
to  retrieve  information  from  a  remote  host.  It  is  DDE-linked  to 
Microsoft’s  Excel.  Every  five  minutes,  Crosstalk  updates  the 
numbers  and  Excel  immediately  recomputes  all  my  charts  and 
graphs.  And  I  could  do  this  as  well  with  Datastorm  Technol¬ 
ogies,  Inc.’s  Procomm  Plus  for  Windows  or  a  number  of  other 
communications  programs. 

As  long  as  you  use  a  state-of-the-art  software  package  that 
supports  Windows  embedding,  OLE  and  DDE  linking,  it  doesn’t 
matter  if  it  is  part  of  a  suite  or  not. 

Using  packages  that  I  know  get  the  job  done  best  increases 
the  quality  of  my  work  and  reduces  the  time  it  takes  me  to  do  it. 

You  decide.  Do  you  want  to  choose  your  software  applications 
yourself  or  take  whatever  comes  out  of  the  box?  ■ 


“My  philosophy  is 
to  choose  the  best 


f application  ] 


there  is  - —  not  the 
\ easiest  to  use  for 
all  vou  morons 


“Companies  can 
no  longer  afford 
to  support 

unlimited  flavors 

of  business 
applications.  ” 


m 


visions  across  the  country  as  business  needs  dictate. 

Purchase  price  is  the  most  obvious  advantage  suites  offer.  If 
you  buy  your  suite  at  the  competitive  upgrade  cost  —  and  most 
people  do  —  you  will  spend  one-half  or  one-third  of  what  you 
would  on  individ- 
ual  best-of-breed 

packages .  Al-  :  .  p|§| | 

though  these  sav¬ 
ings  are  signifi¬ 
cant,  we’ve  found 
that  software’s 
initial  purchase 
price  accounts 
for  only  about 
20%  of  the  cost  of 
ownership.  Sup¬ 
port  accounts  for 
the  remaining 
80%.  We  believe 
suites  will  dra¬ 
matically  reduce 
support  costs  by 
eliminating  ap¬ 
plication  config¬ 
uration  and  inte¬ 
gration  problems  as  well  as  problems  associated  with  dealing 
with  multiple  vendors. 

When  it  comes  to  integration,  suites  have  a  big  advantage. 
Suite  applications  share  a  common  look  and  feel.  They  share 
common  spell  checkers  and  grammar  and  charting  tools.  This 
makes  end  users  more  comfortable  and  translates  directly  into 
reduced  training  and  support  costs. 

Best-of-breed  proponents  point  to  Microsoft’s  OLE  as  the 
glue  for  integrating  applications.  Unfortunately,  with  best-of- 
breed  applications,  you  would  probably  end  up  with  applica¬ 
tions  supporting  different  OLE  versions. 

In  addition  to  large  cost  savings,  better  integration,  simpli¬ 
fied  and  cost-efficient  support  and  reduced  training  time, 
suites  offer  the  strength  of  a  single-vendor  relationship,  ease 
of  upgrade  management  and  version  control.  When  you  up¬ 
grade  your  suite,  you  upgrade  all  applications  and  versions 
in  it. 

Our  productivity  increases  have  been  impressive  so  far.  One 
executive  secretary  who  used  to  support  four  people  under  our 
DOS-based  multivendor  system  now  supports  nine  people  us¬ 
ing  Office.  The  suite  enables  her  to  share  applications  by  drag¬ 
ging  and  dropping  between  them,  reducing  the  need  to  input 
redundant  information.  We  used  to  go  to  an  outside  company 
to  produce  our  presentations;  now  the  secretary  can  create 
these  in-house  using  Microsoft’s  PowerPoint.  Microsoft’s  Mail 
lets  her  electronically  route  documents  she  used  to  copy,  print 
and  deliver  manually. 

Historically,  discrepancies  between  a  suite  application  and 
the  market-leading  application  in  a  particular  area  were  sig¬ 
nificant.  Today,  for  95%  of  business  users,  application  features 
tend  to  be  equitable  from  an  overall  functional  standpoint . 

Given  this  equity,  “best  of  breed”  becomes  a  misnomer.  Office 
application  choice  has  really  become  a  support  issue,  and  com¬ 
panies  can  no  longer  afford  to  support  unlimited  flavors  of  busi¬ 
ness  applications. 

As  our  computing  environment  gets  more  complex,  includ¬ 
ing  the  move  to  a  client/server  setup,  the  ability  to  keep  the 
desktop  stable  is  of  the  utmost  importance.  Frankly,  as  sys¬ 
tems  professionals,  we  have  enough  to  worry  about  without 
arguing  about  business  applications. 

Thanks  to  suites,  users  don’t  have  to  worry  about  their  busi¬ 
ness  applications  and  can  focus  on  their  business  needs.  I  wish 
the  answers  to  all  systems  problems  were  as  clear  cut.  ■ 
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You  know  it’s  out  there...waiting  for  you. 

Your  newest  32-bit  adventure.  With  its  multi-threading 

and  its  multi-tasking.  It’s  Windows  With  An  Attitude, 
and  now  it  has  all  the  backup  it’ll  ever  need: 

ARCserve  fonkWindows  NT. 

The  power  of  a  true  32-bit 
the  security,  reliability,  and 
ease-of-use  you’ve  come  to 
expect  from  the  most  trusted 
name  in  network  backup. 

It  delivers  performance  that  blows 
the  doors  off  run-of-the-mill 
backup  software  and  provides 
native  support  for  heterogeneous 
Windows  NT  networks.  So  call  us  at  1-800-243-9462*  for  all  the  facts 
about  ARCserve  for  Windows  NT  and  our  free  30-day  live  trial. 

Then  come  face-to-face  with  the  Windows 


cheyeKne 

CONFIDENCE,  NOT  COMPROMISE 


you’ve  always  wanted. 


<£>1995  Cheyenne  Software.  Inc.  All  rights  reserved.  Cheyenne  end  ARCserve  are  registered  trademarks  of  Cheyenne  Software.  Inc.  Other  product  names  used  herein  are  the  trademarks  of  their  respective  owners  *  Outside  of  U.S.A.  and  Canada,  call  1-515-494-510 
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IN  OTHER  WORDS,  IT’S  ACCESSBUILDER 


It’s  about  always  seeing  your  network  while  never 

mK£m  losing  sight  of  your  goals.  Much  quicker  than  sluggish 

SUPER  , 

stack  alternatives,  3Com  s®  AccessBuilder  remote  access 
server  combines  high-speed  ports  and  a  low  cost-per-user  so 
everyone  you  want  can  use  the  network.  Anytime.  Anywhere. 

Your  users  will  be  able  to  quickly  see  the  network  just  as 
if  they  were  sitting  at  their  desk.  And  for  you  it’s  easy  to  install 
and,  thanks  to  Transcend®  network  management  software,  a 
piece  of  cake  to  manage.  Plus  it  has  the  most  robust  security 
of  any  remote  access  product  on  the  market.  AccessBuilder  is 
part  of  the  SuperStack™  system  and  comes  in  multiple  configu¬ 
rations  to  meet  your  needs.  Maximize  the  potential  of  your 
net  vork.  Call  l-800-NET-3Com  today  and  find  out  how  far 
A  ess  Builder  and  3Com  can  take  you. 


It’s  about  eliminating  delays,  maximizing  potential 

and  never  losing  the  big  idea. 


U) 

.  -i ' 

©  1995  3Com  Corp.  (408  >  764-5000.  3Com,  Access  Builder,  SupcrStack.  Transcend  and  Networks  That  Go  the  Distance  are  trademarks  of  3Com  Corp.  To  learn  more,  visit  3Com’s  worldwide  web  site  at  http://www.3Com.com 
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EDSIG's  Worldwide  Conference  on  Information  Systems  Education 

Suburban  Denver,  Colorado 

June  11-14, 1995 

For  more  information,  call 

1  -800-488-9204 


Clip  and  FAX  this  coupon  to  1-508-875-3202  or  call  1-800-488-9204  for  more  information. 

Please  place  my  name  on  your  mailing  list,  so  I'll  receive  registration  materials  and  information  throughout  the  year. 

Name _ Title _ 

Institution  or  Company _ _ _ 

Address  _ _ _ 

City  _ 

Phone  _  _ 
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I  workplaces 

I  i considered  the  best 

And  that  makes  it 
the  perfect  place  to 
advertise  what's 
best  about  yours 


I.S.  professionals  want,  and  need,  to  know  the  best  places  to  work  in  I.S.  Which  is  exactly  why 
Computerworld  will  again  publish  it's  annual  Best  Places  to  Work  magazine  in  June. 


Your  Opportunity  to  recruit  and  promote  your  image 

You  won  t  want  to  miss  your  place.  Because  this  comprehensive  look  at  which  employers  are  best  --  and 
why  -  is  the  only  workplace  magazine  of  its  kind.  Specifically,  it  will  examine  workplace  issues  ranging 
from  salary  levels,  to  benefit  programs,  to  promotional  opportunities,  to  workforce  diversity,  to  communi¬ 
cation  processes,  to  the  use  of  current  technology.  With  equal  weight  given  to  each  of  these  factors. 

Your  once-a-year  opportunity 

And  all  of  this  means  this  is  your  once-a-year  opportunity  to  broadcast  the  qualities  of  your  I.S. 
workplace  with  your  image  recruitment  advertisement. 

Computerworld's  Best  Places  to  Work  magazine.  It's  where  I.S.  professionals  will  see  the 
best  workplaces.  And  where  you  can  make  sure  they  see  yours. 

I  he  newspaper  ol  I.Y  since  116/ 
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PLACES 
TO  WORK 


For  more  information,  or  to  place  your  advertisement,  call  1-800-343-6474,  ext.  201 
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Never  at  rest,  Christine 
Garland  checks  E-mail 
messages  from  home  with 
her  cat  Lancelot 


By  Alan  Padding 

Meet  Christine  Garland,  lead  technician  on  AT&T  Bell  Laboratories’  Internet  Gateway  project,  the  company’s 
access  point  and  firewall  for  the  Internet. 

An  engineer  with  a  bachelor’s  and  a  master’s  degree  in  computer  science  from  Purdue  University,  Garland 
joined  the  project  two  years  ago  after  a  stint  doing  networking  software  development  for  the  company. 

Garland  is  responsible  for  capacity  and  performance  planning  of  the  Internet  Gateway  and  helps  implement 
security  for  the  project.  In  addition,  she  provides  backup  support  to  team  members  who  help  users  with 
Internet  access  problems. 

Recently  she  talked  with  Computerworld  from  her  Columbus,  Ohio,  office  about  what  it’s  like  to  be  an 
Internet  specialist. 


Garland’s  week  is  shaping  up  to  be  very  busy,  var¬ 
ied  and  pretty  typical.  “We  cut  over  to  some  new 
software  this  weekend,  and  two  new  adminis¬ 
trators  are  starting  today,”  she  says. 

In  her  role  as  Internet  Gateway  planner,  Garland 
spends  most  of  her  time  at  her  workstation.  There,  she 
wrestles  with  the  technical  issues  of  capacity  planning, 
which  involves  modelingthe  anticipate^  traffic  through 
the  gateway.  She  also  tweaks  the  design  of  the  gateway 
architecture  to  boost  capacity  and  accommodate  new 
services.  When  Computerworld  caught  up  with  her, 
she  was  checking  the  new  gateway  software  for  poten¬ 
tial  problems. 

In  the  course  of  a  week,  Garland  interacts  with  a  vari¬ 
ety  of  people.  She  meets  with  business  unit  managers 
to  gauge  the  amount  of  Internet  access  and  service 
they’ll  require,  such  as  gopher,  Telnet  and  Mosaic. 

She  also  works  closely  with  the  team’s  Internet  ad¬ 
ministrators  about  25%  of  the  time.  This  week,  in  par¬ 
ticular,  she  plans  to  work  heavily  with  the  new  recruits. 
“I’ll  show  them  the  environment,  help  them  get  a  feel 
for  what  we  have  here,”  she  says. 

Garland  travels  to  other  business  units  and  attends 
several  conferences  a 
year.  Currently,  she’s 
scheduled  to  give  a  talk 
on  Internet  gateways 
and  firewalls. 

Through  it  all,  she 
must  continue  work  on 
gateway  capacity.  “We 
have  a  major  new  AT&T 
area  starting  to  use  the 
gateway,  and  I  have  to 
put  in  a  plan  for  more 
capacity,”  she  says. 

From  the  standpoint 
of  Internet  skills,  Gar¬ 
land  has  moved  beyond 
what  can  be  picked  up 
in  Internet  classes  and 
workshops.  Much  of  her 
advanced  training 
comes  from  huddling 
with  experts,  often 
AT&T  research  special¬ 
ists.  “Most  of  my  learn¬ 
ing  is  done  on  the  job, 
and  I  stay  in  close  touch 


with  the  technical  community,”  she  says. 

But  Garland  isn’t  your  average  Internet  specialist. 
The  jobs  of  the  Internet  administrators  under  her  tute¬ 
lage  are  more  typical  of  the  Internet  positions  available 
today.  AT&T  administrators  maintain  the  gateway  ma¬ 
chines,  monitor  activity,  administer  security,  resolve 
problems  and  support  individual  users. 

From  all  walks  of  life 

The  administrators  come  from  a  variety  of  back¬ 
grounds.  Some  have  computer  science  degrees,  and 
others  are  self-taught  Unix  programmers  with  exten¬ 
sive  Internet  experience.  Basic  skills  include  experi¬ 
ence  with  Unix,  familiarity  with  Internet  security  and 
knowledge  of  firewall  technology. 

While  a  good  background  in  computer  science  and 
some  practical  experience  in  systems  administration 
is  helpful,  “you  don’t  need  a  computer  science  degree 
for  the  administrator’s  job,”  Garland  says.  “You  really 
need  to  be  self -motivated  to  learn.” 

In  terms  of  salary.  Garland  says  she  is  satisfied.  AT&T 
pays  well,  she  notes.  As  an  Internet  specialist,  however, 
she  says  she  is  not  paid  better  than  other  software  en¬ 
gineers  at  the  company. 

Despite  the  good 
wages,  experienced  In¬ 
ternet  people  are  hard 
to  find.  “We  had  trouble 
filling  the  two  adminis¬ 
trator  slots.  There  is  a 
high  demand  for  people 
experienced  with  the 
Internet,  Unix  and  se¬ 
curity,”  she  says. 

In  addition  to  techni¬ 
cal  skills,  the  need  for 
people  with  patience 
and  communications 
skills  is  growing  as  the 
Internet  user  popula¬ 
tion  shifts.  “Users  who 
used  the  Internet  in  the 
past  were  very  techni¬ 
cal,  which  made  things 
easier.  That’s  changing 
now  that  we  are  seeing 
a  much  wider  user 
base,”  she  says.  As  a  re¬ 
sult,  administrators 


Wait  and  see 


Although  the  number  of  host  computers  connected  to 
the  Internet  is  expected  to  swell  to  almost  45  million  in 
five  years,  most  companies  are  taking  a  wait-and-see 
attitude  toward  hiring  permanent  Internet  specialists. 

“Companies  have  not  thought  through  their  Internet 
strategies  to  the  point  where  they’re  ready  to  imple¬ 
ment  hiring  programs,”  says  Jeff  Kvaal,  a  researcher 
studying  business  use  of  the  Internet  at  the  Ernst  & 
Young  Center  for  Business  Innovation  in  Boston. 

According  to  Kvaal,  companies  are  still  trying  to  de¬ 
termine  the  Internet’s  role  and  typically  hire  experi¬ 
enced  contractors  for  individual  Internet  projects, 
such  as  bringing  up  a  World-Wide  Web  server  or  building 
a  home  page. 

“At  this  point,  companies  are  taking  their  people  who 
already  handle  the  network  and  givingthem  Internet 
responsibility,”  says  William  Grady,  a  partner  at  Romac 
International  in  Boston.  “It  is  seen  as  an  extension  of 
existing  jobs.” 


With  Tim  Thomp¬ 
son,  NetNews  ser¬ 
vice  engineer, 
Garland  looks  for 
potential  prob¬ 
lems  with  one  of 
the  services  of¬ 
fered  through  the 
Internet  gateway 


Garland  and 
Matt  Curtin, 
AT&T  gateway 
postmaster 


Garland  before  a 
presentation  on 
the  architecture 
for  AT&T’s  Inter¬ 
net  access 


Garland  checks  the  specifi¬ 
cations  for  an  upgrade  of 
gateway  equipment  with  sys¬ 
tems  engineer  Mike  Cush 


are  doingmuch  more  teaching  and  orientation,  patient¬ 
ly  explaining  basic  Internet  concepts. 

Garland  reports  to  a  technical  manager  who  is  re¬ 
sponsible  for  the  Internet  Gateway  project.  He  has  a 
technical  background  and,  at  one  time,  was  a  member 
of  the  technical  staff.  He  opted  for  a  management  track. 

At  this  point,  Garland’s  career  can  go  either  way.  She 
hasn’t  decided  which  way  to  go,  and  because  she’s  hap¬ 
py  at  her  job  for  now,  she’s  in  no  hurry  to  decide. 

People  who  are  most  successful  in  this  area  approach 
their  work  as  more  than  a  job,  she  says.  “The  Internet 
is  not  just  work.  It’s  a  hobby,  a  big  part  of  their  lives,  and 
they’re  havingfun.” 

Clearly,  Garland  is  speaking  for  herself  as  well. 


Raddingis  a  freelance  writer  in  Newton,  Mass. 
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k WPrODATA  INC.  Salt  Lake  City.  UT 

_ CLIENT  SERVER _ 

•  PROJECT  MANAGERS  •  TRAINERS 
•  PROGRAMMER  ANALYSTS 

PRODATA  is  one  of  the  Western  U.S.  premier  System  Integration  &  DP 
Consulting  firms.  Our  100-strong  SALT  LAKE  CITY  office  seeks 
OOP/GUI/RDB  professionals  with  proven  abilities  in  such  platforms  as 
Powerbuilder,  Visualbasic.  0+/Delphl,  Informix.  Oracle,  and  LOTUS 
NOTES. 

Hands-on  expertise  is  essential,  w /  trainer  certification  and/or  project 
lead  experience  a  plus.  These  salaried  staff  positions  include  loaded 
perks,  paid  training  in  Open  Systems  technologies,  and  outstanding 
.rowth  opportunities  into  Project,  Account,  or  Technology 
ianagement.  For  more  info,  pis.  contact: 

PRODATA 

1100  E.  6600  S.,  Suite  200 
Salt  Lake  City.  UT  84121 
(PH)  801-266-6138  •  FAX  801-266-0069 


F1 

M; 


Attention  Contractors! 

Add  your  resume  to  the  Jupiter  database  and  let  all  the  consulting  companies 
that  are  looking  for  your  skillset  come  to  you.  Assignments/Positions  are 
available  nationwide  for  absolutely  all  skillsets.  The  Jupiter  System,  an  on-line 
database  of  IS  professionals  that  are  available  for  contract  and/or  permanent 
positions,  can  give  you  the  added  advantage  in  finding  that  perfect  assign¬ 
ment  or  job.  And  it  costs  you  nothing!  If  you  want  that  added  advantage, 
mail  or  fax  your  resume  to: 

1 ft  Jupiter  System 

P.O.  Box  37075 
Kansas  City  Missouri  64138 
Fax:  (800)  505-6293 

Assignments:  Contract  W2  •  Contract  1 099  •  Contract  for  Hire 
Permanent  Placement 

Positions:  Applications  Programmers  •  Database  Administrators 
Lan  Administrators  •  Programmer/Analysts  •  Systems  Analysts 
Systems  Programmers  •  Team/Project  Leaders  •  Technical  Writers 


by  invitation  only.... 


To:  Highly  motivated  and  career  ori¬ 
ented  programmers  and  program¬ 
mer/analysts  with  at  least  2  years  of 
experience  in  one  or  more  of  the 
following: 

In  Phoenix.. 

•  CICS  •  IMS  AND/OR  DB2 
•CLIPPER  ‘C.C++ 
•POWERBUILDER  -IEF 

•  SAP/BASIS  •  SAS 

•  WALKER  •  ORACLE/3  -  YEARS 

In  Colorado  Springs.. 

•  Informix  7.1 

In  Denver.. 

•  DB2  DBA.  Data  modeler 

•  COBOL.  CICS.  VSAM 

•  POWERBUILDER.  ORACLE 

•  COBOL.  CICS.  DB2 

•  UNIX  SHELL  SCRIPTS 

•  INFORMIX  4GL.  C++.  OO 
What:  It's  a  variety  of  technically 
challenging  assignments 
Where:  In  Phoenix  and  in  Denver. 
When:  Apply  now! 

Who:  Professional  Software 
Consultants.  Inc.  Member  of  NACCB 
Why:  We  offer  excellent  salary  and 
benefits.  And.  we  re  just  fun  to  be 
with. 

RSVP:  As  soon  a  possible  to:  Laurie 
Zinker.  4747  N.  7th  St.  Ste.  424, 
Phoenix.  Arizona  85014.  Call  (602) 
279-4498  or  1  -800-279  4498  FAX 
(602)  279-1161 


IS4 


Programmer/Analyst  •  majority  of 
time  at  client  locations  in  Omaha 
vicmity,  balance  of  time  at  client 
sites  in  Lincoln.  NE;  Des  Moines. 
IA  &  St.  Louis.  MO  Analyze 
user's  requirements;  evaluate 
proposed  &  existing  systems  & 
programs  in  client-server  envi¬ 
ronment;  develop  graphical  user 
interfaces;  test  &  debug;  use; 
Visual  Basic.  Windows  3.1, 
Oracle  6.0  (or  higher  version). 
PowerBuilder.  Oracle  CASE. 
WCL  2.0  Bachelor/Comp  Sci. 
or  Engg  plus  2yrs/exp  in  job 
offered  Must  be  willing  to  travel 
&  relocate  as  needed  (expenses 
reimbursed  by  employer).  Exp 
should  incl.  2yrs  using  Visual 
Basic.  PowerBuilder,  Oracle  6  0 
(or  higher  version).  Oracle  CASE 
&  6mos/exp.  using  WCL  2.0  & 
Windows  3.1  40hrs/wk  (9-6 
Mon  -Fri.)  $50.000/yr  ($24.08/hr 
O/T  as  needed)  Must  have 
proof  of  legal  authority  to  work  in 
the  U  S  Send  resume  to 
Bernard  Childerston.  Nebraska 
Job  Service.  550  South  16th 
Street  P.O.  Box  94600  Lincoln. 
NE  68509  Refer  to  Job  Order 
NE  0135672  This  advertisement 
•s  paid  for  by  the  employer 


Computer  Consultant  to  program 
and  analyze  a  client/server 
human  resource  system  using 
Micro  Focus  COBOL  and 
SYBASE  (Relational  DataBase 
System)  running  under  UNIX  and 
IBM  Mainframe  under  MVS.  and 
PowerBuilder  running  under 
Microsoft  Windows  on  a  Novell 
Network.  Specific  duties  are  to 
code,  test,  and  debug  new  soft¬ 
ware;  suggest  problem  solving 
and  software  enhancements  for 
maintaining  existing  programs; 
write  UNIX  SHELL  scripts;  main¬ 
tain  data  integrity  in  databases 
using  embedded  SQL  and  ISQL 
from  within  and  outside  batch  and 
online  programs;  and  design  and 
maintain  frontend  (GUI)  screens 
using  Object  Oriented 
Programming  Techniques  (OOP) 
in  PowerBuilder.  Require  Master's 
in  Comp.  Sci.  and  1  yr.  6  mos.  exp. 
as.  a  Graduate  Asst,  and/or 
Software  Eng.  1  yr.  of  exp.  must 
include  developing  programs  in 
COBOL  and  maintaining  data¬ 
base.  6  mos.  of  exp.  must  include 
upgrading  and  system  monitor¬ 
ing.  Exp.  may  have  been  gained 
concurrently.  Master's  course- 
work  must  include  Database 
Concepts.  Systems  Design  & 
Analysis;  and  External  Data 
Structure.  40  hr.  wk.  9am-5pm. 
$40,000/yr.  Send  resume  to  7310 
Woodward  Ave,  Room  415, 
Detroit,  Ml  48202.  Reference  No. 
59495.  Employer  Paid  Ad. 


Software  Engineer  to  enhance  and 
maintain  a  major  manufacturer's 
Electronic  Division's  Computer 
Integrated  Manufacturing  (CIM) 
system,  a  production  floor  data 
collection  and  process  control 
manufacturing  system.  Specific 
duties  include:  communicate  with 
users  and  ascertain  requirements 
for  new  and  enhanced  functionali¬ 
ties,  develop  specifications  for  new 
requirements;  enhance  existing 
applications  and  modules,  and 
implement  new  client/server  based 
applications  and  modules  to  the 
system  using  UNIX  IPC.  Berkley 
Sockets  and  C  programming  lan¬ 
guage;  serve  as  data  model  cham¬ 
pion  for  development  team,  partic¬ 
ipate  in  Data  Model  Core  Team 
activities  and  ensure  that  all 
enhancements  conform  to  data 
model;  develop  user  manuals  and 
data  model  reference  guides; 
serve  as  a  member  of  the  crisis 
response  team  to  solve  failures  in 
the  system;  convert  existing  CIM 
software  from  C  code  to  C++  Class 
Library:  and  develop  graphical  user 
interface  reporting  application 
using  Visual  Basic  Require 
Masters  in  Comp.  Sci.  or  Comp 
Eng  Master’s  coursework  must 
include  Advanced  Computer 
Architecture.  Operating  Systems 
Theory  1.  Computer  Network  and 
Computer  Graphics  40  hr  wk. 
9am-5pm  S40.700/yr.  Send 
resume  to  7310  Woodward  Ave  . 
Room  415.  Detroit,  Ml  48202. 
Reference  No  47295  Employer 
Paid  Ad. 


lpu 

data  from  project  specifications  and 
statements  of  problems  and  proce¬ 
dures  to  create  or  modify  computer 
programs.  Design  and  develop  data¬ 
base  systems  and  perform  parallel 
processing  on  Intel  IPSC.  Analyze 
business  procedures  and  problems 
of  a  wide  variety  of  business  and 
organization  clients  to  refine  data 
and  convert  it  to  programmable 
form  for  electronic  data  processing. 
Design  systems  to  address  clients 
neeos  utilizing  the  following  com¬ 
puter  based  methodologies:  IBM 
PC  486.  MAC.  Sparc,  Intel  IPSC, 
Vax,  MS-DOS.  C++.  MFC.  Sequent. 
Unix,  Cobol.  Sun.  MS-Windows, 
SQL  Windows,  Powerbuilder.  Visual 
Basic,  Oracle,  Sybase  SQL  Server, 
Authoring  Tools.  Foxpro,  Multimedia 
Presentation  Tools.  Novell  Netware, 
Dbase,  Ingres,  X-Windows,  Motif. 
Microsoft  Windows  SDK,  Borland 
Application  Frameworks,  Unix 
Utilities.  Lex.  Yacc,  C.  Pascal. 
Fortran,  Basic,  SQL,  Shell 
Programming  and  Assembly  (18085, 
18086).  Study  clients  existing  data 
handling  systems  to  evaluate  effec¬ 
tiveness  and  develop  new  systems 
to  improve  production  or  workflow 
as  required.  Specify  in  detail  logical 
and/or  mathematical  operations  to 
be  performed.  Plan  and  prepare 
technical  reports,  memoranda  and 
instructional  materials  relative  to  the 
establishment  and  functioning  of 
operational  systems  software. 
Requirements-.  Bachelor's  degree  in 
Computer  Science  plus  one  and  one 
half  year  experience  as  a  Computer 
Programmer  or  Computer  Systems 
Engineer.  Related  experience  must 
include  six  months  experience 
developing  business  systems  soft¬ 
ware  applications  using  the  follow¬ 
ing  hardware  and  software:  IBM  PC 
486,  C,  Sequent,  Foxpro.  SQL 
Interpreter,  Cobol.  Pascal  and  Unix. 
Must  also  possess  at  least  one  year 
experience  in  Database  Design 
Development  and  performing 
Parallel  Processing  on  Intel  IPSC 
machines.  40  Hr./Wk.  8:30  a.m.  to 
5:00  p.m.  $40. 000/year.  Must  have 
proof  of  legal  authority  to  work  per- 
manenty  in  the  U.S.  Send  two 
copies  of  resume  to  Illinois 
Department  of  Employment 
Security,  401  S.  State  Street,  3 
South,  Chicago,  Illinois  60605.  Attn. 
Ruth  Daniels.  Ref.  V-IL-1 2780-R.  No 
calls.  An  employer  paid  ad. 


Director  of 
Technical  Resources 


Established  development 
company  is  seeking  an 
individual  who  has 
experience  in  recruiting 
for  TANDEM  &  other 
platforms  for  a  management 
position.  We  offer  highly 
Competitive  Compensation 
&  Benefits 

Mail  or  fax  resume  to: 
Chris  Larson 
P.O.  Box  191118 
Little  Rock.  AR  72219 
501-455-0490  fax 


Now  there's  an  easv,  fast, 
and  free  way  to  show  your 
resume  to  hundreds  of  poten¬ 
tial  employers.  Speed  it  to 

IntelliMatcn  at: 


http://vvww.in  tellimatch. 
com/in  tellimatch/ 


•  Program  mer/Analysts -VAX, 
C,  Sybase,  Powerbuilder 

•  Software  Engineers  - 
Object  Oriented,  QA, 
Semiconductor 

•  Software  Developers  - 
C,  C++,  Unix 

If  you  have  experience  in  these 
areas,  you  can  also  send  vour 
resume  to  2107  N  1st  St  . 
Suite  460,  San  Jose.  CA  95131. 
FAX  (408)  441-7048.  UOE 


TANDEM 


COBOL,  PATHWAY.TAL, 
SCOBOL.C,  SQL, X. 25 


STRATUS 


PL1, COBOL, C.ON/2 


MUMPS  UNIX 


SUN,  HP,  RS/6000,  GU,  SDK 
Powertxjilder,  C +  + ,  Visual  Basic 
Fulltime/Consulting  Positions 
available  in  the  USvABROAD 


STRATEM 


800-582-JOBS 
TEL  (212)967-2910 
FAX  (212)967-4205 

124  W  30th  St  Suite  #302 
New  York,  N  Y  10001 


ENGINEER,  Senior  Software  - 
Rsearch.  &  dev.  innovatv.  &  pro- 
prtry.  algorthms.  t./imprve. 
audio/video  codecs.  Dsign.,  simu- 
lat.,  valdte.  &  implmnt.  proprtry. 
algorthm.  techiqs.  for  digitl. 
audio/video  technlgy.-basd. 
prods,  incldng.  CD-ROM  datarate 
prods.  &  for  low  datarate,  ISDN  & 
LAN  persnl.  audio/video  confrnc- 
ing.  systms.  Anlyz.  competng.  & 
indstry.-stndrd.  algorthms.,  corn- 
par.  them  w/cmpny's.  proprtry 
inventns.  &  technqs.  &  prep, 
reprts.  re.  analys.  Eval.  & 
bnchmrk.  stndrd.  &  proprtry.  algo¬ 
rthms.:  make  recmmndtns.  re 
their  applctn.  in  cmpny's.  proprtry 
prods.  Monitr.  integratn.  of 
codecs  into  comp's,  s/w  prod¬ 
ucts.  Validt.  relatd.  implmntns.  by 
other  engnrs.  Devis.  future-gen- 
rtn.  comptr.  arch.  Reqs.:  MS  in 
Comp,  or  Electrical  Eng.  or  Math; 
2  yrs.  exp.  as  Sr.  S/W  Eng.  or 
Resrchr..  Resrch.  Asst.,  or  S/W 
Engr.  M/be  able  to  demonstrt. 
abils.  t/perfrm.  spetc.  functns.  of 
job  by  having  perfrmd.  follwng. 
thru  college-lvl.  studies  or  wk. 
exp.:  Rsrch.  wk.  relatng.  to 
audio/video  stndrds.  &  technlgy. 
includ.  MPEG,  JPEG,  ADPCM  & 
GSM,  as  well  as  charctrstcs.  & 
tradeotts  associatd.  w/diffrnt. 
technqs.  Study  of  DSP  &  algo¬ 
rthm.  methds.  &  technqs.  includ. 
Fourier  Transform.  Transform 
Coding,  Sampling,  Motion 
Estimation,  Vectr.  Quantiztn.  & 
Wavelet  Transfrm,  Progrmmng.  & 
implmntng.  comptr.  progrms. 
using  DSP  compnnt.  archtctrs.  & 
assmbly./mcrocod.  lang.  associat¬ 
ed  w/them  Progrmmng.  usng. 
highly  optmzed.  C  lang.  codes. 
Authrshp.  of  at  least  1  rsearch. 
publ.  that  dmnstrats.  exper.  in 
inventing  new  algorthms.  Job  loc. : 
Hillsboro,  OR.  Min.  40  hs./wk.. 
$4, 725. 00/mo  Qual.  applcnts. 
send  res.  to:  Emp.  Dept..  Attn.: 
J.O.  #555091 3,  875  Union  St..  NE 
Rm,  201.  Salem  OR  97311. 
Applicant  m/have  legl.  auth.  to 
prmanently.  wrk.  in  US.  Comp,  is 
an  Equal  Opp.  emp.  &  Illy,  spprts. 
affirm,  action  prctices. 


Senior  Software  Engineer, 
40hrs/wk..  8:30am  -  5:00pm, 
$44, 000/year.  Design,  develop¬ 
ment,  implementation  &  testing  o! 
financial  applications  for  multina¬ 
tional  company.  Projects  include: 
financial  client  server  product  for 
use  with  BPCS  product  line; 
enhancement  to  accounting  soft¬ 
ware.  Project  management  and 
staff  training.  Tools:  IBM  38  and 
AS/400;  OS/400;  RPG  111/400;  CL; 
AS/SET;  CASE  tools  and  code 
generators;  GUI  techniques.  "B.S. 
in  Computer  Science  as  well  as 
three  years  experience  as  a 
Senior  Software  Engineer  or 
Programmer  required.  "Two  years 
college  +  two  years  in  computer 
software  development  is  accept¬ 
able  in  lieu  of  B.S.  Previous  expe¬ 
rience  must  include:  development 
of  financial  software  for  multina¬ 
tionals;  OS  400;  RPG  111/400;  CL; 
project  management  and  staff 
training/supervision.  Must  have 
proof  of  legal  authority  to  work 
permanently  in  the  U.S.  Send  two 
copies  of  resume  to:  ILLINOIS 
DEPARTMENT  OF  EMPLOY¬ 
MENT  SECURITY,  401  South 
State  Street  -  3  South,  Chicago,  IL 
60605.  Attention:  Dennis  Jones, 
Reference  #V-IL-12656-D.  NO 
CALLS.  An  Employer  Paid  Ad. 


Systems  Analyst  -  client  sites  in 
Tampa.  FL  &  Co.  premises  in 
Tampa.  Analyze,  design,  devel¬ 
op,  implement  &  maintain  soft¬ 
ware  applications.  Provide  tech¬ 
nical  support  to  end  users. 
Utilize  CICS.  DB2/SQL,  ACF/2. 
XPEDITER  &  CLISTS/REXX 
software  on  IBM  mainframes. 
Bachelors/Comp.  Sci.  Engg  or 
Math.  1  yr/exp  in  job  offered  or  1 
yr  as  Application  Programmer. 
Related  occupation  must 
include  1  yr/exp  using  CICS. 
DB2/SQL,  ACF/2,  XPEDITER. 
CLISTS/REXX  software  on  IBM 
mainframes.  40hrs/wk  (8-5,  M- 
F).  $34.659/yr.  Send  resume  to: 
2312  Gulf-To-Bay  Blvd..  P.O. 
Box  C,  Clearwater,  FL  34618- 
4090.  Job  Service  of  Florida. 
Re:  Job  Order  #  FL-1 227267 


Programmer/Analyst  -  majority  of 
time  at  client  site  in  Omaha  vicinity: 
balance  of  time  in  Lincoln.  NE;  Des 
Moities.  IA  &  Moline,  IL.  Evaluate, 
analyze  graphical  user  Interface 
based  client-server  applications  & 
databases;  enhance/modify  soft 
ware  &  programs:  use:  C-*.  DB2. 
Windows  SDK,  CASE  tools,  MVS. 
Bachelor/Comp.  Sci.,  Engg  or  Math 
plus  18  months  experience  in  job 
offered.  Must  be  willing  to  travel  & 
relocate  as  needed  (reimbursement 
by  employer).  40  hours/week  (9-6). 
S50.500/year  (S24. 28/hour  O/T  as 
needed).  Must  have  proof  of  legal 
authority  to  work  in  ihe  U.S.  Send 
your  resume  lo  Bernard  Child- 
erslon,  Nebraska  Job  Service,  550 
South  16th  Street.  PO.  Box  94600. 
Lincoln.  NE  68509.  Refer  to  Job 
Order  NE  0134824.  This  advertise¬ 
ment  is  paid  for  by  the  employer. 


INFORMATION 
INDUSTRIES  INC. 

Has  immediate  (SAP) 
EULL-TIME/CONTRACT 
CONSULTANT 

openings  with  our  firm  primarily 
in  the  southwest  US. 

SAP  R2  &  R3 
SYSTEMS  ANALYSTS 
ABAP/4  PROGRAMMERS 

BASIS  ANALYSTS 

ALL  MODULES 

Excellent  compensation,  benefits, 
relocation.  FAX  resume  to 

713-861-9797 
or  call  800-861-6140 


Programmer/Analyst  -  majority  of 
time  at  client  locations  in  Omaha: 
balance  of  time  in  Lincoln,  NE; 
Des  Moines,  IA  &  St.  Louis,  MO 
Analyze,  evaluate,  design,  devel¬ 
op  systems,  programs  and  soft¬ 
ware  test,  debug:  use  DB2, 
Oracle  6.0.  UNIX.  CICS,  DMS  II. 
Bachelor/Comp.  Sci.  or  Engg  plus 
2  years  experience  in  job  offered. 
Must  be  willing  to  travel  &  relocate 
as  needed  (reimbursement  by 
employer).  40  hours/week  (9-6). 
S47,000/year  ($22. 50/hour  O/T  as 
needed).  Must  have  proof  of  legal 
authority  to  work  in  the  U.S.  Send 
your  resume  to  Bernard 
Childerston.  Nebraska  Job 
Service,  550  South  16th  Street, 
P.O.  Box  94600,  Lincoln,  NE 
68509.  Refer  to  Job  Order  NE 
0134779.  This  advertisement  is 
paid  for  by  the  employer. 


Results. 


Computerworld 

gives 

recruitment 

advertisers 

results. 

Weekly. 

Regionally. 

And 

Nationally. 

To  place 
your 

advertisement, 
call  Lisa 
McGrath  at 
800-343-6474 
extension  20 1 , 
in  MA 

508-879-0700. 


Weekly. 
Regional. 
National. 
And  it  works. 


An  IDG 

Communications 

Newspaper 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 
WORKS ... 


ig&Sg: 

Computerworld  gives  you  only 
qualified  computer  professionals. 

Unlike  the  readers  of 
Sunday  or  daily  newspapers, 
Computerworld's 
readers  are  experienced 
computer  professionals. 
In  fact,  the  majority  of 
Computerworld's  audiencenas 
experience  beyond  three  years. 
What's  more,  some  subscribers 
have  been  reading 
Computerworld 
ever  since  its  first  issue  in  1967. 
Simply  put,  Computerworld 
delivers  far  more  than 
just  job  candidates  - 


Years  in  Current  Job 
Function  Reported  by 
Computerworld's  Audience 
of  Over  One  Half  Million 


More  than  4  years 


More  than  6  years 


More  than  9  years 


More  than 
12  years 


85% 


71% 


51% 


37% 


SOURCE:  Skill  Survey  of  Computerworld’s 
Audience,  August  1993. 


To  place  your  advertisement 
regionally  or  nationally, 
call  John  Corrigan, 
Vice  President/ 
Recruitment  Advertising, 
extension  201,  at 
800-343-6474, 
in  MA  508-879-0700. 
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Computer  Careers 


IT  New 
Development 
Projects 


Top  rates  for  experi¬ 
enced  programmers 
for  a  long  term 
project.  IMS. 
COBOL.  CICS. 


Also  need  Unix,  C, 
C++,  multiple 
platforms. 


Resumes  to: 


CW  Systems  Inc. 
4010  Boyscout  Blvd  #785 
Tampa,  FL  33607 


How  the  best  get  recognized. 

They  work  at  CIBER.  We've  just  been  recognized  by  FORBES  MAGAZINE  as  one 
of  the  best  200  small  companies  in  America  because  of  our  explosive  growth.  A 
growth  rate  of  28%  over  the  last  5  years.  This  growth  has  also  led  to  over  1,000 
current  openings  for  I/S  consultants,  more  chances  to  work  with  the  most  current 
technologies  in  a  variety  of  industries,  and  more  Fortune  1,000  clients. 

You  can  get  recognized  as  one  of  the  best,  by  working  for  one  of  the  best-by 
working  for  CIBER.  You'll  also  receive  comprehensive  benefits  including  major 
medical,  life  and  disability  insurance,  stock  plan  and  relocation  assistance — if  you 
have  one  or  more  of  the  following  skill  sets: 


MS/  Access 

Windows/NT 

Lotus  Notes 

Visual  Basic 

SmallTalk 

Informix 

Adabas/Natural 


Oracle  6.0, 7.0 

C++/OS2 

C/C++ 

Sybase 

System  Admin. 
Data  Modelers 
SAP 


IMS  DB/DC 

PowerBuilder 

DB2/CICS 

AS/400 

Peoplesoft 

Oracle  Financials 

DBAs 


We  have  opportunities  in  these  cities  and  more: 

Atlanta  Buffalo  Cedar  Rapids 


Cincinnati 
Denver 
Indianapolis 
New  Jersey 
Reston 


Cleveland 
Des  Moines 
Kansas  City 
Orlando 
Rochester 


Colorado  Springs 

Detroit 

Melbourne 

Phoenix 

St.  Louis 


Charlotte 

Dallas 

Houston 

Minneapolis 

Pittsburgh 

Tampa 


Call  us  today.  Or  send  your  resume  to: 

CIBER  National  Recruiting,  Dept.  CW424,  4100  E. 
Mississippi  Ave.,  Suite  #1700,  Denver,  CO  80222, 
Phone:  1-800-669-0401,  FAX:  1-303-782-4881.  Equal 
Opportunity  Employer. 


AN  ETHIC  OF  EXCELLENCE 


Technology  Consulting,  Inc.  is  a 
dynamic  and  rapidly  growing 
Software  Development  Firm  with 
challenging  assignments.  We  are  a 
leader  in  application  outsourcing. 
Current  client  projects  and  our 
regional  development  center  require 
the  following  skills: 

CUENTSERVER 

C.C++,  Visual  Basic,  Visual  C++, 
MS/Access,  Oracle,  SQL'FORMS, 
Sybase,  Powerbuilder,  Windows  SDK 
NT,  OS/2,  Foxpro,  OMNIS  7 


I.S.  Manager 


AES  Engineered  Systems,  a  leading  manufacturer  of 
auxiliary  paper  machine  equipment,  has  recently 
implemented  MFG/PRO,  an  integrated  business 
software  package.  To  solidify  our  gains  and  to  prepare 
for  the  future,  we  are  seeking  an  Information  Services 
Manager  to  develop  and  control  our  computer  based 
resources. 


Combine  your 
talents  with  ours. 

Locus  Computing  Corporation  is  an  acknowledged  leader  in  designing  and 
implementing  distributed  client/server  technology  solutions.  Our  project 
success  comes  from  having  specialized  expertise  in  key  technology  areas, 
with  a  methodology  for  defining  an  effective  Technology  Infrastructure. 
These  projects  are  among  tne  most  chalienging  in  the  industry  and  offer  the 
latest  in  architectural  design,  object  technology  and  client/server  technology. 
If  our  professional  challenges  interest  you,  we'd  like  to  hear  from  you. 
We  have  opportunities  available  nationwide. 

All  positions  require  at  least  4  years  of  experience  and  a  Bachelor's 
or  Master’s  in  a  related  technical  discipline.  Some  travel  required  for  most 
opportunities. 


SKILLS 

Database  Modeling,  Design  & 
Support  (Oracle,  Sybase,  Informix, 
or  DB2) 

Unix  Systems  Support 
(Performance  &  Benchmarking) 
Object  Oriented  Applications 
Development  (C++  or  Smalltalk) 
Mainframe  Applications  Design  & 
Development  (COBOL,  CICS  & 
Encina/DCE,  CICS  &  DB2) 

Systems  Software  Development 
(C++  or  C/Unix  Environment) 
Internet  Worldwide  Web 
Programming  (Browser 
Development) 

Distributed  Systems  Management 
(Tivolli,  Legent,  others) 

Information  Management 
(Info  Warehousing,  CICS,  Encina) 


Locus  offers  excellent  salaries  and  competitive  benefits.  To  find  out  more 
about  combining  your  talents  with  ours,  please  send  your  resume  to: 

K.  Sechovec,  Locus  Computing  Corporation,  9800  La  Cienega  Blvd., 
Inglewood,  CA  90301,  or  FAX  to  (310)  337-5150.  Email: 
kirby@locus.com  (ASCII  format).  We  are  an  equal  opportunity  employer. 


fi'Locus 


ROLE 

■ 

Architects 

■ 

Project  Managers/ 

Directors 

■ 

Designers/Developers 

■ 

■ 

■ 


Call  Us. 


Ififi 


AS/400 

|  RPG/400,  COBOL 

MAINFRAME 

COBOL,  CICS,  IMS  DB/DC.  DB2, 
INFORMIX,  EDI,  Honeywell, 
DEC/VAX.  CSP,  Dunn  &  Bradstreet, 
STRATUS 

Arthur  Andersen’s  DCS  Package 

Certified  Netware 
Engineer/Administrator 

UNIX  Administrator 

TCI  offers  competitive  salaries, 
attractive  benefits,  and  relocation 
assistance.  For  consideration,  send 
resume  or  call:  502-589-3110. 

“‘technology' 

CONSULTING 
INC. 

1800  Meidingef  Tower.  Louisville,  KY  40202 
FAX  502-589-3107 


TCI 


CONTACT: 
Walter  Medley 
SEI 

2700  Cherry  Ave. 
Signal  Hill,  CA  90806 


►  SAP  R/2,  R/3 
All  Modules 

►  ORACLE  FINANCIALS 

►  TRITON/MANMAN  X 

►  Sybase/Oracle  DBA'S 

►  Marshall 

►  C++,  Visual  C++ 

►  VisualAge,  Smalltalk 

►  IEF  Full  Life  Cycle 

P/i#  800-576-0112 
Fax #  800-576-3858 

E  Mail: 

72  722.1 664  @Compuserve.Com 


The  professional  we  seek  must  have  a  BS  in  Computer 
Science  or  equivalent  experience  and  3  to  5  years  of 
successful  IS  management  responsibility  in  a 
manufacturing  company.  This  person  should  also 
have  experience  developing  applications  with  a  4GL 
(preferably  Progress)  and  have  a  working  knowledge 
of  PC  networking  in  a  UNIX  environment. 

Interested  candidates  should  send  their  resume  and 
salary  history  to: 

Human  Resources  Manager 
AES  Engineered  Systems, 

P.O.  Box  7010,  Queensbury,  NY  12804 


fb 


Engineered 

Systems 

■  Thermo  Rbartrit  Company 


Equal  Opporljnity  Employer  M/F  , 


COMPUTER  CONSULTANTS  URGENT!!! 

Call  us  today  for  contract  and  permanent  positions  in  St  Louis 


Aim:  Kobbi 

•AS/400.  RPG400;  P/A  Perm 
HP-UX  System  Admin 
Atm:  Susan 
•  Powerbuilder 
AIX  Unix  System  Admin 


“^Lssociatej.  Inc. 
NACCB  Member 


Aim:  Lisa 
Pacbase 
Smalltalk 

Tesseract  Pay  and/or  BPA 
Network  Desgn  exp 
Norand  handheld 
Hea  vy  TCP/IP.  C;a+ 
would  be  DSG.  DSET. 
FCIF.TopCom,  ASN  1, 
or  Tuxedo 


9417  Lackland  Kd.  Overland.  MO  631 14 
(314)429-ROSS  FAX  (3 14)  429-7600 


Computerworld’s  Corporate 
Technical  Recruiting  \\lr/ 
Conference 

June  I  1-14, 1995 

suburban  Denver, 

Colorado 


1995 

CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 


For 

more 

information, 

call 

I  -800-488-9204 
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East 


If  you  would  like  to  join  the  industry  leader 
in  the  direct  marketing  of  magazine  sub¬ 
scriptions  and  other  consumer  products, 
you'll  be  interested  in  the  following  growth 
created  opportunities: 

NETWORK  ENGINEER 

3-5  years  of  Novell  network  integration  and 
administration  support  experience. 
Experience  with  Novell  3.11,  lOBaseT,  gate¬ 
ways  and  routers  is  essential. 

P.C.  SUPPORT  SPECIALIST 

2-3  years  experience  with  repair,  installation 
and  upgrades  of  IBM-PC's  and  Hewlett 
Packard  printers. 

C  PROGRAMMER  JBI 

Requires  a  working  knowledge  of  imaging  appli¬ 
cations  and  full  project  life  cycle  experience. 

COBOL  ANALYST/PROGRAMMER 

2-6  years  MVS,  COBOL  programming  experi¬ 
ence  including  the  ability  to  analyze,  design, 
code,  test  and  implement  application  software. 

We  offer  an  excellent  benefits  package  and 
professional  growth  opportunities  -  all  in 
close  proximity  to  NYC  in  a  delightful  cam¬ 
pus-like  setting  in  Port  Washington,  Long 
Island.  Send  your  resume  and  cover  letter 
with  salary  history  to  Department  LB. 

PUBLISHERS 
CLEARING  HOUSE 

382  Channel  Drive 
Port  Washington,  NY  11050 

An  Equal  Opportunity  Employer  M/E 


Immediate  long-term 
ASSIGNMENTS  IN  BOSTON 
AREA  WITH  EXCELLENT  RATES. 


SOFTWARE  TEST  ENGINEER  Three 

years  of  software  quality  assurance  in  Mac  environment. 
C  or  C++  experience,  Visual  Basic.  Lotus  Notes  V.4  QA 
Partner  experience  desirable. 

TEST  ENGINEER  LotusScript,  IDI  CFM 

and  OSA  Complaint  Applications. 

SOFTWARE  ENGINEER  Design  and 

develop  commercial  applications.  C++  and  OO 
DESIGN  in  Macintosh  environment. 

Call  (800)  840-2342 


ADIA 

TECHNICAL  SERVICES 


PROGRAMMER 

ANALYST 

Our  systems  development 
department  is  growing,  both 
physically  and  technically. 
We  have  an  IBM  3090 
systems  environment. 

We  are  seeking  programmer 
analysts  with  COBOL  II, 
CICS  (at  the  command 
level),  Documcrge  and 
VSAM  experience.  A  work¬ 
ing  knowledge  of  account¬ 
ing/financial  billing  sys¬ 
tems,  dwelling  fire  and 
mobile  home  rating,  and 
policy  issuance  systems  is 
required. 

We  are  rated  “A”  by  A.M. 
Best  and  are  headquartered 
in  Southwestern  Nil.  Salary 
range  is  upper  30 's  to  upper 
40 's  plus  a  corporate  bonus 
program. 

To  apply,  please  send  your 
resume  to  Tom  Aldrich, 
NGM, P.O.Box  2300, 
Keene,  NH  03431.  FAX 
603-358-1173.  No  phone 
calls  please. 

I  National  Grange  Mutual 
*  Insurance  Company 

A  Min  SlMf  Am+nca  company 
OnnWto  tr*ip«** 


Software  Engineer.  $39K/yr. 
8am-5pm:  40hr/wk.  Position 
available  for  S/ware  Engr  to  pro¬ 
vide  specialized  info  systs  consul¬ 
tancy  &  applic'n  dvlpmt  on  IBM 
mainframe  &  TANDEM  using 
CASE  tools.  To  provide  project 
mgmt,  analysis,  dsgn,  dvlpmt, 
implementation  &  testing  of 
applic'n  involving  relational  data¬ 
base  incl  mtg,  comml  &  finan'l 
systs.  in  a  muiti-h/ware  &  multi- 
s/ware  envirnmt  using  CASE 
tools  &  IBM/AS/AS400  &  TAN¬ 
DEM.  Must  have  Bach,  or  equiva¬ 
lent  in  Sci/Engg.  Must  also  have 
4  yrs  exp  in  job  off'd  or  related 
occupation  of  Systs  Analyst. 
Req'd  exp  must  incl  AS/400, 
TANDEM  using  CASETOOLS. 
Job  opportunity  in  Atlanta.  GA. 
Applicant  should  send  resume  to: 
GA  DOL,  Job  Order  #G5843255, 
2943  N  Druid  Hills  Rd,  Atlanta. 
GA  30329-3909  or  the  nearest 
Dept  of  Labor  Field  Service 
office.  Must  have  proof  of  legal 
auth  to  work  permanently  in  U  S 
EEO/AA  Employer. 


PROJECT  MANAGER 

Systems  Engineering 

Min  of  MS  EE  ♦  1 5  yrs  in  planning 
+  design  of  data  services/net 
works.  Able  to  model  and  cost 
benefit  major  multiple  location 
systems.  To  serve  as  Chief 
Engineer.  Strong  client  interface 
skills  and  working  knowledge  of 
various  vendor  communication 
technologies.  Extraordinary 

opportunity  to  assume  key  role 
with  significant  industry  player. 
Competitive  compensation 

includes  full  relo  plan.  Send  or  fax 
resume  with  salary  history  to 
HRD.  P.O.  Box  1047.  Westtown. 
PA.  19395.  Fax:  610  696  5430. 


CONSULTANTS 

Right  Time,  Right  Place, 
Right  Company! 

American  Computer  Technologies  has  numer¬ 
ous  contracting  and  permanent  positions 
available  in  North/Central  Florida.  We  seek 
professionals  with  a  minimum  of  three  years  experience  in  one 
of  the  following  areas: 


M  =  -== 

]__===  ~= 

AMERICAN 

COMPUTER 

TECHNOLOGIES 

INC 

■  IMS  DB/DC 

■  CICS,  DB2 

■  IMS  DBA 

■  Visual  Basic 

■  OS/2,  PM 

■  Parts,  Smalltalk 

■  Progress  7.0 


■  HP-UX  Sys.  Admin. 

■  UNIX,  C,  C++ 

■  Oracle,  Sybase 

■  LAN/WAN  Networking 

■  PC  Workstations 

■  DOS/Windows  Internals 
»  Powerbuilder 


We  offer  very  competitive  salaries  and  excellent  benefits  plus 
the  opportunity  to  live  and  work  in  one  of  the  most  desirable  and 
affordable  growth  areas  in  the  country.  Please  mail  or  fax  your 
resume  in  confidence  to: 

American  Computer  Technologies 

2301  Maitland  Ctr.  Parkway,  Suite  445,  Maitland,  FL  32751 

1-800-228-7185  Fax:  (407)  875-2058 


x4  DIAMOND  OPPORTUNITY 

COfvipAID  Consulting  Services,  Inc.  is  an  employee  based 
consulting  firm  specializing  in  business  applications  development 
usingjBM  Mainframe  and  Client/Server  technology  and  Technical 
yiXjqSfnentation.  With  a  client  list  inclusive  of  many  of  the  Fortune 
i  companies  in  the  Southeast,  COMPAID  offers  employees 
extensive  training  in  the  latest  technologies,  comprehensive  benefits 
including  paid  overtime,  vacation,  401  (k)  and  unlimited  career 
progression.  Recent  company  expansion  has  resulted  in  exceptional 
opportunities  in  Atlanta,  Birmingham  and  Charlotte  for  those 
exceptional  professionals  searching  for  that  diamond  in  the  rough! 

COMPAID  is  currently  seeking  qualified  candidates  for  growth 
oriented  positions  in  the  following  areas: 

■>  IBM  Mainframe  with  COBOL,  CICS  and  DB2  or  IMS  or 
FOCUS 

♦  C/C++  Developers  with  UNIX  or  WINDOWS 

♦  WINDOWS  Developers  with  Visual  Basic/Access 

+  Peoplesoft,  Lotus  Notes,  Powerbuilder  or  Smalltalk 
Developers 

♦  Documentation  Specialists 

COMPAID  offers  a  choice  of  location  with  relocation  assistance 
available!  Please  forward  your  resume  to  the  appropriate  location. 


Atlanta  Charlotte 

375  Northridge  Rd.  Ste  120  H430  University  Exec.  Park 
Atlanta,  CA  30350  Ste.695 

(404)  394-1200  Charlotte,  NC  28262 

FAX  394-4933  (704)548-1010 

FAX  548-1021 


Birmingham 
3021  Lorna  Rd.  Ste.l(K) 
Hoover,  AL  35216 
(205)  979-4077 
FAX  979-9633 


TAMPA/DALLAS 


Opportunities  for 
DP  PROFESSIONALS 
witti! 


•  INFORMIX  DBA/4GL/ESQL 

•  C  &  C++/UNIX/XWINDOWS 

•  DB2/TERADATA/IMS  DBA  S 

•  DATA  MODEL/ADMIN/IDEF I X 

•  UNIX/HP-UX/SHELL  SCRIPTS 

•  PERL/BTEQ/XTU/C/UIMX/INFORMIX 

•  TELEPHONY  BIA*S/SORCES/CABS 

•  XDESIGNER/GUI/MOTIF/ACCESS  EXP 
FOR  IMMEDIATE  CONSIDERATION  CALL 

SYSLOGIC  today  at 
(800)  797-5644  or 
(813)  287-0054 

FAX  RESUME  TO  (8 1  3)  282-95  I  I 


•  IDMS/ADSO 

•  CGBOLII/DB2/CICS 

•  OOP/OOD  DESIGNERS 

•  BORLAND  &  VISUAL  C++ 

•  INTERGRAPH/DCL/C/VAX 

•  MARK  SYSTEM  ANALYSTS 

•  POWERBUILDER/SQL/UNIX 

•  TANDEM/SCOBOL/COBOL 


P.O.  Box  26 1 46 
TAMPA,  FL  33623 


KCS  Computer  Services  is 
Pilisburgh’ s  premiere  system  inte 
gration  and  custom  software  devel¬ 
opment  organization.  KCS  is  a 
Technology  and  Industry  focused 
solutions  provider.  KCS  is  accepting 
resumes  for  architectural,  develop 
merit,  programming,  and  support 
professionals  across  all  platforms  of 
which  include: 

•  C++/C/UNIX  •  ORACLE 

•  INFORMIX/INGRES 

•  RDBMS  DBA’ s 

•  VISUAL  BASIC/ ACCESS 

•VISUAL  C++  ‘IMS  DB/DC 

•  CICS/DB2/COBOL 

In  addition.  KCS  has  offices  in 

Atlanta,  Phoenix.  Cleveland,  and 

San  Francisco. 

KCS  Computer  Services,  Inc. 

777  Penn  Center  Blvd. 

Suite  600  Attn:  CW4 

Pittsburgh,  PA  1S23S-S603 

Phone  (412)  823  8632 

Fax  (412)  823-8821 


ATLANTA 


MAINFRAME 

•  DB-2  •  ADA8AS  -IDEAL 

•  IDMS  •  CICS  •  BAL 

•  HOGAN  •  SHAW  •  ADW/IEF 

•  IMS  •  M&D  •  MSA 

•WALKER  -  FOCUS 

•  PEOPLESOFT 

•  DATACOM/DB 

MIDRANGE 

•  AS400  •  SOFTWARE  2000  •  BPCS 

•  SYNON  •  J.D.  EDWARDS  •  VAX 

•  SUPRA  •  STRATUS/VOS  •  RDB 

CLIENT  SERVER 

•  C/C++  •  SAP  •  SQL  SERVER 

•  SYBASE  •  UNIX  •  MS-ACCESS 

•  ORACLE  •  OS/2  •  X  WINDOWS 

•  INFORMIX  •  DB2/2  •  SMALLTALK 

•  PRESENTATION  MGR 

•  UNIX  ADMIN 

•  VISUAL  BASIC 

•  POWERBUILDER 

•  WINDOWS/NT  ADMIN 

HNS  Software,  Inc. 

7000  Central  Parkway.  Suite  220 
Atlanta.  GA  30327 
(404)  396-5540 
FAX:  (404)  396-7861 
EOE 


SYSTEMS  ANALYST  to  pro¬ 
vide  highly  specialized  software 
development  and  consulting 
services  to  analyze  require¬ 
ments.  design,  develop,  imple¬ 
ment  and  support  business 
information  systems  for  manu¬ 
facturing,  inventory,  financial 
and  related  applications  using 
RDBMS,  and  GUI,  develop  sys¬ 
tems  in  client/server  environ¬ 
ment  using  Sybase, 
PowerBuilder  GUI  and  APT 
tools,  RUNRPT,  UNIX,  DOS.  C, 
C++  and  Windows  on  HP,  SUN, 

.  UNIX  machines  and  IBM  PCs. 
Require  US  or  foreign  equiva¬ 
lent  of  BS  in  Computer  Science, 
or  any  field  of  Engineering  or 
Science;  At  least  two  years  of 
experience  in  prescribed 
responsibilities  and  listed  skills; 
Job  requires  travel  within  the 
US  to  install  and  implement 
systems;  Salary,  $44,000  per 
year.  40  hr./week;  8:00  am  to 
5:00  pm,  M-F.  Submit  resume 
to:  Georgia  Department  of 
Labor,  Job  Order#  GA 
5842688,  1535,  Atkinson  Road, 
lawrenceville,  GA  30243-5601 
or  the  nearest  Department  of 
Labor  Field  Service  Office. 


Senior  Programmer/Analyst:  BS 
in  Computer  Engineering  Must 
have  3  yrs.  exp.  in  job  offered. 
40  hrs  p/w,  8:30  a  m. -5:00  p.m. 
$865.39  p/w.  Duties:  Planning, 
developing,  testing  and  docu¬ 
menting  computer  programs, 
and  applying  knowledge  ot  pro¬ 
gramming  and  engineering  tech¬ 
niques  to  computer  systems. 
Evaluate  user  requests  for  new 
and  modified  programs,  such  as 
for  financial  and  management 
systems.  Analyze,  review  and 
alter  programs  to  correct  errors 
or  to  increase  operating  efficien¬ 
cy  and  adapt  to  new  require¬ 
ments.  Provide  user  assistance 
during  conversion  and  system 
forms,  and  develop,  revise  and 
maintain  systems  at  a  national 
level.  Substantial  experience  in 
the  use  and  operation  of 
18M/AS/400.  RPG/400.  S/36, 
RPG  II,  Foxbase,  COBOL, 
CICS,  AOS/VS  COBOL, 
SQL/400,  Query/400,  CLP,  DBU, 
SEU.  DFU,  SDA.  POP,  OCL, 
SQL,  CSP,  DB2  utilities  and  soft¬ 
ware.  RESUME  ONLY  to:  Job 
Service  of  Florida,  2660  W. 
Oakland  Park  Blvd.,  Ft. 
Lauderdale,  FL  33311-1347, 
Ref.  Job  Order  #  FL-1223122. 


SOFTWARE  ENGINEER  to 
design,  analyze  &  develop  pro¬ 
gramming  languages  in  C,  C++, 
GUI  (Motif.  X-WINDOWS), 
INFORMIX-ESQL,  INFORMIX- 
4GL  online  database,  shell  pro¬ 
gramming,  TCP/IP  on  HP/UNIX 
operating  system  using  data  com¬ 
munication  protocols;  software 
engineering  standards  to  be 
implemented  for  applications; 
write  documentation  to  describe 
program  development,  logic,  cod¬ 
ing  &  corrections;  provide  cus¬ 
tomer  support  including  trou¬ 
bleshooting  of  software  &  perform 
unit  &  system  test  based  on 
scripts;  Reqs:  M  S.  in  Comp.  Sci., 

1  yr.  exp.  in  job  offered  or  1  yr. 
related  exp.  as  Programmer, 
Programmer  Analyst,  System 
Analyst.  Must  have  exp.  in  UNIX, 
AWK,  C  programming,  Shell  pro¬ 
gramming  SUN  SPARC  stations, 
INFORMIX  4GL.  Must  have  1 
grad  level  course  in  Software 
Engg.  &  exp.  or  course  work  in 
C++,  INFORMIX/ESQL,  TCP/IP 
protocols;  X-WINDOWS/MOTIF; 
$41,500/yr,  40  hrs/wk  8a-5p 
Send  resume  to  Job  Service  of 
Florida,  2312  Gulf-to-Bay  Blvd., 
P.O.  Box  C,  Clearwater.  FL 
34618-4090  J  O.  #FL-1218563 


Systems  Analyst/Consultant  to 
design,  develop,  analyze,  imple¬ 
ment  and  support  systems  for 
various  financial  applications, 
including  adhoc  reporting  and 
statistical  analysis,  in  an  IBM 
mainframe  environment  using 
SAS,  COBOL.  SYNCSORT, 
SQL,  MVS/TSO,  and  Storage 
Management  skills  (DFHSM, 
SMS  and  File-Aid  utilities). 
Require:  M  B  A.  degree  with 
concentration  in  Management 
Intormation  Systems  and  six 
months  of  experience;  Must 
have  demonstrable  knowledge 
(gained  through  education 
and/or  experience)  in  account¬ 
ing  and  financial  concepts, 
including  receivable  accounting, 
income  statement  and  contra- 
income  accounts,  reserves  and 
provision  for  sales  discounts 
and  accrual  methodology;  Must 
have  one  year  ot  SAS  experi¬ 
ence.  Salary:  $40,000/year;  M- 
F,  8  a  m.  to  5  p.m,.  Apply  with 
resume  to:  Georgia  Department 
of  Labor,  Job  Order  #  GA 
5844635,  2972  Ask-Kay  Drive, 
Smyrna,  GA  30082-2309  or  the 
nearest  Department  of  Labor 
Field  Service  Office 


Software  Engineer:  Researches, 
designs,  and  develops  computer 
software  systems,  in  conjunction 
with  hardware  product  develop¬ 
ment,  for  functional  add-on  mud- 
ules  integrated  into  medical 
financial  management  computer 
P  &  IMS  applications,  applying 
principles  and  techniques  of 
computer  science,  engineering, 
and  mathematical  analysis.  40 
hrs/  wk.  9-5.  $48,000.00. 
Req  . Bachelor  ot  Science  in 
Software  or  Electrical 
Engineering.  Five  yrs.  exp  as  a 
Software  Engineer,  Two  (2)  of 
which  must  be  in  the  following 
areas:  Designing  integrated 
management  computer  systems; 
Setting  up  and  maintaining  Unix 
based  network  systems: 
Establishing  embedded  SOL  and 
relational  databases  (specifically 
intermix,  Ingres,  and  Oracle); 
and  Functional  add-on  mudules, 
integrated  into  Planning  and 
Integrated  Management  System 
P  &  IMS  applications,  all  experi¬ 
ence  may  be  gained  concurrent¬ 
ly.  To  apply:  Submit  resume  to; 
Job  Service  of  Florida.  3421 
Lawton  Rd.,  Orlando.  FL  32803- 
2999.  Re;  Job  Order  FL 
1228146 


Computer  Systems  Designer: 
Design  and  develop  new  com¬ 
puter  systems  using  develop¬ 
mental  and  computational  tools 
and  techniques,  flow  charts, 
programming  languages,  data¬ 
base  design,  numerical  analysis 
and  operational  research. 
Develop  Client/Server  -  WIN¬ 
DOWS  based  applications.  Use 
knowledge  of,  and  experience 
with,  C.A.S.E.  (Computer  Aided 
Software  Engineering)  tools 
AS/SET,  COBOL  36,  COBOL/ 
400,  RPG/400,  CL/400.  RPG  II, 
C,  C++,  OCL  programming  lan¬ 
guages.  Req  :  Bachelor's 
degree  in  Engineering  and  2  yrs 
exp  in  position  or  2  yrs  as  a 
Programmer/Software  Analyst 
and/or  Software  Engineer. 
$43,000/yr,  40  hrs/wk,  9-5. 
Submit  resume  to:  Job  Service 
of  Florida,  701  S.W.  27th 
Avenue,  Room  47,  Miami,  FL 
33135-3014.  Re:  Job  Order  #  - 
FL  1227231. 


SOFTWARE  ENGINEER  -  Must 
have  an  M  S  or  be  a  M  S  candi¬ 
date  in  Comp  Sci  or  Electrical 
Engrg  with  exper  with  C+  +  . 
OS/2  oper  system,  OOP  (Object 
Oriented  Programming),  &  GUI 
(Graphical  User  Interface). 
Responsible  lor  designing/devel- 
opmg  new  ob|ect  oriented  soft¬ 
ware  for  the  CMM-L  Coordinate 
Measurement  Machine.  Develop 
GUI  interface  for  coordinate 
machines.  Design  class  libraries 
tor  internal  use  Design  the 
Wrapper  classes  tor  OS/2  pre¬ 
sentation  mgr.  with  MVC  archi¬ 
tecture.  Resp.  for  leading  a 
group  of  5  people,  giving  them 
training  in  designing  classes, 
etc.  $38,193  per  year  Hours 
8:00  a  m.  to  5:00  p.m  Qualified 
applicant  please  submit  resume 
to;  Job  Sen/ice,  708  South  Main 
St.,  Mount  Airy,  NC  27030.  All 
resumes  must  include  appli¬ 
cant's  soc.  security  #.  Refer  to 
JO#NC6241099  &  DOT  code 
030  062-010. 


Attention: 

Hiring 

Managers 

When  you  compare 
costs  and  the  people 
reached,  Computerworld 
is  the  best  newspaper 
for  recruiting 
qualified  computer 
professionals.  Place  your 
advertisement  today! 

Call  toll-free 
800-343-6474 
ext.  201 

j  (in  MA,  508-879-0700) 
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Look 

no 

further 
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More  than  over  one  half  mil¬ 
lion  computer  professionals 
read  Computerworld  every 
week.  And  you  can  reach  all  of 
them  -  or  just  the  ones  in  your 
region  -  with  a  regional  or 
national  recruitment  advertise¬ 
ment  in  Computerworid's 
Computer  Careers  section. 

For  more  information,  call  Lisa 
McGrath  at  800-343-6474,  x  201 
mm  (in  MA,  508-879-0700);  or  call 
your  local  sales  office  listed  below: 


BOSTON 

Nancy  Perdval 
37S  Cochituate  Road,  Box  9171, 
Framingham,  MA  01701-9171,  508-879-0700 

NEW  YORK 

Marty  Rnn 

Mack  Center  1 ,  365  West  Passaic  SI, 
Rochelle  Park.  NJ  07662,  201  -587  0090 

WASHINGTON,  D.C. 

Katie  Kress 
8304  Professional  Hill  Drive, 
Fairfax,  VA  22031,  703-S73-411S 

CHICAGO 

Patricia  Powers 
1011  E  Toohy.  Suite  S50. 
Des  Plaines.  IL  60018,  708-827-4433 

LOS  ANGELES 

Barbara  Morphy 
2171  Campos  Drive.  Soke  100, 
Irvine.  CA,  92715. 714-250-0164 
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63%  in  ’94  &  Growing! 

BRANNON  &  TULLY  realized  a  63% 
increase  in  business  over  1993  and  outper¬ 
formed  the  I  T.  industry  average  annual 
compounded  growth  rate  of  1 2%  for  the 
past  several  years.  As  a  result  of  over  12 
years  experience  in  providing  professional 
software  services  and  information  technology 
consulting,  we  have  become  one  of  the  largest, 
most  respected  professional  software  services 
firms  in  the  Southeast. 

CONSULTANTS 

Immediate  contract  opportunities  are  available 
for  professionals  with  skills  in  GUI,  Client 
Server,  Mainfiame,  Midrange  and/or  PQLAN 
technologies.  We  offer  Top  Rates,  Long-term 
Contracts  with  Fortune  50  Clients,  and 
Great  Benefits. 

RECRUITERS 

Immediate  positions  are  available  for  EXPE¬ 
RIENCED  Data  Processing  Recruiters.  We 
offer  an  excellent  compensation  plan  and 
the  opportunity  for  advancement. 

Fcr  staff  and  consultant  positions,  we  provide  a 
comprehensive  pre-taxed  benefits  package 
that  includes  Major  Medical,  Dental  Care,  Life 
Insurance,  Long-term  Disability  Insurance, 
and  a  401  (k)  Retirement  Savings  Plan. 
Professionals  interested  in  accelerating  their 
success  with  us,  please  contact  our  office 
nearest  you. 

ATLANTA 

Wendy  Albrecht 
3690  Holcomb  Bridge  Rd. 

Norcross,  GA  30092 
(404)  447-8773,  FAX  (404)  417-2996 
BIRMINGHAM  RESTON,  VA 

(205)  970-6067  (703)  716-1000 

FAX  (205)  970-6194  FAX  (703)  716-1010 

J==  %, 

BRANNON 

L.  &  TULLY  ^ 

An  Equal  Opportunity  Employer  M/F/D/V 


DATA  NETWORK  SPECIALIST  - 
MANAGEMENT  INFORMATION  SERVICES 
ORANGE  COUNTY,  FL 

(Salary  range  $32,926  to  $42,577) 

95-1071 :  Bachelor's  degree  in  Computer  Science,  Physics.  Math. 
Electrical  Engineering,  or  related  field  and  3  yrs  exp  in  data  communi¬ 
cations  to  include  2  yrs  of  network  software  programming  experi¬ 
ence.  PREFER  recent  work  experience  with  DEC  and  IBM  network 
hardware/software  products.  ETHERNET.  FDDI.  TCP/IP.  and  L  ANS. 

Additional  yrs  of  the  specified  exp  may  be  substituted  for  the  required 
education  on  a  yr  for  yr  basis 

2  TECHNICAL  SERVICES  SECTION  LEADERS  - 
MANAGEMENT  INFORMATION  SERVICES 
ORANGE  COUNTY,  FL 

(Salary  range  $40,726  to  $52,998) 

95-1272:  Bachelor's  degree  in  Management  Information  Systems. 
Computer  Science,  or  a  closely  related  field  and  8  yrs  of  technical 
services  experience  to  include  4  yrs  as  a  Systems  Programming 
Supervisor  and  4  yrs  as  a  Sr  Systems  Programmer  in  a  DEC/VAX 
computer  environment.  Must  have  4  yrs  of  experience  in  one  of  the 
following  programming  languages:  C.  FORTRAN.  DCL.  or  UNIX 
Shellscript. 

95-1273:  Bachelor's  degree  in  Management  Information  Systems. 
Computer  Science,  or  a  closely  related  field  and  8  yrs  of  technical 
services  experience  to  include  4  yrs  as  a  Systems  Programming 
Supervisor  and  4  yrs  as  a  Sr  Systems  Programmer  in  an  IBM/MVS 
computer  environment.  Must  have  4  yrs  of  experience  in  the 
Assembler  programming  language  and  SMP/E. 

Qualified  applicants  should  mail  or  fax  resume  (including  Social 
Security  Number)  with  proof  of  education  by  2:00  p.m.  on 
5/12/9S  to: 

Orange  County  Government 
Human  Resources  Department 
3rd  Floor,  201  S.  Rosalind  Ave. 

Orlando,  FL  32802 

(fax#  407-836-5369) 

EOE/M/F/D/VP 
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OUR  STRATEGY  RELIES  ON: 

•  Direct  Sourcing  •  Online  job  listings  with 

•  Targeted  Advertising  Monster  Board  and 

•  Extensive  Promotion  _  p  ..  ,  _ 

•  Exceptional  Service 


We  consistently  attract 
high  caliber  companies, 
those  that  perhaps 
would  never  consider 
recruiting  in  the  tradi¬ 
tional  job  fair  setting, 
and,  as  a  result,  we 
draw  the  hardest-to- 
reach  candidates. 


K 


For  more  information 
about  Target  Career 
Fairs,  or  for  corporate 
interest,  please  call 
Wm.  Nick  Harding, 
Ken  Levine,  Bev  Travers, 
Deb  Desmarais,  or 
Susan  Smythe  at 

1  -603*225-3396. 


JOIN  US  IN: 


Philadelphia  Area: 


May  22-23 
Guest  Quarters  Hotel 
Valley  Forge,  PA 

May  24 

Guest  Quarters  Hotel  at  the 
Philadelphia  Airport 


Boston  Area: 


June  5 

Crowne  Plaza  Hotel 
Woburn,  AAA 

June  6 

Radisson  Hotel,  Marlboro,  AAA 


H 


QTEK 

^^■Consultants.  Inc. 

A-TEK  Consultants,  Inc.,  a  high 
technology  software  consulting 
firm  located  in  Orlando,  FL.  is 
seeking  qualified  candidates  with 
experience  in  the  following  disci¬ 
plines: 

•  C++  with  strong  object  oriented 
skills 

•  Sybase  Open  Server  Libraries 

•  Paradigm  Plus  CASE  tool 

•  Rogue  Wave  C++  class  library 

•  Fusion  Object  Oriented 
methodology 

•  AS400/RPG400  development 

•  UNIX  Systems 

•  Oracle  Database  Administration 

A-TEK  Consultants,  Inc. 

3649  All  American  Blvd 
Orlando,  FL  32810 
(407)  299-3900 
Fax  (407)  299-8200 


COMPUTER  PROGRESS 
UNITED 

S40.000  to  S60.000 


We  provide  Fortune  500  companies  with 
consulting  and  programming  services.  We 
have  immediate  positions  available  with  a 
National  Client  in  all  regions  of  the  U.S. 

AS/400  •  ORACLE 
UN  ADM.  •  SYBASE 
UNIX  ADM.  •  IMS/DB2 
EDI  •  IDMS 

Send  resume  or  call: 

Computer  Progress  United 
12730Townepark  Way 
Louisville.  KY  40243 
(502)  245-6533  ■  FAX  (502)  244-5369 


H  SOUTHEAST  H 

P/A’s,  P/M’s,  DBA’s,  S/E’s 

Immediate  Permanent  &  Contract 
positions  paying  top  SSS  in  Tampa. 
Jacksonville,  Ft.  Lauderdale.  Raleigh, 
Winston-Salem,  Charlotte.  Atlanta. 
Richmond.  Nashville.  Memphis 

SYBASE,  ORACLE,  INFORMIX, 

C,  C++,  VISUAL  BASIC, 
POWERBUILDER,  SMALLTALK, 
SAP  R2,  R3.  ABAP, 
ADABAS/NATURAL,  DB2.  IMS. 
UNIX  SYSTEM  AOMIN.,  AS/400 

ISG 

1304  SW  160th  Avenue  -  Suite  542 
Sunrise.  FL  33326 

_ ,  800/776-3190  _ 

=3  305/389-3196  (fax)  ^ 


COMPUTER 

Join  the  Health  Care 

Information 

Revolution! 

Unisys  is  leading  the  way  in  revolutionizing 
America’s  health  care  system.  Our  goal  is  to 
build  a  Health  Information  Network  and 
Medicaid  Management  Information  System 
that  will  significantly  impact  patient  health  care 
quality,  access,  cost,  and  provider  productivity. 
Take  part  in  this  endeavor.  Recent  contract 
awards  and  anticipated  growth  on  existing 
projects  have  created  an  immediate  need  in 
our  Reston,  VA  Development  Center  for 

System,  Software  &  Network  Engineers 
(Ciient/Server  Development) 

Requirements  include  a  BS/MS  in  CS/EE  or 
related  technical  degree  and  2-10  years 
experience  in  some  of  the  following  areas: 

•  Ciient/Server 
•UNIX 

•  C/C++ 

•  Data  Modeling 

•  BPR/Workflow  Analysis 

•  RDBMS/SQL  (ORACLE  7) 

•  PowerBuilder 
•Networking  LAN/WAN 
•X.400/Message  Switching 

•  TCP/IP 

•  4GL/GUI/RAD 

•  Computer  Security 

•  Windows 

•  Health  Informatics/Biostatistics 

•  TUXEDO  a  plus 

Qualified  candidates  are  encouraged  to  FAX 
resume  and  cover  letter,  clearly  detailing  areas 
of  expertise,  to  (703)  620-7822.  Otherwise, 
mail  to:  Unisys  Corporation,  Attn:  Health  IS 
Staffing,  Dept.  CW  4/24, 12010  Sunrise  Valley 
Drive,  Reston,  VA  22091.  An  equal  opportunity/ 
affirmative  action  employer,  committed  to 
work  force  diversity. 


UNISYS 


Consider  joining  our  team  at  Blue  Cross  and 
Blue  Shield  of  Vermont,  Vermont’s  largest 
health  insurer.  We’re  located  in  the  Green 
Mountains  of  Vermont  within  minutes  of  both 
the  best  skiing  in  the  East,  and  a  city  ranked 
among  the  nation’s  best  for  livability.  Our  air 
is  still  clean  and  our  communities  still  safe.  We 
are  currently  recruiting  for  two  positions. 


This  position  is  re¬ 
sponsible  for  the  development  and  manage¬ 
ment  of  corporate  databases,  and  must  have 
the  ability  to  communicate  business  rules  and 
data  structures  to  all  internal  customers.  The 
right  candidate  for  this  position  must  have  a 
detailed  understanding  of  the  technical  aspects 
of  database  design  and  performance,  and  will 
have  had  experience  working  with  large  rela¬ 
tional  databases  (5  million  records  or  more). 
Knowledge  of  SQL  essential;  knowledge  of  PC 
SAS  or  Focus  forWindows  preferred. 


^bGRAMMER/ANALYST 


This  position  is  respon¬ 
sible  for  designing,  implementing,  document¬ 
ing,  and  maintaining  programming  solutions 
for  business  needs,  and  must  have  the  ability 
to  communicate  effectively  with  the  user  com¬ 
munity.  The  right  candidate  for  this  position 
will  have  strong  design  skills,  experience  work¬ 
ing  on  an  AS/400,  and  be  proficient  in  COBOL, 
RPG,  orSYNON. 

Blue  Cross  and  Blue  Shield  of  Vermont  offers 
competitive  salaries,  and  outstanding  ben¬ 
efits,  in  an  exceptional  working  and  living 
environment. 

Please  send  resume  and  salary  history  to 
Louisa  Neveau,  Human  Resources,  Blue 
Cross  and  Blue  Shield  of  Vermont,  P.O.  Box 
186,  Montpelier,  VT  05601-0186. 


BlueCross  BlueShield 
of  Vermont 

An  Independent  Licensee  of  the  Blue  Cross  and  Blue  Shield  Association 


Dux  International  Inc 


New  York  •  London  •  Amsterdam 


Dux  International  is  a  very  successful  European 
recruitment  organization,  with  its  headquarters  in  London. 
Since  the  recent  opening  of  our  New  York  office,  we  are 
now  looking  for  experienced  I  T.  professionals  in  the  USA, 
with  the  following  expertise  : 


Ongoing 

•  UNIX 

•  RDMBS 

•  Client  Server 

•  IBM  MF 

•  SAP 

•  and  many  more 
Please  call  us  to  discuss  your  future! 


Urgent 

•  AIX  Sys  Adrn 
Internet  a  plus 

•  Informix  P/A  or  Prj  Mgr 
Oracle,  GUI  a  plus 


i 


NEW  OPPORTUNITIES 


Please  send  your  resume  or  call:  Karin  Doe+sen 
Phone:  212-599-6141  Fax:  212-599  7691 
551  Fifth  Avenue  Suite  410  New  York  NY  10176 
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You  Speak  A  Language  Few 
People  Uttoerseand.  .  .Maybe 
You  Should  Be  Talking  To  Us! 


WTW  a  leader  in  systems  integration  and 
information  technology  consulting  to  many  Fortune  500 
companies  is  seeking  highly-qualified  professionals  to 
work  with  us  in  solving  business  problems  through 
technical  solutions. 


Apply  your  experience  in: 

■ 

C  "/UNIX 

■  ORACLE/SYBASE 

■ 

IMS/DB2 

■  Visual  BASIC 

a 

SMALLTALK 

■  Speedware 

a 

HP3000  COBOL 

■  ASKMANMAN 

WTW 


INFORMATION 

TECHNOLOGY 

CONSULTING 


Send  resumes  to: 

WESSON,  TXYL0R,Y\feLLS 

and  Associates,  Inc. 

P.O.  Box  12274-CW95 
Research  Triangle  Park,  NC  27709-2274 
(919)  941-0081  or  (800)833-2894 
Fax  (919)941-0082  •  rlawtw@nando.net 


Ik  (IJip.irtl.ml*  Cmplnyrr 


SYSTEMS  PROGRAMMER 


Blue  Cross  and  Blue  Shield  of  Alabama  has  a  rewarding 
opportunity  for  a  Systems  Programmer.  This  position  requires  3 
to  4  years  of  application  programming  experience.  Experience 
with  AIX  and  PIC  is  also  required,  as  well  as  a  baccalaureate 
degree.  Experience  in  a  large  mainframe  communications 
environment  is  desirable. 

We  are  located  south  of  Birmingham  in  the  Riverchase 
community.  Blue  Cross  offers  an  excellent  total  compensation 
package  including: 

•  Company  Paid  Health  and  Dental  insurance 

•  401  (k)  Plan 

•  Company  Paid  Retirement  Plan 

•  Tuition  Reimbursement 

•  Sick  Child  Care  Facility 

To  express  your  interest  in  this  unique  opportunity,  please 
fax  your  cover  letter  and  resume  to  (205)  733-7357,  or  mail  to: 

BlucCross  BlueShield 
of  Alabama 

An  Independent  Licensee  of  the  Blue  Cross  and  Blue  Shield  Association. 

450  RIVERCHASE  PARKWAY  EAST  •  BIRMINGHAM.  ALABAMA  35298 
ATTN:  EMPLOYMENT/SYSTEMS  PROGRAMMER  EEO/AAP 


InterSec 
Research  is  a 

leader  in  the  inter¬ 
national  invest¬ 
ment  industry  with 
offices  around 
the  world. 
Technological 
enhancements  to 
our  main  product 
line  have  created 
opportunities  with¬ 
in  our  systems 
team  in  our  _  - 
Stamford  CT  , 
headquarters. 


Position: 


Design  and  development  of  programs  written 
in  C  and  embedded  SQL  on  a  SUN  platform. 
Direct  interface  with  users  to  create 
Windows  PC  applications  to  support  clients 
around  the  world. 


Requirements: 


A  programmer  analyst  with  1  -5  years  hands- 
on  experience  in  C,  UNIX,  embedded  SQL  in 
relational  database  applications.  In  addition, 
at  least  some  of  the  following:  experience 
building  Windows  applications,  knowledge  of 
communications,  systems  administration 
experience  including  support  of  Novell  net¬ 
work.  training  in  setting  up  PC  hardware  and 
assisting  users. 

Fax  or  send  resume  to:  InterSec  Research 
Corp.,  Attn:  Manager,  Systems  Dept., 

66  Gatehouse  Road,  Stamford,  CT  06902 
Fax:  (203)  348-1906. 

No  recruiting  firms  please. 


PowerBuilder 


STEP  Consulting  is  expanding  and  needs  experienced  PowerBuilder 
professionals.  STEP  focuses  on  providing  Client/Server  solutions 
to  our  clients  using  PowerBuilder.  Our  advanced  methods 
and  techniques  have  been  successful  at  increasing 
quality  while  decreasing  delivery  time. 

STEP  offers  the  following  benefits: 

Bonuses,  Profit  Sharing,  401  (K)  Matching, 

100%  paid  Health  Plan,  and  much  more!  If  you  have 
PowerBuilder  experience  and  want  to  be  part  of  a  team  where 
you  can  gain  as  much  knowledge  as  you  give,  send  your  resume  to: 


Am 


STEP: 

•CONSULTING.  INC 


H  R.  Dept.  (Ref.  CWRTP) 
101  S.  Elm  Sl„  Suite  130 
Gfeeniboro,  NC  27401 
FAX  910-379-9205 
Of  CIS:  74214,2773 
EOE 


Product  Development  Manager 
(Proprietary  Software):  Manage  & 
supervise  design  &  development 
ot  proprietary  software  &  systems 
for  national/intern'l  marketing; 
responsible  for  applications  & 
system  development  with 
Dataflex  relational  database  mod¬ 
els  using  SQL,  software  mainte¬ 
nance  with  SCCS  (Source  Code 
Control  System),  C  block  struc¬ 
tured  programming  &  C++  Object 
Oriented  Programming,  YACC, 
Windows,  &  4  GLs:  develop 
graphical  user  interfaces  with 
CURSES  &  Windows  on  DOS  & 
UNIX  platforms;  coordinate  activi¬ 
ties  of  other  staff  involved  in  soft¬ 
ware  development:  oversee 
preparation  ot  technical  &  user 
documentation;  assist  manage¬ 
ment  with  plan  proposals,  dead¬ 
lines,  &  expenditures  monitoring, 
sottware/hardware  operation 
evaluation,  review  &  assist  with 
vendor  contract  negotiations, 
coordinate  with  marketing  depart¬ 
ment  for  delivery  &  exporting 
schedules.  $42,000/yr.  MSCS  & 
1  year  exp.  in  job  offer  or  as 
Software  Engineer,  Systems 
Analyst  or  Programmer/Analyst. 
B.S.  &  2  yrs.  exp.  accepted  in  lieu 
of  M.S.  &  1  yr.  exp.  Background/ 
experience  must  include  specific 
technical  skills  as  noted  for  soft¬ 
ware  design  &  development. 
Submit  resume  to  the  Job  Sen/ice 
of  FL,  701  SW  27th  Ave..  RM  47, 
Miami,  FL  33135-3014.  Job 
Order  #FL-1 224702. 


Software  Development  Engineer: 
Provide  services  to  customers  in 
development  of  communication 
applications;  define  customer 
specifications  &  systems  require¬ 
ments  to  construct  &  implement 
software  packages;  design,  pro¬ 
gram  &  implement  software  in 
AS/400  environment  with 
CODE/400,  Extermin8,  DFU 
(Data  File  Utility),  RPG/400,  CL  & 
CASE  tools;  develop' databases 
for  maintaining  banking  & 
telecommunications  accounts 
worldwide  in  PS/2  environment; 
oversee  integration,  program¬ 
ming,  &  testing  of  new  software; 
fine-tune  mainframe  applications 
&  provide  needed  techncial  sup¬ 
port.  $46,000/yr.  40  hrs/wk.  M-F. 
U.’S.  or  foreign  equivalent  B.S.  in 
Computer  Engineering  or 
Electrical  Engineering  &  2  yrs. 
exp.  in  job  offer  or  as  Software 
Consultant,  Systems  Engineer,  or 
Systems  Analyst.  Experience/ 
background  should  include  use  of 
specific  noted  technical  skills. 
Submit  resume  to  the  GA  Dept,  of 
Labor,  2943  N,  Druid  Hills  Rd., 
Atlanta,  GA  30329-3909  or  the 
nearest  Dept,  of  Labor  Field 
Service  Oftice.  Job  Order 
#GA5843160. 


SYSTEMS  ANALYST  to  pro¬ 
vide  highly  specialized  soft¬ 
ware  development  and  consult¬ 
ing  services  to  analyze  require¬ 
ments,  design,  develop,  imple¬ 
ment  and  support  business 
information  systems  for  finan¬ 
cial  and  related  applications 
using  RDBMS,  GUI,  and 
Object  Oriented  technologies; 
develop  systems  in  client/serv¬ 
er  environment  using  Oracle, 
C,  C++,  UNIX,  DOS,  Windows. 
Imaging  and  Parallel 
Processing:  to  provide  client 
training  and  support.  Require 
US  or  foreign  equivalent  of  BS 
in  Computer  Science,  or  any 
field  of  Engineering  or  Science; 
At  least  two  years  of  experi¬ 
ence  in  prescribed  responsibili¬ 
ties  and  listed  skills;  Job 
requires  travel  within  the  US  to 
install  and  implement  systems; 
Salary:  $42,000  per  year;  40 
hr./week;  8:00  am  to  5:00  pm, 
M-F.  Submit  resume  to: 
Georgia  Department  of  Labor, 
Job  Order#  GA  5842375,  1535, 
Atkinson  Road,  Lawrenceville, 
GA  30243-5601  or  the  nearest 
Department  of  Labor  Field 
Service  Office. 


Systems  Analyst.  $45K/yr.  8am- 
5pm;  40hr/wk.  Position  available 
for  Systems  Analyst  for  analysis, 
dsgn,  dvlp,  maintenance,  qlty 
assurance,  unit  &  syst  level  test¬ 
ing,  implementation  &  documen¬ 
tation  on  PC  286/386,  DOS  & 
UNIX  BASE.  HP3000,  HP9000 
Systs  using  CASE  TOOLS  for 
analysis  &  dsgn.  Must  have 
Bach,  or  equivalent  in  Math, 
Acctg,  Comp  Sci,  Comp  Engg  or 
related  field.  Must  have  2  yrs 
exp  in  job  oft'd.  Req'd  2  yrs  exp 
should  include  wrking  on  PC 
286/386,  HP3000,  HP9000  systs 
using  CASE  TOOLS  for  DOS  & 
UNIX  BASE  for  analysis  &  dsgn. 
Job  opportunity  in  Atlanta,  GA. 
Applicant  should  send  resume 
to:  GA  DOL,  Job  Order  #  GA 
5841578,  2943  N.  Druid  Hills  Rd, 
Atlanta.  GA  30329-3909  or  the 
nearest  Dept  ot  Labor  Field 
Service  office  Must  have  prool 
of  legal  auth  to  work  permanent¬ 
ly  in  U  S  EEO/AA  Employer. 


East 


Conference 


Call 


1995 

CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 


Computerworld’s 

Corporate  Technical 
Recruiting  Conference 

Suburban  Denver,  Colorado 
June  11-14, 1995 

For  more  information,  call 
1-899-488-9204 


Clip  and  FAX  this  coupon  to  1-508-620-9430  or  call  1-800-488-9204  for  more  information. 

Please  place  my  name  on  your  mailing  list  so  I  II  receive  registration 
materials  and  information  throughout  the  year. 


Name. 

Title 


Company. 

Address 


City. 


Phone 

e-mail 


State 

Fax 


Zip  Code. 


CTRC 
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Computer  Careers 


Loss  Reserve  Analyst  for  NE 
Ohio  property  &  casualty  insur¬ 
ance  company  to  develop  PC 
financial  models  using  Paradox  & 
QuattroPro  to  analyze  adequacy 
of  loss  reserves:  maintain  & 
update  computerized  Loss 
Reserve  models  to  reflect  histori¬ 
cal  loss  &  premium  experience 
databases;,  update  &  modify  loss 
reserve  spreadsheets  &  pro¬ 
grams  to  reflect  current  point  in 
time  &  changes  in  actuarial  meth¬ 
ods;  test  calculation  integrity  of 
models;  design  &  prepare  analyt¬ 
ical  reports  on  changes  in 
loss/premium  experience;  con¬ 
dense  analytical  reports  for  man¬ 
agerial  use.  Applicants  will  qualify 
with  B  S.  in  Computer  Science  or 
Business  Administration  (must 
have  taken  at  least  one  course 
each  in  computer  systems, 
applied  computer  statistics,  quan¬ 
titative  methods  &  operations 
research).  Must  have  understand¬ 
ing  of  insurance  concepts,  be 
conversant  with  database  struc¬ 
ture,  model  design  &  program¬ 
ming  theory  and  be  able  to  use 
relational  database  programs,  in 
particular  Paradox,  to  solve  busi¬ 
ness  problems;  as  evidenced  by 
academic  letter(s)  of  reference  or 
employer  testimonial(s).  Must 
submit  copies  of  degree(s),  tran¬ 
scripts),  &  letter(s)  confirming 
skills.  40  hrs/wk,  8:00am-5:00pm; 
$34.390. 00/year.  Send  2  res¬ 
umes,  cover  letter(s)  &  copies  of 
degree(s),  transcript(s).  & 
letter(s)  confirming  skills  (no 
calls)  to  J.  Davies,  JOB  #223, 
Ohio  Bureau  of  Employment 
Services,  PO.  Box  1618, 
Columbus,  OH  43216. 


At  Oxford  Health  Plans 

Join  a  winning  team  and  be  part  of  one  of  the  fastest  growing  managed 
care  companies  in  the  country.  To  sustain  our  stellar  growth  and  maintain 
a  competitive  edge,  Oxford  Health  Plans  is  making  significant  investments 
in  new  technologies.  We  have  numerous  opportunities  for  talented 
Information  Systems  professionals  in  enterprise-wide  client  server 
computing,  document  imaging,  text  retrieval,  and  expert  systems. 

•  DEVELOPERS 

•  PROJECT  MANAGERS 

Much  of  our  development  work  is  in  an  Oracle/UNIX  environment  using 
various  front-end  development  and  design  tools.  We  are  interested  in 
people  who  get  excited  about  delivering  top  quality  software  and  seeing  it 
implemented.  If  you  have  proven  experience  in  GUI  development  and 
relational  database  technology,  if  you  want  to  continually  learn,  and  if 
you  would  like  to  apply  new  skills  in  one  of  the  most  rapidly  changing 
and  growing  sectors  or  the  U.S.  economy,  join  Oxford  Health  Plans. 

Contact  us  today  and  discover  just  how  quickly  you  can  make  your  mark. 
At  Oxford  Health  Plans,  creativity  is  encouraged,  results  are  rewarded,  and 
the  challenge  never  ends. 

Oxford  Health  Plans  offers  an  excellent  salary  and  benefits 

fiackage.  Please  send  your  resume  to  Oxford  Health  Plans, 
ob  Code  IS,  800  Connecticut  Avenue,  Norwalk,  CT  06854. 

An  equal  opportunity  employer  m/f/h/v. 


Oxford  Health  Plans 


: ll. 


HARDWARE/SOFTWARE  VENDORS 


Salaries  to  $100,000 

Chief  Technical  Officer  -  Lead  software  technical  planning  for  PC  Company. 

OS  Features  Mgr.  -  Will  plan  &  integrate  value  added  features  into 
supported  Operating  Systems. 

OS  Reliability,  Availability  Mgr.  •  Manage  group  directing  RAS  features 
for  PC  Operating  Systems. 

ASIC  Mgr.  •  Manage  ASIC  design  group  for  PC  manufacturer. 

PC  Tech.  Support  Mgr.  -  Manage  2nd  level  OS  support  for  PC  Company. 

Communication  Products  -  Help  develop/ select  communication 
products  for  laptop  products. 

QA  -  Multiple  positions  requiring  strong  hardware  or  software  QA  exp. 

Development  Programmers  Multiple  openings  with  clients  around  the 
country  developing  desktop  and  mainframe  software  products.  Typical 
skills  required  include  C,  C++.  Smalltalk.  PowerBuilder,  IBM  assembly. 


APPLICATION  DEVELOPMENT  POSITIONS 


Salaries  to  $75,000 

DBA  1  +  year  Oracle.  DB2,  IDMS,  ADABAS  or  SYBASE. 

System  Prog.  3+yrs  MVS.  DB2,  IMS,  VSE/VM  or  VTAM. 

P/A  -  Any  combination  of  CICS.  DB2,  IDMS.  ADABAS  or  Oracle. 
AS/400  P/A  •  RPG  or  Cobol.  SYNON  a  plus. 

EDP  Auditors  ■  Degree,  CISA  or  CPA  a  plus. 

Banking  Openings  for  P/A  &  Proj  Leaders. 

Life  Insurance  -  PC  or  Mainframe  exp.  P/A  and  Proj  Managers. 

Mfg.  Software  Engineer  -  Manufacturing  &  Oracle,  SQL  &  Windows. 

ROBERT  SHIELDS  &  ASSOCIATES 

PO  Box  890723  •  Houston,  TX  77289-0723 
713/488-7961  •  Fax  713/486-1496 
email:  ITJOBS@AOL.COM 


We  Are  New  River  Technology  Corporation! 

Our  firm  is  based  on  the  simple  premise  that  our  customers  and  Our 
Employees  should  be  able  to  satisfy  their  goals  and  objectives  through  and 
with  our  organization.  New  River  is  committed  to  being  a  virtual  corporation 
providing  our  clients  comprehensive  services  including:  Total  Svstems 
Integration.  Enterprise  Wide  Program  Management  and  Contract  Technical 
Services  to  name  a  few.  We  at  New  River  realize  that  to  meet  this  vision  we 
must  attract  and  retain  exceptional  industry  talent.  If  you  possess  excep¬ 
tional  talent  in  the  following  areas  we  would  like  to  talk-. 

•  AS400  CL/RPG400,  &  AS400  Systems  Administrator 

•  Object  onented  designers/programmers 

•  Oracle  or  SAP  project  managers  &  developers 

•  Standards  &  Methods  specialist  (client  server  environment  preferred) 

•  Oracle.  Sybase.  Informix  developers 

•  Telephony  and  Network  Engineers 

•  Project  &  Program  Managers 

•  DBAs  &  Technical  Architects 

•  HP3000  COBOL/Powerhouse 

Our  benefits  package  includes:  •  Comprehensive  Major  Medical 

•  Dental  •  Maternity  •  Prescnption  Drug  Cards 

•  $10  maximum  doctor  office  visits  (you  may  use  your  current  physician) 

•  Vacation/Sick  Time  and  we  are  in  the  process  of  adding  a  401  (K)  plan. 
It  Is  also  our  intention  of  becoming  a  100%  Employee  Owned 
Company  Within  The  Next  7  to  10  Years! 

If  you  would  like  to  consider  the  opportunities  at  New  River  please  call  (919) 
233-8845.  Fax  a  Resume  to  (919)  233-1340  or  mail  your  Resume  to 


New  River 


T  f  t  I  I  I  l  I  t  ? 


New  River  Technology  Corporation 
1215  Jones  Franklin  Road,  Suite  103 
Raleigh,  N.C.  27606 


heji 


UNITED  NATIONS 

HIGH  COMMISSIONER  FOR  REFUGEES 


_ _  INFORMATION  SYSTEMS  OFFICERS  - 

ANALYSTS/PROGRAMMERS 

Information  and  Communications  Systems  Services 

The  Information  and  Communications  Systems  Section  of  the  United  Nations’ 
High  Commissioner  for  Refugees  (UNHCR)  has  a  number  of  Geneva  based 
posts  for  experienced  candidates  to  work  on  a  variety  of  platforms  encom¬ 
passing  IBM  mainframe  (MVS)  and  PC/LAN  (Novell).  The  selected  candidates 
will  have  the  opportunity  to  develop  and  support  new  and  existing  applications 
of  an  administrative  nature  running  at  HQ  and  in  Field  Offices.  A  university 
degree  and  a  successful  participation  in  all  aspects  of  specification,  develop¬ 
ment  and  implementation  of  computer-based  systems  using  structured 
design/data  analysis  and  planning  methodology  for  a  minimum  of  4-6  years 
are  required  ('  For  Post  228046,  2-3  years).  Fluency  in  English  essential:  work¬ 
ing  knowledge  of  French  desirable. 

1.  Analyst-Programmer  (Post  228044)  -  Thorough  and  recent  knowledge 
of  Dun  &  Bradstreet  Millenium  environment  under  MVS/CICS  with 
emphasis  on  M:SDT.  M:VP.  GL:M,  as  well  as  PL/1  programming  and 
MVS/JCL.  Experience  with  Financial  type  of  applications  desirable. 

2.  Analyst-Programmer  (Post  228009)  -  In-depth  knowledge  of  MVS 
mainframe  environment  including,  PL/1,  TSO.  SPF.  VSAM.  Experience 
with  mainframe  databases,  preferably  Infodata's  Inquire/Text  to  work  on 
Procurement  and  Financial  applications. 

3.  Analyst-Programmer  (Post  228047)  -  Excellent  knowledge  of  PCs 
(MS/DOS)  and  LAN  development  tools  particularly  MAGIC  and  FoxPro 
with  Power  Tools.  Demonstrated  ability  in  wide-ranging  business  systems, 
including  Accounting,  Budget,  and  Human  Resources  applications. 

4.  Analyst-Programmer  (Post  228048)  -  Thorough  knowledge  of  MS 
Access  2.0,  FoxPro,  Visual  Basic  3.0,  Windows  API  and  SQL.  Applications 
cover  Finance,  MIS  systems  and  Communications  based  systems. 

5.  Associate  Analyst-Programmer  (’  Post  228046)  -  Technical  and 
operational  support  and  maintenance  of  EMail/EDI  facilities;  requires 
experience  with  Novell  Groupwise  (formerly  WP  Office),  covering 
installation,  administration,  maintenance,  support,  gateways,  DOS  and 
Windows  clients.  Programming  experience  in  Basic,  C  or  other  similar 
languages  using  structured  programming  techniques. 

UNHCR  offers  competitive  international  salaries,  benefits  and  allowances. 

APPLICATIONS:  Full  curriculum  vitae,  including  personal  biodata,  should  be 
sent  to  the  Chief.  RCMS  (REF.  GP),  UNHCR.  Case  Postale  2500. 1211  Geneva 
2  Depot,  Switzerland.  Fax  No.  (+41  22)  739-8475.  Applications  must  be 
received  by  1 2  May  1 995. 

UNHCR  encourages  qualified  women  to  apply.  Because  of  the  number  of 
applications  expected,  acknowledgements  will  only  be  sent  to  short-listed  can¬ 
didates  under  serious  consideration. 


Tanimura  &  Antle,  Inc.,  a  food  production  corporation 
based  in  Salinas,  California,  is  expanding  its  MIS  depart¬ 
ment,  and  is  accepting  resumes  for  this  position: 

Programmer/ Analyst 

Experience  is  required  in  the  AS/400  environment.  Must 
be  experienced  in  use  of  RPG/400.  Ability  to  communicate 
well  with  all  users  is  a  necessity.  Looking  for  that  person 
who  accepts  challenges,  performs  well  in  a  fast  paced 
department,  and  desires  to  be  in  a  growing  environment. 
Send  resume  in  confidence  to: 

Tanimura  &  Antle.  Inc. 

Attn:  MIS  Dept.  PO  Box  4070,  Salinas,  CA  93912 


MANAGEMENT  INFORMATION 
SYSTEMS  PROFESSIONALS 


GROWTH 

Wal-Mart,  the  nation's  leading  retailer  with  1994  sales  of  S83  billion,  currently  operates  over 
2.000  stores  in  the  U.S  and  international  trade  areas  Planned  growth  includes  the  addition 
of  over  150  new  stores  annually  and  protected  sales  of  SI 00  billion  by  the  year  1996 

OPPORTUNITY 

Due  to  our  continued  expansion  plans,  Wal-Mart  provides  tremendous  opportunity  for 
Information  Systems  professionals  seeking  stable  career  opportunities  in  a  high-energy, 
challenging  environment.  Practical  experience  in  retail,  manufacturing,  distribution  or 
replenishment  is  helpful. 

THE  NATURAL  STATE 

All  positions  are  centralized  in  Wal-Mart's  Corporate  Offices  located  in  Bentonville.  Arkansas 
near  the  beautiful  Ozark  Mountains.  Beaver  Lake,  and  the  University  of  Arkansas.  In  Northwest 
Arkansas  you  will  discover  a  lifestyle  that  combines  urban  amenities,  easy  commuting  and  one 
of  the  lowest  costs  of  living  in  the  nation.  It’s  a  wonderful  place  to  raise  a  family,  and  we  ought 
to  know:  Wal-Mart's  corporate  family  is  one  of  the  biggest  and  best  in  the  nation. 

We  are  seeking  Applications  Programmers/Analysts.  Systems  Programmers/Analysts  and 
Communications  Engineers  with  a  4-year  degree  or  equivalent  experience,  plus  a  minimum  of 
two  years  work  experience  in  one  of  the  following  areas: 


APPLICATIONS  DEVELOPMENT: 
DATABASE  ADMINISTRATOR: 

POINT  OF  SALE  DEVELOPERS: 

WORK  STATION  DEVELOPMENT: 

SYSTEMS  PROGRAMMERS: 

COMMUNICATIONS  ENGINEERS: 

IBM  MAINFRAME: 

DATA  ANALYSTS: 

SYSTEMS  ENGINEERS: 


Requires  Unix,  C  or  C++,  Informix  4GL/SQL 

DBA  experience  in  IMS.  DB2,  Informix  On-Line  or 
other  RDBMS  on  Unix  and  Teradata 

Requires  C,  Basic  and  PC  experience  -  Unix  and  4680 
experience  is  a  plus 

Requires  Dos/Windows.  C  or  C++.  Visual  Basic  - 
Client  Server  architecture  experience  preferred. 
Programming  skills  in  MBP  Cobol  and  Btrieve. 

Requires  Unix/OS,  Programming  in  C.  Shell  Script, 
and  Distributed  Networks  -  C++  and  X  Windows  or 
X.400  and  X.500  is  a  plus. 

Requires  TCP/IP.  Routers.  LAN  troubleshooting,  and 
Unix  experience  Multi-plexors,  T1/53  experience  is  a 
plus. 

Programming  skills  in  Cobol.  CICS.  IMS.  JCL,  and 
DB2-PC  Workstation  experience  and/or  Unix/C  is  a 
plus. 

Performs  conceptual  and  logical  data  analysis,  design 
and  modeling  using  I.E.  methodology 

Requires  experience  with  multiple  Novell  Servers 
operating  3.1  and  4.x  versions.  Experience  should 
include  Novell  NFS.  TCP/IP  and  IPX/SPX  experience 


WAL+MART 

An  Equal  Opportunity  Employer 


If  you  are  willing  to  relocate  to  beautiful  Northwest 
Arkansas  to  begin  a  dynamic  career  with  Wal-Mart, 
send  your  resume  with  salary  history  to: 

Wal-Mart  Home  Office 
Information  Systems  Division  Recruiting 
702  SW  8th  Street,  Bentonville,  AR  72716 
501-273-6879  FAX 


CONTRACTORS 


4  See  us  at  M Activity:  Booth  507  and  ObjectWorld:  Booth  318  4 


4  Information  Systems  4  11  4  Software  Engineering  4 

Call  Tammy  Harrison  H  Call  Mark  Newhall 

at  (617)  890-7007  ext.  3093  H  at  (617)  890-7007  ext.  3093 


♦  PowerBuilder,  Sybase 

♦  Visual  Basic,  Access 

4-  SQR,  Oracle  or  Sybase:  6  months 

♦  Lotus  Notes:  Install/Develop 
4-  AS/400  RPG 

4  cc:Mail  Architect 
4  Unix  Systems  Administrator 

♦  SAS,  MVS  or  VMS 

♦  Oracle,  SQL+,  SQL  Reportwriter 
4  Oracle  Financials 

4  IBM  M/F,  COBOL,  CICS,  DB-2 


OBJECT-ORIENTED 

Development 

Visual  C++,  MFC,  NT,  Win  32  API, 
and  C++,  Sybase  API. 

C++,  Internet  Browser. 
Borland  C++,  OWL. 

Visual  Basic,  Sybase. 
Windows  Architecture— Unix. 
Product  Port  to  OS/2  Warp  and  NT  3.5 

Project  Managers 

Product  Release  Engineering. 

0-0  Distributed  Systems 
Mutli-Platform  Compatability: 
(MS-Windows,  Unix.  OS/2,  NT.  MAC) 


Winter,  Wyman  ♦  Contract  Services 

Fax  (617)  890-4433 . . .  Internet:  Winter@world.std.com 
204  Second  Avenue,  Waltham,  MA  02154-1 1 26  • 
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Computer  Careers 


Which 
Side  Are 
You  On? 


Maybe  you  work  on  the  client/server  side  of  the  technology  business.  Or  perhaps  you  prefer 
to  work  with  mainframes.  You  may  even  be  looking  for  a  project  management  role.  What¬ 
ever  side  of  the  business  you're  on,  CTG  may  have  room  for  you.  With  more  than  65  offices 
in  North  America  and  Europe,  CTG  is  a  leading  provider  of  innovative  information  tech¬ 
nology  services.  Opportunities  may  currently  be  available  from  coast  to  coast  and  every¬ 
where  in  between.  Consider  these  openings  in  our  Mid-Atlantic  region: 


BALTIMORE:  PowerBuilder  •  COBOL  II  • 
DB2  •  IMS  DB/DC  •  Oracle  •  Visual  Basic 

•  OS2  •  CICS.  Contact:  William  Ely  at 
410-837-3700.  Fax:  410-837-6731. 

CHARLOTTE:  AS/400  RPG  •  ADABAS/ 
Natural  •  Visual  Basic  •  APS  •  COBOL, 
CICS,  DB2  or  IMS  •  Data  Modelers  • 
Smalltalk  •  Lotus  Notes  •  ADW/I EF/CASE 
TOOLS  •  Banking  Business  Analysts  • 
Oracle  •  Oracle  DBA.  Contact:  Tom 
Dailey  at  704-527-6730.  Fax:  704-527- 
1247. 

GREENVILLE:  IMS/DB2  •  CICS  •  Oracle 
SQL  Forms  •  IBM  Mainframe  •  AS/400  • 
PC  •  Client/Server.  Contact:  Chris 
Norman  at  800-851-6577.  Fax:  803-297- 
5389. 

LANCASTER/HARRISBURG:PowerBuilder 

•  Visual  Basic  •  IMS  DB/DC  •  Oracle  • 
CICS/DB2/CSP  •  Sybase  •  AS400/CO- 
BOL  •  Lotus  Notes  •  HP  3000/Image. 

Contact:  Manny  Hawkins  at  800-851- 
6577  Ext.  126.  Fax:  800-847-9862. 

PHILADELPHIA:  Visual  Basic  •  COBOLV 
Assembler  •  MSA  •  Novell  •  ADABAS/ 
Natural  •  COBOL,  CICS,  DB2  •  CICS  • 
IMS  •  Microfocus  COBOL  •  EZTRIEVE  • 
Clipper  •  Help  Desk  •  UNIX  Syst.  Admin. 
Contact:  Don  DeGraff  at  800-891  -7270. 
Fax:  610-891-7206. 


WASHINGTON,  D.C.:  Oracle  •  Sybase  • 
PowerBuilder  •  Visual  Basic  •  MS  Access 

•  UNIX  Syst.  Admin.  •  UNIX/AIX,  C,  RDBs 

•  DB2,  CICS.  Contact:  Kathy  Folsom 
at  800-851-6577  Ext.  134.  Fax:  800-847- 
9862. 

GREENSBORO:  WINSTON-SALEM:  DB2 

•  Visual  Basic  •  CICS  •  IMS  •  COBOL  II  • 
Sybase  •  AS/400,  RPG  •  CINCOM 
SUPRA*  MANTIS •  Easytrieve.  Contact: 
Chris  Granger  at  910-724-4441.  Fax: 
910-724-6411. 

RALEIGH:  C,  UNIX  •  COBOL,  CICS,  DB2  • 
AS/400  RPG  •  Visual  Basic  •  Visual  C++ 

•  Sybase,  PowerBuilder  •  Access  •  VAX, 
Fortran,  RDB,  VX  Works  •  Novell  Net¬ 
working  •  C++,  OOP  •  C,  DOS,  Windows 

•  HP3000,  Powerhouse.  Contact:  Kelly 
Klaus  at  1  -800-851-6577  Ext.  1 25.  Fax: 
800-847-9862. 

You've  heard  what  other  consulting  firms 
have  to  offer.  Now  hear  CTG's  side  of  the 
story.  We  offer  competitive  compensation 
and  a  cafeteria-style  benefits  plan  for  all  em¬ 
ployees.  For  immediate  consideration, 
please  send  your  resume  to  the  location 
nearest  you,  or  direct  your  response  to: 
CTG,  Regional  Sourcing  Center,  5540 
Centerview  Drive,  Suite  200,  Raleigh,  NC 
27606-3379.  Ph:  1-800-851-6577.  Fax:  1- 
800-783-9288. 


Midwest  Region  Ph:  800-214-2820  /  Fax:  800-214-2720 

Central  Region  Ph:  800-345-7782  /  Fax:  800-549-1636 

South  Region  Ph:  800-788-2 1 59  /  Fax:  800-345-5382 

West  Region  Ph:  800-345-7782  /  Fax:  800-549- 1 636 

Northeast  Region  Ph:  800-272-5852  /  Fax:  800-586-5274 

Equal  Opportunity  Employer 


ctg 


SYSTEMS  ANALYST  required. 
Develop  testscripts,  perform 
analysis  &  determine  application 
compatibility  on  DOS,  Windows 
&  OS/2  platforms  using  exper¬ 
tise  with  PCMCIA  &  ISA  card 
configurations,  Pentium  proces¬ 
sors,  MicroChannel  Architecture 
&  development  of  GUI’s  &  test 
cases  for  multimedia  systems. 
Validate  testing  of  network  com¬ 
munications  using  TCP/IP  & 
X.25  protocols,  High  speed  LAN 
Server  tools,  C/C++.  Develop 
algorithms  to  simulate  &  opti¬ 
mize  the  testing  procedures/sys¬ 
tem  response.  Masters  Degree 
or  its  Equivalent  required  in 
Computer  Intensive  Curriculum, 
plus  6  months  experience  in  job 
duties  described  above. 
University  level  project  experi¬ 
ence  may  be  used  to  satisfy  the 
experience  requirements.  Must 
have  proof  of  legal  authority  to 
work  in  the  U.S.  Salary  - 
$33, 000. 00/year  for  a  40  hour 
work  week.  Send  resume  (must 
include  social  security  number) 
to  Job  Service,  700  Wade 
Avenue,  PO.  Box  27227, 
Raleigh,  NC  2761 1 .  Refer  to  J.O. 
Number  NC7246577,  DOT  code 
030.167-014. 


CONSULTANTS 
SHOULD  CONSULT, 


» 


rmr 


TT7TT 


/  CONTRACTS  \ 

/  Please  send  resume  &  call\ 

Mimi  Simon  Assoc.  \ 

90  West  SL  Suite  1105.  NYC  100061 

(212)406-1705 
FAX  (212)406-1768 


CONSULTANTS 

URGENTLY  REQUIRED 

Lots  of  short  i  longterm  op¬ 
portunities  just  waiting  to  be  filledl 
You  need  solid  NATURAL/ 
ADABAS  exp. -CONSTRUCT 
a  plus  Are  you  mobile  and  look¬ 
ing  for  'greener  pastures'?  Send 
resume  to:  CPI  WortdGroup, 
2185  N.  California  Blvd,  Suit* 
2S5,  Walnut  Creek,  CA  94596. 
Or  fax  to  (510)  472-4904. 

M. 


Computerworld’s 

Corporate 

Technical 

Recruiting 

Conference 


June  1 1-14,1995 

suburban  Denver, 
Colorado 


MW 


CORPORATE 

TECHNICAL 

RECRUITING 


....ormation, 
call 


conference!  1-800-488-9204 

“Plllli 


Computerworld/Corptech  Career  Index 


Projected  percent  change  in  number  of  employees  over  next  twelve  months 
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Now  you  have  a 
way  to  recruit  unh 
and  college  studei 
planning  compute 
careers: 


r 


Computerworld's  eighth  annual 
Campus  Recruitment  Edition 


I  If  you  recruit  top  computer  students  on  America's  campuses,  your  message  in  this  special  issue  will 
|  target  more  of  them  than  any  other  newspaper  or  magazine! 

Now  you  can  recruit  computer  talent  on  campus  without  leaving  your  office! 

I  That's  because  100,000  copies  of  this  special  issue  will  be  distributed  to  America's  best  and  brightest  students 
enrolled  in  Information  Systems,  Computer  Science,  Computer  Engineering,  Electrical  Engineering,  and  just 
about  any  other  computer-related  curricula. 

Computerworld's  Campus  Edition  works! 

I  Just  ask  John  Nyhan,  Director  of  Recruiting  at  CSC  Consulting  who  said:  "I  have  found  over  the  years  that 
Computerworld's  Campus  Edition  has  been  THE  vehicle  in  getting  our  name  and  our  company  exposed  to  a 
substantial  number  of  Information  Systems  students  across  the  country.  I  feel  it  is  a  magazine  that  is  widely 
read  by  the  college  student  and  our  advertising  in  it  has  been  successful  in  getting  people  to  know  who  we 
are  before  we  come  on  campus." 

Finally  you  can  cost-effectively  reach  the  quality  and  quantity  of  students  you  need! 

ement  in  Computerworld's  Campus  Recruitment  Edition!  For  a  rate 
ition,  call  John  Corrigan  at  800/343-6474  (in  MA,  508/879-0700). 

15,  1995. 


Issue  Date:  October  31,  1995 
Close j  September  15,  1995 


Advertise  in  Computerworld's 
Campus  Edition  today. 


1 800  343-6474 

in  MA  508  879-0700 


“From  some  600  responses  generated 
by  a  recent  Computerworld 
recruitment  advertisement,  we’ve 
already  hired  about  50  professionals 
who  were  direct  replies  --  and  we’re 


still  hiring  from  that 
advertisement.” 

Having  just  celebrated  its  25th  anniversary 
and  exceeding  $10.6  billion  in  revenue, 
MCI  is  not  only  the  nation's  second  largest 
long-distance  provider,  but  also  the  world's 
fifth  largest  carrier  of  international  traffic. 
Because  the  Systems  Engineering  Division 
plays  a  strategic  role  in  shaping  MCl’s  tech¬ 
nological  future,  Recruiting  Manager  Jason 
Whitehair  relies  heavily  on  Computerworld 
to  help  recruit  leading-edge  professionals. 

“Dedicated  to  delivering  premier  customer 
service  and  the  highest  quality  products, 
Systems  Engineering  provides  systems  and 
software  development  and  support  to  all  of 
MCl’s  domestic  and  international  voice  and 
data  businesses.  Everything  from  message 
processing  and  commercial  billing  ...  to  net¬ 
work  management  and  control  ...  to  MCI 
Mail ...  and  more.  Take  our  Friends  &  Family 
program,  for  example.  Our  software  appli¬ 
cations  are  what  keep  track  of  millions  of 
'calling  circles’  and  generate  customized 
bills. 

“Not  limited  to  any  one  platform,  we  utilize 
the  platform  best  suited  to  deliver  each  cus¬ 
tomer  service.  So  I’m  always  looking  to  re¬ 
cruit  systems  engineers  with  at  least  five  to 
seven  years  of  experience  in  a  wide  range 
of  technical  environments.  Because  Comput¬ 
erworld  is  one  of  the  best  trade  publications 
for  staying  on  technology’s  leading  edge, 
its  readers  are  the  professionals  we’re  gen¬ 
erally  looking  to  recruit.  When  it  comes  to 
recruitment  advertising,  Computerworld  de¬ 
livers  a  much  higher  ratio  of  qualified  candi¬ 
dates  than  daily  newspapers  or  nontechni¬ 
cal  publications. 

“The  vast  majority  of  resumes  generated  by 
our  Computerworld  recruitment  advertise- 


JasonK.  Whitehair 

Recruiting  Manager/Systems  Engineering 
MCI  Telecommunications  Corporation 

ments  are  from  very  high  calibre  candi¬ 
dates.  We’re  typically  able  to  use  350  out 
of  every  400  resumes  we  receive  --  and 
that's  a  hit  rate  of  nearly  90%.  in  fact,  from 
some  600  responses  generated  by  a  recent 
Computerworld  recruitment  advertisement, 
we’ve  already  hired  about  50  professionals 
who  were  direct  replies  --  and  we’re  still  hir¬ 
ing  from  that  advertisement.  For  a  single  ad¬ 
vertising  investment,  we’ve  more  than  got¬ 
ten  our  money’s  worth. 

“After  Systems  Engineering  moved  from 
Washington,  D.C.  to  Colorado  Springs  back 
in  1991,  our  Computerworld  recruitment  ad¬ 
vertising  has  been  instrumental  in  helping  us 
hire  more  engineers  than  usual  --  and  nire 
them  fast.  Ana,  since  I’m  still  seeing  activity 
as  a  result  of  a  recruitment  advertisement 
we  ran  five  months  ago,  I  know  we  get  sus¬ 
tainable  impact  with  Computerworld. 

“As  MCI  continues  to  expand  into  the  long 
distance  market  including  data  transmission, 
800  service,  international  calling,  and  Per¬ 
sonal  Communications  Services  (PCS),  we’ll 
continue  to  rely  on  Computerworld  recruit¬ 
ment  advertising  to  attract  the  hard-to-find, 
highly  qualified  technical  people  our  global 
business  demands." 

Computerworld.  We’re  helpina  Information 
Systems  employers  and  qualified  Informa¬ 
tion  Systems  professionals  get  together  ev¬ 
ery  week.  Just  ask  MCl's  Jason  Whitehair. 

To  put  Computerworld  to  work  for  your  hir¬ 
ing  effort,  call  John  Corrigan,  Vice  Presi¬ 
dent,  at  1-800-343-6474.  And  place  your 
hiring  message  where  the  qualified  candi¬ 
dates  look.  Every  week. 

COMPUTERWORLD 


Where  the  qualified  candidates  look.  Every  week. 


Computerworltfs 
Corporate  Technical 
Recruiting 
Conference! 

2995I  June  11-14, 1995 

CORPORATE  The  Inverness 
TECHNICAL  Conference  Center 

recruiting  &  Resort 

C0MEEREN1E  suburban  Denver, 

* — Colorado 


Conference  Description 


Want  to  achieve  your  peak  performance  in  Corporate 
Technical  Recruiting?  Get  the  best  view  in  Colorado  at 
Computerworld's  fourth  annual  Corporate  Technical 
Recruiting  Conference.  At  this  major  event  attracting  hun¬ 
dreds  of  your  peers,  you'll  discuss  the  challenges,  issues 
and  successes  of  technical  recruiters  from  across  the  nation. 
Specially  designed  workshops,  interactive  discussions, 
breakout  sessions,  networking  events  and  exhibits  of  prod¬ 
ucts  specifically  designed  to  increase  your  efficiency  are 
the  hallmarks  of  this  proven  event.  You'll  benefit  from  a  full 
schedule  of  topics  addressing  contemporary  recruiting 
issues. 

And  you'll  leave  with  valuable  knowl¬ 
edge  and  documentation.  Your  atten¬ 
dance  at  the  1995  Corporate 
Technical  Recruiting  Conference  enti¬ 
tles  you  to  your  personal  copy  of  the 
complete  1995  Corporate 
Technical  Recruiting 
Conference  Proceedings,  a  pro¬ 
fessionally  published  volume  con¬ 
taining  papers  presented  at  the  con¬ 
ference.  This  special  book,  a  $49  value  when 
purchased  alone,  is  provided  to  each  attendee  as  a  part  of 
their  conference  registration  and  will  become  your  own  refer¬ 
ence  tool  into  the  future.  (To  order  your  copy  of  the  compre¬ 
hensive  1994  Conference  Proceedings  for  $49  plus  $3.50  for 
shipping  and  handling,  call  the  conference  hotline  at  1-800- 
488-9204.) 


w< 


ORLDWIDE 

I  CONFERENCE  ON 

NFORMATION 


Systems 

Education^ 

EDSIG 


1995 


There's  more.  You'll  not  only  network 
with  your  peers,  you'll  also  compare  valu¬ 
able  notes  with  the  very  Information 
Systems  educators  who  are  preparing 
your  future  recruits  for  employment. 

Because  top  Information  Systems  educa¬ 
tors  from  campuses  nationwide  will  be 
simultaneously  attending  the  second 
annual  Worldwide  Conference  on 
Information  Systems  Education,  you'll  be  able  to  attend  spe¬ 
cial  joint  sessions  that  are  specifically  designed  to  build  imme¬ 
diate,  productive  cooperation  between  industry  and  academia. 

All  of  this  takes  place  in  June  at  the  scenic  Inverness 
Conference  Center  and  Resort  in  Englewood,  Colorado,  a 
site  specifically  designed  for  this  size  and  type  of  confer¬ 
ence,  complete  with  state-of-the-art  media  capabilities,  a 
reputation  for  dining  excellence  and  a  wide  array  of  recre¬ 
ational  facilities. 


Keynote  Speakers 


ANN  McGEE-COOPER 

President,  AMCA,  Inc. 

Using  Your  Mind’s  Potential 
to  Reach  Your  Peak  Performance 


'' 


Ann  McGee-Cooper,  Ed.D.,  is  an  author,  lecturer,  business  consul¬ 
tant,  creativity  expert,  and  widely-recognized  leader  in  the  emerg¬ 
ing  field  of  brain  engineering.  Ann  coaches  individuals  and  corpora¬ 
tions  to  significantly  expand  their  potential,  prepares  them  for 
change,  and  conditions  them  for  innovative  breakthroughs.  Her  pre¬ 
sentations  are  an  extremely  valuable  resource  for  personal  growth 
and  corporate  competitiveness. 


FRANK  J.  CUT1TTA _ 

President, 

International  Marketing  Services 
International  Data  Group 

Intercultural  Aspects  of 
Global  IT.  Marketing  and  Advertising 

Frank  Cutitta  has  served  as  President  of  IDG’s  International  Marketing 
Services  division  for  over  ten  years.  Mr.  Cutitta  is  responsible  for  the 
flow  of  international  advertising  into  more  than  220  information  tech¬ 
nology  newspapers  and  magazines  published  by  IDG  in-  over  70  coun¬ 
tries  and  has  a  keen  understanding  of  the  issues  related  to  multicul¬ 
tural  messages  and  environments. 


New 
Session 
for  1995! 


John  Corrigan 

VP  8  General 

Manager 

Computerworld  s 

Professional 

Development 

Division 

and  others . . . 


Harry  J.  Joe, 
Esq. 

Jenkens  8  Gilchrist 


David  Petrie 
Product  Support 
Manager 
INFONET 
Service  Corp 

and  others , . . 


Tracks  &  Speakers 


TRACK  1: 

Survey  Course 
on  Recruiting  Basics 

What  should  I  know  to  be  an  effective  recruiter?  What 
resources  are  available  to  me?  This  session,  led  by  a  peer 
who  is  experienced  with  diverse  resources,  will  provide 
newer  entrants  to  the  recruiting  profession  with  an  essen¬ 
tial  overview  of  the  basic  elements. 


TRACK  2: 

Career  Options 


for  Recruiting  Professionals 

How  can  you,  the  technical  recruiter,  develop  profession¬ 
ally?  In  this  session,  you'll  gain  insight  from  a  seasoned 
practitioner  and  HR  expert  on  how  you  can  grow  and 
advance  yourself  in  the  recruiting  and  HR  field. 

TRACK  3: 

Why  Can't  I  Find  the  Skills  I 
Need  When  I  Need  Them? 

Advances  in  technology  have  a  direct  relationship  with  the 
amount  of  talent  available  to  you.  The  newer  the  technolo¬ 
gy,  the  fewer  the  experts  available.  In  this  session,  learn 
about  this  timeless  topic  and  how  to  assign  realistic  expec¬ 
tations  to  your  recruiting  efforts  and  resources. 

TRACK  4: 

Candidate  Selection _ 

Are  you  using  research-proven  methods  and  skills  to 
enhance  your  interview  and  performance  appraisal 
process?  How  can  you  apply  behavioral  interviewing 
techniques  immediately?  In  this  session,  you'll  learn 
about  the  'science  behind  the  hiring  process"  from  one 
of  the  field's  leading  experts. 

TRACK  5: 

Sourcing  Techniques _ _ 

What  are  the  latest  developments  in  sourcing  techniques 
such  as  networking,  joining  technical  associations,  using 
online  Job  and  resume  databases,  advertising,  open 
houses,  job  opportunity  hotlines,  employee  referral  pro¬ 
grams  and  more?  This  peer  to  peer  session  will  focus  on 
what's  working,  why  it  is  and  how  to  use  the  best 
sources  to  your  best  advantage. 

TRACK  6: 

Corporate  Hiring  Issues 


What  does  the  hiring  future  hold  with  'the  virtual' 
office?  What  is  the  most  contemporary  update  on  immi¬ 
gration  law?  What  do  you  need  to  know  about  the 
Americans  with  Disabilities  Act?  This  track  will  offer  the 
latest  information  to  keep  you  current  in  your  dally 
efforts. 


For  rates,  information 
or  to  register,  call 

1-800-488-9204 


Moderated 

Session 


TRACK  7: 

Educator/Recruiter  Summit 

What's  the  contemporary  view  of  I.S.  education,  especially  as 
it  relates  to  how  recruiters  must  rely  on  the  the  I.S.  talent  sup¬ 
ply  that  emerges  every  year  from  America’s  campuses?  This 
summit  with  I.S.  educators  who  will  simultaneously  be  attend¬ 
ing  the  Worldwide  Conference  on  Information  Systems 
Education  (WISE)  will  focus  with  your  discussions  on  how  to 
maximize  your  college  relations  and  cooperative  education 
efforts. 


Additional  events: 


Case  Study 
Presenter' 

John  Corrigan 

VP  8  General 

Manager 

Computerworld  s 

Professional 

Development 

Division 


User 

Presentations 

from: 

Large,  Medium 
8  Small 
Organizations 


The  Recruitment  Challenge 

This  highly  interactive  and  fun  half-day  session  will  allow  all 
educators  and  recruiters  to  participate  in  a  real-world,  team¬ 
building  solution  of  a  recruitment  case  study.  Since  this  special 
session  will  occur  on  the  last  morning  of  the  conference, 
aspects  of  previous  sessions  will  be  considered  and  applied  in 
the  case  study.  You  won’t  want  to  miss  this  session,  because  an 
individual  on  the  winning  team  will  win  a  notebook  computer 
compliments  of  Computerworld! 

I.S^Recruiter  Training 

In  this  special  one-day  class  held  on  Monday, 

June  12  and  repeated  on  Tuesday,  June  13, 

Susan  Hodges,  President  of  Semco,  will  cover  the 
fundamentals  of  I.S.  recruiting.  Advance  registration  for  this  spe¬ 
cial  class  is  required  on  a  first-come,  first-served  basis  and  is  lim¬ 
ited  to  20  conference  registrants  on  Monday  and  another  20 
registrants  on  Tuesday.  (The  cost  of  this  one-day  course  is 
included  in  the  conference  registration  fee.) 

Applicant  TrackingSystems 

How  can  your  recruiting  efforts  maximize  the  use  of  technol¬ 
ogy?  Applicant  Tracking  Systems  offer  numerous  benefits, 
not  the  least  of  which  is  the  opportunity  to  re-engineer 
your  workflow  to  maximize  your  sources.  In  this  session, 
you'll  get  hands  on  advice  on  how  to  use  these  systems 
and  you'll  learn  about  techniques  that  best  apply  to  the 
size  of  your  organization. 

Town  Hall  Forum 


This  popular,  moderated  session,  gives  you  an  opportunity  to 
present  your  specific  recruiting  issues  and  to  learn  of  solu¬ 
tions  by  networking  directly  with  your  peers.  Don’t  miss  this 
very  special  session! 


“This  is  the  best 
recruiting  function  available. 

I  dare  you  to  get  better!” 

David  Lynn,  Assistant  Director 
Ernst  &  Young 

■HHiHST 

<  .  V-i-1  ,-V-1  1  •  -  -3 

‘I  was  so  pleased  with  this  conference.  It  was  we>i  >  ' 

nicely  balanced  and  excellently  tr^'  _ 

presented.  Topics  were  relevant,  timely 
and  critical  to  our  success  and  our 
development.  I  have  so  much  I  can  take 
home  and  apply  now!” 

Sue  North.  Planning  Consultant 
Tile  Prudential  AARP  Operations 


but  suie 


Companies  ease  into  32-bit  upgrades,  spread  out  costs 


BY  CHERYL  GERBER 


Big  winners 

The  high  cost  of  moving  to  a  32-bit 
operating  system  on  the  desktop  will 
be  a  boon  to  vendors.  Demand  for 
Windows  95  training  in  the  U.S.  will 
create  more  than  $130  million  in  vendor 
revenue  this  year,  growing  to  almost 
$800  million  by  1998,  according  to 
International  Data  Corp. 


What  managers  dread  the  most  about 
upgrading  to  a  32-bit  desktop  operating 
system  is  the  cost  and  time  of  training. 
By  comparison,  hardware  and  software 
upgrades  are  manageable. 

GrinneO  Mutual  Reinsurance  Co.  plans 
to  install  Microsoft  Corp.’s  Windows  95 
on  all  of  its  desktops  when  it  is  released 
late  this  summer.  And  training  will 
represent  the  highest  cost  of  the  up¬ 
grade. 

“Some  people  are  still  on  terminals  or 
DOS,  and  Windows  95  will  look  complete¬ 
ly  different  to  them,”  says  Gordon  Bosse, 
operating  and  network  systems  archi¬ 
tect  at  the  Grinnell,  Iowa,  company. 
“Time  is  money.  The  training  will  be  the 
cost  of  time  taken  away  from  day-to-day 
operations.” 

Trainingcosts  can  be  the  most  difficult 
expense  to  predict  and,  therefore,  bud¬ 
get  accurately.  “It’s  the  cost  of  the  un¬ 
known,  the  learning  cost,  that  will  cause 
your  help  desk  manager’s  call  frequency 
to  rise.  It’s  the  cost  of  newness,  the  cost 
of  change,”  says  Jonathan  Eunice,  re¬ 
search  director  at  Illuminata,  a  technol¬ 
ogy  assessment  company  in  Hollis,  N.H. 

High  price  to  pay 

Even  predictable  trainingcosts  seem  ex¬ 
orbitant  to  many  information  systems 
managers.  “We’ll  have  to  retrain  our 
staff  on  Windows  95.  That’ll  cost  maybe 
$500  per  user  times  75  users.  It’ll  be  enor¬ 
mous,  and  that’s  not  even  the  cost  of  the 
software  upgrade,”  says  an  assistant  IS 
director  at  a  company  in  Guilderland, 
N.Y.,  who  requested  anonymity.  “It’s  the 


cost  that’s  scaring  us  away.  That’s  why 
we’ll  hesitate  to  upgrade  right  away.” 

A  recent  study  on  training  and  educa¬ 
tion  from  International  Data  Corp.  in 
Framingham,  Mass.,  predicts  that  Win¬ 
dows  95  migration  will  cost  users  more 
than  $400  million  by  the  end  of  next  year. 
The  study  also  says  that  the 
increased  complexity  of  32- 
bit  desktop  software  will  put 
a  strain  on  corporate  and 
third-party  help  desks. 

To  control  the  cost  of  soft¬ 
ware  upgrades,  Grinnell  wall 
use  Microsoft’s  Open  Licens¬ 
ing  Pack,  which  provides  up¬ 
grades  on  all  existing  li¬ 
censes  for  two  years.  “It’s  a 
cheaper  way  to  put  a  lot  of  li¬ 
censes  in  place,”  says  Fran- 
cine  Graves,  Grinnell’s  group 
manager  of  office  systems. 

Some  companies  have 
managed  the  cost  of  hard¬ 
ware  upgrades  by  planning 
ahead  to  spread  out  the  vari¬ 
ous  costs.  For  example,  Ma- 
nesh  Patel,  IS  manager  at 
Elantec,  Inc.,  purchased  90- 
MHz  Pentium-based  PCs  with 
16M  bytes  of  RAM  and  17-in. 
monitors  as  the  standard 
hardware  configuration  for 
the  near-future  desktop. 

“We  waited  just  a  little 
while  to  make  it  cost-effec¬ 
tive,  and  then  we  upgraded,” 

Patel  says.  “When  the  prices 
on  17-in.  monitors  came  down 


a  year  ago,  we  bought 
them  with  the  expec¬ 
tation  that  users 
would  need  the  larg¬ 
er  monitors  for  multi¬ 
tasking  on  the  desk¬ 
top.” 

Elantec,  a  semi-  _ 

conductor  manufac¬ 
turer  in  Milpitas,  Calif.,  spent  a  little  ex¬ 
tra  initially  to  prevent  its  IS  shop  from 
absorbingthe  upgrade  costs  all  at  once. 

Down  the  road 

Because  Patel  has  nearly  completed  his 
hardware  upgrades,  those  costs  will  be 
minimal  later  on.  The  larger  costs  will  be 
training  and  software  upgrades  from  16- 


COST  SNAPSHOT 

COMPANY:  GTX  Corp.,  a  computer-aided  design  desktop  developer  in  Phoenix 
with  approximately  $5  million  In  1994  revenue. 

UPGRADE:  Purchased  a  90-MHz  Pentium  machine  with  64M  bytes  of  RAM 
and  one  with  32M  bytes  of  RAM;  upgraded  an  existing  machine  to  32M 
bytes  of  RAM. 

COSTS:  $22,500  for  hardware,  $4,000  for  software. 

“It's  inevitable  that  you  are  always  going  to  have  to  upgrade  hardware  and 
software,  but  it  has  accelerated  greatly  -  to  twice  what  we  would  normally 
spend.  This  has  hit  us  with  $26,000  bills  that  we  aren't  used  to,  and  that’s 
definitely  a  disadvantage,”  says  Nick  Napp,  marketing  manager. 

COMPANY:  Elantec,  Inc.,  a  semiconductor  manufacturer  in  Milpitas,  Calif. 

UPGRADE:  Ten  486-based  33-MHz  machines  with  8M  bytes  of  RAM  to  66- 
or  100-MHz  machines  with  16M  bytes  of  RAM.  This  represents  10%  of  the 
entire  upgrade. 

COSTS:  $200  per  user  for  a  processor  upgrade  of  33  to  66  MHz,  $300  per 
user  for  a  RAM  upgrade  from  8M  to  16M  bytes.  As  a  result,  hardware 
upgrades  cost  about  $500  per  user. 


“We’ll  upgrade  the  operating  system  to  32-bit  now  but  run  existing  16-bit 
applications  with  it  for  a  while.  If  we  don’t  see  a  real  advantage  in  speed 
and  functionality  over  the  current  system,  then  we’ll  hold  off  upgrading  for 
a  while  and  review  the  whole  thing  again,”  says  Manesh  Patel,  IS  manager. 


bit  Windows  applica¬ 
tions  to  32-bit  Win¬ 
dows  applications, 
he  says.  Elantec  will 
not  upgrade  its  Of¬ 
fice  application  until 
Microsoft  releases  a 

_  32-bit  version,  he 

says. 

“We’ll  spread  the  cost  of  the  applica¬ 
tions  upgrade  out  over  time  by  not  up¬ 
grading  all  of  them  right  away.  We’ll  up¬ 
grade  the  operating  system  to  32-bit  now 
but  run  existing  16-bit  applications  with 
it  for  a  while,”  Patel  says.  “If  we  don’t  see 
a  real  advantage  in  speed  and  function¬ 
ality  over  the  current  system,  then  we’ll 
hold  off  upgrading  for  a  while  and  review 
the  whole  thing  again.” 

Even  those  in  the  computer 
industry  who  can  rely  on  their 
technical  staffs  say  the  cost  of 
training  along  with  software 
and  hardware  upgrades 
seems  high. 

“Our  technical  staff  can 
teach  themselves.  But  typical 
users  of  standard  software 
will  need  extensive  training 
on  Windows  95,  which  will 
cost  more  than  the  hardware 
upgrade,”  says  Nick  Napp, 
marketing  manager  at  GTX 
Corp. ,  a  software  developer  in 
Phoenix.  “If  we  had  to  pay  for 
training  as  well  as  hardware 
and  software  upgrades,  it 
would  be  extremely  difficult 
to  make  a  business  case  for 
such  a  prohibitive  cost.” 

Perhaps  that’s  why  even 
tried-and-true  Microsoft 

shops  such  as  Elantec  are 
taking  a  cautious,  show-me- 
first  approach  to  the  32-bit 
desktop  upgrade  —  even  if  it 
is  Microsoft’s.  ■ 


Gerber  is  a  freelance  writer  in 
Kingston,  N.Y. 


File  Management  --HSM 


Remote  Access  Control 


FiuWizard’  with  Windows'"  front  end  and  HSM 
_A  Save  up  to  70%  of  your  space  management  time. 

A  Schedule  actions  to  be  run  automatically  or  manually. 
A  Forecast  future  space  needs  and  plan  your  attack. 

To  be  a  genius  or  just  look  like  one 

call:  1-800-333-8698 

FAX:  (602)  545-0008 

Knozall  Systems,  375  E.  Elliot  Rd,  #10,  Chandler,  AZ  85225 
A  Division  of  Tangram  Enterprise  Solutions,  Inc. 
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mu  Villi  100T 
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^  »flM  I  RAnn  EL 

W'/WSH'T  WORK... 
A  /THERE'S  ALWATS 


$  MTS  THE  IPS-110 


•  Remote  power  cycle  1  to  1,024  devices  from  single  line 

•  User  ID/Password  Security,  with  device  database 

•  User  programmable  power  sequencing 

•  Dial-Back:  individual  power  loss,  temp,  UPS  on  battery 

•  VT100  Emulation, 2400  Baud  built  in  modem 

•  Internal  battery  backup 

•  Current  verification  on  each  device 

•  30  Day  Money  Back  Guarantee,  One  Year  Warranty 


LodeStar 
Technologies  Inc. 


New  Products  -  Software  -  Hardware 


Computer  Presentations 


Three  for  the  show. 


An 


BEST 

SELLER 


Affordable  color!  Our  most  popular  product  just  got  even 
better.  Better  wall-sized  true-color  projection  at  the  same 
unbeatable  price.  The  BOXLIGHT  ColorShow  1200  is  our 
best  seller  for  a  good  reason  -  value! 

BOXLIGHT  1200.  $2,299 

♦  24,389  vibrant  colors 

♦  Universal  PC  and  Mac  compatibility 

♦  Compact,  portable  design 

♦  FREE  remote  control  and  cables 

♦  Brightest  color  at  any  price 

♦  Now  with  faster  mouse  response! 


COLORSHOW  2000.  $3,999 

The  ONLY  “all-in-one”  LCD  data  projector  priced 
under  $4,000  is  now  available  exclusively  from 
BOXLIGHT!  The  sleek,  compact  design  offers  unobtrusive 
operation  in  the  boardroom  and  folds  for  ultimate  portability. 
The  bright  STN  technology  delivers  rich  brilliant  color  from 
your  PC  or  Mac.  If  the  convenience  and  performance  of  an 
integrated  projector  is  right  for  you,  the  ColorShow  2000 
is  unbeatable. 


Inc. 


500 


Company 


INTRO 

PRICE 


♦  Sleek,  compact  and  stylish  design 

♦  Compatible  with  PC  or  Mac 

♦  Less  than  20  lbs.  travel  weight 

♦  Includes  free  remote  control 

♦  Optional  Computer  Control  Wand 


Active-matrix  Color  at  a  passive  matrix  price!  TFT  24-bit 
processing  for  photo-realistic  color  in  an  under  $3,000  panel! 
Fast-changing  meetings  require  the  speed  of  active-matrix 
technology.  BOXLIGHT’s  best-selling  ProColor  is  the  choice  of 
hundreds  of  our  Fortune  1000,  Government  and  Higher 
Education  customers,  like  YOU! 

PROCOLOR  1300.  $2,999 

♦  16.8  million  color  palette 

♦  Lightweight,  reliable  and  rugged  design 

♦  PC/Mac  compatible  upgradeable  to  video 

♦  Multimedia  model  1500  only  $3,799! 


-1= 


BOXLIGHT:  Your  direct  source 
for  all  the  bright  answers. 

♦  More  than  50  models  in  stock 

♦  Instant  availability 

♦  Overnight  shipping 

♦  30-day  guarantee  and  extended  warranties 

♦  Expert  technical  support 


No  one  else  offers  the  one-stop  shopping... the  selection... 
the  value.. .the  immediate  delivery... 
and  the  knowledgeable  service  and  support  you  get  from 
the  projection  panel  experts. 

The  Inc.  500  logo  is  a  registered  trademark  of  Goldhirsh  Group,  Inc. 

Call  today  1-800-762-5757 


■ 

BOXLIGHT 

■ 

■ 

CORPORATION 

17771  Fjord  Dr.  N.E.,  Poulsbo,  WA  98370  •  206/779-7901 
Payment:  VISA,  MasterCard,  American  Express.  COD  and 
Purchase  Orders  (some  restrictions).  Leasing  and  rental 
options  available.  30-Day  Money-Back  Guarantee. 

Government  Sales  1-800497-4009 
Reseller  Sales  1-800-736-6956 


Networking  Hardware 


Connectivity  Software 


MasterConsole  eliminates  keyboard  and 
monilor  clutter! 


FREE! 


Managing  multiple  servers? 

MasterConsole  can  give  you  rock 
solid,  reliable  control  of  2  to  64  PCs 

m  0/y  from  a  single  keyboard,  monitor 
and  mouse.  So  give  yourself  some 
breathing  room.  Call  today  for  our 
free  information  kit. 


Call 

\  800-RCI-8090, 
V  Ext.52, 
y  today  for  our 
information  kit! 


r  a»  m 

i  ik 

|  \NutcrComolc  | 

i 

r~ -  i 

MasterConsole* 

Raritan  Computer,  Ine. 

10-1  llene  Court.  Belle  Mead.  NJ  08502 
FAX  (908)  874-5274 


a 


BW- Connect  NFS 
for  DOS  &  Windows 


Get  a  FREE  upgrade  to  Windows  95 
version^  plus  WWW  &  Gopher  servers. 


/Full  E-mail  support  for  MIME 
attachments  and  the  MAPI 
interface. 

/  Fully  supports  DHCP  client 
and  B00TP  client  and  server 
for  easy,  centralized  TCP/IP 
administration. 

/  $349  per  user!  (Substantial 
quantity  discounts  available). 

/Factory  Direct! 

/TREE  evaluation!  Call  today! 

1-800-810-7896 


t»eVOflTecV'. 

B  eame 

— - & 

Whiteside 

Software"* 
Lets  Connect l 


♦Provided  user  is  under  Beame  &  Whiteside  Technical  Support  (“Support  Services”)  contract  at  the  time  of  the  release 
Trademarks  are  the  property  of  their  respective  owners.  Tel:  (919)831-8989.  Fax:  (919)831-8990.  ©1995  Beame  &  W  hiteside  Software.  In  ( !.>!■/ 1  D  i 


-  -  -  -  On  The  In/e  //wy.  IV/fh  Car/  &  /reef  '  hy  -  -  - 
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Hardware  -  Buy  /  Sell  /  Lease 


See  Us  At  COMDEX  Booth  #  E2700  Computer  Presentation 


Kablit™  Security  £>s» 


NOW! 

STOP  COMPUTER  THEFT 

IN  THE  OFFICE— ON  THE  ROAD 

Secure  computer  or  notebook 
to  desk,  table,  etc. 

Protect  data 

Lifetime  warranty 


Kablit ™  U 


Any  Location 


Fixed  Location 


List  $34.95 


Data  Security  List  $24. 95 


ltd  CIO  as  Padlock  Security 
Us,W”  Provided  by 


Master '  Lock 


Quick  And  Easy  To  Install! 

Compact  —  Lightweight! 

Available  For  Macintosh  Computers  Too! 


Order  Now  —  Call  800 -  451-7592 


18  Huple  (nun,  fof  bngmeodow,  AM  0/028,  USA  mSlS-JOM 

The  particular  Master  ®  Lock  Trademarks  used  are  trademarks  ol  the  Master  ®  Lock  Company  and  are  used  by  Secure-lt,  Inc.  under  license. 


Large  Systems  Computers  &  Peripherals 


New  &  Used 


Computers 

Peripherals 


amdahl 

Cisco 

Concurrent 

I r Data  General 


,v;  ■  j- ->:.L 


(800)  745-1233 

(714)  970-7000  •  (714)  970-7095  Fax 

Anaheim  Corporate  Center 
5101  E.  La  Palma  Ave.,  Second  Floor 
Anaheim,  CA  92807 


^pj  TANDEM 


Texas  J ii 

Instruments  >r 


UNISYS 

XEROX 


PouierTooIsfor  the  toner  Presenter 


For  the  latest  in  color  projection  panels  and  projectors  call 
the  experts  in  LCD  technology.  Your  satisfaction  guaranteed 
or  your  money  back.  Quick  delivery  via  Fed-X  or  UPS. 

Call  for  imOG  1 800  726  3599 


101  The  Embarcadero  Ste.  100-A,  San  Francisco,  CA  94105 
Hours:  6:30  to  5:30  PST,  9:30  to  8:30  EST 
VOICE:  415  772  5800  FAX:  415  986  3817 


Buy  /  Sell  /  Lease 


.  .  . 


MM  St&Om  •  Pliriphwate  •  I  !  ”  B  S  Service 


NEW  &  USED  IN  STOCK 

Complete  Technical  Center, 
Installation,  Stock  Parts  & 
Features  for  RISC. 


COMPUTER 
MARKETPLACE " 

TEL  (909)  735-2102  •  FAX  (909)  735-5717  I 

1490  Railroad  Street  •  Corona,  CA  91720 


Authorized  Distributors 
for:  Seagate  •  Xerox 
Kingston  •  Cal  Comp 
Motorola  •  UDS/Codex 
Decision  Data  Products 


8  Nationwide  Locations 

A  Publicly  traded  Company 
NASDAQ:  Mh 

Computer  Marketplace 
prides  itself  on  being 
your  one-call  computer 
hardware  so  ution. 


800-858-1144 


®  IBM  Yrac  nark 

i  a 
L  LXL/  I 
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Buy  /  Sell  /  Lease  -  Services 


Outsourcing 


If  Outsourcing  is  your  objective... 

You  can  maximize  your  information  technology  investment  by 
outsourcing  part  -  or  all  -  of  your  IS  operation.  Whether  it’s  a 
transitional  or  long-term  total  services  partnership,  American 
Software’s  the  right  place  to  rightsize. 

Even  software  developers  enjoy  the  cost  and  time-saving  benefits 
of  outsourcing  with  us.  Call  today  and  we’ll  tell  you  why. 

®  The  Outsourcing  Group 

A  Unit  of  American  Software  USA 
470  E.  Paces  Ferry  Road 
Atlanta,  GA  30305 
404-264-5770 


What’s  the  Best 
Newsweekly 


ft:® 


terworld 
gain! 

Complete  Details! 


Call  1  -800-343-6474 
ext  744 


Attention  IS 
Professionals 


Find  out  where  the  money  is! 
Computerworld’s  1994/1995  Salary 
Survey  disk  is  just  what  you  need  to 
get  an  inside  look  at  what  profes¬ 
sionals  are  getting  paid. 

Get  the  facts  on: 

•  Salaries  in  28  IS  specific  job  titles 

•  Salaries  in  21  industries 


Call  to  order 

Computerworld’s 
Salary  Survey  on 

disk  today. 

o 


Salaries  by  geographic  regions 
not  published  anywhere  else 


Call  toll-free  1-800-495-0157,  ext.  10 


Systems  &  Services 


Dempsey: 

Your  Source  For 
IBM"  Equipment 


RS/6000 
©  AS/400 


D  Industrial  PC 


o 


System/36 
Series/1 
9370 
ES/9000 
All  IBM  PC’s 


€  Processor 
€  Peripherals 
C  Upgrades 

For  pretested  equipment, 
flexible  financing,  configuration 
planning,  technical  support  and 
overnight  shipping  call. 


IBM 

Authorized 

Di«iibutor  Pftxhitts 

Integrator 

IBM  u  s  i -  fl<*d  I'sUwruii  cl 


(800)  888-2000 


Outsourcing  /  Remote  Computing 


Dempsey 

BUS/NESS  SYSTEMS 

18377  0Mcft  Blvd.,  Suits  323  •  Huntington  Beach.  CA  92648 

17-8486  •  FAX  (714)  847-3149 


ALICOMP.  INC. 


J 

The  “Boutique”  of  the  Computer  Services  World 

Outsourcing  Remote  Computing 

VM,  MVS,  VSE 

Two  State  of  the  Art  Locations: 

AALICOMP  /  ®CBS 

20,000  sq.  ft.  Manhattan  complex  105,000  sq.  ft.  Secaucus,  NJ  complex 

“Our  Platform  is  Excellence” 

Serving  Clients  Since  1980 

(212)  886-3600  •  (800)  274-5556 


Outsourcing  /  Remote  Computing 


Extensive  Software  Library 

Telenet  Tymnet 

Advantis  CompuServe 

Extraordinary  Customer  Service 
Migration  Management 


MVS/ESA  IMS/DBDC 
VM/ESA  CICS  SAS 
VSE/ESA  TSO  DB2 


708-574-3636 

New  England  617-595-8000 
815  Commerce  Drive,  Oak  Brook,  IL  60521 


FANE 


Mil 

I  *  I  H 

MM 


SYSTEM 


CLASSIFIED  SOLUTIONS 


Classified 


♦  Bios/  Proposals 

REQUEST  FOR  PROPOSALS 
NYC  DEPARTMENT  OF  TRANSPORTATION 
DIVISION  OF  THE  CHIEF  TRANSPORTATION  OFFICER 
RFP  PIN#  841  95  MB411TR 


The  New  York  City  Department  of  Transportation  is  requesting  proposals  from  qualified  firms  for  the  pro¬ 
curement  of  hand  held  parking  ticketing  devices  (PTD's)  and  associated  hardware  and  software;  replace¬ 
ment/enhancement  of  existing  management  information  systems;  integration  of  data  communication  and 
processing  with  the  agency’s  LAN/WAN  environment;  expansion  of  that  environment  to  all  parking 
enforcement  locations;  provision  of  training  and  other  implementation  support  services;  and  optional 
provision  of  management  consulting  services  and  pilot  projects. 


Copies  of  the  RFP  may  be  obtained  beginning  Monday  April  24. 1 995  at  the  NYC  Dept,  of  Transportation, 
Contract  Section,  40  Worth  St.,  Room  1 232A,  New  York,  NY  1 001 3,  Monday  through  Friday  between  the 
hours  of  9:00  AM  to  3:00  PM.  Please  insure  that  the  correct  address,  telephone  and  FAX  number  are 
submitted  by  your  company  or  messenger  service,  when  picking  up  the  RFP  document  from  the  Contract 
Division. 

Sealed  Proposals  must  be  received  on  or  before  4:00  PM,  Thursday  June  8, 1 995,  at  the  New  York  City 
Department  of  T ransportation,  Contract  Section,  40  Worth  St.,  Room  1 232A,  New  York,  NY  1 001 3. 

A  pre-Proposal  conference  will  be  held  on  May,  2  1 995  at  1 :30  PM  at  the  2nd  floor  Auditorium,  Dept,  of 
Health,  125  Worth  St.,  New  York,  NY  10013. 

A  pre-Proposal  site  visit  will  be  held  on  May  3, 1995  at  10:00  AM  at  NYCDOT  Enforcement  Command 
107, 104  East  107th  St.,  4th  floor,  New  York,  NY  10029. 

Prospective  Proposers  are  strongly  encouraged  to  attend  both  the  pre-Proposal  conference  and  the  site 
visit. 


♦  Bids/  Proposals 

♦  Outsourcing  /  Remote  Computing 

FISA  IS  LOOKING 
TO  00  BUSINESS 
WITH  YOUR 
COMPANY: 

The  New  York  City 
Finanical  Information 
Services  Agency  wants  to 
add  to  its  vendor  lists  for 
DP  goods  and  services. 
Interested?  Write  to  FISA 
at  111  8th  Ave.,  New 

York,  NY  10011; 

Att:  Kathy  Klem. 

Outsourcing  Remote  Computing 
Enter  Into  an  Exclusive 
PARTNERSHIP 

•  Become  one  of  our  SELECT 
clients/partners 

•  Receive  customized,  comprehen¬ 
sive,  personalized  service 

•  Take  advantage  of  flexible  pricing 
consistent  with  your  strategic 
computer  technology  direction 

•  Benefit  from  Value  Added 
opportunities 

•  We  guarantee  to  maintain  or 
exceed  your  present  computer 
service  levels 

•  Focus  on  Your  Primary  Business  • 

•  Reduce  and  Control  Your  Expenses  • 

^ALICOMP,  INC/0CBS 

(800)  274-5556 

(See  our  ad  in  the  Marketplace) 

♦  Rightsizing 

♦  PC  Solutions 

MCRB  Service  Bureau,  Inc.  3090 
Computer  Services  (800)  941 -MCRB 

Micro  Focus  COBOL,  Dialog  System, 
Panels2  solutions.  Next  EDition,  Inc 
(216)  498-0602 

♦  Fax-On-Demand 

♦  Data  Warehousing 

DISCOVER  THE  POWER  OF 
FAX-ON-DEMAND 

Improve  customer  support  &  contain  its  cost. 
Increase  sales  &  advertising  results.  Get  Fax-On 
Demand,  The  Marketing  Tool  of  the  '90s,  indus¬ 
try's  leading  resource  on  computer-fax  applica¬ 
tions.  More  by  fax  at  408-243-2275.  doc.  215 

ABConsultants  (800)-982-3715 

The  Data  Warehouse  Experts 

Looking  for  a  company  with  years  of  expe¬ 
rience  in  true  Data  Warehouse  implemen¬ 
tation?  Look  no  further!  Let  Solveris  help 
unlock  the  power  of  your  information  sys¬ 
tem! 

Solveris  Inc. 

(800)-999-4829 

♦  l/T  Consulting 

♦  Elect.  Data  Interchange 

MAINFRAME  SOFTWARE  SUPPORT  SERVICES 
OPERATING  SYSTEM  MIGRATION,  PERFOR¬ 
MANCE  TUNING,  DATABASE,  PROGRAM 
PRODUCT  SUPPORT  DATA  MANAGEMENT, 
CICS,  DB2,  IMS.  NCP,  VTAM  AND  MANAGE¬ 
MENT  CONSULTING 

CAMERON  OF  ATLANTA,  INC. 

(800)331-7635 

EDI  software,  consulting,  &  integration 
Next  EDition,  Inc.  14+  yrs  exp 
(216)  498-0602 

«  Data  Warehousing 

♦  Electronic  Documentaion 

Will  your  warehouse  misfire  from  bad  data? 
The  Integrity  Data  Re-engineering  Tool  trans¬ 
forms  legacy  data,  saddled  by  account  and 
department  orientations,  into  consolidated  views 
ol  customers  and  the  business.  Request:  paper 
detailing  5  legacy  data  contaminants  you  will 
encounter  &  stories  on  firms  solving  their  data 
migration  problems 

Vality  Technology  ,  Inc.  617-338-0300 

Assistance  in  Standard  Generalized  Markup 
Language.  Concept  development,  require¬ 
ments,  documentation  analysis,  document 
type  definitions,  training,  technical  architec¬ 
ture,  conversion,  document  viewing.  Automate 
document  preparation,  reuse  content  in  new 
ways. 

Waysys,  Inc . 800-622-5315 

«  Education  &  Training 

♦  Consulting 

Information  Security  Training  &  Publications 

CSI  Membership  includes,  monthly  newsletter,  buy¬ 
ers  guide,  journal,  training  discounts,  hotline,  net¬ 
working,  more  Seminars,  conferences.  June 
Network  Security  Conference  in  New  Orleans  For 
tree  sample  newsletter  and  information 

Fax  (415)  905-2218  CSI.  600  Harrison  St  SF.  CA 
94107.  phone  (415)  905-2626 
e-mail  prapalusOmfi.com 

SAVE  50%-70% 

ON  PROGRAMMING 

While  using  some  ol  the  most  sophisticated  pro¬ 
grammers  in  the  world  All  customer  contact  han¬ 
dled  in  the  U  S 

•  Client  Server 

•  New  Application  Development 

•  Updating  &  Porting  to  New  Platforms 

Typhoon  Software,  Inc. 

800-499-0888 

♦  Data  Recovery 


Data  Recovery 

24-HOUR  RECOVERY  HOTLINE 

800-466-0893 

Crashes,  Viruses,  Power  Failures 
Hard  Drives  •  Tapes  •  Notebooks 
Laptops  •  Syquest  Cartridges 


95%  Success  on 
Recoverable  Data 


CALIBUR 

Data  Recovery  Inc. 


101  Billerica  Ave.,  5  Billerica  Park 
N.  Billerica,  MA  01862-1256 
FAX  508-670-5901  MC/VISA 


♦  Outsourcing 


Outsourcing/Remote  Computing 
IBM,  MVS/ESA 
Transistional  Outsourcing 
Specializing  in  high  online 
transaction  environments,  Multiple 
mainframes,  Reasonable  prices 
Consultec,  Inc. 

Contact:  Carey  Gibson 
(800)  358-2381  ext.  330 


♦  Outsourcing 


MCRB  Service  Bureau,  Inc.  3090 
Computer  Services  (800)  941 -MCRB 


♦  Applications  Development 


Tired  of  maintaining  your  legacy 
applications?  LPC  (800)  624-5377 


To  place  your 
ad  in  the 
Classified 
Solutions 
section  CALL 
1-800343-6474 
ext.  744 


♦  Software  Reuse 


rpm  ™ 


NEW” 


Reuse  Process  Manager  ,M 
The  One  and  Only  Process  Manager  That 
Combines  OT,  C/S  and  Resuse 

A  windows-based  process  manager  tool  with  a  fully 
customizable  reuse-based,  Object-oriented  00 
methodology  for  defining  and  managing  the  devel¬ 
opment  of  C/S  applications. 

Developed  by  Dr  Carma  McClure 
Extended  Intelligence,  Inc.  (312)  346-5245  x360 


♦  Education  &  Training 


Visual  Basic,  C++,  OOA-OOD, ORACLE 
Texas  Software 
(800)  252-7007 


♦  Consulting 


BRIDGTON  INC. 

800-305-6478  404-518-4289 

OPERATING  SYSTEMS 

DATABASE 

UNIX 

SYBASE 

MS  WINDOWS 

ORACLE 

MS-DOS 

DB2 

OS/2 

XDB 

MVS 

LANGUAGES 

EQUIPMENT 

C.C++ 

IBM  RS  6000 

COBOL  II 

IBM  PC  (COMPATIBLE) 

POWERBUILDER 

IBM  MAINFRAME 

VISUAL  BASIC/VISUAL  C++ 

DATA  GENERAL  . 

REXX 

HP  9000 

CICS/DB2/VSAM 

FOXPRO,  CLIPPER 

CASE  TOOLS 

SERVICES 

ADW1. 6/2.7 

CONSULTING 

ADW  CWS  GUI 

TRAINING 

OBJECTVIEW 

OUTSOURCING 

IEF 

♦  l/T  Consulting 


MAINFRAME  SOFTWARE  SUPPORT 
SERVICESOPERATING  SYSTEM  MIGRATION, 
PERFORMANCETINING  DATABASE, 
PROGRAM  PRODUCT  SUPPORT  DATA 
MANGEMENT,  CICS,  DB2,  IMS,  NCP,  VTAM 
AND  MANAGEMENT  CONSULTING 

CAMERON  OF  ATLANTA,  INC.  (800)  331-7635 


♦  Workflow  Application  Software 


Commerce  Software,  Inc. 
(PurchaseSQL™)  Elmsford,  NY 
(800)  447-7172 


♦  Contract  Programming 


PC  programming,  DOS/WINDOWS 
$30/hr.  Courseware  App  (612)  854-8909 
Fax  (612)  854-1868 


♦  Business  Consulting 


KRESIC  &  MAZZONE  INTERNATIONAL 
Twenty  years  experience  in  international  and 
domestic  technology  transactions,  advising  on 
hardware  and  software  agreements,  OEM, 
strategic  alliances,  join  development  pro¬ 
jects  and  protection,  use.  licensing  and  trans¬ 
fer  of  intellectual  property. 

For  more  information  call 
(203)  431-9204  or  fax  (203)  431-1945. 


♦  C++ 


C++  and  Object  Technology  Training 

5-day,  on-site  seminars  on  C++,  Visual  C++. 
Borland  C++,  OOA/OOD,  Visual  Basic,  and  C. 
We  customize  our  courses  to  your  needs. 
Contact  us  today  for  course  outlines  and 
pricing. 

DEITEL  &  ASSOCIATES 
deitel@world.std.com 
Phone:  (508)  877-0273  FAX:  (508)  788-0937 


♦  Client/Server  Developers 

Re-Engineer  NOW!!! 

Let  our  highly  motivated  professionals  help  your 
corporation  make  the  successful  transition  from 
your  existing  mission  critical  applications  into 
object-oriented  client/server  systems. 
Powerbuilder,  C/C  +  +  ,  Visual  Basic. 
Sybase/Oracle/Informix.  Imaging.  Wireless.  ISP. 
Innovative  Information  Technologies,  Inc. 
1-800-352-2797 


♦  Outsourcing 


ISO  9001  CERTIFIED  OFF-SHORE/ 
ON-SITE  SOFTWARE  SERVICES 

Substantial  cost  savings  on  Development, 
Maintenance,  Conversion,  Rightsizing  using  Indian 
facility  with  in-house  IBM  9000,  AS/400.  RS  6000. 
SUN  and  CICS.  DB2,  IMS.  COBOL.  RPG.  SYNON. 
Oracle.  Sybase.  Visual  Basic.  Powerbuilder. 
Uniface.  C++ 

D  Square  Software,  Inc. 

Tel:  (908)  632-2S88  Fax:  (908)  632-2692 


♦  Outsourcing 


FINANCIAL  TECHNOLOGIES 
COMPUTER  SERVICES  DIVISION 

(703)  631-4401 

OUTSOURCING  -  REMOTE  PROCESSING 
Multiple  IBM  ES9000  Mainframes 
MVS/ESA  VM/ESA 
Current  Software  Releases. 

7  days/week,  24  hours/day 
Quality  Service  -  Competitive  Pricing 


♦  4oi(K)  Administration 

DELTA  DATA  SOFTWARE,  INC 
(800)451-9188 

Defined  contribution  administration  software 
for  the  plan  sponsor.  Interfaces  with  payroll  to 
ad-  minister  401K,  ESOP.  thrift,  and  profit  shar¬ 
ing  plans.  Daily  or  periodic  processing,  distrib¬ 
utions,  loans.  ADP/ACP  testing.  User  defined 
statements,  voice  response.  Runs  on  AS/400 
and  PC. 


1  x  2  7s 

3x2  7s;|j 

1x57. 

3x5  7a 

1x6  7s 

4x2  7s 

1x11  7/a 

4x5  7s 

2x2  7a 

5x2  7s  1 

2x5  7» 

5x5  7s  j 

2x6  7s 

5x11  7s 

2x11  7 » 

Please  contact 
sales  represei 
more  infoi 
1-  800-343-64 
x  744 


Let  Computerworld  deliver  your  message 
to  over  140,000  IS  professionals  weekly. 
Using  the  improved  “Classified  Solutions” 


4-color  section.  The  section  features  both 


black/white  &  4-color  ads. 
For  more  rate  information  about 
affordable  display  color  ads 
call  1-800-343-6474  ext  744 


*  ^  >fl 


'  *  *•  ‘ 

i  iTilif  iWgl^B 


Microsoft  Solution  Providers  are  independent  organizations  that  provide  consulting,  integra¬ 
tion,  development,  training,  technical  support  or  other  services  with  Microsoft  products. 
Microsoft  Solution  Providers  implement  business  solutions  for  companies  of  all  sizes  and 
industries  by  taking  advantage  of  today’s  micro-computer  technology  for  graphical  and 
client-server  applications 

Listed  below  are  Microsoft  Solutions  Providers  that  can  provide  program  information  or  a  referral 

Call  1-800-SOLPROV 


Microsoft * 


SOLUTION  PROVIDER  DIRECTORY 


Advanced  Systems  Training 


Hilton  Computer  Strategies 
6001  Savoy  #207 
Houston,  TX  77036 

Hilton  Computer  Strategies  is  the  premier  training  facility  in 
Houston  for  advanced  systems  training  in  Windows  NT, 
Windows  95,  Systems  Management  Server,  and  soon 
!  Information  Exchange.  Call 
1-800-324-7415  for  complete  information. 


Advanced  Training/Consultant 


Network  Services  Group,  Inc. 

8275  Allison  Pointe  Trail,  Suite  375 
Indianapolis,  Indiana  46250-4207 
Phone:  (317)  579-5806  Fax:  (317)  579-5807 
E-Mail:  75361.3151@compuserve.com 
NSG  is  Indy’s  NT  networking  leader.  The  “sales  staff”  is  our  team 
of  Microsoft  Certified  Instructors/Engineers  focused  on  enter¬ 
prise  solutions.  Instructors  are  on-site  consultants  when  not  giv¬ 
ing  ATEC  training. 


Client/Server 


COROMANDEL  INDUSTRIES,  INC. 

70-15  Austin  Street,  Third  Floor 

Forest  Hills,  NY  11375 

Phone:  800-535-3267  Fax:  718-793-9710 

Leading  developer  of  Client/Server  products  like  Integra  VOB. 
Services  include  design  and  custom  development  of  cross-plat¬ 
form,  graphical  applications  using  C++,  Visual  Basic,  Microsoft 
Office,  BackOffice,  NT,  OLE  and  SQL  databases. 

Hummingbird  Communications,  Ltd. 

2900  John  Street 

Markham,  Ontario,  Canada  L3R  5G3 
Phone:  (905)  470-1203  Fax:  (905)  470-1207 

Hummingbird  offers  the  most  comprehensive,  robust  PC  X  con¬ 
nectivity  product  line  available  today.  The  exceed  product  family 
is  comprised  of  PC  X  software  for  Windows,  Windows  NT,  OS/2 

and  DOS. 

Jinks  Technology  Management 
Phone:  (603)  888-0070  Fax:  (603)  888-3444 

Planning  and  Development  assistance  for  Windows  and 
Client/Server  applications  throughout  New  England.  Staff 
includes  Microsoft  certified  System  Engineer  and  Product 
Specialists. 

SOLARC  (800)  665-0883 
Offices  in  Tulsa  &  New  Orleans 

We  specialize  in  developing  both  departmental  and  enterprise 
wide  client/server  solutions,  and  provide  consulting  and  training 
for:  Microsoft  NT  Visual  Basic 
SQL  Server  Visual  C++ 

Unibased  Systems  Architecture,  Inc. 

14323  So.  Outer  Forty  Rd.,  Ste.  300  South 
St.  Louis,  MO  63017 

Phone:  800-489-6069  Fax:  (314)  878-2674 

Providing  migration  of  large  scale  legacy  applications  to  a  three 
her  client/server  environment.  USA’s  layered  RAD  tool  (A'SET) 
provides  RDBMS  independence,  generating  standard  C  code  for 
use  with  Win  95  and  NT  server 


Consulting 


Carnegie  Technology  Group,  Inc. 

1266  W.  Paces  Ferry  Rd,  Suite  508 
Atlanta,  GA  30327 

Phone:  (800)  499-7624  Fax:  (404)  988-9889 

We  are  recent  PhD's  from  top  schools  including  Carnegie  Mellon, 
MIT,  Georgia  Tech.  We  specialize  in  solving  complex  problems 
using  Visual  C++,  Visual  Basic,  Smalltalk,  SQL  Server,  and  ODBC. 

Computermart  of  Georgia,  Inc. 

7274  Mount  Zion  Blvd. 

Jonesboro,  GA  30236 

Phone:  (800)  887-5105  Phone:  (404)  478-5681 
Fax:  (404)473-1726 

Contract  programming,  consulting  service  &  software  develop¬ 
ment.  Specializing  in  all  industries  &  most  applications.  17  years 
in  business,  diverse  programming  capabilities,  multi-platform  & 
a  list  of  satisfied  customers. 

DHS  &  Associates,  Inc. 

10255  W.  Higgins  Rd.,  Suite  800 
Rosemont,  IL  60018 

Phone:  (708)  297-5600  Fax:  (708)  297-5607 

At  DHS  &  Associates,  we  design  and  build  practical  information 
systems  enabling  our  clients  to  anticipate  and  respond  to  rapidly 
changing  business  environments. 

OIS  Research  Ltd 
1500  Broadway,  31st  Floor 
New  York,  NY  10036 

Phone:  (212)  719-9696  Fax:  (212)  382-24852 

DIS  Research  is  a  full  service  desktop  systems  integrator  serving 
the  business  community  for  the  last  ten  years.  With  specializa¬ 
tions  in  LAN,  WAN  design  and  implementations,  systems  sup¬ 
port  and  applications  development  DIS  maintains  the  depth  and 
breadth  of  services  needed  to  meet  all  your  computing  needs. 


InterWorks  Software,  Inc. 

1355  Willow  Way,  Suite  220 
Concord,  CA  94520 

Phone:  (510)  671-0810  Fax:  (510)  671-4706 

Get  ready  for  Windows95!  Building  on  years  of  cross-platform 
experience  with  Fortune  500  companies  and  the  Microsoft 
Office/Back  Office  product  suites,  we  will  help  you  improve  sys¬ 
tem  and  staff  productivity  through  effective  System  Management 
Solutions  today  and  tomorrow. 

Navigist 

Sunnyvale,  CA  (408)744-1760 
Colorado  (303)  290-0232 

Emphasizing  Client/Server,  messaging  and  connectivity  technolo¬ 
gies,  Navigist  designs,  implements,  and  supports  robust 
LANsAWANs.  A  service  oriented  organization,  Navigist  will  be  an 
extension  of  your  IS  staff. 

NewData  Strategies 
16415  Addison  Road,  Suite  500 
Dallas,  TX  75248 

Phone:  (214)  735-0001  Fax:  (214)  735-8008 

Client/Server  and  RDBMS  Solutions.  NewData  Strategies  offers 
Training  and  Consulting  in  Microsoft  products  and  major 
Client/Server  and  DBMS  Tools.  We  employ  Certified 
PowerBuilder  Developers  and  Microsoft  Specialists, 
fice  integration,  SQL  Server,  and  Windows  NT  support. 

Synaxis  Corporation 

Contact:  Sam  Levine  (Sam@Synaxis.COM) 

617-449-4400x140 

Technical  Competence! 

Expert  Application  Development  using  Visual  Basic.  Focus  on 
Imaging  and  E-Mail.  Database  Analysis,  Design,  and 
Development  for  Access,  SQL-Server,  and  others.  Customized 
Visual  Basic  Front-ends  and  Development  for  Lotus  Notes. 

Taylor  Management  Systems,  Inc. 

2800  River  Rd  Ste  425 
Des  Plaines,  IL  60018 
Phone:  (708)  803-1500  Fax:  (708)  803-1509 
EMAIL:  carl@taylormgmt.com 
Taylor  is  among  the  25  largest  consulting  firms  in  Chicago.  As  a 
Microsoft  Business  Partner,  we  specialize  in  Microsoft  solutions 
development,  Mainframe  to  Client-Server  conversions  and  statis¬ 
tical  analysis  using  SAS. 

SQLSoft,  Inc.,  10635  NE  38th  PI.,  Ste.  24B,  Kirkland, 

WA  98033;  phone:  (206)  822-1 287;  fax:  (206)  822-1485 

VIRTUALOGIC,  Inc. 

Phone:  (301)  571-9476  Fax:  (301)  571-8530 
6701  Democracy  Blvd.,  Suite  300 
Bethesda,  MD  20817-1574 

Professionals  with  the  skills  you  seek  —  where  needed  —  when 
needed.  On-site  developers,  DBAs  or  complete  teams  skilled  in 
MS  developement  tools,  PowerBuilder,  MS  BackOffice,  Sybase 
and  Oracle.  Contact  Mark  Rogers. 


Custom  Software  dev. 


InfoDesign  Inc. 

108  Daventry  Lane,  Suite  101,  Louisville,  KY  40223  (502) 
339-7144  (voice)  (502)  339-7194 

Peisonal  P.C.  Consultants,  Inc.  11026  Prarie  Hills  Dr. 

Omaha,  NE  68144  Phone:  (402)  393-4548;  Fax:  (402)  392-0711 


Database  Design/Dev 


Professional  Computer  Solutions,  Inc. 

383  Nordhoff  Place,  Suite  100 
Englewood,  NJ  07631 

Phone:  (201)  816-8002  Ext.  136  Fax:  (201)  816-8113 

PCSI  focuses  on  developing  database  applications  using  Access, 
Visual  Basic,  Paradox,  Microsoft  SQL  Server,  Sybase,  Oracle,  and 
other  products.  We  also  perform  technology  planning,  require¬ 
ments  analysis,  architecture,  and  performance  benchmarking. 

Quantum  Compliance  Systems,  Inc. 

4251  Plymouth  Rd., 

Ann  Arbor,  Ml  48105 

Phone:  (313)  761-21752  Fax:  (313)  761-3058 

Environmental,  Health  &  Safety  Information  Management 
Systems  to  assist  with  compliance  with  SARA,  RCRA,  CAA, 
TSCA,  OSHA,  CERCLA,  DOT,  and  other  regulatory  requirements. 


Education 


CheckPOINT  17W240  22nd  Street,  Oakbrook  Terrace,  IL 
60181 .  Phone:(708)  279-9030/fax:  (708)  279-6359. 


End-User  Training 


EEI 

66  Canal  Center  Plaza,  Suite  200 
Alexandria,  VA  22314-5507 

Phone:  (800)  683-5859  /(703)  683-0683  Fax:  (703)  683-4915 

Training,  development,  and  consulting  for  Microsoft  Access, 
Windows,  Word,  PowerPoint,  and  Excel.  Multimedia  development 
and  training  for  Windows  and  Mac:  Director,  Toolbook, 
Premiere— also  Photoshop,  CorelDRAW,  QuarkXPress,  Illustrator, 
PageMaker,  Framemaker. 


resolution,  New  York  area  MS  ATEC,  (212)  255-1956 
Get  ready  NOW  for  Windows  95,  NT  3.5 


E-mail  Management 


Baranof  Software  Inc. 

85  School  Street 

Watertown,  MA  02172 

Phone:  (800)  462-4565  Fax:  (617)  926-6636 

Leading  provider  of  E-mail  Management  products,  including 
MailCheck  -  multivendor  graphical  console  providing  end-to-end 
connectivity  checking,  error-levels,  alerts,  statistics,  more!  Call 
Kelly  Walters  for  FREE  demo! 


Industrial  Automation 


C.B.  Engineering  Ltd 
#20,  5920-11  Street  SE 
Calgory,  Alberta,  Canada  T2H  2M4 
Phone:  (403)  259-6220  Fax:  (403)  259-3377 

CB  Engineering  represents  industrial  automation  suppliers  which 
include  Intellution,  Inc.  (SCADA/MMI  software)  and  IBM 
(Industrial  Computers,  Monitors,  and  Data  Collection  Units). 
Located  in  seven  major  Canadian  cities,  call  1-800-99CBENG 
(1-800-992-2364). 


Line/business  solutions 


Granitek  Systems,  Inc. 

Meredith  Sq.  #10 

169  Rt.  3,  Daniel  Webster  Hwy. 

Meredith,  NH  03253 

Phone:  (603)  279-1200  Fax:  (603)  279-1201 

SALES  PARTNER  -  Integrated  Sales  and  Prospect  Management 
in  Microsoft  Access  for  Windows  or  Windows  NT.  Sales  Force 
Automation  with  links  to  Word,  Excel,  Great  Plains,  Dynamics 
and  Micro-MAX  MRP. 

Information  Processing  Corporation 
5930  LBJ  Freeway,  Suite  300 
Dallas,  TX  75240 

Phone:  1-800-IPC-FICS  Fax:  (214)  404-9287 

IPC's  products  are:  ABACUS,  provides  billing  and  resource  uti¬ 
lization  management  for  data  processing  centers;  FICS,  a  rela¬ 
tionship  banking  solution  for  financial  institutions;  Visual  Security 
System,  a  security  product  for  developers. 

JMJ  Technologies,  Inc. 

Phone:  (404)  509-5653/(800)  677-5653  Fax:  (404)  973-8194 

Quality  client/server  solutions  using  00  technology.  Uls  include 
PowerBuilder,  VB,  C++.  DBMSs  include  SQL  Server,  Sybase, 
Ingres,  Access.  Solutions  glued  with  OLE,  ODBC,  DDE,  Wireless 
LANs,  Remote  Access. 

Micro-Frame  Technologies,  Inc. 

430  N.  Vineyard,  Suite  102 

Ontario,  California  91764 

Phone:  (909)  938-2711  Fax:  (909)  984-5382 

ProjectServer  converts  Microsoft  Project  into  a  client/server  solu¬ 
tion  for  managing  multiple  projects.  Features  multi-project  task 
updating  with  automatic  posting  to  Project;  on-line  status 
reports;  action  item  tracking;  automated  file  uploading;  and 
timesheets. 

SQL  Financials 

Two  Ravinia  Drive,  Suite  1000 

Atlanta,  GA  30346 

Phone:  (404)  390-3900  Fax:  (404)  390-3999 

SQL  Financials  develops  and  support  cross-industry  client/server 
financial  applications  for  a  wide  range  of  environments.  These 
high  performance  applications  are  fully  functional,  intuitive,  quick 
to  implement  and  provide  a  rapid  return  on  customer  investment 


Systems  Integration 


Corporate  Software  Inc. 

2EdgewaterDr., 

Norwood,  MA  02062 

Phone:  (617)  440-1170  Fax:  (617)  440-7083 

International  provider  of  microcomputer  software,  support  and  sys¬ 
tems  integration  services  for  businesses  and  institutions.  Services 
include  software  support,  technical  training,  pilot  implementations, 
consulting,  software  integration  and  migration  management. 

EDM  Inc.  4075  Papazian  Way,  Ste  205,  Fremont,  CA 
94538  (510)  438-9651  -  VB,  NT,  SQL,  PowerBldr., 
Conversions,  Imaging. 

G.A.  Parks  Consulting  Group,  Inc. 

342  Madison  Avenue,  Suite  1430 
New  York,  NY  10173 
Phone: (212) 286-0777 

Improve  your  existing  investment.  WFW,  NT,  Access,  hardware, 
sales,  support,  service,  design,  full  help  desk  support. 


Indus  Consultancy  Services 
140  E  Ridgewood  Ave 
Paramus,  NJ  07652 

Phone:  (201)  261-3100  Fax:  (201)  261-1399 

Indus  Consultancy  Services  (ICS),  the  systems  integrator  of 
choice,  will  help  you  implement  Distributed  Databases, 
Client/Server,  GUI  and  00  Systems.  ICS  specializes  in  Microsoft 
Windows  NT,  SQL  Server,  SMS,  Access  and  Visual  C++. 


LANSystems  Inc.  -  (800)  ASK. 4. LAN 

Network  Six,  Inc. 

475  Kilvert  Street 
Warwick,  Rl  02886 

Phone:  (401 )  732-9000  Fax:  9401 )  732-9009 

Providing  systems  integration  services  to  government  human 
services  agencies,  using  information  technology  -  including  pro¬ 
ject  management,  systems  design,  software  development,  hard¬ 
ware  procurement/installation,  training,  and  data  conversion. 

Random  Access,  Inc. 

8000  East  illif  Avenue 
Denver,  CO  80231 

Phone:  (303)  745-9600  Fax:  (303)  745-0242 

Random  Access  is  a  leading  provider  of  information  technology 
solutions.  Headquartered  in  Denver,  Random  Access  has  branch 
offices  in  Colorado  Springs  and  Boulder,  Seattle,  Portland, 
Phoenix,  Salt  Lake  City,  Boise,  Houston,  Omaha  and 
Minneapolis. 

Systems  Research  and  Applications  Corporation 
200015th  St., 

No  Arlington,  VA  22201 

Phone:  (703)  803-1500  Fax:  (703)  803-1509 

SRA  provides  solutions  for  industry  and  government.  Specific  mar¬ 
kets  include  health,  manufacturing,  legal  and  retail,  with  expertise  in 
integration,  telecommunications,  networks,  imaging,  multimedia,  full 
text-document  management,  and  business  reengineering. 

Tech-Comm,  Inc.  LAN-MAN  Network  Experts 
Birmingham,  AL  (205)250-8053 


Systems  Integration/Messaging 


Wordlink 
2009  Fox  Drive 
Champaign,  IL  61820 

Phone:  (217)  359-9378  Fax:  (217)  373-6279 

WORDLINK  offers  of  complete  set  of  networking,  information 
integration  and  authorized  education  services  designed  for 
Microsoft  solutions.  WORDLINK  has  locations  in  Illinois, 
Indianapolis,  Missouri  and  California. 


Technical  Training 


Digital  Equipment  Corporation 
129  Parker  Street 
Maynard,  MA  01754 

Phone:  (800)  332-5656  Fax:  (603)  884-6655 

Come  to  us  for  a  complete  turnkey  solution  that  includes  registra¬ 
tion,  scheduling,  and  accounting,  as  well  as  course  development 
delivery  and  testing.  It’s  training  at  its  best-in  your  best  interest. 

Meiiora  Systems,  Inc. 

95  Allens  Creek  Road,  Building  2,  Suite  302 
Rochester,  NY  14618 

Phone:  (716)  461-1900  Fax:  (716)  461-1989,  E-Mail: 
70742, 31 73@Compuserve.com 

As  one  of  the  country's  premier  Microsoft  Solution  Provider 
Partners  and  Authorized  Technical  Education  Centers,  Meiiora 
Systems  is  a  leading  provider  of  consulting  and  training  on 
Microsoft  Office  and  BackOffice. 

RRTC,  Inc. 

1-800-476-4454/Fax:  804-295-3291 

Authorized  Technical  Education  Center  (ATEC).  Microsoft  certi¬ 
fied  training  for  support  professionals.  Washington,  D.C.  and 
Richmond,  Virginia.  On-site  training  available.  Classes  in  NT,  NT 
Server,  SQL,  SMS,  Windows  95,  Mail. 

Serving  Customers  Nationwide 


Training 


Computer  Savvy,  Inc.,  2382  W  Oakland  Park  Blvd.,  Ft. 
Lauderdale,  FL  33311  Phone:  (305)  486-0644;  Fax: 
(305)  486-5659;  PC  Training  Network  Certification 
MSU,  Windows  Training  &  Development  Center, 
Houston,  TX  (713)  650-0333  Fax:  (713)  650-0060. 


Workgroup  Automation 


Kois  &  Associates.  Inc 
156  Fifth  Avenue 
New  York,  NY  10010 

Phone:  (212)  255-1956  Fax:  (212)  255-1735 

Specialists  in  workgroup  automation  &  customization  with  all 
flavors  of  Windows  (Workgroups,  NT),  MS  apps  (Word,  Excel, 
Access,  Mail),  &  MS  BASICS  (VB,  WordBasic,  VBA). 
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By  consistently  generating  some  of  our 
highest  quality  leads  and  keeping  our  pij 
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Scott  C.  Avera 

Vice  President/General  Manager 
ASCENT  SOLUTIONS,  INC. 


Manager  Scott  Avera  of  Ascent  Solutions, 

Inc.  (ASi),  is  always  looking  to  build  product 
awareness  and  enhance  support  to  some  33 
international  resellers.  For  that  reason,  he 
advertises  in  Computerworld  Direct  Response 
Card  Decks. 

According  to  Avera,  “Once  users  experience 
the  cost,  space,  and  time  savings  of  our 
compatible  data  compression  software  first¬ 
hand,  our  products  literally  sell  themselves. 
But  first  we  have  to  generate  product  evalua¬ 
tions  among  buyers  in  the  Fortune  500  and 
1000,  as  well  as  in  government  and  educa¬ 
tion.  Gaining  widespread  exposure  for  our 
multi-platform  PKZIP  product  line  is  where 
Computerworld  Direct  Response  Cards  have 
helped  our  marketing  efforts  tremendously.” 
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About  ASI: 


ASI  of  Dayton,  Ohio  provides  a  complete 
line  of  data  compression  software  with  full 
cross-platform  compatability  on  PCs  and 
mainframes  worldwide. 


The  Right  Audience  Means  High  Quality  Leads 

Says  Avera,  “ Computerworld  Direct  Response 
Cards  reach  ASi’s  audience...  high-end  corpo¬ 
rate  IS  professionals  who  are  responsible 
for  implementing  company-wide  integrated 
solutions.  At  ASi,  our  goal  is  to  have 
between  50  and  100  potential  buyers  evaluat¬ 
ing  our  products  at  any  given  time.  Leads 
from  the  Computencorld  Response  Card  Deck 
keeps  our  pipeline  of  potential  buyers  full.” 

Get  Immediate  Results  With  The  Computerworld 
Card  Deck 

In  terms  of  advertising  effectiveness,  Avera 
says,  “I’ve  been  truly  amazed  at  our 
response  rate.  Being  a  small  and  relatively 
young  company  we  need  fast  punches  that 
are  immediately  profitable.  That’s  exactly 
what  Computerworld  Response  Cards  deliver.” 
“Making  a  powerful  impact  —  immediately 
and  cost  effectively  —  is  what  successful 
marketing  is  all  about.  For  ASi,  that  means 
generating  high-quality  leads  with  an  ongo¬ 
ing  presence  in  Computencorld  Direct 
Response  Cards.” 

Computerworld  Direct  Response  Cards  give  you 
a  cost-effective  way  to  reach  Computerworld's 
powerful  buying  audience  of  over  142,000  com¬ 
puter  professionals.  Every  month.  They're  work¬ 
ing  for  ASi  -  and  they  can  work  for  you. 

To  reserve  your  space, 
call  Norma  Tamburrino, 

National  Account  Manager, 
at  800-252-4821,  ext.  409  -  today! 


COMPUTERWORLD 


Tell  us  why  you  rely  on  COMPUTE  RWORLD 
to  do  your  jobm  and  be  eligible  to  win  a 

Dell  Dimension  XPS  P 1 00. 


r 


Del!  Pentium  processor-based 
100  MHz  system  with  16  MB  RAM 
and  17”  monitor. 


Computerworld  Sweepstake  Entry  Rules 

NO  PURCHASE  NECESSARY  TO  WIN. 


That’s  right.  Just  tell  us  in  your  own  words 
below  why  you  rely  on  Computerworld  for 
information  that  is  useful  to 
you  in  your  work. 

You’ll  be  included  in  our 
sweepstakes  drawing  for  a 


Dell  Dimension  XPS  P100  computer.  And  if 
your  entry  is  among  the  first  100  entries  we 

receive,  we’ll  send  you  a  free 
PC  screen  saver, 
featuring  a  popular  Rich 
Tennant  cartoon. 


L 


1.  ENTRY:  Complete  the  section  of  the  official  entry 
form  that  explains  how  you  rely  on  Computerworld 
for  information  useful  to  you  in  your  work.  Also  pro¬ 
vide  your  name,  title,  company  name,  address  and 
phone  number  on  the  entry  form.  FAX  entry  to  the 
phone  number  or  mail  to  the  address  on  official  entry 
form.  Entries  must  be  received  no  later  than  5/5/95. 
Not  responsible  for  late  or  lost  FAX  or  mail.  Entrants 
grant  permission  for  the  use  of  their  names,  titles 
and  company  and  their  comments  on  submitted 
entry  forms  for  advertising  for  this,  or  similar  promo¬ 
tions,  without  additional  compensation.  2.  JUDGING: 
Sweepstakes  Grand  Prize  Winner  will  be  selected  in 
random  drawing  of  entries  on  5/12/95.  Drawing  will 
be  conducted  by  The  Promotion  Partnership  who 
reserves  exclusive  right  to  interpret  all  conditions  of 
promotion  without  claim  for  damage  or  recourse  of 
any  kind.  By  participating,  entrants  agree  to  be 
bound  by  rules  and  judges’  decisions,  which  are 
final.  3.  PRIZES:  1.  One  (1)  Grand  Prize:  Dell 
Dimension  XPS  PI  00  desktop  computer  with  17” 
monitor  and  16MB  RAM  (estimated  value:  $4,400), 

2.  One  hundred  (100)  “Second  Prizes":  Rich  Tennant 
Cartoon  Screen  Saver  (estimated  value  $5.00). 

Odds  of  winning  Sweepstakes  depend  on  number  of 
entries  received.  Winners  agree  that  Computerworld, 
Inc.,  their  advertising  and  promotion  agencies,  affli- 
ates  and  employees  have  no  liability  in  connection 
with  acceptance  or  use  of  prizes  awarded  herein. 

4.  NOTIFICATION:  Grand  prize  winners  will  be  noti¬ 
fied  on,  or  about  5/19/95  and  will  be  required  to  sign 
Affadavits  of  Eligibility  and  Releases  which  must  be 
returned  within  14  days.  No  prize  substitution  is  per¬ 
mitted.  All  taxes,  fees,  etc.  are  winners’  responsibili¬ 
ties.  “Second  Prize”  winners  will  be  notified  by  mail 
with  receipt  of  their  prizes.  5.  ELIGIBILITY: 
Contest/Sweepstakes  is  open  to  persons  who  are  1 8 
years  or  older,  except:  1)  employees  of  International 
Data  Group  (IDG),  their  immediate  families  and  its 
agencies,  and  2)  employees  of  companies  that  man¬ 
ufacture,  distribute  or  resell  computers  and  comput¬ 
er-related  equipment,  their  immediate  families  and 
their  agencies.  Void  where  prohibited,  taxed  or 
restricted  by  law.  6.  WINNER  LIST:  For  winners’ 
names,  send  a  stamped,  self-addressed  envelope  to: 
Computerworld  Winners,  c/o  The  Promotion 
Partnership,  50  Francisco  St.,  Suite  235,  San 
Francisco,  CA  94133.  Offer  expires  5/31/95. 


Official  Entry  Form 

WHY  I  RELY  ON  COMPUTERWORLD  FOR  INFORMATION  USEFUL  TO  ME  IN  MY  WORK: 
u 


V 


Name 


Title 


Company 


Address - 

City -  State - Zip  Code 

Telephone _  FAX _ 


L. 


FAX  THIS  FORM  TO:  (415)  288-6799  or 
MAIL  TO:  Computerworld  Sweepstakes 
c/o  The  Promotion  Partnership 
50  Francisco  Street,  Suite  235 
San  Francisco,  CA  94133 
Entry  Deadline:  May  5, 1995 
Drawing  will  be  held  May  12, 1995 

Don’t  forget  —  if  your  entry  is  among  the  first  100  entries 
received,  we’ll  send  you  a  free  Rich  Tennant  cartoon  screen  saver. 


COMPUTERWORLD 

The  Newspaper  of  IS 


“i 


t 


•jX'i 


K 


COMPUTERWORLD 


► 


/ 


- 


Meet  the  top  users  of 
information  technology  from 
around  the  world... 

...In  a  special  magazine  profiling  the  100  companies 
most  effectively  deploying  information  technology  on  a  global  basis. 

Issue  Date:  May  1,  1995 


The  Global  100. 

Find  out  how  top  companies 
around  the  world  -  from  the  United 
States,  Western  Europe  and  Japan, 
to  emerging  growth  areas  such  as 
Eastern  Europe  and  Russia  -  are 
using  information  technology  to 
compete  successfully  on  an  interna- 
tional  basis. 


The  Companies. 

Meet  the  100  companies  that  have 
some  of  the  best  “global  com¬ 
munications  infrastructure”, 

“global  systems  implementation” 
and  “global  technology  adaptation” 
in  the  industries  listed  below 


The  Issue. 

Charts  that  describe  these  100  compa¬ 
nies  by  industry  and  by  country. 
Informative  feature  articles  that  give  a 
closeup  profile  on  selected  companies’ 
formulas  for  IT  success  in  particular 
geographic  regions  such  as  the  Middle 
East,  South  America,  China  and  India. 
Analyst  commentaries  from  Ernst  & 
Young,  CSC  Index  and  Andersen 
Consulting...  all  in  one  magazine  that 
you  can  use  to  help  determine  your 
own  formula  for  success. 


•  Aerospace 

•  Metals 

•  Transportation 

•  Consumer 
Products 


•  Mining/Cement 
Processing 

•  Government 

•  Financial 
Services 

•  Oil  &  Gas 


•  Chemicals 

•  Insurance 

•  Pharmaceuticals 

•  Industrial 
Equipment 

•  Banking 


•  Retail 

•  Amusement  & 
Recreational 
Services 

•  Electronics 

•  Rubber  & 
Plastics 


•  Health  Services 

•  Utilities 

•  Automotive 

•  Telecom 
munications 
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Salomon  Brothers,  Inc . 72 

SAP  AG . 6,20 

Sara  Lee  Intimates . 4 

SAS  Institute,  Inc . 82,92 

SDPSA . 2 

Security  Dynamics  Technologies,  Inc . 78 

Sequent  Computer  Systems,  Inc . 50,89 

Sheridan  Software  Systems,  Inc . 15 

Sietec  Open  System . 57 

Simple  Technology,  Inc . 15 

SkillView  Technologies,  Inc . 91 

Software  AG  of  North  America,  Inc . 12 

Software  Publishing  Corp . 121 

Soundview  Financial  Group . 8 

South  Central  Bell  Telephone  Co . 67 

Standish  Group  International,  Inc . 10 

Staten  Island  University  Hospital . 108 

Sterling  Production 

Credit  Association . Coverl 

Storage  Dimensions,  Inc . 89 

Storage  Technology  Corp . 8 

Summagraphics  Corp . 50 

Sun  Microsystems,  Inc . 8,43,89,91 

SunSoft,  Inc . 1 18 

Swissair . 28 

Sybase,  Inc . 2,10,65,81,92,98,151 

Symantec  Corp . 78 

Tandem  Computers,  Inc . Coverl  ,8,68,88 

Technologic  Partners,  Inc . 149 

Teknekron  Software  Systems,  Inc . 91 

Texas  Employees  Retirement  System . 6 

Texas  Instruments . 1 16 

The  Butler  Group . 12 

The  New  England 

Life  Insurance  Co . 57 

The  Sabre  Group . 101 

The  Santa  Cruz  Operation . 1 18 

The  Tower  Group . 82 

The  Yankee  Group . 53,91 

Timber  Truss,  Inc . 116 

Tivoli  Systems,  Inc . 149 

Toronto  Transit  Commission . 92 

Toshiba  America 

Information  Systems,  Inc . 43 

Trade  Winds . 101 

TransQuest  Information  Solutions . 108 

TravelingSoftware,  Inc . 15 

Trinzic  Corp . 82 

Triton  Technologies,  Inc . 15 

TRW,  Inc . Coverl 


U 


UniKix  Technologies . 89 

Unisys  Corp . 88,89 

United  Parcel  Service,  Inc . Coverl 


Viacom,  Inc . 7 


W 


W.  R.  Grace  &  Co . 108 

Wang  Laboratories,  Inc . 57 

Watermark  Software,  Inc . 57 

Westmou  nt  Technology  BV . 32 

Weyerhaeuser  Co . 6,101 

Winter  Corp . Coverl 

WizSoft,  Inc . 89 

WordPerfect  Corp . 28 

XCD,  Inc . 78 

Xerox  Corp . 49 


z 


Zeitz  and  Associates . 12 
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April  21  Stock  Ticker 


Gainers 

Losers 

Percent 

Hogan  Systems  Inc. 

43.8 

NetFrame 

-16.7 

Data  SwitchCorp. 

21.6 

Cambex  Corp. 

-13.6 

Cray  Computer 

20.0 

Software  Publishing  Corp. 

-13.3 

Micrografx  Inc. 

18.4 

Penril  Data  Comm  Networks 

-12.5 

PictureTel  Corp. (H) 

14.7 

Banyan  Systems  Inc. 

-11.8 

Compaq  Computer  Corp. 

11.4 

Bay  Networks  Inc. 

-11.6 

MathSoft 

10.9 

Softkey  International  Inc. 

-11.4 

Gateway  2000  Inc. 

10.8 

Network  General 

-11.2 

Dollar 

PICTURETEL  CORP.(H) 

5.75 

Bay  Networks  Inc. 

-4.44 

IBM(H) 

5.13 

Hyperion  Software  Corp. 

-4.00 

Xerox  Corp. 

4.00 

Progress  Software  Corp. 

-4.00 

ITT  Corp. 

3.88 

Autodesk  Inc. 

-3.88 

Xilinx(H) 

3.88 

3  COM  Corp. 

-3.63 

Compaq  Computer  Corp. 

3.75 

ZilogInc. 

-3.50 

Dell  Computer  Corp.(H) 

3.13 

Softkey  International  Inc. 

-3.13 

Hogan  Systems  Inc. 

2.63 

Chipcom  Corp. 

-3.13 

The  market  moved  upward  last  week  on  strong  earnings  reports,  including  ones  on 

TECHNOLOGY  STOCKS  SUCH  AS  IBM  AND  COMPAQ  COMPUTER  CORP.  SEMICONDUCTOR  SHARES 
DROPPED,  THOUGH,  ON  SIMILARLY  STRONG  RESULTS. 


IPOs  come  marching  in 


More  information  technology  companies  are  jumping  into 
Wall  Street  this  year,  continuing  the  rise  of  initial  public  of¬ 
ferings  (EPO)  that  began  at  the  end  of  1994.  Few  companies 
went  the  IPO  route  through  much  of  last  year. 

Twenty-eight  technology  companies  went  public  in  the 
first  quarter,  according  to  Technologic  Partners,  Inc.  in 
New  York.  The  biggest  jump  following  an  IPO  came  from 
distributed  systems  management  software  vendor  Tivoli 
Systems,  Inc.  (TTVS).  Tivoli  was  riding  six  straight  profit¬ 
able  quarters  before  the  IPO.  Other  standout  stocks  are 
semiconductor  maker  Integrated  Silicon  Solution,  Inc. 
(ISSI)  and  help  desk  software  developer  Remedy  Corp. 
(RMDY). 

Though  IPOs  started  out  slow  at  the  beginningof  the  quar¬ 
ter,  by  March,  strong  market  conditions  gave  companies  an¬ 
other  reason  to  try  their  chances. 

—  Tim  Ouellette 


IPOs  flood  Wall  Street 


All  sectors  contributed  to  the  number  of  IPOs  during  the  first 
quarter* 


Company 

Ticker 

IPO 

DATE 

IPO 

PRICE 

Price 

4/20 

Daisytek  International  Corp. 

DZTK 

l/26 

15 

211/a 

Integrated  Silicon  Solution,  Inc. 

ISSI 

2/2 

13 

325/8 

Concentra  Corp. 

CTRA 

2/9 

12 

ll3/4 

General  Magic,  Inc. 

GMGC 

2/9 

14 

125/8 

Information  Storage  Devices 

ISDI 

2/9 

15 

24 

Oak  Technology,  Inc. 

0AKT 

2/13 

H 

24 

Globalstar  Telecommunications 

GSTRF 

2/14 

12 

133/4 

TGV  Software,  Inc. 

TGVI 

2/28 

16 

195/8 

Viasoft,  Inc. 

VIAS 

3/1 

8 

OO 

v_n 

OO 

Software  Artistry,  Inc. 

SWRT 

3/2 

14 

24V4 

P-COM,  Inc. 

PCMS 

3/3 

15 

17% 

Renaissance  Solutions,  Inc. 

RENS 

3/4 

13 

ll*/2 

DSP  Communications,  Inc. 

DSPC 

3/7 

10 

127/8 

Tivoli  Systems,  Inc. 

TIVS 

3/10 

14 

38 

Palmer  Wireless,  Inc. 

PWIR 

3/i4 

14V2 

17 

Remedy  Corp. 

RMDY 

3/i7 

23 

343/a 

Datastream  Systems,  Inc. 

DTSM 

3/29 

15 

23V4 

Periphonics  Corp. 

PERI 

3/31 

14 

15*/8 

I ‘Only  deals  valued  at  $soM  or  more  are  listed 


Source:  Technologic  Parters,  Inc.,  New  York 


Exch  52-Week  Range  Apr.  21  Wk  Net  Wk  Pct 


3  pm 

Change  Change 

Communications  and  Network  Services 

OFF  2 .47%  1 

OTC 

59.75 

20.13 

3  COM  Corp. 

53.38 

-3.63 

-6.4 

NYS 

44.75 

37.00 

AMERITECH  Corp.  (H) 

44.00 

-0.38 

-0.8 

NYS 

57.13 

47.25 

AT&T 

49.13 

-2.13 

-4.1 

OTC 

19.75 

12.75 

Banyan  Systems  Inc. 

14.00 

-1.88 

-11.8 

OTC 

39.50 

18.63 

BayNetworks  Inc. 

33.94 

-4.44 

-11.6 

NYS 

58.38 

48.38 

Bell  Atlantic  Corp. 

53.75 

-0.88 

-1.6 

NYS 

63.50 

50.50 

BellSouth  Corp. 

60.75 

-0.88 

-1.4 

NYS 

22.25 

10.00 

Bolt,  Beranek  &  Newman 

18.38 

-1.00 

-5.2 

OTC 

19.75 

9.00 

Brooktrout Technology 

16.00 

-0.50 

•3.0 

NYS 

52.88 

33.06 

Cabletron  Systems 

46.88 

-1.13 

-2.3 

OTC 

35.75 

10.00 

Centigram  Communications 

14.00 

-1.38 

-8.9 

OTC 

50.50 

21.00 

Chipcom  Corp. 

29.63 

-3.13 

-9.5 

OTC 

41.13 

18.75 

Cisco  Systems  Inc.  (H) 

38.88 

-1.13 

-2.8 

OTC 

13.63 

6.13 

Compression  Labs  Inc. 

10.75 

-0.50 

-4.4 

OTC 

9.38 

5.13 

Computer  Network  Tech. 

8.25 

-0.63 

-7.0 

OTC 

14.50 

7.50 

CrossComm 

10.63 

0.38 

3.7 

OTC 

4.13 

2.00 

Data  Switch  Corp. 

3.88 

0.69 

21.6 

OTC 

39.00 

17.88 

DSC  Communications 

35.13 

-1.00 

-2.8 

OTC 

41.75 

10.00 

FORE  Systems  Inc. 

30.50 

-2.75 

-8.3 

NYS 

35.88 

10.25 

General  Datacomm  Inds. 

11.75 

0.25 

2.2 

NYS 

34.88 

29.50 

GTE  Corp. 

34.13 

-0.50 

-1.4 

NYS 

104.88 

77.00 

ITT  Corp. 

104.88 

3.88 

3.8 

OTC 

25.88 

17.25 

MCI  Commm  uni  cations  Corp. 

22.25 

0.25 

1.1 

OTC 

15.75 

5.88 

MICOM  Communications  Corp. 

7.50 

0.13 

1.7 

OTC 

12.63 

4.88 

Microcom  Inc. 

11.00 

-0.31 

-2.8 

OTC 

10.50 

4.00 

Netrix  Corp. 

7.13 

-0.13 

-1.7 

OTC 

7.38 

3.25 

Network  Computing  Devices 

6.38 

-0.75 

-10.5 

NYS 

27.88 

7.38 

Network  EquipmentTech. 

23.63 

0.38 

1.6 

OTC 

30.63 

14.00 

NetworkGeneral 

24.38 

-3.06 

-11.2 

NYS 

55.63 

26.50 

Newbridge  Networks  Corp. 

31.88 

0.38 

1.2 

NYS 

41.00 

27.13 

Northern  Telecom  Ltd.  (H) 

38.88 

-1.13 

-2.8 

OTC 

22.28 

13.38 

Novell  Inc.  (H) 

20.63 

-0.50 

-2.4 

NYS 

41.50 

35.38 

NynexCorp. 

40.25 

-0.25 

-0.6 

OTC 

24.25 

15.50 

Octel  Communications  Corp. 

19.75 

0.19 

1.0 

OTC 

40.00 

12.00 

Optical  Data  Systems  Inc.  (H) 

37.00 

-0.75 

-2.0 

OTC 

6.00 

2.13 

Penril  DataComm  Networks 

3.50 

-0.50 

-12.5 

OTC 

45.00 

10.75 

PictureTel  Corp.  (H) 

45.00 

5.75 

14.6 

OTC 

8.13 

2.13 

Proteon  Inc. 

6.00 

0.13 

2.1 

OTC 

9.50 

2.75 

Racotek  Inc. 

5.38 

-0.31 

-5.5 

OTC 

8.13 

3.50 

Retix 

4.00 

-0.50 

-11.1 

NYS 

24.88 

13.69 

Scientific  Atlanta  Inc. 

22.50 

-1.13 

-4.8 

NYS 

44.25 

38.50 

Southwestern  Bell  Corp. 

43.25 

0.00 

0.0 

NYS 

40.13 

25.88 

Sprint  Corp. 

31.38 

-0.75 

-2.3 

OTC 

31.63 

13.38 

Standard  Microsystems  Corp. 

16.38 

-0.13 

-0.8 

OTC 

47.00 

9.88 

Stratacom  Inc. 

38.00 

-0.50 

-1.3 

OTC 

11.38 

3.88 

TelebitCorp. 

6.13 

-0.56 

-8.4 

OTC 

72.00 

24.00 

US  Robotics 

67.50 

-2.25 

-3.2 

NYS 

43.63 

34.63 

U  S  West  Inc. 

40.63 

-1.50 

-3.6 

OTC 

23.50 

10.63 

Xircom  (L) 

10.75 

-0.31 

-2.8 

OTC 

28.00 

8.00 

Xylogics  Inc. 

19.00 

1.00 

5.6 

PCs  and  Workstations 

UP  3.33% 

OTC 

6.13 

3.50 

Advanced  Logic  Research 

5.13 

0.13 

2.5 

OTC 

48.06 

24.63 

Apple  Computer  Inc. 

38.81 

0.56 

1.5 

OTC 

20.00 

10.38 

AST  Research  Inc. 

16.94 

-0.44 

-2.5 

NYS 

44.38 

29.50 

CompaqComputer  Corp. 

36.75 

3.75 

11.4 

OTC 

48.88 

21.50 

Dell  Computer  Corp.  (H) 

48.88 

3.13 

6.8 

OTC 

25.25 

9.25 

Gateway  2000  Inc. 

20.50 

2.00 

10.8 

NYS 

64.88 

35.94 

Hewlett  Packard  Co.  (H) 

63.88 

2.13 

3.4 

NYS 

38.00 

18.75 

Silicon  Graphics 

35.50 

-0.13 

-0.4 

OTC 

37.63 

18.25 

Sun  Microsystems  Inc. 

37.50 

1.75 

4.9 

NYS 

52.38 

33.13 

TandyCorp. 

48.38 

-0.88 

-1.8 

OTC 

11.75 

11.25 

Zeos  International  Ltd.  (L) 

11.25 

0.00 

0.0 

Large  Systems 

OFF  1.27% 

ASE 

13.00 

5.25 

Amdahl  Corp.  (H) 

12.50 

-0.13 

-1.0 

NYS 

8.88 

4.38 

Convex  Computer 

4.50 

-0.38 

-7.7 

OTC 

0.22 

0.16 

Cray  Computer 

0.19 

0.03 

20.0 

NYS 

26.25 

14.63 

Cray  Research  Inc. 

18.88 

-0.50 

-2.6 

NYS 

12.00 

6.75 

Data  GeneralCorp. 

7.88 

-0.63 

-7.4 

NYS 

46.75 

18.38 

Digital  EquipmentCorp.  (H) 

43.63 

-1.50 

-3.3 

OTC 

5.56 

1.72 

Encore  Computer  Corp. 

2.69 

0.06 

2.4 

OTC 

18.50 

6.50 

Harris  Computer  Systems  Cor 

14.50 

-0.50 

-3.3 

NYS 

91.50 

54.50 

IBM  (H) 

91.50 

5.13 

5.9 

OTC 

12.25 

5.00 

NetFrame 

5.00 

-1.00 

-16.7 

OTC 

7.88 

3.63 

Parallan  Computer 

6.38 

0.00 

0.0 

OTC 

21.25 

11.75 

Sequent  Computer  Sys. 

15.88 

-0.88 

-5.2 

OTC 

5.88 

3.13 

Sequoia  Systems  Inc. 

3.88 

0.00 

0.0 

NYS 

39.88 

23.25 

Stratus  Computer  Inc. 

27.50 

'1.13 

4.3 

NYS 

19.75 

10.50 

Tandem  Computers  Inc. 

12.63 

-0.75 

-5.6 

OTC 

14.13 

3.88 

TriCord  Systems 

4.63 

-0.13 

-2.6 

NYS 

12.13 

8.25 

Unisys  Corp. 

10.38 

0.13 

1.2 

Software 

OFF  1.13% 

OTC 

54.50 

23.75 

Adobe  Systems  Inc. 

52.38 

-1.13 

-2.1 

OTC 

5.88 

2.50 

American  Software  Inc. 

4.25 

0.25 

6.3 

OTC 

44.00 

23.25 

Autodesk  Inc. 

36.88 

-3.88 

-9.5 

OTC 

6.63 

1.75 

Bachman  Info.  Systems  (H) 

5.75 

-0.38 

-6.1 

OTC 

30.25 

20.75 

BGS  Systems  Inc. 

28.75 

0.50 

1.8 

OTC 

69.75 

40.25 

BMC  Software  Inc. 

60.50 

-2.00 

-3.2 

OTC 

30.50 

16.50 

Boole  &  Babbage 

28.50 

-0.38 

-1.3 

OTC 

14.38 

6.00 

Borland  Int’l  Inc. 

8.13 

-0.13 

-1.5 

OTC 

22.25 

5.75 

Brock  Control  Systems  Inc. 

6.75 

-0.25 

-3.6 

OTC 

3.75 

1.78 

CE  Software 

3.19 

0.19 

6.3 

ASE 

26.50 

6.25 

Cheyenne  Software  Inc. 

14.13 

-1.75 

-11.0 

OTC 

24.13 

9.75 

Cognos  Inc. 

20.13 

-1.00 

-4.7 

NYS 

64.38 

29.00 

Computer  Associates 

58.88 

-1.13 

-1.9 

NYS 

6.50 

2.50 

Computervision  Corp. 

6.00 

-0.13 

-2.0 

OTC 

49.25 

21.88 

Compuware  Corp.  (L) 

24.75 

-3.00 

-10.8 

OTC 

18.75 

9.00 

Comshare  Inc.  (H) 

17.00 

-0.50 

-2.9 

OTC 

16.75 

10.13 

Corel  Corp. 

13.44 

-0.31 

-2.3 

OTC 

16.25 

7.25 

Dataware  Technologies  Inc. 

15.25 

0.00 

0.0 

OTC 

5.13 

1.88 

Easel  Corp. 

2.56 

-0.19 

-6.8 

OTC 

36.25 

14.25 

Filenet  Corp. 

34.50 

-0.06 

-0.2 

OTC 

8.75 

3.00 

4th  Dimension 

4.38 

-0.38 

-7.9 

OTC 

22.25 

8.50 

Frame  Technology 

20.13 

-0.75 

-3.6 

OTC 

35.50 

11.50 

FTP  Software  Inc. 

26.25 

-0.13 

-0.5 

OTC 

10.25 

7.00 

Group  1  Software 

9.50 

0.00 

0.0 

OTC 

23.25 

6.75 

Gupta 

9.88 

-0.25 

•2.5 

OTC 

10.75 

4.63 

Hogan  Systems  Inc. 

8.63 

2.63 

43.8 

OTC 

49.75 

18.00 

Hyperion  Software  Corp. 

43.00 

-4.00 

-8.5 

OTC 

17.75 

11.25 

Information  Resources 

13.50 

-0.38 

•2.7 

OTC 

39.75 

14.25 

Informix  Corp. 

37.63 

0.13 

0.3 

OTC 

14.38 

7.38 

Intergraph  Corp. 

11.63 

-1.38 

-10.6 

OTC 

7.25 

2.50 

Interleaf  Inc. 

5.38 

-0.25 

•4.4 

OTC 

18.25 

8.63 

IntersolvInc. 

14.88 

-0.25 

-1.7 

OTC 

79.00 

27.00 

IntuitInc. 

75.38 

1.63 

2.2 

OTC 

37.25 

19.00 

LegentCorp. 

27.75 

-0.38 

-1.3 

OTC 

66.25 

25.00 

Lotus  Development  (L) 

33.75 

0.13 

0.4 

OTC 

13.25 

4.13 

Magic  Software  Enterprises 

5.00 

0.38 

8.1 

Exch 

52-Week  Range 

Apr.  21  Wk  Net  Wk  Pct 

3  pm 

Change  Change 

OTC 

14.50 

6.00 

Manugistics  Group  Inc. 

11.25 

-0.50 

-4.3 

OTC 

31.75 

14.75 

MapInfoCorp. 

30.25 

0.13 

0.4 

OTC 

4.75 

1.44 

MathSoft 

3.19 

0.31 

10.9 

OTC 

31.00 

6.75 

McAfee  Associates 

30.25 

2.00 

7.1 

OTC 

16.63 

9.38 

Mentor  Graphics  (H) 

16.25 

0.00 

0.0 

OTC 

20.00 

11.00 

Micro  Focus 

11.75 

0.50 

4.4 

OTC 

8.00 

4.63 

Micrografx  Inc. 

7.25 

1.13 

18.4 

OTC 

78.13 

45.44 

Microsoft  Corp  (H) 

75.06 

2.56 

3.5 

OTC 

22.50 

5.63 

NetManageInc. 

16.25 

-1.50 

-8.5 

OTC 

34.63 

18.56 

Oracle  Corp. 

30.00 

-2.00 

-6.3 

OTC 

46.50 

21.50 

Parametric  T  echnology  (H) 

46.50 

1.50 

3.3 

OTC 

24.25 

9.00 

ParcPlace  Systems  Inc. 

12.25 

0.00 

0.0 

OTC 

48.75 

13.00 

Peoplesoft 

45.06 

2.06 

4.8 

OTC 

8.50 

4.38 

Phoenix  Technologies 

7.75 

0.50 

6.9 

OTC 

14.75 

4.00 

Platinum  Software 

8.13 

-0.81 

-9.1 

OTC 

25.25 

12.00 

Platinum  Technology 

17.00 

0.31 

1.9 

OTC 

59.50 

27.00 

Progress  Software  Corp. 

43.25 

-4.00 

-8.5 

OTC 

5.06 

1.88 

Quarterdeck  Corp. 

5.06 

0.09 

1.9 

OTC 

18.75 

9.50 

Rainbow  Technologies  Inc. 

17.00 

-0.13 

-0.7 

OTC 

6.13 

2.00 

Rasterops 

4.75 

-0.38 

-7.3 

OTC 

6.13 

2.88 

Ross  Systems 

4.63 

-0.25 

-5.1 

OTC 

12.00 

0.50 

Sapiens  Intl.  Corp.  N.V. 

3.88 

0.00 

0.0 

OTC 

29.13 

10.13 

Softkey  International  Inc. 

24.25 

-3.13 

-11.4 

OTC 

6.25 

3.00 

Software  Publishing  Corp. 

3.25 

-0.50 

-13.3 

OTC 

12.50 

5.00 

StateoftheArt(H) 

11.00 

0.13 

1.1 

NYS 

38.38 

25.00 

Sterling  Software  Inc. 

34.13 

0.25 

0.7 

OTC 

13.63 

3.63 

Struct.  Dynamics  Research 

12.50 

0.31 

2.6 

OTC 

57.00 

19.88 

Sybase  Inc.  (L) 

21.50 

-1.38 

-6.0 

OTC 

24.50 

9.88 

Symantec  Corp. 

21.00 

-1.00 

-4.5 

OTC 

54.75 

33.00 

SynOpsys 

50.38 

-0.63 

-1.2 

OTC 

28.88 

10.63 

System  Software  Assoc. 

23.75 

-2.13 

-8.2 

OTC 

7.75 

3.25 

TrinzicCorp. 

5.88 

-0.13 

-2.1 

OTC 

26.75 

7.88 

ViewLogic  Systems 

8.75 

-0.13 

-1.4 

OTC 

23.25 

10.75 

VMark  Software  Inc. 

12.38 

0.13 

1.0 

OTC 

10.75 

5.50 

Walker  Interactive  Systems 

7.00 

0.00 

0.0 

OTC 

55.50 

17.50 

Wall  Data  Inc.  (L) 

19.13 

-1.63 

-7.8 

Semiconductors 

OFF  1.26% 

NYS 

36.88 

22.25 

Advanced  Micro  Devices 

33.88 

-1.00 

-2.9 

NYS 

28.13 

16.41 

Analog  Devices  Inc. 

25.00 

-1.38 

-5.2 

OTC 

44.25 

21.13 

AtmelCorp.  (H) 

42.88 

0.13 

0.3 

OTC 

8.88 

3.63 

Chips  and  Technologies 

8.50 

0.13 

1.5 

OTC 

39.50 

21.00 

Cirrus  Logic  (H) 

38.13 

-1.00 

-2.6 

NYS 

32.25 

13.88 

Cypress  Semiconductor  Corp. 

29.00 

-1.50 

-4.9 

NYS 

20.13 

13.38 

Dallas  Semiconductor 

18.25 

0.25 

1.4 

OTC 

31.75 

14.75 

Integrated  Silicon  Systems 

26.81 

-1.44 

-5.1 

OTC 

97.50 

56.13 

Intel  Corp.  (H) 

93.88 

-1.13 

-1.2 

NYS 

59.00 

19.63 

LSI  Logic  Corp.  (H) 

59.00 

0.13 

0.2 

OTC 

27.50 

14.75 

Lattice  Semiconductor  (H) 

27.50 

1.38 

5.3 

NYS 

85.13 

28.25 

Micron  Technology 

76.88 

-3.13 

-3.9 

NYS 

64.75 

43.00 

Motorola  Inc. 

52.38 

-2.50 

-4.6 

NYS 

21.50 

14.38 

National  Semiconductor 

18.88 

-0.38 

-1.9 

OTC 

29.25 

6.75 

Sierra  Semiconductor 

24.88 

-1.13 

-4.3 

NYS 

98.00 

63.38 

Texas  Instruments 

93.13 

-1.63 

-1.7 

OTC 

21.00 

10.25 

VLSI  Technology  (H) 

20.00 

0.38 

1.9 

OTC 

6.88 

1.78 

Weitek 

4.25 

0.38 

9.7 

ASE 

19.38 

11.50 

Western  Digital  Corp. 

14.75 

-0.75 

-4.8 

OTC 

74.38 

29.00 

Xilinx  (H) 

74.38 

3.88 

5.5 

OTC 

38.75 

24.75 

Zilog  Inc. 

34.75 

-3.50 

-9.2 

Peripherals  and  Subsystems 

OFF  1.2  5% 

OTC 

24.50 

14.50 

American  Power  Conversion 

14.88 

-1.13 

-7.0 

OTC 

27.25 

14.75 

Banctec  Inc. 

15.75 

0.00 

0.0 

OTC 

5.75 

3.25 

CambexCorp. 

4.75 

-0.75 

-13.6 

ASE 

3.75 

1.38 

Cognitronics  Corp. 

2.81 

-0.06 

-2.2 

NYS 

16.13 

9.00 

Conner  Peripherals 

9.63 

-0.38 

-3.8 

OTC 

24.00 

9.75 

Creative  Technologies  Inc. 

10.25 

-0.50 

-4.7 

OTC 

10.63 

3.50 

Data  Race  Inc.  (H) 

10.06 

0.06 

0.6 

ASE 

7.63 

4.13 

Dataram  Corp. 

5.00 

-0.13 

-2.4 

NYS 

24.00 

12.38 

EMC  Corp. 

18.75 

-0.38 

-2.0 

OTC 

20.13 

4.25 

Emulex  Corp. 

17.88 

-0.50 

-2.7 

OTC 

17.50 

11.25 

Evans  &  Sutherland 

16.00 

0.63 

4.1 

OTC 

24.00 

11.75 

Exabyte  (L) 

12.50 

0.50 

4.2 

OTC 

8.63 

1.88 

Intelligent  Info.  Systems 

2.50 

-0.13 

-4.8 

OTC 

11.25 

1.59 

Iomega  Corp. 

10.63 

0.25 

2.4 

OTC 

7.50 

2.00 

IPL  Systems  Inc. 

4.00 

-0.19 

-4.5 

OTC 

36.00 

17.00 

Komag  Inc.  (H) 

35.88 

0.88 

2.5 

OTC 

7.25 

2.63 

Maxtor  Corp. 

5.00 

0.44 

9.6 

OTC 

11.50 

4.00 

MicropolisCorp. 

5.25 

0.13 

2.4 

OTC 

17.75 

9.25 

Pinnacle  Micro  Inc. 

12.50 

-0.25 

-2.0 

OTC 

28.75 

5.31 

Printronix  Inc. 

19.75 

0.50 

2.6 

NYS 

10.75 

5.25 

QMS  Inc. 

6.13 

0.13 

2.1 

OTC 

19.38 

11.63 

Quantum  Corp. 

17.88 

-0.63 

-3.4 

OTC 

15-00 

7.38 

Radius  Inc. 

10.25 

-0.75 

-6.8 

NYS 

10.63 

6.38 

Recognition  International 

7.00 

0.25 

3.7 

OTC 

7.00 

4.13 

Rexon  Inc. 

4.75 

-0.38 

-7.3 

OTC 

30.13 

18.63 

Seagate  T  echnology (H) 

28.75 

-0.38 

-1.3 

NYS 

39.13 

17.88 

Storage  Technology 

18.00 

-0.88 

-4.6 

NYS 

45.25 

27.38 

Tektronix  Inc.  (H) 

44.50 

-0.38 

-0.8 

NYS 

120.50 

90.63 

Xerox  Corp. 

119.25 

4.00 

3.5 

Services 

OFF  1.08% 

OTC 

21.88 

13.16 

American  Mgmt. Systems 

19.50 

-1.25 

-6.0 

NYS 

4.25 

1.38 

Anacomp  Inc.  (L) 

1.38 

-0.13 

-8.3 

OTC 

27.00 

14.50 

Analysts  Int’l  (H) 

25.00 

0.25 

1.0 

NYS 

65.50 

49.13 

Auto  Data  Processing 

62.88 

-2.50 

•3.8 

OTC 

36.25 

14.00 

Cambridge  Tech.  Partners 

30.50 

-0.50 

•1.6 

NYS 

34.50 

22.88 

Ceridian  Corp. 

33.38 

-0.38 

•1.1 

NYS 

27.88 

17.75 

Comdisco  Inc. 

26.75 

-0.50 

-1.8 

OTC 

19.00 

8.25 

Computer  Horizons 

18.00 

0.50 

2.9 

NYS 

52.63 

36.50 

Computer  Sciences 

47.50 

-1.63 

•3.3 

NYS 

12.13 

7.50 

Computer  Task  Group 

11.25 

-0.13 

-1.1 

NYS 

21.88 

6.75 

CompUSA  Inc. 

21.50 

0.50 

2.4 

OTC 

11.38 

5.38 

Control  Data  Systems  Inc. 

8.50 

0.75 

9.7 

OTC 

12.13 

6.13 

Egghead  Discount  Software 

8.94 

-0.19 

-2.1 

NYS 

41.38 

32.88 

General  Motors  E  (EDS) 

41.38 

1.38 

3.4 

OTC 

14.25 

6.88 

Inacom  Corp. 

8.50 

0.25 

3.0 

OTC 

23.25 

7.50 

Intelligent  Electronics 

10.13 

-0.06 

-0.6 

OTC 

18.38 

3.88 

Merisel 

5.63 

0.00 

0.0 

OTC 

28.75 

8.50 

MICROAGE  Inc. 

9.00 

-0.38 

-4.0 

OTC 

48.75 

28.50 

Paychex 

45.50 

-0.06 

•0.1 

NYS 

51.13 

27.00 

Policy  ManagementSys.  (H) 

49.13 

-2.00 

•  3.9 

NYS 

28.63 

19.75 

Reynolds  and  Reynolos 

26.63 

-1.50 

5  3 

OTC 

24.25 

16.75 

SEICorp. 

18.50 

0.25 

1.4 

OTC 

37.88 

22.13 

Shared  Medical  Systems 

35.88 

1.13 

3.2 

OTC 

8.00 

4.00 

SHLSystemhouse 

6.44 

-o.ot 

•1.0 

OTC 

21.50 

9.25 

Software  Spectrum  Inc. 

15.13 

-1.83 

-11.0 

OTC 

48.75 

32.75 

Sungard  Data  Systems 

46.75 

0.00 

0.0 
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CLIErtT/SERUER  REPORTS  FROITl  THOSE  in  THE  KIIOUJ 


Sim:  The  right  resource  for  client/seruer  challenges 


This  guidebook  explores  technical 
and  business  issues  surrounding  client/server 
implementations  in  the  field.  The  guide  assists 
you  by  identifying  and  clarifying  challenges  in 
the  planning  and  implementation  stages  of 
a  client/server  architecture. 


This  report  addresses  the 
business  culture  and  management  issues 
common  to  the  development  process 
of  a  client/server  approach, 
and  assists  the  IT  professional 
with  key  strategies  for  success. 


This  industry  report  details 
an  information  exchange  of 
IS  professionals  and  their 
organizations  engaged  in  evolving 
client/server  technology. 


he  Society  for  Information  management  (Sim),  the 
leader  in  information  technology  education,  has  produced 
three  must-see  client/seruer  documents  detailing  the 
challenges  of  client/seruer  computing.  These  ualuable  reports 
offer  key  strategies  and  insights  for  managing  client/seruer 
deuelopment  and  operations. 


Client/Seruer 
Computing  - 

The  CEO 
manual 


Client/Seruer 
Perspectiue  - 

sim 

Report 


The  IS 
Department 
Guidebook 


IliH 

2 

i  v  i 

•  . 

1  ■  r:  7 

< 


These  reports  are  auailable  now  by  calling  the  Society  for  Information  management,  312/644-6610. 
The  cost  is  $400  for  the  set  of  three;  or  $150  each.  Sim  members  pay  $200  for  the  set;  $75  each. 


> 


The  Society  for  Information  Management  (SIM)  is  comprised  of  2,700  senior  executives 
who  are  corporate  and  divisional  heads  of  information  technology  (IT)  organizations  and 
their  management  staff,  leading  academicians,  consultants  and  other  leaders  who  shape 
and  influence  the  management  and  use  of  IT.  SIM  working  groups,  composed  of  practitioners, 
consultants  and  academicians,  engage  in  peer-to-peer  sharing  and  learning  environments 
which  results  in  immediate  and  long-term  benefits  to  senior  IT  managers. 


O 


l 


Other  working  groups  documents  available  from  SIM: 

•  Quality  Assessment  and  Planning  Tools  for  IS 

•  Information  Systems  Process  Architecture  1 .0 

•  Leading  Practices  Report  1.1 

•  Checklist  for  Master  Software  License  Agreements 

•  Software  Protection  in  the  UK 


To  order  by  fax,  clip  this  portion  and  fax  it  to  Sim,  312/2^5-1081. 
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Name: 


(circle  one)  American  Express 

Card  Number: _ 

Signature: _ 


Visa 


MasterCard 


_Exp.  Date: 


Title: _ 

Organization: _ 

Address: _ 

City: _ State: _ ZIP: _ Country: 


Or,  mail  your  payment  to:  Society  for  Information  Management,  P.0.  Box  809184,  Chicago,  IL  60680-9184. 

Quantity  Title  Cost: 

_  The  IS  Department  Guidebook  S400  for  complete  set  of  three  (plus  SI  5  S/H) 

_  Client/Server  Computing  -  The  CEO  Manual  SI  50  each  (plus  SI  0  S/H  per  publication) 

_  Client/Server  Perspective  -  A  SIM  Report 


Phone: 


Fax: 


Total  Payment  (must  include  shipping  and  handling):  S 


News 


Terabyte 

CONTINUED  FROM  COVER  1 

mongous  databases  are  expected  to  be¬ 
come  more  common  as  disk  storage  gets 
cheaper  and  data  warehouses,  images 
and  video  gain  wider  acceptance. 

But  the  number  of  companies  explor- 
ingthe  terabyte  stratosphere  now  “could 
probably  be  counted  on  your  fingers  and 
toes,”  said  Nagraj  Alur,  a  principal  at  Da¬ 
tabase  Associates  International  in  Mor¬ 
gan  Hill,  Calif. 


It  is  not  for  the  faint  of  heart  or  the  light 
of  wallet,  according  to  IS  officials  devel¬ 
oping  or  managing  such  big  databases. 
These  users,  some  of  whom  will  speak  at 
a  conference  on  very  large  databases  in 
New  Orleans  this  week,  rattled  off  the  fol- 
lowinglist  of  potential  trouble  spots: 

•  The  database  must  be  painstakingly 
configured  and  tuned  to  yield  fast  re¬ 
sponse  times  without  making  data  man¬ 
agement  and  recovery  unwieldy. 

•  End-user  access  must  be  tightly  con¬ 
trolled  to  ensure  that  the  database  does 
not  become  overloaded. 

•  Backups  and  updates  usually  must  be 


done  in  stages  to  minimize  downtime. 

•  The  cost  of  disk  storage,  testing  and 
outside  help  can  be  daunting. 

“The  design  almost  never  stops,”  said 
John  Killeen,  data  resource  manager  at 
United  Parcel  Service,  Inc.’s  Mahwah, 
N.J.,  data  center,  which  runs  two  multi¬ 
terabyte  databases  and  has  a  third  un¬ 
der  development.  Building  a  megadata¬ 
base  “is  a  large  chore,”  he  added.  “Once 
we  get  it  in  place,  we’ll  all  go  out  and  get 
a  beer.” 

Even  then,  the  design  process  “is  an 
ongoing  effort  because  we  have  to  make 
sure  we  keep  the  data  tuned”  after  up¬ 
dates,  he  said. 

UPS  splits  each  of 
the  64G-byte  tables  in 
its  DB2  databases  in¬ 
to  50  separate  parti¬ 
tions  so  it  can  do 
staged  backups  dur¬ 
ing  the  day.  Trying  to 
back  up  the  databas¬ 
es  en  masse  “would 
kill  us,”  Killeen  said. 
The  staged  approach 
lets  the  company  Em¬ 
it  daily  downtime  to 
the  three  to  four 
hours  it  takes  to  load 
new  package  delivery  data  into  DB2. 

Ameritech  Small  Business  Services,  a 
unit  of  Ameritech  Corp.  in  Chicago,  de¬ 
votes  16  of  the  48  processors  in  Tandem 
Computers,  Inc.’s  Himalaya  system  to 
cleaning  up  phone  records  before  they  go 
into  Ameritech’s  decision-support  data¬ 
base.  Crunching  the  daily  load  of  260  mil¬ 
lion  calls  takes  four  to  six  hours,  said  Mi¬ 
chael  Patrick,  director  of  IS  at  the  small 
business  operation. 

“You  pay  your  dues  later  if  you  don’t 
watch  what  you’re  doing  up-front,”  Pat¬ 
rick  said.  Once  the  data  is  loaded,  que¬ 
ries  are  prioritized  by  IS  to  avoid  strain¬ 


ing  resources,  he  added.  “There  are  a 
million  details  [to  managing  a  large  da¬ 
tabase],  You  can  go  crazy  looking  at  all 
of  them.” 

Besides  the  initial  outlay  for  hard¬ 
ware,  software  and  mirrored  storage, 
Ameritech  expects  the  database  to  soak 
up  $2  million  ayear  in  personnel  and  net¬ 
work  costs,  Patrick  said.  “It’s  not  cheap.” 

Unix  abandoned 

TRW  has  spent  “a  lot  more  than  we  origi¬ 
nally  planned”  on  its  new  consumer 
credit  information  database,  which  is  in 
final  testing,  said  Helen  McMillan,  chief 
database  architect  at  TRW  Information 
Services.  That  is  partly  because  the  com¬ 
pany  tried  to  do  a  Unix  design  before 
switching  to  a  DB2  approach,  she  said.  It 
is  also  relying  heavily  on  outside  con¬ 
tractors. 

Wanting  to  avoid  downtime  except  for 
a  few  hours  on  weekends,  TRW  “parti¬ 
tioned  the  heck  out  of”  the  database  to 


allow  piecemeal  updates  and  backups, 
McMillan  said.  However,  partitioning  the 
database  required  TRW  to  build  a  layer 
of  code  to  hide  the  physical  splitting  of 
data  from  applications. 

AT&T  Corp.’s  consumer  long-distance 
unit  in  Basking  Ridge,  N.J.,  is  wrestling 
just  to  get  customer  records  into  a  new 
decision-support  database.  The  data  is 
coming  from  a  variety  of  independent 
systems,  “and  all  those  pieces  don’t  al¬ 
ways  fit  readily  together,”  said  Steve 
Kormeluk,  the  operation’s  IS  manager. 

Dealing  with  such  core  issues  is  criti¬ 
cal  because  even  ordinary  problems 
such  as  inefficient  queries  can  paralyze 
a  large  database,  said  Richard  Winter, 
president  of  Winter  Corp.,  a  consulting 
firm  in  Cambridge,  Mass.  “It’s  like  moun¬ 
taineering  in  the  Himalayas.  Tiny  errors 
can  be  fatal.” 


Parallel  offerings  remain  uneven.  See 
^  page  152. 


Unix  catches  up 


Unix-based  databases  have  yet  to  hit 
the  mondo  sizes  of  proprietary  sys¬ 
tems  such  as  DB2  and  Teradata. 

Although  some  vendors  have  made 
strides  in  adding  parallel  features  to 
their  Unix  databases,  capabilities 
such  as  backup  and  recovery  are  still 
not  up  to  snuff,  analysts  said. 

Still,  some  intrepid  Unix  shops  are 
trying.  For  example,  Corning  Clinical 
Laboratories,  Inc.  has  a  300G-byte 
database  in  the  works  to  track  blood 
test  data  for  several  hundred  hospi¬ 
tals  nationwide.  Instead  of  building  a 
monster  database,  Corning  plans  to 


distribute  databases  from  Sybase, 
Inc.  across  30  Hewlett-Packard  Co. 
T500  servers. 

With  20G  bytes  in  production  at  the 
lab’s  Teterboro,  N.J.,  headquarters, 
the  project  “is  moving,  but  we’re  not 
rushing  anything,”  said  David  Wick, 
director  of  application  development. 

The  in-house  staff’s  lack  of  large 
database  know-how  prompted  Cor- 
ningto  buy  expensive  consulting  ser¬ 
vices,  he  added.  Indeed,  $6  million  of 
the  $10  million  spent  so  far  went  to 
consultants. 

— Kim  S.  Nash 


Cabletron 

CONTINUED  FROM  COVER  1 

for  administering  NetWare  LANs  accessible  from  the 
Unix-based  Spectrum. 

MGS  for  NetWare,  which  can  manage  up  to  150  Net¬ 
Ware  servers,  will  be  announced  next  month  and  is  slat¬ 
ed  to  ship  in  the  fall,  according  to  Patricia  Chrystycz, 
Cabletron’s  director  of  network  management  market¬ 
ing. 

Beta  testing  is  under  way  at  Novell  and  large  Net¬ 
Ware  sites  where  managers  running  Spectrum  seek 
quick  graphical  access  to  every  NetWare  server’s  func¬ 
tions,  print  queues,  users  and  groups.  MGS  for  NetWare 
allows  these  managers  to  gain  NetWare’s  alarms, 
statistics  and  control  without  adding  new  proto¬ 
cols,  modifying  servers  or  leaving  the  Spectrum 
console  to  wade  through  Novell’s  administration  menus 
onaPC. 

Consolidated  advantage 

Spectrum  users  such  as  Mark  Pielocik,  senior  network 
management  analyst  at  Bose  Corp.  in  Framingham, 
Mass.,  were  enthusiastic  about  the  prospect  of  consoli¬ 
dating  their  management  chores. 

“I’ll  be  able  to  take  advantage  of  the  gateway  immedi¬ 
ately.  It  will  save  us  time  because  we  won’t  have  to  load 
any  NLMs  or  inject  TCP/IP  into  the  Novell  servers,” 
Pielocik  said.  “I’ll  be  able  to  manage  the  NetWare  LANs 


natively  without  worrying  about  conflicts  in  configura¬ 
tion  and  setups.  You  never  want  any  more  overhead  on 
the  server  than  is  necessary.” 

Also  eager  to  see  MGS  for  NetWare  was  Michael  Knut¬ 
son,  a  systems  manager  at  Hewitt  Associates,  a  benefits 
consulting  firm  in  Lincolnshire,  Ill.  Knutson  said  he 
would  like  to  manage  all  his  diverse  servers — NetWare, 
OS/2,  Unix  and  Notes  —  from  one  location  with  a  com¬ 
mon  database  instead  of  gathering  data  from  separate 
tools  and  assemblingit  on  the  mainframe  for  automated 
status  reports.  “I  don’t  have  time  to  create  reports  on 
40  servers  every  day  in  Windows.” 

All  enterprise  management  vendors  have  the  same 
goal:  to  make  networks  easier  to  monitor  and  control  in 
order  to  lower  costs.  For  Cabletron,  MGS  for  NetWare 
will  fulfill  the  4-year-old  vision  that  Spectrum  is  more 
than  just  a  manager  of  hubs  and  other  network  ele¬ 
ments. 

“MGS  is  the  second  phase  of  our  strategy  as  we  move 
up  in  enterprise  management,”  said  Joe  Massey,  senior 
manager  for  Spectrum  development  at  Cabletron, 
which  is  based  here.  The  first  phase  was  Version  3.0  of 
Spectrum,  which  added  the  newly  defined  host  Manage¬ 
ment  Information  Base  (MIB)  for  reporting  via  the  Sim¬ 
ple  Network  Management  Protocol.  Few  users  rely  on 
that  MIB  yet,  Massey  said,  because  agents  are  not  avail¬ 
able  for  many  target  systems. 

To  leap  that  hurdle,  the  new  gateway  will  let  Spec¬ 
trum  interact  with  the  installed  base  of  NetWare  servers 
by  tapping  into  the  management  data  available  via  No¬ 
vell’s  IPX  protocol.  No  NetWare  Loadable  Modules 


(NLM)  or  changes  are  needed  on  target  NetWare  serv¬ 
ers,  said  Gene  Dragotta,  project  leader. 

A  hardware  module  processes  both  IPX  and  TCP/IP 
stacks,  translates  the  data  and  presents  it  to  the  soft¬ 
ware  module  on  Spectrum.  This  system  also  authenti¬ 
cates  each  task,  Dragotta  said,  to  make  sure  whoever  is 
adding  users  or  changing  a  server’s  configuration  has 
the  proper  security  clearance. 

Higher  demand,  usage 

MGS  for  NetWare,  when  coupled  with  Spectrum’s  exist¬ 
ing  object-oriented  and  distributed  management  capa¬ 
bilities,  will  translate  into  high  user  demand  and  usage, 
said  Tom  Nolle,  president  of  CIMI  Corp.,  a  consultancy 
in  Vorhees,  N.  J. 

“Most  businesses  view  network  management  the 
same  way  they  look  at  flouride  toothpaste:  They  like  to 
know  it’s  available,  but  they  don’t  necessarily  use  it  as 
much  as  they  should,”  Nolle  said.  “Spectrum  usage  is 
on  a  steep  increase  because  it’s  straightforward  and 
provides  businesses  with  a  hub-based  or  LAN-centric 
approach  to  management.” 

This  is  in  sharp  contrast  to  WAN-based  management 
packages  such  as  Hewlett-Packard  Co.’s  HP  OpenView 
or  IBM’s  NetView  6000,  which  have  traditionally  exclud¬ 
ed  most  LAN  traffic,  Nolle  said. 

The  entry-level  price  of  MGS  for  NetWare  will  be  in 
the  “$15,000  range,”  Chrystycz  said.  This  includes  the 
software  to  add  to  Spectrum  and  the  choice  ol  gateway 
hardware:  a  module  to  fit  Cabletron’s  MMAC  or  .'.’MAC 
Plus  hubs  or  a  stand-alone  unit. 
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Parallel  offerings  remain  uneven 


lthough  they  sometimes  talk  the  same 
talk,  Oracle,  Sybase  and  Informix  vary 
widely  in  how  thoroughly  they  have 
parallelized  their  database  manage¬ 
ment  systems. 

Movingto  parallel  processingis 
one  of  the  few  giant  steps  you  can  take  toward 
computer  productivity.  However,  unless  your 
IS  shop  is  willing  to  poke  its  nose  under  the 
hood  and  ask  the  right  questions,  you  may  end 
up  with  less  of  a  benefit  from  movingto  parallel 
than  you  had  planned. 

There  are  two  places 
where  the  differences 
amongthe  vendors  stand 
out  in  high  relief:  table  par¬ 
titioning  and  query  optimi¬ 
zation.  In  table  partitioning, 

Informix  and  Sybase  have 
an  edge,  although  Sybase 
offers  it  only  through  Navi¬ 
gation  Server  on  the  AT&T 
3600  multiprocessor. 

In  query  optimization,  In¬ 
formix  may  have  an  edge 
over  Oracle,  although  much 
depends  on  the  skill  of  the  database  adminis¬ 
trator  and  the  application  in  use.  Sybase’s  que¬ 
ry  optimization  is  also  impressive  with  Naviga¬ 
tion  Server  on  a  multiprocessor  AT&T  3600.  But 
the  bulk  of  Sybase’s  customers  do  not  use  Sy¬ 
base  on  a  3600,  and  they  will  have  to  wait  until 
the  third  quarter  of  this  year  for  Navigation 
Server  to  become  available  on  IBM,  Hewlett- 
Packard  and  Sun  Microsystems  platforms. 

Until  Navigation  Server  becomes  generally 
available,  Sybase’s  parallel  features  are  limit¬ 
ed  to  using  low-end  symmetrical  multiproces¬ 
sors  with  four  to  six  CPUs.  Much  of  Sybase’s  re¬ 
cent  sales  slowdown  and  losing  quarter  has  to 
be  attributed  to  this  underpowered  approach. 

In  some  cases,  Oracle’s  query  optimizer,  with 
its  ability  to  be  guided  by  hints  from  the  data¬ 
base  administrator,  will  offer  advantages  in  a 
decision-support  setting.  With  decision  sup¬ 
port,  it  is  difficult  for  the  database  administra¬ 
tor  to  anticipate  the  nature  of  the  query  and, 
therefore,  know  how  to  partition  tables  for  ease 
of  access. 

Oracle  has  had  the  highest  profile  in  moving 
to  parallel  and  has  dubbed  Oracle?.  1  as  Parallel 
Everything,  although  knowledgeable  users 


Moving  to  par¬ 
allel  process¬ 
ing  is  one  of 
the  few  giant 
steps  you  can 
take  toward 
computer  pro¬ 
ductivity. 


Charles  Babcock 


cast  doubt  on  the  appropriateness  of  the  name. 
Like  the  others,  Oracle  cannot  do  the  SQL  com¬ 
mands  INSERT,  UPDATE  and  DELETE  in  par¬ 
allel,  and,  as  noted  before,  its  optimizer  has  lit¬ 
tle  parallel  intelligence  without  hints  from  the 
database  administrator. 

Informix’s  strength  lies  in  its  shared-nothing 
approach,  which  partitions  data  across  CPUs 
and  the  disk  drives  assigned  to  each  CPU.  The 
database  administrator  determines  how  the 
data  is  to  be  spread  across  the  set,  and  the  sys¬ 
tem  simultaneously  stores 
and  retrieves  streams  of  da¬ 
ta  without  being  restricted 
to  the  speed  of  a  single  disk 
drive  or  CPU.  Sybase’s  Navi¬ 
gation  Server  performs  a 
similar  feat  (on  the  3600), 
giving  multiple  processors 
a  single  image  for  data  par- 
titioningpurposes. 

Oracle  officials  find  vir¬ 
tue  for  their  system  in  the 
absence  of  this  feature,  al¬ 
though  it  seems  like  Infor¬ 
mix  and  Sybase  had  the 
tougher  engineeringjob.  Oracle7.1.6  treats  the 
available  memory  and  storage  as  a  virtual  pool, 
with  all  processors  sharing  it.  Oracle  vice  pres¬ 
ident  Ken  Jacobs  points  out  that  this  gives  Ora¬ 
cle  a  high  degree  of  availability.  A  processor 
can  fail  and  other  processors  can  still  access 
the  data. 

The  Informix/Sybase  style  of  partitioning  ap¬ 
pears  best  suited  to  applications  with  data 
flows  that  are  predictable  and  well  understood, 
as  might  be  found  in  an  on-line  transaction  pro¬ 
cessing  system,  so  the  flow  can  be  effectively 
spread  out  across  disks. 

Effective  query  optimization  remains  some- 
thingof  a  black  art.  The  optimizers  found  in  In¬ 
formix  and  Sybase’s  Navigation  Server  make 
use  of  a  number  of  sophisticated  rules  of  paral¬ 
lelism,  according  to  Jim  Gray,  former  Tandem 
and  Digital  specialist  in  parallel  databases  and 
now  a  research  fellow  at  the  University  of  Cali¬ 
fornia  at  Berkeley.  Oracle’s  system,  on  the  oth¬ 
er  hand,  with  its  reliance  on  “hints,”  is  “quite 
primitive,”  Gray  said. 

Babcock  is  Computerworld' s  technical  editor.  His  MCI 
Mail  address  is  575-2737. 
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Inside  Lines 


Scaling  Mt.  Everest 

The  Santa  Cruz  Operation  had  its  collective  lips  zipped  last  week 
about  plans  to  unveil  its  next  Unix-on-Intel  operating  system  re¬ 
lease,  code-named  Everest.  Now  in  1 ,600  beta  sites  worldwide,  the 
Everest  code  is  intended  to  do  battle  with  Novell’s  new  UnixWare 
2.0  symmetrical  multiprocessing  Unix-on-Intel  operating  system, 
released  in  January.  Company  officials  declined  to  confirm  details 
about  the  announcement,  where  some  30  key  partners  will  report¬ 
edly  join  the  company  on  stage,  but  other  sources  said  it  would  be 
on  May  4  at  New  York’s  Hudson  Theater.  Popcorn,  anyone? 

We  prefer  Air  Jordan 

What’s  in  a  name?  The  word  Air,  if  you  play  in  the  wireless  busi¬ 
ness.  Sources  say  Motorola  will  continue  the  trend  next  week  when 
it  announces  Air  Apparent,  a  software  tool  to  bring  paging  mes¬ 
sages  into  the  corporate  network.  Motorola  expects  this  to  spark 
a  new  wave  of  wireless  use.  Of  course,  with  that  lame  name,  they 
could  end  up  shooting  an  air  ball. 

Cheaper  notebooks  on  the  way 

Intel’s  announcement  of  its  60/90-MHz  mobile  Pentium  chip  has 
slipped  a  week  to  May  30,  industry  sources  said  last  week.  But 
price  drops  on  the  486  are  right  on  schedule,  say  sources  at  hard¬ 
ware  makers.  In  fact,  Intel  is  accelerating  price  reductions  on  its 
486s  in  order  to  speed  the  notebook  market  to  Pentium. 

Are  they  sharing  more  than  parking  lots? 

The  perpetual  rumor  that  “(insert  company  name  here)  is  making 
a  takeover  bid  for  tools  maker  Gupta”  landed  in  Informix’s  back 
yard  last  week.  An  Informix  official  denied  the  database  company 
is  seeking  to  buy  Gupta,  adding  that  perhaps  such  talk  started  be¬ 
cause  their  offices  are  right  next  to  each  other  in  Menlo  Park,  Calif. 

This  doesn’t  look  like  Kansas 

Mainframe  wanna-bes  in  Unix  shops  will  soon  be  able  to  eyeball 
some  bona  fide  System/390-class  disk  storage.  EMC  plans  in  late 
May  or  June  to  introduce  Unix  versions  of  its  fast-selling  Symme- 
trix  mainframe  arrays,  which  provide  caching  and  performance 
that  goes  where  no  open  systems  ever  have.  But  EMC’s  ability  to 
pull  Unix  users  down  its  yellow  brick  road  will  likely  hinge  on 
where  Open  Symmetrixpricinglands. 

Let’s  get  flat 

Jerome  York,  IBM’s  chief  financial  wizard,  has  certainly  changed 
his  tune  since  forecastingin  early  ’94  that  mainframe  revenue  was 
about  to  fall  off  a  cliff.  Big-iron  shipments  instead  surged,  and  now 
York  is  not  ruling  out  the  possibility  that  IBM  will  be  able  to  hold  its 
1995  System/390  revenue  at  last  year’s  level.  Still,  he  cautioned 
last  week  that  Big  Blue  “would  really  have  to  ship  a  lot”  of  its  new 
CMOS-based  mainframes  to  keep  things  on  an  even  keel. 

Anytime,  anywhere,  anyhow 

AT&T  is  about  to  step  out  of  the  shadows  and  leap  into  the  on-line 
commercial  services  frenzy.  The  AT&T  Interchange  Online  Net¬ 
work,  which  Ma  Bell  acquired  from  Ziff-Davis  last  November,  will 
make  its  debut  in  June  as  an  on-line  publishing  platform  for  con¬ 
tent  providers.  AT&T  has  already  lined  up  The  Washington  Post, 
Ziff-Davis  and  Cowles  Business  Media  as  participants  in  the  ven¬ 
ture,  which  is  expected  to  compete  with  America  Online,  Prodigy 
and  CompuServe,  according  to  Leslie  Laredo,  director  of  advertis¬ 
ing  development  at  AT&T  in  Cambridge,  Mass. 

What  do  Oracle  and  the  U.S.  military  have  in  common?  A  soft 
spot  for  Gen.  Norman  Schwarzkopf.  Stormin’  Norman  now 
spends  his  time  on  the  rubber-chicken  circuit  giving  inspira¬ 
tional  speeches.  The  Oracle  Applications  User  Group,  which 
met  last  week  in  Nashville,  was  evidently  willing  to  pony  up 
Norm’s  fee,  even  though  the  general  knows  zip  about  cli¬ 
ent/server  applications,  a  group  official  acknowledged.  But  if 
you  know  a  thing  or  two  and  would  like  to  share  a  news  tip 
with  Computerworld,  do  call  our  24-hour  voice-mail  tip  line  at 
(508)  820-8555  or  our  toll-free  number  at  (800)  343-6474.  News 
Editor  Mary  f ran  Johnson  can  be  reached  by  phone  a  t  (508)  820- 
81 79  or  via  the  Internet  at  mjohnson@cw.com. 
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A  few  years  ago,  you  had  to  run  your  CICS  applications  on 
the  mainframe.  You  had  no  choice  in  the  matter. 

Today,  you  do.  And  what  a  choice  it  is. 

UniKix  is  a  high  performance  solution  that  lets  you  easily 
and  cost  efficiently  port  your  production  CICS  programs  to  an 
open  UNIX*  environment. 

How  high?  UniKix  is  exponentially  faster  than  the  nearest 
CICS-API  UNIX  competitive  product. 

How  easily?  One  company  ported  over  300  CICS  programs 
from  their  mainframe  to  UNIX  in  two  weeks.  Without  changing 
a  single  line  of  code. 

How  cost  efficiently?  Studies  show  companies  reducing  costs  by 
up  to  70%  while  protecting  their  past  investments. 

In  fact,  in  the  last  two  years,  over  60,000  programs  have  been 
moved  to  UNIX  using  UniKix. 


Let  UniKix  show  you  how  we  can  reduce  expenses  without 
giving  up  support  by  moving  your  CICS  solutions  to  a  better 
environment.  To  see  how  UniKix  can  cut  costs  for  you,  call  for 
your  FREE  Migration  Evaluation  Kit  at  1-800-765-2826. 


I’m  ready  to  cut. 

SEND  ME  MY  MIGRATION  EVALUATION  KIT. 


Name  Title 

Fax 

UniKix 


TECHNOLOGIES 


700  Technology  Park  Drive,  Billerica ,  Massachusetts  01821-4199  l-800-7t<i  s  - 
UniKix  Technologies  is  a  division  of  Bull.  UniKix  is  a  trademark  of  UniKix  Technologies.  'UNIX  is  a  registered  trademark  of  UNIX  Systems  Laboratories,  Inc.  2  1  ■ 


Want  to  cut  mainframe  costs  by  70%? 
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Your  workgroups  get  the  HP 
network  printer.  And  you  get 
What  a  steal! 


Under  $2,200* 

The  HP  LaserJet  4V  with  HP  JetDirect 
card,  after  rebate.  The  HP  LaserJet  4MV 
is  under  $2,800  after  rebate. 


For  a  limited  time,  HP  will  take 
$250  off  the  price  of  either  the 
HP  LaserJet  4V  with  a  qualifying 
HP  JetDirect  card  or  the  LaserJet 
4MV.  But  savings  aside,  you  just 
won’t  find  a  better  solution  for 
the  needs  of  a  busy  workgroup. 
First  of  all,  these  mid-volume 
network  printers  are  fast.  They 
clock  in  at  16  ppm,  fueled  by  a 
33.3-MHz  RISC-based  processor. 
Each  one  accepts  a  wide  variety 
of  paper  sizes.  And,  because  they 
feature  HP  JetAdmin  printer 


LaserJet  4 V 
$250  off. 


management  software,  printing 
will  be  noticeably  smoother  for 
everyone  involved.  For  more 
information  about  the  printers 
and  the  rebate,  see  your  nearest 
authorized  HP  dealer. 

HP  LaserJet  Printers 
Just  what  you  had  in  mind. 
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